Ralph  Nader  and  the  SPA 
debate  proposed  software 
license  law.  Opinion,  page  33 
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Staffing  woes  deepen 


Offshore  talent  pool 
costly,  dwindling 


Contract  workers  rake 
it  in;  pay  to  jump  9% 


By  Julia  King 


By  Julia  King 


GET  OUT  YOUR  WALLETS. 

Corporate  technology  manag¬ 
ers  will  have  to  dig  deeper  to  pay 
contract  workers,  whose  salaries 
will  increase  an  average  of  near¬ 
ly  9%  this  year. 

Many  companies  also  can 
count  on  having  more  contrac¬ 
tors  on  their  payrolls.  New 
and  enterprising  technical 
workers,  along  with  many 
longtime  information  systems 
employees,  are  making  a  bee¬ 
line  for  the  higher-paying  con¬ 
tracting  firms. 

Contract  salaries,  page  109 


Tivoli  users 
desperately 
seek  support 


By  Patrick  Dryden 
Austin,  Texas 

FRUSTRATED  USERS  with 

multimillion-dollar  enterprise 
management  projects  at  stake 
got  an  apology  last  week  from 
Tivoli  Systems,  Inc.,  which 
promised  a  blank-check  effort  to 
beef  up  support. 

And  Tivoli  officials  told  Com- 
puterworld  the  company  would 
postpone  a  version  of  the  Tivoli 
Management  Environment  io 
tools  for  smaller  networks  until 
major  corporate  customers  are 
satisfied. 

“Tivoli  is  overwhelmed,”  said 
Wayne  Heleniak,  a  systems  pro¬ 
grammer  responsible  for  net- 
Tivoli,  page  14 


Year  2000  glitches 
may  be  everywhere 


►  Phone  infrastructure, 
medical  devices  at  risk 

By  Thomas  Hoffman 
and  Mitch  Betts 

you  glide  into  your  office 
building  on  Monday  morning, 
Jan.  3,  2000,  confident  that  your 
information  systems  have  been 
prepared  for  the  00  date. 

But  the  elevator  won’t  budge. 
The  building  is  cold  because  the 


heat  doesn’t  work.  And  you  can’t 
place  a  telephone  call  because 
the  PBX  is  down. 

That’s  the  worst-case  scenario 
if  your  IS  department’s  year 
2000  experts  keep  their  blind¬ 
ers  on  and  ignore  the  date  roll¬ 
over  problem  that  could  confuse 
a  wide  variety  of  commercial 
systems  outside  traditional  IS 
control.  Those  range  from  eleva¬ 
tors  and  heating  controls  to 
Year  2000,  page  28 


§|  We  need  IT  leaders,  not 

more  IS  managers.  People  with 

....ranpir.,,,  vision.  Values.  Self- 

a  confidence.  People 

who  can  inspire  their 
peers.  And  yes,  IT  lead¬ 
ers  can  be  developed.  But 
it’s  important  to  focus  on 
individual  growth,  not  just 

Leadership  tom,  follows  m 


Data  warehouse  nightmare 

►  Mergers  cause  major  headaches  for  IS,  end  users 


By  Craig  Stedman 

if  building  a  data  warehouse 
sounds  difficult,  try  merging 
two  completely  different  ones. 

That’s  becoming  a  big  head¬ 
ache  these  days  as  more  and 
more  companies  adopt  data 


warehouses  as  key  information 
systems  tools.  Corporate  merg¬ 
ers  and  acquisitions  are  compli¬ 
cating  life  for  IS  departments 
and  the  end  users  who  rely  on 
warehoused  information  to  back 
up  their  business  decisions. 

Warehouse  mergers,  page  16 


companies  looking  to  off¬ 
shore  programmers  to  defuse 
year  2000  time  bombs  and  de¬ 
velop  systems  are  in  for  a  rude 
awakening. 

Worldwide,  the  pool  of  avail¬ 
able  programming  talent  is  dry¬ 
ing  up.  That  means  companies 
might  not  be  able  to  find 


enough  people  to  bring  year 
2000  projects  in  on  time.  And  it 
means  offshore  programmers 

Offshore  talent,  page  109 


WILL  LDAP  ZAP  X 

Vendors  pull  rug  out  from  under  X.500  E-mail  directory  standard.  Page  4 

BIG  BLUE  STAYS  TRUE  TO  DB2 

IBM  enhances  mainframe  database  and  promises  more  improvements.  Page  6 

Digital  suit  shocks  Intel 

Alpha,  Pentium  microprocessor  lines  on  collision  course.  Page  30 


Professional  P5-133  System 


Professional  P5-166  System 


Professional  G6-200  System 


■  Intel®  133MHz  Pentium®  Processor 

■  16MB  EDO  DRAM 

■  256K  Pipelined  Burst  Cache 

■  CrystalScan®500  ,26dp  Monitor  (13.9"  viewable) 

■  2MB  SGRAM,  3-D  64-Bit  PCI  Graphics 

■  1GB  11ms  EIDE  Hard  Drive 

■  12X  CD-ROM  &  3.5"  Diskette  Drives 


■  Mini  Tower  Case 

■  104*  Keyboard  &  MS®  IntelliMouse™ 

■  Microsoft®  Windows®  95 

■  MS  Office  97,  Small  Business  Edition 


plus  Bookshelf®  96 

■  Gateway  Gold1"  Service  and  Support  for  Desktops 


$1449 


Business  Lease  $54/month 


■  Intel  166MHz  Pentium  Processor 

■  16MB  EDO  DRAM 

■  256K  Pipelined  Burst  Cache 

■  CrystalScan700  .28dp  Monitor  (15.9"  viewable) 

■  2MB  SGRAM,  64-Bit  PCI  Graphics 

■  2GB  11ms  EIDE  Hard  Drive 

■  12X  CD-ROM  &  3.5"  Diskette  Drives 


■  Mini  Tower  Case 

■  104*  Keyboard  &  MS  IntelliMouse 

■  MS  Windows  95 

■  MS  Office  97,  Small  Business  Edition 
plus  Bookshelf  96 

■  Gateway  Gold  Service  and  Support  for  Desktops 


$1749 


Business  Lease  $65/month 


■  Intel  200MHz  Pentium®  Pro  Processor 

■  32MB  EDO  DRAM 

■  256K  Internal  Cache 

■  CrystalScan700  ,26dp  Monitor  (15.9"  viewable) 

■  4MB  SGRAM,  64-Bit  PCI  Graphics 

■  2GB  SCSI  Hard  Drive  with  Controller 

■  12X  SCSI  CD-ROM  &  3.5"  Diskette  Drives 

■  3Com®  10/100  PCI  Ethernet  Adapter 

■  12-Bay  Tower  Case 

■  104*  Keyboard  &  MS  IntelliMouse 

■  MS  Windows  NT®  4.0 

■  MS  Office  97,  Small  Business  Edition 
plus  Bookshelf  96 

■  Gateway  Gold  Service  and  Support  for  Desktops 

$2809 


Business  Lease  $  103/month 


Today’s  successful  business  machine  isn’t  complete  without  a  strong  technology  cog. 
PCs  that  add  value  by  helping  companies  improve  products  and  services  while  boosting 

efficiency.  More  and  more  businesses  are 
discovering  that  the  best  PCs  come  in 

cow-spotted  boxes.  Gateway  2000  understands  what  business  needs,  including 
the  importance  of  a  dedicated  service  and  product  line. 

So  we  built  an  organization,  Gateway 
2000  Major  Accounts,  Inc.,  devoted 
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Geared 
For 
Business 


exclusively  to  making  corporate,  government  and  education  customers  happy.  How?  By 
increasing  Value  of  Ownership  with  high-quality  PCs,  fresh  technology,  stable  platforms 
and  services  designed  for  their  unique  needs. 

Gateway  delivers  benefits  like  toll-free  dedicated 
corporate  technical  support  and  customized  service 
options  that  give  you  more  value  over  the  life  cycle  of 
your  systems.  This  combination  helped  Gateway  do 


•m 


business  with  8  out  of  10  Fortune  1000  companies  in  the  last  three  years  and  made  us  the 


number-one  direct  PC  vendor  on  the  GSA  Schedule! 


Call  Gateway  today  for  your  PC  needs.  You’ll  find  we’re  geared  for  your  business. 


'For  fiscal  year  1996  according  to  IDC  Government. 


Solo  2200  S5-166  Portable  PC 


■  12.1"  SVGA  Active  Matrix  Color  Display 

■  Intel  166MHz  Pentium®  Processor 
with  MMX™  Technology 

■  32MB  EDO  DRAM  expandable  to  80MB 

■  256K  Pipelined  Burst  Cache 

■  2MB  EDO  Video  RAM 

■  1.3GB  Hard  Drive 


■  Modular  3.5"  Diskette  Drive 

■  Modular  6X  min/llX  max  CD-ROM  Drive 

■  16-Bit  Wavetable  Sound  w/Stereo  Speakers 

■  Lithium  Ion  Battery  &  AC  Pack 

■  85-Key  MS  Windows  95  Keyboard 

■  MS  Windows  95  &  MS  Office  97, 

Small  Business  Edition  plus  Bookshelf  96 

■  Gateway  Gold  Service  and  Support  for  Portable  PCs 


$3799  • 


Business  Lease  $140/mo. 


SJf 


m 


GATEWiY2(XX) 


“ You've  got  a  friend  in  the  business. "® 

888-888-0382 

www.gw2k.com 

GSA  Schedule  #GS-35F-4565G 


©  1997  Gateway  2000,  Inc.  GATEWAY  2000,  black-and-white  spot  design,  CrystalScan,  “G”  logo,  and  "You've  got  a  friend  in  the  business"  slogan  are  registered 
trademarks,  and  Gateway  Gold  is  a  trademark  of  Gateway  2000,  Inc.  The  Intel  Inside  Logo,  Intel,  and  Pentium  are  registered  trademarks  and  MMX  is  a  trademark  of 
Intel  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  All  prices  and  configurations  are  subject 
to  change  without  notice  or  obligation.  Prices  do  not  include  shipping  or  applicable  sales  tax.  Many  Gateway  2000  products  are  custom  engineered  to  Gateway  2000 
specifications,  which  may  vary  from  the  retail  versions  of  the  software  and/or  hardware  in  functionality,  performance  or  compatibility.  ‘Teasing  arranged  by 
independent  leasing  companies  to  qualified  commercial  customers.  Lease  payments  based  on  36-month  term.  Lease  terms  subject  to  change  without  notice  or 
obligation. 


E-mail  Rich  Tennant  at  the5wave@tiac.net 


Com  pu  t  erw  or  Id  May  19,  1997 


(www.computerworld.com) 


Online  reality 

About  i8  months  ago,  when  the  Web  was  young  and 
life  was  simple,  I  tried  an  experiment.  I  committed 
myself  to  doing  all  my  Christmas  shopping  on  the 
Internet.  Four  weeks  and  a  dozen  surfing  hours  later, 

I  was  at  a  real  mall,  MasterCard  in  hand. 

My  search  through  scores  of  Web  sites  had  yielded  one  pur¬ 
chase  of  a  chintzy  plastic  bank,  which  broke  the  first  time  my 
son  used  it.  I’ve  bought  a  few  things  on¬ 
line  since  then  —  probably  i%  of  my  total 
spending  in  the  past  year. 

I  remembered  that  experience  last  week 
when  two  pieces  of  news  broke:  the  bank¬ 
ruptcy  of  Nets,  Inc.  and  the  initial  public 
offering  (IPO)  ofAmazon.com. 

Nets,  Inc.’s  failure  was  a  shock.  The 
company,  led  by  ex-Lotus  Chairman  jim 
Manzi,  had  the  most  sensible  proposition 
I’ve  seen  for  electronic  brokering.  But  it 

never  got  a  foothold;  Manzi  financed 
the  last  several  weeks  of  operation 
out  of  his  own  pocket. 

What  was  striking  about  the 
Amazon.com  I PO  wasn’t  Wall 
Street’s  irrational  exuberance  (I  pre¬ 
dict  the  stock  hit  its  52-week  high  on 
opening  day)  but  the  sobriety  of  its 
prospectus. 

Not  only  is  Amazon.com  unprofit¬ 
able,  but  it  can’t  predict  when  it  might  make  a  profit.  And  its 
cost  structure  is  worse  than  that  of  a  conventional  bookstore. 
See  our  story  on  Page  6  for  more  ofthe  lurid  details. 

Perhaps  reality  is  finally  setting  in  on  the  Internet  shopping 
craze.  Those  ridiculous  online  malls  are  shutting  down,  inves¬ 
tors  have  hammered  shares  of  Web  commerce  server  vendors, 
and  you  can  count  on  one  hand  the  number  of  Internet  stocks 
that  are  trading  above  their  IPO  price. 

The  market  is  discovering  what  any  casual  Web  shopper 
found  out  long  ago:  Just  because  you  can  buy  something  on¬ 
line  doesn’t  mean  you  should. 

I  continue  to  believe  in  the  promise  of  electronic  commerce. 
But  the  once-fashionable  wisdom  that  people  would  quickly 
flock  to  the  Web  to  buy  stuff  just  because  they  could  was  clear¬ 
ly  off-base. 

I  don’t  think  the  shopping  malls  will  be  any  less  crowded. 

Paul  Gillin,  Editor 
Internet:  paul_gillin@cw.com 


Just  because  you 
can  buy  something 
online  doesn't  mean 
you  should. 


Freewheeling  days  to 
end  for  'net  providers 


►  Major  investments 
required  for  stable 
Internet  commerce 

By  Kim  Girard 


economic  realities  are 
closing  in  on  Internet  service 
providers,  forcing  them  to  boost 
their  networks  to  cater  to  more 
wealthy  corporate  customers. 

To  survive  in  the  next  five 
years,  analysts  say  service  pro¬ 
viders  must  deliver  the  same 
performance  and  service  guar¬ 
antees  that  corporations  expect 
from  their  carriers.  Smaller, 
weaker  players  are  expected  to 
be  weeded  out. 

And  while  users  will  find 
more  stable  Internet  providers, 
they  may  also  pay  higher  prices 
to  fewer  companies. 

Analysts  say  these  changes 
will  drive  the  Internet’s  evolu¬ 
tion  from  a  tool  that  transports 
electronic  mail  to  a  critical  cor¬ 
porate  link  for  remote  access 
and  corporate  applications. 

“Corporate  America  is  going 
to  be  able  to  use  something  sta¬ 
ble  and  solid,’’  said  Don  Heath, 
president  of  The  Internet  Soci¬ 
ety  in  Reston,  Va.  9 


$2,000  for  Ti  connections  to 
$6,000  for  T3  connections. 

MCI  Communications  Corp., 
citing  “hard,  cold  economics,” 
adopted  a  policy  similar  to  UU- 
net’s  in  January,  peering  with  25 
of  the  country’s  larger  Internet 
service  providers.  BBN  Corp.  in 
Cambridge,  Mass.,  also  peers 
with  several  dozen  larger  pro¬ 
viders  and  charges  the  rest  for 
using  its  network. 

Sprint  Corp.  makes  case-by¬ 
case  peering  decisions.  It  rejects 
requests  from  providers  that 
lack  the  capacity  and  number  of 
exchange  points  to  provide  a 
“win-win  situation,”  said  John 


kets  at  Banc  One  Corp.  in 
Columbus,  Ohio. 

Dieringer  said  he  is  con¬ 
cerned  about  recent  network 
outages  that  have  plagued  on¬ 
line  services.  But  he  said  his 
company  expects  to  soon  get 
two  levels  of  service  from  an 
elite  cadre  of  providers:  one  that 
can  encrypt  and  protect  sensi¬ 
tive  corporate  information  and 
another  for  mainstream  E-mail. 

NOT  GOOD  ENOUGH 

James  Harris,  director  of  tele¬ 
communications  at  Warner 
Lambert  Co.,  a  pharmaceutical 
corporation  in  Morris  Plains, 
N.J.,  said  Internet  services  will 
have  to  improve  markedly  be¬ 
fore  he  moves  his  traffic  from  a 
frame-relay  network  to  an  Inter¬ 
net-based  network. 

"We  don’t  feel  [the  Internet]  is 
reliable  or  secure  enough,”  he 
said. 


WANT  TO  DANCE? 


To  peer  with  UUnet,  a  potential  partner  must: 

I  Own  and  operate  a  dedicated,  diversely  routed 
national  backbone  with  45M  bit/sec.  or  greater 
capacity. 

I  Be  willing  to  peer  with  UUnet  in  at  least  four 
locations  across  the  country. 

I  Have  peering  connections  of  at  least  45M  bit/sec. 

1  Maintain  a  24-hour,  7-day-a-week  network 
operations  center. 


NO  FREE  LUNCH 

To  support  this  shift,  Internet 
providers  must  boost  network 
capacity.  One  way  involves  drop¬ 
ping  subsidies  for  smaller  Inter¬ 
net  providers  that  dump  traffic 
on  their  backbone  at  no  cost  and 
have  little  to  offer  in  return. 

For  example,  industry  heavy¬ 
weight  UUnet  Technologies, 
Inc.,  a  subsidiary  of  carrier 
LDDS  WorldCom,  Inc.,  last 
week  announced  it  will  require 
some  Internet  service  providers 
to  ante  up  to  use  its  network. 

Providers  that  can  absorb 
these  so-called  peering  costs  are 
expected  to  pass  them  on  to  con¬ 
sumers,  which  could  put  an  end 
to  $19.99  monthly  access.  And 
larger  providers  —  by  working 
only  with  serious  players  —  will 
be  able  to  better  plan  network 
capacity  and  provide  the  same 
guarantees  that  corporations  ex¬ 
pect  from  private  line  or  frame- 
relay  service. 

One  of  the  elite,  Fairfax,  Va.- 
based  UUnet,  which  has  50,000 
corporate  customers  and  is  in¬ 
vesting  $30  million  in  its  net¬ 
work,  charges  about  a  dozen 
smaller  service  providers 
monthly  rates  that  range  from 


Moshier,  group  manager  of  In¬ 
ternet  provider  services  at 
Sprint. 

Though  going  public  with  its 
policy  spurred  accusations  that 
UUnet  is  trying  to  squeeze  com¬ 
petition,  Wen  Liao,  a  senior  ana¬ 
lyst  at  Jupiter  Communications 
in  New  York  said  “peering”  is 
simply  "another  sign  of  the 
commercialization  of  the  Web.” 

That  won’t  abate  all  concerns, 
of  course. 

“Reliability  concerns  the  hell 
out  of  me,”  said  Steve  Dieringer, 
vice  president  of  emerging  mar- 


Neither  do  many  other  corpo¬ 
rate  users,  said  Ronald  E.  West, 
president  of  the  Communica¬ 
tions  Managers  Association  in 
New  Jersey. 

“I’m  not  sure  [corporate  man¬ 
agers]  can  name  five  [Internet 
providers],”  he  said.  “I  can 
name  two:  BBN  and  UUNet.” 

With  few  exceptions,  West 
said,  users  have  “significant 
concerns  about  reliability  and 
performance”  because  most 
providers  lack  global  presence 
and  experience  building  net¬ 
works.  □ 


Come  visit  our  Web  site  ©  Computerwnrld 

•LEADERSHIP  SERIES:  Check  out  our  RealAudio  interview  with 
Bart  Bolton,  a  former  IS  executive  and  an  educator  at  the  Society 
for  Information  Management,  as  he  discusses  how  IS  managers 
can  become  IS  leaders,  (www.computerworld.com/leadership) 
•EMMERCE:  The  Webzine  for  Electronic  Commerce  Strategists. 
When  extranets  marry  electronic  commerce,  organizations  from 
every  industry  will  be  at  the  reception.  Today,  they're  courting. 
(www.computerworld.com/emmerce/depts/extra.html) 

Daily  news  updates:  (800)  340-2262 

•If  you  need  to  know  what’s  going  on  in  the  industry  but  aren’t 
near  your  PC,  get  a  recorded  update  at  our  toll-free  number. 


'Lite'  Windows  CE  to 
run  on  mobile  devices 


By  Mindy  Blodgett 


the  next  version  of  Micro¬ 
soft  Corp.’s  Windows  CE  operat¬ 
ing  system  is  due  in  August  or 
September  and  is  expected  to 
appear  in  a  host  of 
new  mobile  de¬ 
vices  next  year, 
said  industry  ana¬ 
lysts  and  sources 
close  to  Microsoft. 

Windows  CE 
2.0,  a  “lite”  ver¬ 
sion  of  Windows 
95,  is  expected  to 
include  DirectX, 

ActiveX  and  Com¬ 
ponent  Object 
Model  technol¬ 
ogies  and  Ethernet 
support. 

Windows  CE  1.0  runs  on 
handheld  PCs,  or  personal  digi¬ 
tal  assistants  (PDA),  from  a 
group  of  vendors  that  includes 
Compaq  Computer  Corp.,  NEC 
Technologies,  Inc.  and  Hewlett- 
Packard  Co. 


DuCharme  McMil- 
len's  Jon  Sweet: 


Windows-based 
palmtop  is  attractive 


already  out  there  and  then  the 
subnotebook-size  devices  on 
the  horizon  —  all  using  Win¬ 
dows  CE.” 

A  PalmPilot-like  device  run¬ 
ning  Windows  CE  might  be  at¬ 
tractive  to  corpo¬ 
rate  users. 

“We’ve  definite¬ 
ly  had  interest  in 
the  Pilot  from  our 
sales  force,  and  a 
Windows-based 
device  would  be 
even  more  inter¬ 
esting,”  said  Jon 
Sweet,  information 
systems  manager 
at  DuCharme 
McMillen  and  As¬ 
sociates  in  Fort 
Wayne,  Ind.  “It 
would  be  nice  to  take  informa¬ 
tion  to  the  client  on  these  little 
palmtops.” 

Microsoft  officials  wouldn’t 
comment  on  Gryphon  or  the 
next  version  of  Windows  CE.  □ 


Intel  lays  out  its  mobile  strategy 


Microsoft  said  when  it  an¬ 
nounced  the  Windows  CE  last 
fall  that  it  was  destined  for 
many  other  devices,  including 
palmtops  and  smart  phones. 
Microsoft  is  expected  to  an¬ 
nounce  a  pocket-size  computer 
system  using  Windows  CE  2.0 
at  the  Comdex  trade  show  in 
the  fall. 

Code-named  Gryphon,  the 
device  will  look  and  function 
like  U.S.  Robotics  Corp.’s  popu¬ 
lar  PalmPilot,  ac¬ 
cording  to  indus¬ 
try  analysts. 
PalmPilot  is  an 
electronic  orga¬ 
nizer  that  syn¬ 
chronizes  data 
between  the  de¬ 
vice  and  laptops 
and  desktops. 
Compaq  report¬ 
edly  is  working 
on  such  a  device, 
which  will  run 
Windows  CE  2.0. 

Microsoft  is  also  working  on  a 
vehicle  navigational  device, 
code-named  Apollo,  that  would 
use  Windows  CE,  according  to 
industry  analysts  and  sources 
close  to  the  company. 

“Right  now,  we’re  looking  at 
CE  running  on  three  different 
platforms  in  the  coming  year,” 
said  Timothy  Schmidt,  an  ana¬ 
lyst  at  Encore  Consulting 
Group,  Inc.  in  Longwood,  Fla. 
“There  will  be  the  wallet-size. 
Palm  Pilot-like  device,  the  PDAs 


By  Mindy  Blodgett 


get  ready  for  faster  notebooks 
—  clocking  in  at  speeds  of  200 
and  233  MHz  —  and  an  empha¬ 
sis  on  MMX  laptop  processors 
in  the  coming  year. 

That’s  according  to  officials  at 
chip  maker  Intel  Corp.,  who  last 
week  laid  out  the  company’s 
mobile  road  map  for  the  next 
year. 

Look  for  Intel  to  phase  out 
non-MMX  chips,  with  Pentium 


By  Tim  Ouellette 


Hitachi  data  Systems,  Inc.  is 
planning  a  new  hardware/soff- 
ware  bundle  aimed  at  speeding 
up  access  to  data  warehouses. 

On  May  27,  Hitachi,  in  Santa 
Clara,  Calif.,  will  announce  the 
Nucleus  Series  of  Intelligent 
Storage  Subsystems,  based  on 
Hitachi’s  5700  disk  arrays. 

Sources  said  the  bundle 
would  be  useful  in  situations 
where  users  want  faster  access 
to  their  data  warehouses. 

Hitachi  will  attach  its  5700 
disk  systems  to  an  MVS  host  via 
a  special  high-speed  controller, 


The  new  mobile  MMX 
chip  will  feature: 

Speed:  200  or  233  MHz 
Volts:  Less  than  2 

Power  consumption:  50% 

less  than  regular  Pentium 
mobile  chips 

II  mobile  chips  expected  to  hit 
the  market  early  next  year,  ac- 


powered  by  Digital  Equipment 
Corp.’s  Alpha  processor,  sourc¬ 
es  said.  The  Alpha  processor 
will  handle  the  data  transforma¬ 
tion  and  database  loading  duties 
that  can  normally  slow  down 
data  warehouse  queries. 

But  the  expense  of  buying  a 
new  storage  system  narrowly 
aimed  at  a  user’s  data  ware¬ 
house  means  speed  gains  have 
to  be  significant  to  offset  cus¬ 
tomers’  having  to  replace  their 
existing  data  warehousing  set¬ 
ups.  No  pricing  information  on 
Hitachi's  announcement  was 
available  last  week,  but  sources 
said  the  bundle  would  carry  a 


cording  to  Charles  Carey,  direc¬ 
tor  of  the  mobile  and  handheld 
products  group  at  the  Santa 
Clara,  Calif.-based  company. 

MMX  chips  —  those  with 
multimedia  extensions  —  are 
aimed  at  applications  such  as 
full-motion  video  sales  presen¬ 
tations.  Carey  said  the  MMX 
chips  make  videoconferencing 
and  graphical  data  sharing  via 
notebooks  faster  and  easier. 
And  although  MMX-enabled 
notebooks  cost  more  than  lap- 


premium  price. 

Still,  some  sites  may  find  the 
deal  attractive,  sources  noted. 

Hitachi  officials  declined  to 
comment. 

Analysts  said  storage  vendors 
have  been  trying  to  widen  the  at¬ 
traction  of  their  systems  beyond 
basic  storage  uses  by  packaging 
their  storage  products  for  specif¬ 
ic  applications,  such  as  data 
warehousing. 

For  example,  EMC  Corp.  and 
IBM  have  been  optimizing  their 
storage  devices  for  specific  rela¬ 
tional  databases  from  Oracle 
Corp.,  Sybase,  Inc.  and  Informix 
Software,  Inc.  [CW,  March  3].C) 


According  to 
Dataquest, 
the 

worldwide 
handheld 
market  grew 
by  29%  last 
year,  with 
shipments 
reaching 
1.6  million. 

• 


Hitachi  plans  fast  data  warehouse  access 


tops  with  non-MMX  processors, 
Carey  said  volume  is  expected 
to  drive  down  prices  of  MMX 
chips. 

Analysts  said  relatively  few 
corporate  users  need  laptops 
with  the  MMX  chips.  But  Jeff 
Davis,  information  systems 
manager  at  Spalding  Sports 
Worldwide  in  Chicopee,  Mass., 
said  his  company  is  gravitating 
toward  MMX  chips. 

“Our  sales  forces  goes  on  the 
road  with  notebooks  with  CDs, 
showing  presentations  like  our 
new  television  campaigns,” 
Davis  said.  “MMX  is  great  for 
that.” 

But  as  for  the  200-  and  233- 
MHz  chip  speeds  on  the  hori¬ 
zon,  Davis  said,  “I  just  can’t 
imagine  needing  that  much 
speed  right  now.  Of  course,  that 
can  change,  but  right  now,  I  find 
I  need  more  memory  on  lap¬ 
tops,  not  more  speed.” 

But  Intel  sees  the  integration 
of  the  MMX  chip  into  its  laptop 
line  as  part  of  a  greater  conver¬ 
gence  with  the  desktop  chips, 
according  to  John  Dunkle,  an 
analyst  at  Workgroup  Strategic 
Services,  Inc.  in  Portsmouth, 
N.H.  “By  next  year,  Intel  expects 
to  not  have  the  long  lag  times  it 
currently  has  between  desktop 
chips  and  laptop  processor  an¬ 
nouncements,”  he  said.  □ 


Desktop  vendors  flock  to 
Pentium  II.  Page  37 


Tools  help  vintner  decant  data 

Rita  Graham  at  Delicato  Vineyards  (above)  has  90  users  posting  queries  to 
her  data  warehouse  with  a  browser-based  tool.  She  isn’t  alone.  Tools  that 
work  over  an  intranet  won’t  replace  client/server  query  tools,  but  they  could 
empower  more  users  and  save  you  money. 

Data  Warehousing,  page  63 
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LDAP  standard  seen  overtaking  X.500 


By  Barb  Cole-Gpmolski 


much  as  users  watched  the 
X.400  messaging  standard  suc¬ 
cumb  to  the  Internet’s  Simple 
Mail  Transport  Protocol,  X.500 
supporters  may  see  history  re¬ 
peat  itself  with  Lightweight  Di¬ 
rectory  Access  Protocol  (LDAP). 

If  X.500,  which  has  yet  to  take 
off  in  large  corporations,  is  over¬ 
taken  by  LDAP  as  a  directory 
standard,  users  will  benefit 
from  a  protocol  that  was  de¬ 
signed  for  IP  networks  and  is 
easier  to  implement,  especially 
on  clients. 

“A  year  ago,  the  choices  were 
use  X.500  or  wait,”  said  Dan 
Blum,  a  principal  at  Rapport 
Communication,  a  Washington 
consultancy.  “But  now  users 
have  begun  to  feel  that  they  can 
lose  [by  going  with]  X.500.” 

But  the  downside  of  LDAP  is 


What  users  want  in  ADS 

•  Hooks  to  pull  data  into 
X.500 

•  Conformance  with 
Directory  Access 
Protocol  and  Directory 
Service  Protocol  pieces 
of  X.500 

•  X.500  links  in  the  first 
release 


that  its  directory  standard  is  still 
in  flux.  And  while  there  is  a 
large  crop  of  X.500  directories 
on  the  market,  very  few  prod¬ 
ucts  support  LDAP. 

X.500  zealots  argue,  too,  that 
LDAP  isn’t  up  to  the  task  of 
tracking  the  complex  types  of  in¬ 
formation  —  such  as  digital  sig¬ 
natures  —  that  future  electronic 
commerce  applications  will  re¬ 


quire.  And  there  is  fear  that 
messaging  vendors  will  use  the 
broad  cloak  of  LDAP  support 
to  mask  their  own  proprietary 
directories. 

LDAP  is  based  on  X.500  and 
was  designed  as  a  front  end  for 
X.500  directories.  But  with  the 
sluggish  adoption  of  X.500  and 
announcements  by  dozens  of 
software  makers  to  deliver 
LDAP-compliant  directories, 
the  tide  seems  to  be  turning  to¬ 
ward  the  snappier  offspring. 

“Microsoft  Corp.,  Lotus  De¬ 
velopment  Corp.  and  Netscape 
Communications  Corp.  are 
[really  giving  users]  an  open 
[LDAP]  interface  to  [their]  pro¬ 
prietary  directories,”  said  Terry 
McCarthy,  managing  director  at 
Neoteric,  a  New  York-based 
messaging  consultancy.  He 
said  it  is  unlikely  that  vendors 
will  “bend  over  backward  to 


implement  X.500.” 

“[Companies  like]  Microsoft 
[are]  in  a  position  to  say,  ‘To  hell 
with  all  the  people  who  have 
been  developing  this  [X.500] 
standard  for  the  last  10  or  15 
years,’  ”  said  Karen  Goertzel,  a 
systems  integrator  in  Washing¬ 
ton  who  has  installed  X.500 
directories  at  several  govern¬ 
ment  agencies.  She  said  Micro¬ 
soft  had  to  develop  an  X.500 
directory  within  Exchange  as 
part  of  the  Defense  Messaging 
System  contract,  yet  to  date  it 
has  chosen  not  to  make  it  part  of 
the  standard  product. 

“From  what  I  can  tell,  [Micro¬ 
soft]  is  not  playing  in  the  ball¬ 
park;  they’re  building  a  whole 
new  ballpark,”  said  an  architect 
at  a  Canadian  government  agen¬ 
cy  that  is  deploying  an  X.500 
directory. 

And  that  is  OK  with  some 


users.  “It’s  hard  to  justify  a 
stand-alone  directory,”  said  Bri¬ 
an  Leonard,  a  senior  business 
analyst  in  the  emerging  technol¬ 
ogies  group  at  Carolina  Power  & 
Light  Co.  in  Raleigh,  N.C., 
which  is  moving  6,000  users  to 
Exchange.  The  utility  doesn’t 
have  an  existing  X.500  directory 
and  is  considering  using  Micro¬ 
soft’s  Active  Directory  Services 
(ADS),  which  will  ship  in  the 
second  quarter  of  next  year. 
“Using  [ADS]  would  be  a  good 
way  to  leverage  our  investment 
in  Exchange,”  he  said. 

The  LDAP/X.500  issue  came 
to  light  for  Microsoft  last  month 
when  it  told  the  Electronic  Mes¬ 
saging  Association’s  directory 
committee  in  Philadelphia  that 
the  vendor’s  ADS  will  support 
LDAP  3  and  work  with  X.500 
using  “as-yet-undefined  subsets 
of  the  Directory  Access  Protocol 
and  Directory  Systems  Proto¬ 
col”  components  ofX.500. 

Support  for  those  subsets 
isn’t  expected  in  the  first  release 
of  ADS.  □ 


Webmasters  say  rules 
for  linking  sites  helpful 


"In  the  virtual 
world,  just  like  in 
the  real  world, 
you've  got  to  have 
rules." 

-  EILEEN  KENT, 


►  But  disagree  on  who 
should  set  the  policy 

By  Mitch  Wagner 


it’s  as  though  the  audience 
cheered  when  Darth  Vader 
came  on  the  screen  —  and  then 
thought  better  of  it. 

Usually,  Microsoft  Corp.  is 
the  company  users  love  to  hate. 
But  when  Ticketmaster  Corp. 
filed  a  lawsuit  late  last  month 
charging  Microsoft  with  using 
links  to  steal  content  on  the 
Ticketmaster  World  Wide  Web 
site,  several  site  administrators 
sided  with  Microsoft.  When  you 
put  a  site  up  on  the  Web,  they 
said,  you  are  inviting  people  to 
link  to  it. 

But  upon  further  reflection, 
several  Web  site  administrators 
started  to  waffle.  There  can  be 
legitimate  reasons  for  not  want¬ 
ing  a  particular  link  to  a  site, 
mainly  if  a  company  finds  a  site 
that  links  to  it  offensive,  Inter¬ 
net  commerce  executives  said. 
They  suggested  that  the  Web 
needs  standard  rules  for  link¬ 
ing,  but  other  observers  pointed 
out  that  technical  tools  exist  for 
blocking  links  to  a  site. 

“We  had  a  situation  where  a 
pornography  site  was  advertis¬ 
ing  a  link  to  our  site,”  said  Cliff 


Sharpies,  president  and  CEO  of 
Garden  Escape,  Inc.  in  Austin, 
Texas,  which  runs  a  site  that 
sells  gardening  supplies,  plants 
and  seeds.  “For  whatever  rea¬ 
son,  the  architect  of  that  page, 
who  was  primarily  interested  in 
promiscuity,  was  also  interested 
in  gardening.  We  didn’t  want 
their  name  associated  with  our 
site,  and  we  asked  them  to  take 
the  link  off.” 

DISHARMONY  INEVITABLE 

In  many  cases  where  sites  have 
attempted  to  reject  links,  the  site 
administrators  were  able  to 
reach  an  amicable  arrangement. 
But  users  said  it  was  inevitable 
that  harmony  would  eventually 
break  down  and  combatants 
would  end  up  in  court. 

The  Ticketmaster  lawsuit 
against  Microsoft  involves  Mi¬ 
crosoft’s  Seattle  Sidewalk  site 
(seattle.sidewalk.com),  an  on¬ 
line  directory  of  activities  and 
information  about  Seattle.  The 
lawsuit,  filed  in  April,  charges 
that  Microsoft  misappropriated 
Ticketmaster’s  trademarks  by 
linking  to  Ticketmaster’s  site  at 
www.ticketmaster.com.  Ticket- 
master  says  it  doesn’t  mind  the 
fact  that  Microsoft  linked,  but 
the  company  objects  to  the  man¬ 
ner  in  which  the  links  were  pre¬ 
sented.  The  ticket  purveyor 


claims  Microsoft  had  so  many 
links  to  pages  deep  within  the 
Ticketmaster  site  that  it 
amounted  to  stealing  Ticket¬ 
master’s  content.  Moreover,  Mi¬ 
crosoft  sold  ads  close  to  the 
links,  while  the  links  bypassed 
Ticketmaster’s  own  ads. 

Microsoft  denies  any  wrong¬ 
doing,  saying  that  promiscuous 
linking  is  standard  on  the  Web. 

Users  were  split  on  whether 
the  lawsuit  would  be  good  for 
the  Internet. 

“In  the  virtual  world,  just  like 
in  the  real  world,  you’ve  got  to 
have  rules,”  said  Eileen  Kent, 
vice  president  of  new  media  at 
Playboy  Enterprises,  Inc.  in  Chi¬ 
cago.  “A  good  many  of  those 
rules  result  from  case  law.” 

But  David  Miller,  manager  of 
application  development  at  Of¬ 
fice  Depot,  Inc.  in  Delray  Beach, 
Fla.,  said  the  Internet  communi¬ 
ty  is  better  equipped  than  the 
courts  to  make  policy.  “Saying 
the  courts  should  handle  it  is 
like  saying  any  answer  is  better 
than  no  answer.  That’s  just  not  ° 
true,”  he  said.  - 

For  one  thing,  technology  is  “ 
already  in  place  to  block  hyper-  l 
links.  Individual  pages  can  be 
blocked  to  links  by  installing 
software  that  changes  that 
page’s  uniform  resource  locator 
(URL).  And  Internet  Protocol 
blocks  can  easily  be  put  in  place 
to  block  out  links  from  specific 
sites. 

Ticketmaster  did  install  IP 
blocks  for  the  Microsoft  site  af¬ 
ter  it  filed  the  lawsuit,  but  it  said 
it  wanted  legal  backing  to  give 
the  blocks  more  muscle. 


Sam  Baker,  an  associate  pro¬ 
fessor  at  the  University  of  South 
Carolina’s  Department  of 
Health  Administration  in  Co¬ 
lumbia,  suggests  that  users  em¬ 
bed  a  special  text  string  —  such 
as  “nolink”  —  in  URLs  to  indi¬ 
cate  pages  they  don’t  want  oth¬ 
ers  to  link  to  and  making  it  a 
misdemeanor  to  link  to  those 
pages.  Other  users  agreed  but 
said  the  text  string  should  be  in¬ 


cluded  as  a  special  tag  in  the  Hy¬ 
pertext  Markup  Language  code, 
where  it  could  be  automatically 
implemented  in  software  but 
not  obvious  to  users. 

“Whether  or  not  people 
would  respect  it  is  another  mat¬ 
ter,  but  I  think  that’s  exactly  the 
kind  of  grassroots  action  and 
technical  solution  that  goes 
some  distance  to  solve  the  prob¬ 
lem,”  Kent  said.D 
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1  World-Class  Event 

Be  a  part  of  one  of  the  fastest- 
growing  high-tech  user  conferences 
in  the  world! 

18  Industry  Leaders 

Charles  B.  Wang,  chairman  and 
_  chief  executive  officer  of  Computer 
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technology. 
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World-renowned  Penn  &  Teller  will 
entertain  us  once  again  with  their 
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Despite  client/server 
push,  IBM  enhances 
DB2  for  mainframes 


DB2  FOR  0S/390  PLANS 


Date 

Product 

Features 

June  1997 

DB2  for  OS/390 
Version  5 

Improved  system  availability  with  support  for  up 
to  320  processors  and  64,000  concurrent  users 

June  1997 

Net.Data 

Web-to-DB2  access  tool 

Q3 1997 

SAP  R/3  for  0S/390 

DB2  Version  5  optimized  as  an  R/3  database  server 

1998 

Future  version  of 

DB2  for  0S/390 

Will  add  object  support  and  Java-based  access  to 
DB2 

By  Tim  Ouellette 
Chicago 


even  as  ibm  strains  to  woo 
database  users  to  DB2  on  the 
various  client/server  platforms, 
Big  Blue  still  aims  to  please 
its  bread-and-butter  mainframe 
market. 

IBM  next  month  will  ship 
Version  5  of  DB2  for  OS/390, 
with  improved  system  availabil¬ 
ity,  client/server  integration  and 
Net. Data,  a  new  World  Wide 
Web-based  data  access  tool. 

IBM  officials  last  week  also 
gave  attendees  at  the  Interna¬ 
tional  DB2  Users  Group  confer¬ 
ence  here  a  glimpse  of  future 
versions  of  mainframe  DB2, 


which  will  include  object  tech¬ 
nology  and  Java  client  access  to 
DB2  data  (see  chart). 

DB2  has  long  been  the  domi¬ 
nant  mainframe  database,  but 
nearly  all  the  action  these  days 
is  in  the  client/server  database 
market,  where  DB2  has  compar¬ 
atively  little  presence. 

Still,  mainframe  DB2  licenses 
grew  4%  last  year  and  8%  in  the 
first  quarter  this  year,  according 
to  IBM.  Currently,  8,000  main¬ 
frame  sites  use  DB2. 

NOT  JUST  YET 

But  according  to  users  inter¬ 
viewed  at  the  conference,  most 
DB2  shops  are  still  migrating  to 
Version  4  and  won’t  upgrade 


right  away.  Mainframe  users  are 
increasingly  leery  of  faster  up¬ 
grade  schedules  among  soft¬ 
ware,  hardware  and  operating 
systems  [CW,  March  10]. 

One  of  the  few  early  users  of 
Version  5  said  IBM  has  relieved 
some  headaches  for  users  who 
must  manage  new  and  older 
DB2  databases  during  migra¬ 
tion. 

“The  good  news  is  [that  ver¬ 
sions  4  and  5]  can  coexist  a  lot 
more  easily  than  different  ver¬ 
sions  could  before,”  said  Sandy 
Smith,  manager  of  database  ad¬ 
ministration  at  Hewitt  Asso¬ 
ciates,  Inc.  in  Lincolnshire,  Ill. 


And  IBM  has  made  a  strong 
case  for  users  to  keep  pace  by 
optimizing  DB2  for  IBM’s 
mainframe  clustering  technol¬ 
ogy  and  opening  up  the  data¬ 
base  to  client/server  applica¬ 
tions  such  as  SAP  AG’s  R/3. 

ALWAYS  THERE 

“Version  5  gives  users  some 
nice  improvements  in  continu¬ 
ous  availability,”  so  users  can 
share  the  same  data  set  at  the 
same  time,  said  John  Campbell, 
a  consultant  at  Cambridge  In¬ 
formation  Technology  Ltd.  in 
England. 

“In  Version  4,  not  quite  every¬ 


thing  was  in  place  yet,”  Camp¬ 
bell  said. 

Smith  agreed.  “When  you 
lose  connection  to  the  sysplex 
[mainframe  cluster],  now  DB2 
will  recover  automatically  so  you 
don’t  have  to  manually  inter¬ 
vene,”  which  saves  time  and 
labor,  she  said. 

Client/server  integration  in¬ 
cludes  direct  TCP/IP  access, 
smoother  delivery  of  mainframe 
DB2  data  to  client  programs  and 
a  DB2  Database  Server  for  R/3, 
which  requires  Version  5. 

Those  changes  could  give 
DB2  a  higher-profile  role  in 
client/server  installations.  □ 


Amazon.com  braves  Internet  jungle 

►  Successful  IPO  doesn’t  mean  the  honeymoon  won’t  turn  sour 


By  Mitch  Wagner 


even  as  Wall  Street  waxed  en¬ 
thusiastic  last  week  about  the 
initial  public  offering  of  Seattle- 
based  Amazon.com,  Inc.,  some 
users  and  analysts  expressed 
concern  that  the  company  is 
destined  to  become  the  latest 
victim  of  Internet  hype. 

The  initial  public  offering 
(IPO),  which  is  littered  with  po¬ 
tential  obstacles  to  success, 
comes  on  the  heels  of  the  bank¬ 
ruptcy  filing  two  weeks  ago  by 


Nets,  Inc.  in  Cambridge,  Mass. 
The  business-to-business  mar¬ 
keteer,  which  was  headed  by  for¬ 
mer  Lotus  Development  Corp. 
CEO  Jim  Manzi, 
simply  ran  out  of 
money. 

Both  online  start-ups  illus¬ 
trate  the  mistaken  notion  that 
the  Internet  is  a  get-rich-quick 
channel. 

“I  think  the  hype  is  too  high,” 
said  Josh  Tretakoff,  manager  of 
alternative  media  at  Sharper  Im¬ 
age  Corp.  in  San  Francisco. 


“There  is  still  the  perception 
that  the  Internet  is  the  land  of 
milk  and  honey,  and  then 
there’s  the  reality  that  we’re 
sucking  the  bot¬ 
tom  of  the  bowl.” 
It’s  not  that 
there  isn’t  money  to  be  made  on 
the  Internet.  Internet  channels 
can  provide  less  expensive,  fast¬ 
er  and  more  convenient  ways  to 
communicate  with  business 
partners. 

But  like  any  business  venture, 
those  new  channels  require 


time,  money  and  staffing  to  ex¬ 
ploit. 

“It’s  shifting  channels.  It’s 
shifting  media.  It’s  not  chang¬ 
ing  business,”  said  David  Miller, 
manager  of  application  develop¬ 
ment  at  Office  Depot,  Inc.  in 
Delray  Beach,  Fla.  “The  amount 
of  paper  that  gets  sold  in  the 
United  States  probably  won’t 
change.  The  amount  of  books 
that  get  sold  isn’t  going  to  dou¬ 
ble  just  because  these  guys  are 
online.  This  is  not  going  to  revo¬ 
lutionize  the  world  overnight.” 

To  be  sure,  Amazon.com  did 
well  in  its  IPO  last  week,  raising 
$54  million.  The  IPO  price  was 
$18,  but  the  stock  opened 
Thursday  morning  at  $29.25  be¬ 
fore  drifting  down  to  $23.50  at 
the  close  of  trading. 

The  company  has  seen  boom¬ 
ing  growth,  with  sales  of  $15.7 
million  last  year,  up  from 
$511,000  in  1995  after  opening 
for  business  in  July  of  that  year, 
according  to  the  prospectus. 

But  the  prospectus  also  re¬ 
vealed  problems.  The  company 
lost  $5.8  million  last  year  and 
$303,000  in  1995.  Losses  will 
continue  into  the  foreseeable  fu¬ 
ture,  the  company  said. 

Among  the  weaknesses  cited 
in  the  Amazon.com  prospectus 
were  inefficient  computer 
systems  —  World  Wide  Web 
servers  were  disconnected  from 
back-office  systems  —  and  inad¬ 
equate  disaster-recovery  plans 
and  insurance. 

And  despite  the  hype  about 
the  low  cost  of  doing  business 


on  the  Internet,  the  cost  of  sales 
for  Amazon.com  are  high.  The 
company  keeps  only  22%  of 
sales  after  paying  suppliers,  sal¬ 
aries  and  other  costs,  compared 
with  36%  at  Barnes  &  Noble, 
Inc.  and  27%  at  Borders  Group, 
Inc. 

Barnes  &  Noble  opened  its 
Web  site  last  week,  and  Borders 
said  its  site  will  be  online  soon. 

ONLY  ON  THE  WEB 

“And  still  you  have  a  bunch  of 
people  who  say  this  is  fantastic, 
and  let’s  invest?”  said  analyst 
Bruce  Guptill  at  Gartner  Group, 
Inc.  in  Stamford,  Conn.  “Isn’t 
this  a  great  country?  If  you  went 
into  any  underwriter’s  office  in 
the  world  and  put  together  a 
business  plan  like  Amazon’s  but 
without  the  words  ‘Web’  or  ‘In¬ 
ternet’  in  it,  I  don’t  think  they’d 
give  you  the  time  of  day.” 

Nets,  Inc.’s  vision  was  to  be  a 
clearinghouse  for  business-to- 
business  commerce  on  the  In¬ 
ternet.  Following  the  once-pop- 
ular  “virtual  mall”  model, 
suppliers  would  sign  on  to  the 
service  to  find  themselves  all  in 
a  single  location  with  a  common 
front  end.  Users  would  log  in  to 
source  products  and  compare 
prices  and  features. 

The  company  filed  for  Chap¬ 
ter  11  protection  and  laid  off  200 
workers  two  weeks  ago.  It  re¬ 
tained  about  15  people  to  keep 
its  Web  site  running  at  www. 
industry.net  while  executives 
sought  to  develop  a  plan  for  sur¬ 
vival  through  reorganization.  □ 


The  hype  of  doing  business  on  the  Internet  is  giving  way  to  reality 


Reality 


Internet  connectivity  is  free. 


It  costs  $2,000  per  month  for  a  T1  line. 


Hardware  and  software  are  cheap. 

Low-power,  cheap  systems  lack  sufficient 
throughput  for  many  Web  sites.  They  also 
lack  security. 

Salespeople  will  disappear  as  the 

Internet  puts  manufacturers  in  direct 
contact  with  customers. 

Manufacturers  don't  know  what  to  do  with 
customers.  They  still  need  salespeople  to 
conduct  sales. 

Big  and  smali  companies  can  compete 
as  equals. 

Big  companies  have  more  staff  and  more 
customers.  They  also  have  more  money  for 
equipment,  marketing  and  ads. 

There's  no  need  to  advertise. 

With  1  million  .com  domains,  a  Web  site  can 
get  lost.  Advertising  and  marketing  are 
essential. 
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Distributors  find  'net  niche 

►  Point-of-sale  data ,  catalogs  open  new  channels 


By  Justin  Hibbard 

doomsayers  once  counted 
wholesale  distributors  among 
the  middlemen  that  the  Internet 
would  wipe  out.  Now  wholesale 
distributors  are  wiping  out 
those  predictions  by  turning  the 
Internet  into  another  distribu¬ 
tion  channel. 

Authors  and 
consultants  have 
insisted  that 
manufacturers  will  use  the  In¬ 
ternet  to  reach  customers  direct¬ 
ly  and  bypass  traditional  distri¬ 
bution  channels.  To  be  sure, 
some  manufacturers  have  heed¬ 
ed  the  call.  Dell  Computer 
Corp.,  for  example,  claims  to 
sell  $5  million  to  $7  million 
worth  of  goods  to  consumers 
each  week  through  its  World 
Wide  Web  site. 

But  rather  than  taking  the 
threat  lying  down,  distributors 
are  using  Internet  technology 
to  provide  new  services  to  cus¬ 
tomers  and  suppliers  and 
thereby  ensure  their  place  in  the 


emerging  Internet-based  supply 
chain. 

For  instance,  Handleman  Co., 
a  music  distributor  in  Troy, 
Mich.,  introduced  in  Februaiy 
an  Internet  service  that  lets  con¬ 
sumers  listen  to  samples  from  a 
database  of  50,000  CDs  and 
purchase  titles  online.  The  com¬ 
pany  entered  a  joint  venture 
with  multimedia 
designer  Intouch 
Group,  Inc.  in 
San  Francisco,  which  spent  $30 
million  and  six  years  developing 
the  system. 

Handleman  plans  to  give  re¬ 
tailers  in-store  kiosks  that  will 
let  customers  access  the  system 
over  the  Web. 

CATALOG  HEAVEN 

“All  of  the  sudden,  [the  retailers] 
become  catalog  killers  with 
50,000  titles  available  in  the 
store,”  said  Dan  Whitt,  vice 
president  of  marketing  at  Han¬ 
dleman. 

Music  retailers  normally  carry 
5,000  to  6,000  tides  in  a  store, 


a  small  selection  compared  with 
most  catalogs.  The  kiosk  can  in¬ 
crease  retailers’  selection  with¬ 
out  increasing  their  inventory, 
and  music  suppliers  get  to  sell 
a  broad  selection  of  titles  that 
don’t  usually  sell  in  stores.  Con¬ 
sumers  benefit  by  being  able 
to  listen  to  music  before  they 
buy  it. 

In  the  food  industry,  Minne¬ 
apolis  distributor  Nash  Finch 
Co.  is  considering  rolling  out  a 
service  next  year  that  would  let 
customers  buy  groceries  over 
the  Internet  from  home  or 
work. 

“If  consumers  can  deal  with 
handling  their  groceries  at  their 
convenience  in  their  home 
[then]  we  extend  the  distribution 
process  to  the  home,”  said  Alex 
Stegman,  director  of  data  pro¬ 
cessing  at  Nash  Finch. 

The  service  wouldn’t  bypass 
the  grocery  stores  that  Nash 
Finch  supplies  with  food. 

Rather,  the  grocers  would  re¬ 
ceive  orders  placed  over  the  In¬ 
ternet  by  customers  and  deliver 
the  food  that  customers  order 
online.  In  addition,  grocers  and 


food  suppliers  would  use 
aggregated  point-of-sale  infor¬ 
mation  gathered  over  the  Inter¬ 
net  by  Nash  Finch  to  target  their 
marketing  pitch  at  specific  con¬ 
sumers. 

Providing  sales  information 
is  one  of  the  chief  services  that 
will  keep  distributors  in  busi¬ 
ness  in  the  age  of  the  Internet, 
according  to  Beth  Enslow,  an  an¬ 
alyst  at  Gartner  Group,  Inc.  in 
Stamford,  Conn. 

DATA  IS  KEY 

“Most  distributors  have  gotten 
really  good  at  operating  their 
warehouses,”  Enslow  said. 
“Now,  they  have  to  get  really 
good  at  operating  their  data 
warehouses.” 

To  survive,  Enslow  said,  dis¬ 
tributors  will  have  to  become 
outsourcers,  collecting  informa¬ 
tion  about  demographics,  inven¬ 
tory  and  sales  that  suppliers  and 
customers  don’t  have  the  re¬ 
sources  to  collect.  In  such  a 
business  model,  the  role  of  the 
information  technology  depart¬ 
ment  changes. 

“Suddenly  the  IT  department 


How  to  determine  if  a 
distributor  will  be 
bypassed  via  the  Internet 

|  Can  the  product  be 
downloaded?  If  so, 
distribution  can  be 
eliminated 

I  Is  the  product  for 
Internet  users?  If  so, 
buyers  will  use  the 
Internet  to  get  the 
product 

I  Is  the  product 
expensive?  If  so,  high 
inventory  costs  will 
force  it  to  use  air  freight 
to  ship  items,  eroding 
the  geographic  benefits 
of  a  distributor 

|  Is  the  product 
inexpensive  with  no 
manufacturing  content? 

If  so,  the  role  of  a 
distributor  can  be  done 
electronically 

Source:  Gartner  Group,  Inc.,  Stamford,  Conn. 

that  was  very  low  on  the  list  of 
priorities  for  distributors  be¬ 
comes  very  high  on  the  list,”  En¬ 
slow  said.  □ 


— C  Q  M  hi  E.R  C,  G 


Standards?  What  standards? 

Most  companies  don’t  closely  follow  their  own  written 
standards  for  acquiring  hardware  and  software,  accord¬ 
ing  to  a  study  released  by  Rosemont,  III. -based  Com¬ 
disco,  Inc.  Although  92%  of  the  surveyed  organizations 
indicated  they  have  written  guidelines  for  purchasing 
desktop  configurations,  only  16%  always  follow  those 
guidelines,  possibly  raising  their  cost  of  procurement. 
The  study  also  showed  that  companies  that  closely  fol¬ 
low  policies  tend  to  support  fewer  standard  desktop 
configurations.  Almost  half  (47%)  of  organizations  with 
three  or  four  standard  configurations  reported  follow¬ 
ing  guidelines  more  than  90%  of  the  time,  while  40% 
of  those  with  five  to  nine  configurations  don’t  follow 
the  guidelines. 

E-commerce  charges  forward 

The  Secure  Electronic  Transaction  protocol  for  process¬ 
ing  payments  on  the  Internet  took  a  step  forward  last 
week,  as  MasterCard  International,  Inc.  in  Purchase, 
N.Y.,  and  Visa  International,  Inc.  in  San  Mateo,  Calif., 
tapped  CertCo,  Inc.  in  New  York  and  Spyrus  in  San  Jose, 
Calif.,  to  provide  key  infrastructure  components.  CertCo 
and  Spyrus  will  build  repositories  of  electronic  signa¬ 
tures  to  help  authenticate  that  users  are  whom  they 
claim  to  be. 

SAP  goes  retail 

SAP  AC  is  going  after  the  retail  market  with  a  vertical 
offering  for  the  industry.  The  German  software  giant’s 
Retail  Information  System  product  comes  preconfig¬ 
ured  for  retailers  and  includes  sourcing,  planning  and 
merchandise-tracking  features  and  interfaces  for  elec¬ 


tronic-commerce,  inventory  and  point-of-sale  systems. 
Pricing  varies.  The  product  is  available  now. 

Power  Mac  gets  PC  emulator 

Connectix  Corp.  this  month  is  expected  to  ship  its  emu¬ 
lation  software  for  the  Macintosh  that  lets  users  run 
PC-based  business  applications  on  their  Power  Macin¬ 
toshes.  Connectix  Virtual  PC  can  emulate  operating 
systems,  including  Windows  95,  Windows  NT,  OS/2 
and  Next  Software,  Inc.’s  OpenStep.  Connectix  Virtual 
PC  is  a  Macintosh  application  with  all  the  elements  of  a 
Pentium  MMX  PC  running  in  software,  according  to  the 
San  Mateo,  Calif.,  developer.  When  users  run  Virtual 
PC,  they  have  the  capability  of  a  PC  within  a  Macintosh 
application,  and  no  additional  hardware  is  required. 
Details  about  pricing  weren’t  available. 

BT/MCI  merger  advances 

The  proposed  $20  billion  merger  of  British  Telecom¬ 
munications  PLC  and  MCI  Communications  Corp.  won 
antitrust  approval  from  European  Union  authorities 
last  week;  U.S.  approval  depends  on  the  results  of  a 
Federal  Communications  Commission  investigation  in¬ 
to  BT’s  dominance  of  the  U.K.  telecommunications 
market. 

Feds  eye  digital  standards 

The  federal  government  may  broaden  the  types  of  tech¬ 
nologies  it  uses  for  its  Digital  Signature  Standard,  ac¬ 
cording  to  the  National  Institute  of  Standards  and  Tech¬ 
nology  (NIST).  The  institute  is  seeking  comments  on 
whether  government  agencies  should  use  algorithms 
now  popular  in  the  private  sector,  such  as  RSA  and  el¬ 


liptic  curve.  Comments  can  be  E-mailed  to  fipsi86 
@nist.gov.  NIST  also  announced  plans  to  develop  a 
federal  standard  for  public-key  cryptography  within  the 
government.  That  would  require  establishing  an  infra¬ 
structure  that  lets  anyone  who  receives  an  encoded 
document  use  the  sender’s  public  key  to  help  decrypt 
that  document.  Such  a  document  is  encrypted  by  using 
the  sender’s  private  key. 

HP  earnings  disappoint 

Hewlett-Packard  Co.  last  week  blamed  a  stagnant  Euro¬ 
pean  economy  and  a  strong  U.S.  dollar  for  its  lackluster 
performance  in  its  second  quarter  ended  April  30.  The 
company  also  pointed  to  falling  prices  for  printers  and 
PCs  and  weak  demand  for  its  high-end  computers  as 
reasons  for  the  disappointing  performance.  HP  earned 
$784  million,  or  75  cents  a  share,  on  revenue  of  $10.34 
billion,  compared  with  earnings  of  $723  million  on  reve¬ 
nue  of  $9.8  billion  a  year  ago.  Analysts  had  expected 
the  company  to  earn  about  80  cents  per  share.  Revenue 
growth  at  4.7%  and  order  growth  at  3%  also  were  much 
lower  compared  with  figures  for  the  same  period  a  year 
ago. 

SHORT  TAKES  Novell,  Inc.  officials  last  week  con¬ 
firmed  delays  in  The  Jefferson  Project,  software  for  pub¬ 
lishing  documents  stored  in  the  company’s  CroupWise 
messaging  system  to  the  World  Wide  Web.  It  will  reach 
beta  testing  in  June.  ...  IBM’s  storage  division  in  San 
Jose,  Calif.,  last  week  announced  the  Travelstar  5GS,  a 
laptop  computer  disk  drive  that  can  store  5G  bytes  of 
data.  The  drive  is  about  two-thirds  of  an  inch  thick  and 
holds  data  roughly  equivalent  to  i  million  printed  pag¬ 
es.  IBM  will  sell  the  drive  to  notebook  manufacturers 
starting  in  July. 
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Citicorp  technology  chief  steps  aside 


By  Thomas  Hoffman 


colin  crook,  the  Citicorp  senior  tech¬ 
nology  officer  who  masterminded  the 
bank’s  global  technology  architecture, 
has  announced  plans  to  leave  the  bank 
late  next  month. 


A  spokeswoman  at  the  New  York- 
based  bank  said  that  Crook,  55,  was  step¬ 
ping  down  for  personal  reasons  and  that 
the  bank  is  searching  for  a  successor. 

But  sources  close  to  Citicorp  said  they 
believe  the  well-respected  Crook  was 
frustrated  by  a  power  shift  at  the  bank 


after  Citicorp  recruited  several  superstar 
operations  executives  in  recent  months. 
One  of  those  is  Mary  Alice  Taylor,  Citi¬ 
corp’s  executive  vice  president  of  opera¬ 
tions,  who  joined  the  bank  earlier  this 
year  from  Federal  Express  Corp. 

Crook  “is  like  [AT&T  Corp.  Chief  In¬ 


formation  Officer  Ron]  Ponder  —  he  was 
cut  off  at  the  knees,”  said  one  high-rank¬ 
ing  information  technology  professional 
who  requested  anonymity. 

But  most  banking  insiders  speculate 
that  Crook,  who  helped  found  the  Smart 
Card  Forum,  is  leaving  on  his  own  terms. 

“I  don’t  think  anybody  pushed  Colin 
out,”  said  Art  Gillis,  a  friend  of  Crook’s 
and  president  of  Computer  Based  Solu¬ 
tions,  Inc.,  a  Dallas-based  banking  con¬ 
sultancy.  “He  saw  too  much  competition, 
too  many  people  stepping  on  his  bound¬ 
aries,  and  figured  he  didn’t  need  the  frus¬ 
tration  anymore.” 

Citicorp's 
Colin  Crook 
denies  that 
his  retirement 
was  spurred 
by  frustration 
with  new¬ 
comers  eating 
away  his 
responsibilities 

Crook  has  a  different  explanation.  "My 
wife  had  cancer  a  couple  of  years  ago.  I 
reached  55  [early-retirement  age  at  Citi¬ 
corp]  and  wanted  to  devote  more  time  to 
my  personal  life,”  he  said. 

Crook  dismissed  the  notion  of  a  power 
struggle  with  Citicorp’s  new  operations 
executives.  Citicorp  Chairman  John  S. 
Reed  told  Crook  about  the  hirings  about  a 
year  ago,  around  the  same  time  that 
Crook  broached  his  retirement  plans  to 
Reed.  The  hiring  of  the  operations  execu¬ 
tives  created  “no  pressure  at  all,”  said 
Crook,  whose  immediate  plans  after  re¬ 
tirement  are  “to  relax  a  bit.” 

Crook  is  a  career  technologist  but  was 
a  banking  industry  outsider  when  he 
joined  Citicorp  in  1990  from  Data  Gen¬ 
eral  Corp.  He  was  recruited  by  Reed,  a 
former  Citicorp  technologist  who  rose  to 
the  top  ranks.  Crook’s  mission  was  to 
provide  an  outside-the-box  approach  to 
technology,  analysts  said. 

Citicorp  “didn’t  want  any  preconceived 
notions  about  how  things  were  done  in 
the  banking  industry,”  Gillis  said.  “They 
wanted  a  revolutionary  guy,  and  [Crook] 
was  that  guy.” 

That  explains  why  Citicorp  still  lacks  a 
World  Wide  Web-based  banking  product, 
unlike  competitors  such  as  The  Chase 
Manhattan  Bank  Corp.  Crook  has  been 
an  outspoken  critic  of  the  security  dan¬ 
gers  of  the  Internet. 

But  supporters  said  his  accomplish¬ 
ments  at  Citicorp  speak  for  themselves. 
Industry  watchers  said  Citicorp’s  global 
technology  standardization  push  in  the 
early  1990s  set  the  benchmark  for  banks 
and  other  companies.  The  success  of  the 
project,  analysts  said,  could  be  measured 
by  the  minimal  impact  it  had  on  Citi¬ 
corp’s  customers  —  not  to  mention  the 
millions  it  saved  the  bank  in  reducing  its 
far-flung  technology  support  costs. 

Crook  “made  an  outstanding  contribu¬ 
tion  to  helping  Citicorp  manage  a  huge 
technological  infrastructure,”  said  Diogo 
Teixeira,  president  of  The  Tower  Group,  a 
Newton,  Mass. -based  consultancy.  □ 
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That’s  why 

there’s  VisionTek. 

Right  now,  a  hacker  with  a  chip  on 
his  shoulder  is  breaking  through  a 
corporate  firewall.  To  wreak  havoc 
on  a  company's  most  valuable 
information.  Tomorrow,  he  might 
be  interested  in  yours. 

So  if  you  haven't  had  time  to  think 
about  your  memory  vendor  lately, 
we  understand.  Actually,  that's 
why  we  specialize  in  memory  for 
corporate  IS.  To  take  you  beyond 
OEM-quality  products  at  fair  prices. 
And  give  you  ideas  and  expertise 
that  make  memory  management  so 
easy  you  won't  have  to  think  about  it. 


I  That  means  keeping  you  current  on 
market  forces  that  will  affect  your 
hardware  budgets.  Tailoring 
buy-back  programs  to  help  you 
upgrade  more  economically. 
Helping  you  cut  the  costs  of 
downtime  with  warranty 
service  reimbursements, 
no-hassle  returns  and  same-day 
shipping.  And  more. 

When  you  spec  VisionTek,  you  get 
the  attention,  service  and  flexibility 
that  giant  vendors  simply  don't  offer. 
All  tailored  to  your  IS  needs.  And  in 
these  dangerous  times,  that's  one 
choice  you  can  feel  secure  about. 

Call  your  authorized  reseller  or 
1-800-781-4088. 


visiontek 
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Scaleable.  Manageable. 

Deliverable  today.  Nobody  but  Forte 
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If  you’re  investing  in  production-grade  Web 
applications,  you  can’t  afford  not  to  have  a  copy 
of  our  Web  White  Paper.  Request  one  via  our  Web 
site.  Or  call  us  at  800-90FORTE  (800-903-6783). 
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Middleware  targets  online  sales 

►  Would  eliminate  need  for  legacy  applications  to  be  rewritten  for  the  Web 


Businesses  take  slow  road  to  the  'net 

Today,  many  businesses  are  swamped  with  other  software  projects 
or  are  too  leery  of  the  amount  of  work  involved  to  start  doing  elec¬ 
tronic  commerce. 

Even  by  1999,  only  22%  of  businesses  are  expected  to  be  doing 
business  over  the  Web,  according  to  a  survey  by  The  Standish 
Group  International,  Inc.  in  Dennis,  Mass. 

To  do  business  over  the  Web,  a  company  usually  takes  existing 
applications  —  whether  mainframe,  two-tier  or  three-tier  —  and 
rewrites  them  or  ports  them  to  the  Internet 

Porting  means  the  legacy  application  needs  to  be  wrapped  in  ob¬ 
ject  technology,  and  then  a  graphical  user  interface  has  to  be  built 
for  it.  After  that,  developers  need  to  make  sure  it  has  the  proper  se¬ 
curity,  interoperability  and  response  time. 

But  rewriting  millions  of  lines  of  code  is  unthinkable  for  most 
companies,  and  many  users  say  porting  is  just  too  painful. 

“People  struggle  to  get  their  applications  up  on  the  Web,  but 
they  haven’t  thought  of  all  the  fundamentals,  and  that’s  disas¬ 
trous,”  said  Karen  Boucher,  director  of  The  Standish  Group.  “If 
you  have  a  bad  application  or  a  bad  connection,  and  you  lose  a 
customer’s  order  or  foul  it  up,  they’re  not  coming  back.” 

—  Sharon  Gaudin 


By  Sharon  Gaudin 

new  middleware  technology 
is  expected  to  slash  the  time  it 
takes  companies  to  start  doing 
serious  business  over  the  Inter¬ 
net. 

IBM  last  week  was  first  out  of 
the  vendor  gate  with  Compo¬ 
nent  Broker  Connector  and 
Toolkit,  middleware  products 
that  combine  transaction  pro¬ 
cessing,  messag¬ 
ing,  application  de¬ 
velopment  and 
management  in 
one  package.  That 
robust  collection  of 
services  should 
make  it  dramatical¬ 
ly  easier  and  faster 
for  customers  to 
place  orders,  check 
shipments  and 
scan  inventories 
online. 

Sun  Microsys¬ 
tems,  Inc.,  Micro¬ 
soft  Corp.,  BEA 
Systems,  Inc  and 
Hitachi  Computer 
Products,  Inc  are  a 
few’  of  the  vendors  expected  to 
unveil  similar  products  later 
this  year,  although  no  specific 
delivery’  dates  have  been  set 


“At  this  point,  w  e’re  anticipat¬ 
ing  two  to  three  years  to  get 
database  inquiry’  information 
available  on  the  Web  to  do  busi¬ 
ness,”  said  Kalman  Shore,  assis¬ 
tant  director  of  information  ser¬ 
vices  at  Michael  Anthony 
Jewelers  in  Mount  Vernon,  N.Y. 
“If  [this  middleware  technology] 
did  work,  it  probably  would  cut 
that  time  down,  maybe  to 
months.” 

With  this  emerg¬ 
ing  class  of  middle- 
ware,  legacy  appli¬ 
cations  wouldn’t 
need  to  be  rewrit¬ 
ten  or  ported.  The 
middleware,  which 
sits  between  clients 
and  the  servers, 
would  direct  trans¬ 
actions  to  the  cor¬ 
rect  application  or 
database. 

It  also  would 
add  mission-criti¬ 
cal  services  such  as 
security,  manage¬ 
ment  and  interop¬ 
erability,  which 
many  Internet- 
based  applications  lack. 

Users  and  analysts  said  that 
combination  of  functions  could 
eliminate  the  need  for  informa¬ 


tion  technology  departments  to 
cobble  together  connections  and 
applications.  That  process  gen¬ 
erally  accounts  for  about  70%  of 
development  time. 

“It  would  be  crazy  for  us 
at  Swiss  Bank  to  spend  our 
time  rewriting  legacy  applica¬ 
tions,”  said  Ian  Malpas, 
chief  technology  architect  at 
Swiss  Bank  Corp.  in  Basel,  Swit¬ 
zerland.  “We  need  the  glue  to 
make  them  all  work  together 
and  make  them  work  over  the 
Web.” 

Swiss  Bank  will  beta-test 
IBM’s  middlew’are  product  this 
summer.  Component  Broker 
Connector  is  slated  to  ship  in 
September  [CW,  May  12]. 

SATISFYING  CUSTOMERS 

At  Banc  One  POS  Services 
Corp.,  the  electronic  payment 
division  of  the  third-largest 
credit-card  issuer  in  the  U.S., 
IT  managers  are  driving  to  keep 
up  with  customers  who  are 
clamoring  to  use  their  PCs  as 
their  personal  banks.  High- 
octane  middleware  might  be  the 
answer. 

“In  the  past,  we  wouldn’t 
have  allowed  customers  to  come 
in  to  our  system.  The  primary 
interface  with  them  has  been 


over  the  telephone  or  in  a 
branch  office,”  said  Steve  Die- 
ringer,  vice  president  of  emerg¬ 
ing  markets  at  the  Columbus, 
Ohio-based  bank. 

“We  want  to  give  our  custom¬ 
ers  online  detailed  lists  of 
checks,  various  account  bal¬ 
ances,  interest  rates.  When  you 
can  have  a  Web  front  end  and 
can  get  into  a  company’s  back 
end  easily,  that’s  going  to 
change  everything,”  he  said. 

Dieringer  said  he  can  string 
together  the  connections  and 
applications  for  the  World  Wide 


Web.  But  finding  someone  with 
the  skills  to  do  that  is  expensive 
and  difficult. 

With  the  right  kind  of  middle¬ 
ware,  he  said,  he  would  be  more 
able  to  institute  electronic  cus¬ 
tomer  programs.  For  instance, 
the  bank’s  credit-card  users 
could  get  automatic  discounts  at 
certain  restaurants  or  stores  in¬ 
stead  of  having  to  use  paper  cou¬ 
pons.  □ 


IBM's  Component  Broker 
Connector  gives  CORBA  a 
boost.  Page  41 


Component  Broker 
Connector  will  help 
the  bank  run  appli¬ 
cations  on  the  Web 


Informix,  IBM  ante  up  for  parallel  transactions 


►  Database  revamps 
take  aim  at  Oracle 

By  Craig  Siedman 

INFORMIX  SOFTWARE,  INC. 

and  IBM  are  revamping  their  ri¬ 
val  parallel  databases  so  the  soft¬ 
ware  won’t  be  just  for  decision- 
support  anymore. 

Both  companies  plan  in  the 
second  half  of  this  year  to  ship 
releases  that  add  features  need¬ 
ed  to  run  transaction-processing 
applications  on  their  databases. 

Oracle  Corp.  already  has 
transaction  support  in  its  Oracle 
Parallel  Server  database,  but  In¬ 
formix  and  IBM  limit  their  cur¬ 
rent  parallel  software  to  data 
warehousing  uses. 

The  lure  for  users  is  the  abili¬ 
ty  to  run  big  client/server  appli¬ 
cations  on  a  single  parallel  serv¬ 
er  or  across  a  cluster  of  systems. 
Parallel  databases  split  work¬ 
loads  among  multiple  proces¬ 
sors.  which  should  make  it  pos¬ 
sible  to  scale  applications  into 
higher  user  and  data  realms. 


while  ensuring  that  CPU  crash¬ 
es  won’t  halt  work  for  end  users. 

Informix  “is  clearly  moving 
in  the  right  direction”  by 
addressing  the  transaction¬ 
processing  side  of  the  equation 


with  its  Online  XPS  database, 
said  Ken  DeWitt,  vice  president 
of  credit  information  systems  at 
Sears,  Roebuck  and  Co.  in  Hoff¬ 
man  Estates,  Ill. 

Sears  uses  XPS  to  run  data 
warehouses  with  more  than  2T 
bytes  of  customer  and  product 
warranty  information.  It  relies 
on  Informix's  mainstream  On¬ 
line  Dynamic  Server  for  client/ 
server  transactions,  but  the  par¬ 


allel  features  of  XPS  should 
boost  performance  by  taking  ad¬ 
vantage  of  more  processors  per 
application,  DeWitt  said. 

Improved  support  for  things 
such  as  database  recovery  and 


restarts  also  could  pay  dividends 
in  the  data  warehouses,  he  said. 
“For  marketing  or  risk-manage¬ 
ment  organizations,  the  data 
warehouse  is  their  production 
system.” 

Informix  in  Menlo  Park, 
Calif.,  is  working  on  an  XPS  re¬ 
lease  that  will  take  transaction- 
oriented  features  from  Online 
Dynamic  Server  and  build  them 
in  to  the  parallel  database.  In¬ 


cluded  will  be  more  complete 
support  for  things  such  as 
stored  procedures,  triggers,  ref¬ 
erential  integrity  and  data-lock- 
ing  mechanisms,  said  Brett 
Bachman,  general  manager  of 
enterprise  products  at  Informix. 

IBM  officials  said  parallel 
support  for  similar  features  will 
be  added  when  IBM’s  DB2  Uni¬ 
versal  Database  is  released  in 
the  third  quarter.  That  product 
combines  the  multiprocessor 
version  of  IBM’s  client/server 
database  with  DB2  Parallel  Edi¬ 
tion,  which  is  optimized  for  data 
warehousing  uses  now. 

Oracle  uses  a  less  complicat¬ 
ed  interconnect  approach  and 
has  been  able  to  move  ahead 
faster  on  parallel  database  devel¬ 
opment,  said  Dan  Kusnetzky,  an 
analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 
But  Oracle  Parallel  Server’s  ar¬ 
chitecture  “can  be  a  perfor¬ 
mance  bottleneck,”  he  said.  □ 


Parallel  databases  for  NT 
hit  the  market.  Page  41 


MONY  folds  CSC 
outsourcing  deal 

three  years  into  a  services 
agreement  that  never  fully  ma¬ 
terialized,  Mutual  of  New  York 
(MONY)  has  terminated  its 
seven-year,  $210  million  out¬ 
sourcing  agreement  with  Com¬ 
puter  Sciences  Corp.  (CSC). 

A  spokeswoman  for  the  New 
York  insurer  said  the  “mutual 
agreement”  to  terminate,  effec¬ 
tive  last  week,  was  based  on 
MONY’s  plan  to  rehire  the 
250  information  technology 
staffers  outsourced  to  the  El 
Segundo,  Calif.-based  services 
firm  and  create  a  new  technol¬ 
ogy  group. 

But  analysts  claim  MONY 
was  unhappy  with  the  results  of 
the  contract,  which  was  de¬ 
signed  in  part  for  the  firms  to 
pursue  services  business  from 
other  insurance  companies.  The 
venture  never  took  off,  and 
sources  said  MONY  soured  on 
the  partnership  after  CSC’s 
April  1996  acquisition  of  The 
Continuum  Corp.  □ 

—  Thomas  Hoffman 


Sears  wants  Informix  to  "bring  in 
line  transaction-processing  capa¬ 
bilities  and  data  warehousing  fea¬ 
tures  in  the  same  database." 

-  Ken  DeWitt,  vice  president  of 
credit  information  systems 


A  new  data  warehouse  performance  standard  has  been  set  by  Informix.  We  increased  query  speeds  by  70%*  in  our  most  recent 


TPC/D  benchmark.  Our  3416  QppD  represents  an  exponential  leap  in  performance.  That  means  faster  access  to  the  information 


your  business  needs  to  keep 


its  competitive  edge.  ©  But  the  news  isn’t  simply  query  speed.  The  Informix  load  time  is  half  that  of 


Oracle,  so  you  can  integrate  the  information  you  need  as  it  becomes  available.  And  look  at  the  price/performance  figures.  You  could 


We  laid  the  old  benchmark  to  rest 


as  gently  as  our  technology  would  allow. 

save  millions  on  installation.  ©  Power,  speed,  and  economy  like  this  come  from  DSA~,  our  core  parallel  architecture.  W  hen  you 


build  on  the  right  foundation,  you  start  out  ahead.  @  So  Rest  in  Peace,  old  benchmark.  You  didn't  do  all  that  much  for  data 


warehousing,  but  you  did  give  us  something  to  shoot  at.  www.informix.com 


U  INFORMIX' 

Unleashing  Business  Innovation 


Data  Warehouse  Performance  Comparision 


Product 

Power  (Qppd) 

Load  Time 

Number  of  Processors 

Price/Performance 

IN  FOR  MIX-On  Line  XPS 

3416.4 

7  hrs.  47  min. 

48 

$3,007 

Oracle  7 

2009.5  (70%  slower) 

15  hrs.  9  min. 

M 

$ 3.312 

Teradata 

1501.1  (125%  slower) 

14  hrs.  36  min. 

160 

$ 9,374 

•Hosed  on  QppDG300GB  as  of  4/7197;  (JthlHf* 300G B  advantage  is  35%.  Hardware  configurations:  INFORMIX-OnLine  Extended  Parallel  Server  v8.20.l  AI  was  run  on  HP  EPS22  at  3.  tit  .  4  (Jppl>  ■  "K.H  I 
QthIH<*300GB  and  $3,007/QphlH&300G  R  on  4/7/9?  (availability  date  10/119 7).  Oracle?  7.3.3  was  run  on  Sun  Ultra  Enterprise  10000  at  2.009.5  QppD&  JOOGB,  1,241  9  QtklXP  tOOGB  and  f  t.  126  1JphlX“  Unt.H 
(availability  date  8/1/97).  NCR  Teradata  V2R2.0  uas  run  on  NCR  5100S1  20  Node  System  with  1,501.1  QppDV300GB.  1,028.3  <JthlM*300(. B  and  $9,3741QpktW300GB  on  6  i  >6  availability  date  lU  15 
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Netscape  dawdles 

►  Late  delivery  of  its  Communicator  client  will 
put  firm  behind  Lotus ,  Microsoft  in  messaging 


Netscape's  road  to  messaging  and  groupware 

November  1995 

-»  Licenses  Post-Office,  an  Internet  E-mail  server  from 
Software.com 

->  Acquires  groupware  maker  Collabra 

October  1996 

Announces  Communicator,  an  E-mail  and  groupware 
client 

February  1997 

Begins  beta-testing  Messaging  Server  3.0,  a  mail  server 
that  Netscape  says  is  comparable  to  Microsoft  Exchange 
and  Lotus  Notes 


By  Barb  Cole-Gomolski 


NETSCAPE  COMMUNICATIONS 
Corp.,  already  late  to  the  messag¬ 
ing  party,  will  now  be  even  later. 

Its  Communicator  groupware 
client  is  overdue,  and  its  Mes¬ 
saging  Server  3.0  is  still  in  beta 
testing,  which  means  Netscape 
faces  an  uphill  battle  to  catch 
Lotus  Development  Corp.,  Mi¬ 
crosoft  Corp.  and  Novell,  Inc. 

Netscape’s  pitch  is  that  its 
products,  built  on  Internet  Pro¬ 
tocols,  will  be  less  expensive  and 
better  integrated  with  IP  net¬ 
works  than  its  competitors’  pro¬ 
prietary  offerings. 

WHAT'S  HERE  NOW 

Although  that  strategy  resonates 
with  users,  Lotus  and  Microsoft 
in  the  past  six  months  have 
shipped  upgrades  of  their  mail 
servers  that  boast  improved  In¬ 
ternet  hooks. 

“I  really  like  what  [Netscape] 
is  doing  [in  terms  of  messag¬ 
ing],  but  we  make  decisions 
based  on  products  we  can  get 
our  hands  on,”  said  Paul  Rarey, 
a  systems  architect  at  Clorox 
Services  Co.  in  Oakland,  Calif. 

A  few  months  ago,  Rarey 
looked  at  migrating  users  from 


Lotus  Cc:Mail  to  Netscape  Mes¬ 
saging  Server,  but  he  picked 
Lotus’  Domino  because  Messag¬ 
ing  Server  hadn’t  been  beta- 
tested.  The  product  is  expected 
to  ship  next  month  on  Unix  and 
in  July  on  Windows  NT. 

Analysts  said  winning  a  spot 
as  a  top  messaging  vendor  is  key 
to  Netscape’s  long-term  success. 
“Whereas  the  fust  wave  of  [cor¬ 
porate  intranets]  mostly  in¬ 
volved  publishing  information 
on  the  World  Wide  Web,  the 
next  wave  is  going  to  be  all 
about  collaboration,”  said  Gary 
Rowe,  a  principal  at  Rapport 
Communication,  a  consultancy 
in  Washington. 

International  Data  Corp.  in 
Framingham,  Mass.,  estimated 
Netscape  had  5.5  million  mail 
seats  at  the  end  of  last  year, 
compared  with  2  million  for  Mi¬ 
crosoft  Exchange  and  more  than 
9  million  for  Notes.  But  what 
those  Netscape  seats  have  for 
E-mail  is  what  is  already  built  in 
to  its  Navigator  browser. 

Communicator,  client  soft¬ 
ware  aimed  squarely  at  the 
Notes  client  and  Microsoft  Out¬ 
look,  was  slated  to  ship  in 
the  first  quarter  but  now  is  ex¬ 
pected  by  the  second  quarter. 


Industry  analysts  said  they 
aren’t  surprised  that  Netscape 
appears  to  be  struggling  to  deliv¬ 
er  its  enterprise  messaging 
wares. 

“Building  a  large-scale  mes¬ 
saging  product  is  a  lot  more  in¬ 
volved  than  most  vendors  real¬ 
ize,”  said  Rob  Enderle,  a  senior 
analyst  at  Giga  Information 
Group  in  Santa  Clara,  Calif. 

Enderle  pointed  out  that  after 
more  than  four  years  of  develop¬ 
ment,  Microsoft  shipped  a  ver¬ 
sion  of  Exchange  that  failed  to 
meet  the  expectations  of  some 
large  users. 

“Netscape  is  moving  into 
some  deep  waters  with  com¬ 
panies  that  have  very  deep  pock¬ 
ets,”  said  Jonathan  Lewis,  a 
computer  specialist  at  the  Na¬ 
tional  Park  Service  in  Ventura, 
Calif. 

Netscape  showed  up  on  the 


Park  Service’s  short  list,  along 
with  Microsoft  and  Lotus,  when 
the  agency  was  looking  to  mi¬ 
grate  about  15,000  users  off 
CC:Mail.  Lewis  soured  on  Net¬ 
scape  when  he  learned  that 
end  users  had  to  run  the  addi¬ 
tional  Communicator  desktop 
software  to  leverage  the  mail 
server’s  groupware  capabilities. 

J.  S.  Sullivan,  product  manag¬ 
er  for  Messaging  Server  3.0.  at 
Netscape,  said  the  company  is 
already  a  contender  in  this 
space.  “We  have  millions  of 
users,”  he  said. 

Sullivan  added  that  the 
company’s  recent  acquisition 
of  Portola  Communications  in 
Palo  Alto,  Calif.,  will  give  Net¬ 
scape  an  edge  over  the  competi¬ 
tion.  Portola  was  building  a 
highly  scalable,  standards-based 
messaging  system,  Sullivan 
said.  □ 


Tivoli 

CONTINUED  FROM  COVER  1 

works  and  hundreds  of  Unix 
servers  at  a  Lockheed  Martin 
Corp.  site.  “Every  vendor  hits  a 
learning  curve  when  they  roll 
out  new  products,  but  right  now, 
this  is  a  big  mess.” 

So  much  so  that  analysts  at 
Meta  Group,  Inc.  in  Westport, 
Conn.,  recently  warned  clients 
to  consider  Tivoli’s  inadequate 
support  resources  when  they 
plan  TME  io  deployment. 

As  a  result,  recent  adopters  of 
TME  io  tools  swarmed  the  few 
experts  found  at  Tivoli’s  four- 
day  user  conference  here  last 
week. 

Information  systems  manag¬ 
ers  and  staffers  said  they  are 
hungry  for  help  because  the 
IBM  subsidiary  can’t  supply 
necessary  support  to  implement 
the  complex  TME.  They  are 
committed  to  this  strategic  inte¬ 
gration  of  network,  systems  and 
application  management  func¬ 
tions  to  reduce  costs  and  regain 
central  control. 


Clouding  their  implementa¬ 
tion  future  is  a  severe  lack  of  ex¬ 
pertise.  Consultants,  field  engi¬ 
neers,  trainers  and  help  desk 
staff  are  scarce  and  sometimes 
unqualified,  users  complained. 

Blue  Cross/Blue  Shield  of 
North  Carolina,  for  example, 
hopes  to  roll  out  TME  io  in  nine 
months  with  a  dedicated  staff  of 
seven  backed  by  three  consul¬ 
tants  from  Tivoli’s  Professional 
Services  group.  Assuming  they 
can  get  those  helpers,  that  is  still 
an  “aggressive  and  optimistic 
schedule,”  acknowledged  Harry 
Reynolds,  vice  president  of  IS  at 
the  insurer’s  Durham  head¬ 
quarters. 

Indeed,  TME  io  implementa¬ 
tion  can  take  two  years  or  longer 
even  with  expert  on-site  help. 
And  TME  io  adopters  face  a 
wait  of  six  months  or  longer  for 
those  consultants,  leaving  other 
service  providers  scrambling  to 
fill  the  gap. 

“Fewer  than  io  out  of  2,100 
in  our  consulting  and  field  sup¬ 
port  groups  are  up  to  speed  on 
TME  10,”  said  Joseph  Ambrose, 
technical  architect  at  the  con¬ 
sulting  and  systems  integration 


arm  of  Computer  Science  Corp. 
(CSC)  in  El  Segundo,  Calif. 

About  three-fourths  of  CSC 
clients  that  seek  help  with  enter¬ 
prise  management  request  a 
comparison  between  TME  10 
and  the  Unicenter  TNG  (The 
Next  Generation)  suite  from 
Computer  Associates  Interna¬ 
tional,  Inc.,  Ambrose  said. 
The  rest  have  decided  to  make 
“the  half-a-million-dollar  com¬ 
mitment  to  TME  10,”  he  said, 
“but  then  they  are  all  dressed  up 
with  nowhere  to  go.” 

LACK  OF  TRAINERS 

Finding  competent  trainers  has 
been  a  pressing  problem  for 
Mark  Middendorf,  infrastruc¬ 
ture  manager  at  the  foods  di¬ 
vision  of  Cargill,  Inc.  in  Min¬ 
neapolis. 

“We’re  here  looking  for  good 
instructors  and  trying  to  fly 
them  in  to  teach  our  operators 
on-site,”  Middendorf  said  at  the 
user  conference.  Few  classes  are 
available,  class  quality  has  been 
uneven  and  Tivoli’s  experts  have 
been  too  busy,  he  said. 

A  related  issue,  complained 
users  of  IBM  tools,  is  “ping- 


pong  support”  as  those  prod¬ 
ucts  transition  from  IBM  to  Tiv¬ 
oli  control. 

Synchronization  is  so  sloppy, 
Heleniak  said,  that  a  “fancy 
showcase  release”  of  IBM  stor¬ 
age  management  software  for 
TME  10  actually  installs  an  older 
version  of  the  tool,  “which 
would  really  mess  me  up.” 

“We’re  caught  in  the  torna¬ 
do,”  said  Frank  Moss,  president 
of  Austin-based  Tivoli.  “We’re 
no  longer  pushing  the  product 
[or]  in  control.  Customers  are 
pulling  it  now.” 

Tivoli's  support  staff  has 
grown  from  50  to  more  than 
500,  but  that  isn’t  enough  to 
keep  up  with  demand,  Moss 
said.  IBM  has  authorized  “an 
unlimited  budget  to  hire,  train 
and  deploy  support  staff,”  he 
said.  He  added  that  he  hopes  to 
catch  up  by  midyear. 

But  users  said  they  worry  that 
their  schedules  may  suffer. 

“You  can’t  just  throw  money 
at  the  support  problem,”  said 
Walter  Campbell,  a  systems  ana¬ 
lyst  at  Phillips  Petroleum  Co.  in 
Bartlesville,  Okla.,  “because  it 
takes  time  to  gain  expertise.”  □ 


LAPTOPS 

Compaq 
delivers 
Armada  fix 

By  Mindy  Blodgett 

COMPAQ  COMPUTER  CORP.  of¬ 
ficials  last  week  said  the  com¬ 
pany  has  remedied  problems  in 
the  most  recent  shipments  of  its 
Armada  4100  notebook  line, 
and  users  who  have  faulty  lap¬ 
tops  can  obtain  fixes  through  a 
special  service  program. 

Users  have  reported  power- 
management  and  keyboard 
problems  with  the  units,  accord¬ 
ing  to  Ted  Clark,  vice  president 
of  marketing  for  portables  at 
the  Houston-based  vendor’s  PC 
division. 


"We  have  just  decided  to  stop 
purchasing  Compaqs,  this  was 
such  an  annoying  problem." 

-  Jon  Sweet, 

DuCharme  McMillen 


Clark  said  a  faulty  ROM  BIOS 
has  caused  some  of  the  4100 
laptops  to  lose  power,  and  faulty 
connectors  to  the  keyboard  have 
disabled  some  keys. 

Compaq  now  offers  a  lifetime 
warranty  for  its  keyboards,  and 
users  can  get  information  on  fix¬ 
es  through  www.compaq.com  or 
by  calling  (800)  652-6672, 

Clark  said. 

BUG  REPORT 

Clark  said  he  doesn’t  know  what 
percentage  of  the  Armadas, 
which  were  first  launched  last 
June,  have  been  affected  by  the 
bugs.  Gartner  Group,  Inc.,  a 
consultancy  in  San  Jose,  Calif., 
is  poised  to  release  a  report  that 
details  the  failures  with  the 
4100  line,  he  said. 

Gartner  Group  officials 
couldn’t  be  reached  for  com¬ 
ment  on  the  report. 

Jon  Sweet,  an  information 
systems  manager  at  DuCharme 
McMillen  and  Associates  in  Fort 
Wayne,  Ind.,  complained  about 
the  keyboard  problem  in  the 
Armadas. 

“You  are  typing,  and  then  it 
seems  to  lock  up  —  no  typing 
appears  on  the  screen,”  Sweet 
said.  “We  have  just  decided 
to  stop  purchasing  Compaqs, 
this  was  such  an  annoying 
problem.”  □ 


Business  communications  just  got  a 
lot  easier.  And  more  affordable.  By  combining 
one  of  the  world’s  most  extensive  local  fiber¬ 
optic  infrastructures  with  the  world’s  most 
reliable  Internet  backbone  and  dial  network, 
UUNET  can  guarantee  network  availability  and 
performance  in  a  way  never  before  possible. 

When  UUNET,®  MFS  Communications® 
and  WorldCom®  joined  forces,  it  created  a 
new  landscape  for  business  communications. 
For  the  first  time,  one  company  could  totally 
control  the  network,  end-to-end,  from  your 
headquarters  to  branches  and  business  partners 
around  the  world. 

The  result  is  the  Extended  Intranet,  or 
“Extranet!’  UUNET’s  new  Extranet  Services, 
ExtraLink  and  ExtraLink  Remote,  offer  all  the 
advantages  of  public  or  private  wide-area 


Guaranteed  quality  of  service  from 

the  local  loop  to  looping  the  globe. 


networks,  including  security,  plus  more 
secure  dial-up  access  for  remote  users.  At 
a  dramatically  lower  cost. 


But  don’t  take  our  word  for  what 
Extranet  Services  can  do,  make  us  guarantee 
it.  Call  1  800  265  5611  or  visit  our  Web  site 
at  www.uu.net/extranet/colO. 


©1997  UUNET  Technologies  Inc.,  Fairfax,  VA.  +1  703  206  5600.  All  rights  reserved.  UUNET  ond  the  UUNET  logo  design  are  registered 
is  o  trademark  and  ExtraLink  and  ExtraLink  Remote  are  service  marks  of  UUNET  Technologies,  Inc.  All  other  marks  are  property^ 
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Bay  amends  Token  Ring 

►  Announces  switch ,  add-ons  to  simplify ,  improve  net  performance 


By  Bob  Wallace 


token  ring  switching  will  get 
a  big  shot  in  the  arm  next  week 
when  Bay  Networks,  Inc.  an¬ 
nounces  products  that  enable 
IBM  shops  to  extend  the  life  of 
shared-bandwidth  Token  Ring 
LANs. 

Only  15%  of  corporate  desk¬ 
tops  have  Token  Ring  connec¬ 
tions,  but  Token  Ring  LANs  ac¬ 
count  for  about  40%  of  all 
mission-critical  network  traffic, 
analysts  said. 

The  Santa  Clara,  Calif.,  ven¬ 
dor  confirmed  plans  to  unveil 
this  week  a  low-cost  workgroup 
Token  Ring  switch  called  the 
Centillion  50. 

Bay  will  also  announce  inter¬ 
face  cards  that  double  the  num¬ 
ber  of  Token  Ring  switch  ports 
that  its  higher-end  Centillion 
100  LAN  switch  can  support. 


Several  data  warehouse  man¬ 
agers  said  the  ability  to  present 
corporate  executives  and  ana¬ 
lysts  with  a  single  view  of  cus¬ 
tomers  and  financial  data  across 
a  merged  organization  makes 
the  notion  of  combining  ware¬ 
houses  impossible  to  resist 
from  a  business  angle. 

But  it  can  be  agony  for  those 
in  the  trenches. 

Take  Jim  Wolff.  Wolff  spent 
the  past  two  years  trying  to  com¬ 
bine  a  pair  of  data  warehouses 
in  the  wake  of  a  corporate  acqui¬ 
sition.  Then  in  February,  his 
company,  FHP  International 
Corp.,  was  bought  by  PacifiCare 
Health  Systems,  Inc.,  which  was 

"There's  going  to  be  a 
huge  learning  curve  for 
our  users  to  understand 
the  terms  they  have  to 
use  in  the  new  ware- 
house.” 

-  Joe  Bruscato, 

Anthem 


Ethernet  switching  has 
evolved  more  quickly  than  To¬ 
ken  Ring  switching,  as  10M  bit/ 
sec.  Ethernet  LANs  run  out  of 
bandwidth  before  16M  bit/sec. 
Token  Ring  LANs. 

LARGER  WORKGROUPS 

The  planned  Bay  products  will 
make  it  less  expensive  for  users 
to  migrate  to  Token  Ring  switch¬ 
ing  and  enable  them  to  support 
larger  groups  of  users. 

“We  need  Token  Ring  switch¬ 
ing,  not  because  we  have  any 
new  super  high-bandwidth 
application  to  roll  out,  but  be¬ 
cause  we’re  adding  more  people 
to  the  network  and  need  more 
bandwidth,”  said  Randy  Kitch¬ 
en,  a  technical  consultant  at 
First  Health  Corp.  in  Glenn 
Ellen,  Va.,  a  longtime  Bay  cus¬ 
tomer. 

“We  could  use  a  workgroup 


building  its  own  very  different 
warehouse. 

The  new  plan:  Finish  merg¬ 
ing  the  two  FHP  warehouses  by 
this  fall,  then  figure  out  how  to 
integrate  the  combination  with 
PacifiCare’s  warehouse. 

The  situation  is  “very  chaotic 
and  stressful,”  said  Wolff,  direc¬ 
tor  of  information  access  at  Cy¬ 
press,  Calif.-based  PacifiCare. 
Nine  of  his  35  full-time  staffers 
have  quit  since  the  fall,  and  four 
more  have  switched  to  other 
jobs  within  the  health  mainte¬ 
nance  organization. 

And  it  may  be  even  worse  for 
some  end  users.  As  part  of  a 
business  re-engineering  strate¬ 
gy,  the  FHP  warehouse  merger 
project  is  wiping  out  a  reposi¬ 
tory  of  daily  insurance-utiliza¬ 
tion  records  that  as  many  as  550 
users  had  accessed.  “There  are 
things  they’re  used  to  that  our 
new  processes  simply  don’t  sup¬ 
port,”  Wolff  said. 

SAME  BOAT 

Warehouse  managers  at  other 
acquisition-happy  companies 
are  dealing  with  similar  issues. 

For  example,  IS  workers  must 
put  in  long  hours  trying  to  meld 
different  databases,  data  models 


Token  Ring  switch  to  support 
anywhere  from  70  to  150  users,” 
he  said. 

Bay’s  Centillion  50  is  a  low- 
end  version  of  its  Centillion  100 
LAN  switch. 

The  new  system  can  supply 
16M  bit/sec.  of  dedicated  band¬ 
width  to  each  user  in  a  work¬ 
group. 

Bay  wouldn’t  discuss  pricing 
or  availability  for  the  switch,  but 
analysts  said  it  should  ship  with¬ 
in  three  months. 

Brian  Brown,  director  of 
product  strategy  at  Bay’s  switch¬ 
ing  products  division,  said  Bay’s 
eight-port  interface  cards  will 
ship  in  the  third  quarter.  He 
added  that  the  average  price  per 
port  has  hovered  at  the  $500  to 
$600  level  industrywide. 

“We’re  a  little  higher  on  our 
four-port  cards,”  he  said.  Brown 
wouldn’t  divulge  pricing  for  the 


DATA  WAREHOUSE 
MERGER  HURDLES 

For  IS: 

1 

Different  databases,  hardware 
and  warehousing  tools 

1 

Incompatible  data  models  and 
database  designs 

1 

Warehouses  that  focus  on 
different  types  of  information 

1 

Inconsistent  terminology 
and  table  entry  formats 

For  end  users: 

1 

Functions  may  not  be 
supported  in  new  warehouse 

1 

Need  to  learn  new  data 
definitions  and  terms 

1 

Database  design  changes  force 
new  navigation  methods 

|  May  need  to  switch  query  and 
reporting  tools 


and  table  entries  such  as  ac¬ 
count  numbers  and  product 
codes,  the  managers  said.  And 
end  users  may  have  to  learn  new 
terminology  and  methods  of 
navigating  information  (see 
chart). 

“We  did  a  full,  ground-up  re¬ 
start,  and  there’s  going  to  be  a 
huge  learning  curve  for  our  us¬ 
ers  to  understand  the  terms  they 
have  to  use  in  the  new  ware¬ 
house,”  said  Joe  Bruscato,  an 
advisory  database  consultant  at 
Anthem,  Inc.  in  Indianapolis. 
The  $6  billion  health  insurance 


Q4 1996  worldwide  Token 
Ring  switch  port  shipments 


Total  units  shipped:  69,100 

Source:  Dell'Oro  Group,  Portola  Valley,  Calif. 

eight-port  cards. 

Bay  also  plans  to  ship  Token 
Ring  switching  modules  for  its 
high-end  System  5000  hub  in 
the  third  quarter. 

In  the  fledgling  Token  Ring 
switching  market,  Bay  competes 
primarily  with  Madge  Networks, 
Inc.  and  Cisco  Systems,  Inc., 
both  in  San  Jose,  Calif.,  and  with 
IBM  and  Xylan  Corp.  in  Calaba- 
sas,  Calif.  □ 


company,  which  was  formed  by 
a  three-way  merger  in  1995,  has 
been  working  for  18  months  to 
combine  three  warehouses  into 
a  single  pool  of  data. 

To  help  users  prepare  for  the 
switch,  I S  staffers  put  together  a 
6-in. -thick  manual  with  “literal¬ 
ly  thousands”  of  old  and  new 
business  definitions,  Bruscato 
said.  Anthem  plans  to  go  live 
with  the  merged  warehouse  by 
midyear,  but  the  old  ones  may 
be  left  in  place  until  early  next 
year  while  the  company  tries  to 
convince  users  “that  the  fruits 
of  the  new  warehouse  are  sweet¬ 
er,”  he  added. 

PUT  ON  HOLD 

A  pending  merger  between  the 
parent  companies  of  San  Diego 
Gas  &  Electric  Co.  and  Los  An¬ 
geles-based  Southern  California 
Gas  Co.  prompted  the  San  Die¬ 
go  utility  to  put  a  corporate  data 
warehouse  on  hold  while  post¬ 
merger  technology  plans  are  de¬ 
cided. 

But  San  Diego  Gas  &  Electric 
already  runs  a  series  of  data 
marts  on  Windows  NT,  whereas 
Southern  California  Gas  has  a 
mainframe-based  warehouse. 
Bringing  those  together  “would 
effectively  require  a  rewrite,  be¬ 
cause  clearly  our  whole  [ap¬ 
proach]  for  getting  data  from  the 
production  systems  would  have 
to  be  reworked,”  said  Dave  Gil¬ 
lespie,  supervisor  of  informa¬ 
tion  management  at  San  Diego 
Gas  &  Electric.  “It  would  be  a 
challenge  for  us.”  □ 


DECUS 

DEC  eyes  NT 
link  to  Unix, 
OpenVMS 

By  Jaikumar  Vijayan 

the  focus  of  this  week’s  Digi¬ 
tal  Equipment  Computer  Users 
Society  (DECUS)  show  in  Cin¬ 
cinnati  will  be  on  Windows  NT 
and  Digital’s  continuing  efforts 
to  tie  the  operating  system  with 
its  Unix  and  OpenVMS  environ¬ 
ments. 

Digital  will  roll  out  a  series  of 
products  and  services  aimed  at 
addressing  those  issues,  includ¬ 
ing  new  Windows  NT  enterprise 
servers,  technical  workstations 
and  enhancements  to  its  Server- 
Works  management  suite,  as 
well  as  StorageWorks  storage 
products. 

The  company  is  expected  to 
announce  the  availability  of 
Windows  NT  on  its  highest-end 
AlphaServer  8000  family  of  en¬ 
terprise  servers.  It  also  plans  to 
release  its  so-called  Fourth  Wave 
of  Affinity  products  that  can  be 
used  to  integrate  OpenVMS  and 
Windows  NT. 

NOT  JUST  NT 

But  NT  won’t  be  the  sole  topic  at 
the  show. 

"Certainly  one  of  the  issues 
we  hope  will  dominate  the  show 
are  the  several  major  alliances 
that  Digital  has  with  other  ven¬ 
dors  and  what  all  of  it  is  going  to 
mean  to  customers,”  DECUS 
President  Joseph  Pollizzi  said. 

Digital  has  major  develop¬ 
ment,  technical  and  service  rela¬ 
tionships  with  Microsoft  Corp., 
Computer  Associates  Interna¬ 
tional,  Inc.,  Oracle  Corp.  and 
MCI  Communications  Corp. 

For  instance,  “with  CA  taking 
most  of  the  enterprisewide  sys¬ 
tem  management  [technologies] 
from  Digital,  a  lot  of  users  are 
going  to  be  most  interested  in 
hearing  what  they  have  to  say,” 
Pollizzi  said. 

Senior  executives  from  each 
of  the  companies  are  expected  to 
address  user  issues  and  outline 
their  long-term  plans  with 
Digital. 

Another  highlight  of  the 
show  is  expected  to  be  a  series  of 
case  studies  that  several  compa¬ 
nies  will  present. 

The  firms  include  the  Califor¬ 
nia  State  Legislature,  Canadian 
Tire  and  Integrity  Computing, 
Inc.  □ 


Warehouse  mergers 
give  IS  headaches 
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enterprise  applications 
into  production  — 
from  legacy  to 
client/server  to  the 
Internet.  Ask 
any  of  our  3,000 
worldwide  customers. 


For  a  white  paper  on 
creating  enterprise 
systems  for  the 
Internet,  call  us. 


Richie,  director  of  the  Enterprise  Re¬ 
source  Planning  Competence  Center  at 
Boeing’s  Seattle  headquarters. 

“We  share  those  frustrations,  but  we 
know  [Baan  is]  dealing  with  this  at  a  high 
level,”  Richie  said. 

“They  have  asked  us  to  step  back  and 
let  them  finish  what  they  need  to  do.  We 
believe  they  are  doing  everything  they 
can  to  get  as  much  integration  as  they 
can  with  the  product,”  he  said.  □ 


Users  frustrated  by  lack  of  Baan  V  details 


Even  Baan’s  most  loyal  customers, 
such  as  aerospace  giant  The  Boeing  Co.’s 
Commercial  Airplane  Group,  feel  a  bit 
frustrated,  but  they  realize  the  need  to 
be  patient. 

Baan  is  being  cautious  to  make  sure 
it  delivers  a  sound  product,  said  Martin 


►  Recent  acquisitions  keep  Dutch  vendor  busy  on  integration 


By  Randy  Weston 
Anaheim,  Calif. 


users  are  becoming  frustrated  with 
The  Baan  Co.’s  reluctance  to  release  de¬ 
tails  about  Baan  V,  the  next  generation  of 
its  flagship  business  process  automation 
software. 

The  Dutch  vendor,  with  U.S.  head¬ 
quarters  in  Menlo  Park,  Calif.,  has  kept 
relatively  mum  while  it  figures  out  how 
to  integrate  products  from  several  recent 
acquisitions. 

James  Fesler,  director  of  global  busi¬ 
ness  systems  at  Hussmann  Corp.,  a 
Bridgeton,  Mo.-based  maker  of  industrial 
refrigerators,  said  he  is  prepared  to  rear¬ 
range  his  implementation  schedule 

around  Baan  V’s  release.  Hussmann  is 

standardizing 
on  Baan  V  at 
about  40  sites 
worldwide. 

“The  prob¬ 
lem  is  we 
can’t  find  out 
from  the  Baan 
organization 
what’s  coming  and  more  details  about 
how  it  plans  to  interface  these  new  offer¬ 
ings,”  Fesler  said. 

In  response  to  user  concerns,  Baan  of¬ 
ficials  last  week  said  there  will  be  an  early 
release  of  Baan  V  in  July  and  a  general  re¬ 
lease  at  the  end  of  the  year. 

Baan  officials  said  they  are  confident 
they  can  deliver  on  time  despite  the  ac¬ 
quisitions. 

The  latest  addition  to  Baan’s  portfolio 
was  Aurum  Software,  Inc.  in  Santa  Clara, 
Calif.,  maker  of  sales  force  automation 
and  customer  service  software. 

Baan  announced  the  $250  million 
stock  swap  at  its  user  group  conference, 
which  drew  about  2,000  people.  Aurum 
was  already  working  to  integrate  its  prod¬ 
ucts  with  offerings  from  Antalys,  Inc.  in 
Golden,  Colo.,  another  recent  Baan  ac¬ 
quisition. 

Amal  Johnson,  Baan’s  president  of  af¬ 
filiates,  and  Mary  Coleman,  CEO  and 
president  of  Aurum,  said  they  will  fur¬ 
ther  integrate  Aurum’s  offerings  with 
Baan’s  financials,  including  pieces  from 
Hyperion  Software,  Inc.,  another  compa¬ 
ny  Baan  purchased,  at  least  as  a  develop¬ 
ment  partner. 

FILLING  GAPS 

Analyst  Ed  Black  at  Aberdeen  Group,  Inc. 
in  Boston  said  Baan  needed  to  make  ac¬ 
quisitions  to  shore  up  holes  in  its  prod¬ 
uct.  He  said  Baan’s  unwillingness  to  dis¬ 
cuss  Baan  V  in  detail  may  be  the  result 
of  fast  growth  rather  than  a  lack  of  coop¬ 
eration. 

"They  are  moving  too  fast,”  Black  said. 
“They  had  184%  growth  [in  its]  first 
quarter  this  year  over  [its]  first  quarter 
last  year.” 

Black  said  that  will  affect  the  product 
releases,  as  Baan  adds  new  employees  to 


Baan's  latest 
addition  was 
Aurum  Software, 
maker  of  sales 
force  automation 
software. 


handle  the  increased  load  while  dealing 
with  integrating  third-party  products. 

But  Baan  officials  said  the  company 
dedicated  26%  of  its  2,000-plus  employ¬ 
ees  to  the  integration  task. 


It  was  supposed  to 
be  the  launch  of  a 
development  project ... 


Not  the  project  manager. 

Should've  used  UNIFACE 


It's  more  than 
a  development 
product.  It's  a 
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to  put  complex 


COMPOWARE 

www.compuware.com 

1-800-365-3608 

unifaceJnfo@compuware.com 
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Sit  back.  Relax.  This  will  be  easy.  Deployment.  Integration. 
Easy.  Fast.  We  have  Compaq  Netelligent  products  for  Ethernet,  Fast 
Ethernet,  FDDI  and  Token  Ring  environments. 

Netelligent  NICs  and  hubs  plug  easily  into  existing  networks 
without  having  to  lay  new 
cable.  And  this  protects  your 
investment.  You’ll  find  that  all 
Netelligent  products  are  based 
on  industry  standards  for 
guaranteed  compatibility  with 
existing  industry-standard  hardware.  (For  example,  Compaq 
Netelligent  Management  Software  is  a  tool  that  comes  standard 
with  all  Netelligent  manageable  hubs,  switches  and  routers  for 


managing  the  entire  network.)  As  far  as  price  performance  is  con 
cerned,  our  Smart  Uplink  hub  feature  is  the  industry’s  only  standards 
based  solution.  Smart  Uplink  extends  the  distance  limitations  of 
deploying  Fast  Ethernet  without  adding  costly  bridges  or  routers.  This 

means,  in  the  end,  everyone  will 
get  along  simply  and  famously. 

The  reality  is  that  people 
want  fast  access  to  information. 
You  want  to  give  it  to  them.  With 
Compaq  and  its  broad  range  of 
we  can  help  you  provide  that  fast  access.  Without 
having  to  wear  running  shoes.  Unless  you  want  to.  For  more  informa¬ 
tion,  visit  our  web  site  at  www.compaq.com  or  call  F800-544-5255. 


The  Compaq  Netelligent  line  of  products 
includes  NICs,  hubs,  switches  and  routers. 


networking  products 


COMPAQ. 


Has  It  Changed  Your  Life  Yet? 
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Is  Rhapsody  too  late  to  enrapture  users? 


►  Apple  tries  to  woo  Mac  developers  with  Intel  portability 


By  Lisa  Picarille 


apple  computer,  inc.  is  trying  to  re¬ 
pay  loyal  Macintosh  developers  by  an¬ 
nouncing  that  its  next-generation  Rhap¬ 


sody  operating  system  will  let  developers 
write  applications  that  can  be  recompiled 
to  run  on  Intel  Corp.  platforms. 

The  Cupertino,  Calif.,  computer  maker 
hopes  the  scheme  to  keep  developers  will 


encourage  users  to  stick  with  the  Macin¬ 
tosh.  Users  often  abandon  the  Macintosh 
platform  because  of  the  dearth  of  applica¬ 
tions. 

Rod  Glidden,  a  technical  analyst  at  Lib¬ 
erty  Mutual  Insurance  Co.  in  Ports¬ 
mouth,  N.H.,  said  the  insurer  in  the  next 


We  wanted  to  tell  m  hew  ear  rapid  access  to  large  amounts  of 

data  maximizes  your  computing  investment  (without  putting  a  Who  needs  visual 

cliche  when  you’ve 

majestic  beast  through  the  indignities  of  a  photoshoot).  got  the  world’s  fastest,  most 

reliable,  high  capacity  storage 

solutions?  The  fact  is,  MAXSTRAT  Gen5  storage  servers  are  scalable  to  over  800  gigabytes.  That’s 
ten  times  more  capacity  than  other  enclosures.  Here’s  the  fast  part:  a  data  transfer  rate  of  250 
megabytes  per  second.  Which  is  15  times  faster  than  competing  storage  products.  Gen5  is 
serious  centralized  storage.  )<  When  it  comes  to  today’s  data-intensive  applications,  no  other 
solution  delivers  better  throughput  and  access  for  leading  platforms  including  Sun,  SGI/Cray, 

Fujitsu,  NEC  and  IBM.  Clearly,  MAXSTRAT  sets  the  new  storage  standard.  J<  In  some  ways,  we’re 
like  a  storage  investment  protection  policy.  You  see,  thanks  to  MAXSTRAT’s  compatibility,  the 
Gen  5  only  gets  better  if  you  change  or  add  workstation  or  supercomputer  suppliers.  What 
makes  us  the  ideal  solution?  Maybe  it’s  because  storage  is  our  ONLY  business.  We’re  the 
specialists.  Which  brings  to  mind  a  few  visual  possibilities  like  m  m  y 

a...nah,  we’ll  spare  you.  )<  To  get  the  most  out  of  your  computing  AA  J  /  C  T 

investment,  call  us  at  408-383-1600.  \ 
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18  months  plans  to  replace  its  18,000 
Macintoshes  with  Intel-based  machines. 

“We  found  that  the  development  tools 
weren’t  there.  The  off-the-shelf  products 
weren’t  there,”  Glidden  said.  “Even  if 
Rhapsody  came  out  tomorrow  and  it  was 
a  big  hit  and  developers  including  us 
could  write  applications  for  multiple  plat¬ 
forms,  it’s  still  too  little  too  late.” 

Eric  Wiegert,  MIS  director  at  Bowser- 
Momer,  Inc.,  a  Dayton,  Ohio,  engineer¬ 
ing  and  testing  firm,  agreed. 

He  said  Apple’s  recently  announced 
plans  won’t  help  his  business  today. 
“Those  are  long-term  goals  that  users 
won’t  see  the  results  from  for  a  year  or 
two,”  Wiegart  said. 

He  said  his  company  is  phasing  out 
the  Macintosh  in  favor  of  Windows  95 
running  on  the  desktop. 


Apple  will  still  update  its  Mac  OS  8, 
which  is  code-named  Tempo  and  is 
due  out  this  summer.  Apple's  dual 
operating  system  strategy  is 
similar  to  the  strategy  Microsoft 
took  with  Windows  95  as  its 
low-end  offering  and  Windows  NT 
as  its  high-end  and  server 
operating  system. 


“The  lack  of  applications  and  inability 
to  easily  support  our  back-end  SQL  data¬ 
bases  forced  the  move,”  he  said.  “This 
was  a  business  decision.  We  felt  that 
keeping  the  Macs  was  choking  our  ability 
to  progress  further  in  our  marketplace.” 

Apple’s  plan  to  hold  on  to  Macintosh 
developers,  who  are  often  tempted  by  the 
allure  of  the  huge  Windows  installed 
base,  is  to  offer  a  streamlined  method  of 
writing  applications  on  Rhapsody  that 
can  be  deployed  on  Windows  95  and 
Windows  NT  systems. 

FOCUS  ON  JAVA 

To  run  those  applications  on  an  Intel- 
based  machine,  users  would  simply  in¬ 
stall  a  version  of  Rhapsody  for  that  plat¬ 
form.  Apple  also  offers  developers  the 
option  to  include  a  runtime  version  of 
Rhapsody  for  Intel  with  their  applica¬ 
tions. 

The  plan  will  be  implemented  via  tech¬ 
nology  code-named  Yellow  Box,  which  is 
the  part  of  Rhapsody  that  includes  sup¬ 
port  for  Java  applications  and  OpenStep 
application  programming  interfaces 
(API). 

Developers  who  write  to  the  Yellow 
Box  APIs,  which  are  exposed  as  Java  lan¬ 
guage  calls,  can  simply  recompile  their 
applications  to  run  on  other  platforms. 

“The  focus  of  the  software  world  is  not 
yellow  or  blue  boxes;  it  is  Java.  That’s 
what’s  really  going  on  in  the  real  world,” 
said  Tom  Rhinelander,  an  analyst  at  For¬ 
rester  Research,  Inc.,  a  market  research 
firm  in  Cambridge,  Mass.  “Corporations 
are  investing  a  lot  in  the  development  of 
Java  applications.” 

Apple  demonstrated  parts  of  Rhapso¬ 
dy,  which  is  due  out  in  the  middle  of  next 
year,  on  PowerPC  and  Intel  machines  at 
last  week’s  Apple  Worldwide  Developers 
Conference  in  San  Jose,  Calif.  □ 


Network  software 
that's  well-designed, 
well-implemented  and 
well-reviewed. 


"Best  enterprise  management 
software  of  1 996." 

-  Infoworld  praises  Solstice™  Enterprise  Manager™ software* 


"Solaris  is  a  highly  scalable,  powerful  and  flexible 
OS  well  suited  to  general  Internet 
service  and  enterprisewide  intranet  services." 

-  Network  Computing  raves  about  Sun™  Solaris™  operating  environment f 


"Many  new  Java™ development  tools  were  released 
this  year,  but  none  as  radical  as  Sun's  Java™  Workshop™" 

-  PC  Magazine  honors  Java  Workshop  Software + 


And  there#s  a  whole  lot  more  where  that  came  from. 

To  see  for  yourself,  visit  our  website  or  give  us  a  call. 

Develop,  deploy  and  manage  with  Sun™  Workshop,™  Solaris,  and  Solstice™  Software.  ^  microsystems 

www.sun.com/sunsoft/reviews/  or  contact  1-800-SUNSOFT  (786-7638)  the  network  is  the  computer 
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When  a  company  is  synonymous  with  the  Web,  it  needs  servers  that  are  synonymous  with  unstoppable. 
Which  explains  why  Netscape™  Communications  chooses  64-bit  Digital  AlphaServer™  systems 
to  help  handle  the  135  million  hits  its  Web  site  receives  daily.  Ultra-reliable  AlphaServer  are  also 
Netscape’s  primary  backup  r^\vt  S  system-because  nekscape.com 

simply  can’t  afford  to  be  down.  Sheer  jfc*  muscle  isn’t  the  whole  story,  though. 


May  your  content  be  hot. 
Your  graphics  be  cool. 
And  your  servers  be  DIGITAL. 


Scalability  counts,  too.  Witness  AltaVista” 


the  definitive  Web  search  site.  Zero  to  30 


herculean  task  of  indexing  the  entire,  ever- 


Intemet  Software,  where  AlphaServer  run 


million  hits  a  day,  in  just  16  months.  Plus  the 


expanding  World  Wide  Web.  All  gracefully 


accommodated  by  the  flexible,  expandable  power  of  Alpha.  From  servers  to  software,  from  networks  to 
global,  24-hour  support,  Digital  delivers  total  Internet  and  intranet  solutions.  In  any  size,  with  unlimited 
room  to  grow.  Call  1-800-DIGITAL,  ext  325,  or  surf  to  www.ads.digital.com/web,  and  make  the 
Digital  edge  your  own.  Or  sing  the  Webmaster’s  Lament:  “Gee,  I  guess  we  should  have  gone  with  Digital.” 
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Whatever  it  takes.8 
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IBM  OS/2  Warp  Server  to  get  Java  jolt 


By  Laura  DiDio 


ibm  demonstrated  its  Bluebird  oper¬ 
ating  system  add-on  —  which  is  opti¬ 
mized  for  Java,  corporate  intranets  and 
the  Internet  —  at  its  Technical  Inter¬ 
change  conference  last  week. 


Bluebird  is  part  of  IBM's  ongoing  ini¬ 
tiative  to  preach  the  gospel  of  platform 
independence  according  to  Java,  said 
Mike  Lawrie,  general  manager  of  IBM’s 
personal  software  division.  The  idea  is  to 
convince  users  that  OS/2  Warp  Server  is 
a  viable  platform  because  its  forthcoming 


100%  Java  compatibility  will  let  users 
run  any  pure  Java  application  on  the  op¬ 
erating  system,  Lawrie  said. 

Bluebird,  slated  to  go  into  beta  testing 
this  summer,  was  designed  to  do  just 
that.  The  add-on  to  OS/2  Warp  Server 
consists  of  a  client  and  a  set  of  server-side 


Make  your  I.T.  skills  &  training 
take  off  with  this  FREE  tool 


http://careeragent.computerworld.com 


Use  these  FREE  features  at 
http://careeragent.computerworld.com 

•  Search  for  specific  learning  resources 

•  Describe  your  training  and  education  interest  areas 

•  Optionally  receive  email  updates  of  new  learning  resources  that 
meet  your  interest  areas 

•  Describe  your  current  or  ideal  I.T.  position 

•  Assess  your  skills  relative  to  the  skills  required  for  that  position 

•  Calculate  a  personalized  “skills  gap”  to  compare  your  fit  to 
that  position 

•  Record  work  experience  for  use  in  skills  assessment 

•  Define  goals  for  later  use  in  career  planning 

And  if  you’re  an  I.T.  manager  concerned  about  staff  retention, 
you’ll  want  to  check  out  the  “about  Careeragent”  button  also  at 
http://careeragent.computerworld.com.  Here  you’ll  see  how  a 
corporate  subscription  to  CareerAgent  will  help  your  entire  staff 
-  ■  assess  learning  styles  and  skills,  calculate  skill  gaps,  and  search 
for  training.  As  a  manager,  you  can  use  CareerAgent’s  intelligent 
decision  support  system  to  calculate  individual,  group  and  depart¬ 
ment  skill  gaps. 

C'  ' 

'  The  point?  Every  individual  on  your  team  has  an  idea  of  their 
career  plan,  and  knitting  these  plans  together  can  benefit  corporate 
goals  Think  about  your  current  team  today.  Do  individual  career 
“  plans  in  your  organization  seamlessly  benefit  from  available 
'  .  projects?  Training  resources?  Corporate  goals?  Is  this  information 
Connected  to  cost-effectively  reskiil  and  retain  staff?  It’s  all  possible 
with  CareerAgent,  where  management  and  staff  can  collaborate  to 
-■t.  continuously  develop  a  career  “itinerary"  for  each  individual.  On  the 
.  .Internet  or  your  intranet.  Your  choice. 
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Bor  details;  see  http://careeragent.computerworld.com  or  call 
1-800-343-6474,  x6000  today.  And  make  every  career  on  your 

team  what  it  should  be:  a  well-planned  journey  of  enrichment. 
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Search  Thousands  of  Course  Listings  From: 

Learning  Tree  International 

Wave  Technologies 

Hewlett-Packard  Educational  Services 

Boston  University  Corporate  Education  Center 

Interpersonal  Technology  Group 

DPEC 

Business  Communication  Review 
American  Research  Group  (ARG) 

IKON 

HOTT  (Hands  on  Technology  Transfer) 

NIIT,  Incorporated 

The  Center  for  Systems  Management 

New  Horizons  Computer  Learning  Center  of  Boston 

Sybase/Powersoft  Education 

ESI  International 

The  Seale  Group,  Inc. 

Strategic  Management  Group,  Inc. 

And  more  coming  soon... 
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careeragent.  COMPUTERWORLD  com 

CareerAgenl  Is  a  trademark  of  COMPUTERWORLD  and  International  Data  Group 


IBM's  Mike 
Lawrie:  OS/2 
Warp  Server  will 
be  100%  Java- 
compatible 


management  utilities. 

Lawrie  acknowledged  that  the  “biggest 
drawback  associated  with  installing  OS/2 
Warp  Server  has  been  the  lack  of  applica¬ 
tions  written  for  the  platform.”  But  the 
promise  of  100%  Java  compatibility, 
which  IBM  is  just  now  starting  to  deliver 
to  top-tier  customers,  would  make  that  a 
moot  point,  users  and  analysts  said. 

With  Bluebird,  users  can  move  from  a 
traditional  client/server  model  to  a  net¬ 
work  computing  environment  that  in¬ 
cludes  Intel  Corp. -based  managed  PCs 
and  diskless  PCs. 

Lawrie’s  efforts 
to  jump-start  OS/2 
are  supported  by 
IBM’s  Network 
Computing  Proj¬ 
ects  business  unit 
in  Austin,  Texas. 

Its  goal  is  to  pro¬ 
pel  IBM  to  the 
forefront  of  Java 
development  and 
to  assist  Fortune 
500  OS/2  Warp 
Server  accounts  in 
codeveloping  mis¬ 
sion-critical  Java  applications  for  the  In¬ 
ternet.  Already,  20  customers  have 
signed  up. 

Rudi  Peeters,  an  electronic-banking  of¬ 
ficer  at  CERA  Bank  in  Lauven,  Belgium, 
said  the  bank  is  the  first  to  launch  a  Java 
application  on  an  OS/2  Warp  network. 

“Our  mortgage  loan  calculator  Java 
applet  running  on  our  OS/2  Warp  net¬ 
work  puts  every  one  of  our  bank’s  trans¬ 
actions  online  and  in  real  time,”  Peeters 
said.  It  saves  the  bank  money  and  lets 
customers  immediately  see  the  results  of 
transactions,  he  said. 

Analysts  praised  IBM’s  Java  initiatives. 
Frank  Dzubeck,  president  of  Communi¬ 
cation  Network  Architects,  Inc.,  a  Wash¬ 
ington  consulting  firm,  said  the  ability  to 
run  any  application  that  is  100%  Java  — 
as  opposed  to  a  mix  of  Java  and  another 
programming  language  —  on  OS/Warp 
Server  will  be  an  advantage  for  IBM. 

What  makes  IBM’s  strategy  so  potent 
is  that  Windows  NT  and  Windows  95  op¬ 
erating  systems  can’t  run  Java  applets. 

IBM’s  quick  and  comprehensive  sup¬ 
port  of  Java  gives  it  an  advantage  over  Mi¬ 
crosoft  Corp.  that  could  help  IBM  gamer 
new  customers  beyond  the  traditional 
OS/2  Warp  bailiwick  in  banking  and  fi¬ 
nancial  shops,  Dzubeck  said.  But  a  com¬ 
mitment  from  Microsoft  to  run  all  Java 
applications  on  its  operating  systems 
would  defuse  IBM’s  efforts,  he  said.  □ 


Win  a  Cool  Prize 
Every  Week! 


Enter  the  TechnoToys 
Sweepstakes  in 
Computerworld 
Marketplace 

(following  IT  Careers) 
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i  Any  Bank 


The  impact  on  your  business  would  be  enormous.  The  ROI  nearly  immediate.  But  the  revenues  generated  from  secure 
credit  card  transactions  are  just  the  beginning.  Suddenly  you’re  able  to  share  confidential  information  over  the  Internet  with  your 
customers,  employees  and  business  partners.  Your  business  becomes  more  efficient  and  competitive. 

So  wh  t  does  it  take  to  begin?  A  partner  who  truly  understands  the  impact  networking  can  have  on  your  business,  and 
know-  ho  v  ro  implement  it  down  to  the  last  strand  of  wire  and  the  last  packet  of  data.  We’re  that  partner.  Our  technologies 
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Cisco  Systems 


made  the  Internet  a  global  reality.  Today,  Cisco  networking  products  and  Cisco  IOS™  software  are  making  the  Internet  safe  for 
secure  business  transactions  of  all  kinds.  Call  us  at  1-800-778-3632,  ext.  192000. 

Or  visit  our  Web  site  at  www.cisco.com 
After  all,  there’s  no  reason  to  keep  your  customers  waiting. 

The  network  works.  No  excuses. 
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Year  2000  bugs  everywhere? 


C  ONTINUED  FROM.CaVI 

medical  devices  and  bank  vaults. 

The  problem  is  that  some  sys¬ 
tems  outside  the  data  center 
have  embedded  chips,  real-time 
clocks  or  scheduling  programs 
with  two-digit  date  fields.  Those 
could  cause  problems  when 
they  hit  oo. 

With  software,  experts  can 
predict  with  reasonable  assur¬ 
ance  that  90%  of  those  applica¬ 
tions  whose  year  2000  prob¬ 
lems  haven’t  been  fixed  will  fail. 
But  nobody  knows  what  per¬ 
centage  of  equipment  with  em¬ 
bedded  systems  will  fail,  said 
Peter  de  Jager,  a  leading  year 
2000  expert  and  president  of 
de  Jager  &  Co.  in  Brampton,  On¬ 
tario. 


"Our  resources  are 
already  strained  on  this. 
I'm  not  sure  we  should 
spearhead  work  that 
has  to  be  done  in  other 
areas.” 

"  Steve  Heckler 
Sony  Pictures 


But  is  this  really  something  I S 
departments  —  already  scram¬ 
bling  to  fix  mainframe,  mid¬ 
range  and  PC  systems  —  should 
add  to  their  crowded  agendas? 

The  answer  is  yes,  according 
to  the  vast  majority  of  three  doz¬ 
en  IS  executives  interviewed  by 
Computerworld. 

“If  we  don’t  do  it,  who  will?” 
asked  Mary  Lynne  Perushek, 
vice  president  of  IS  at  Norstan, 
Inc.,  a  Plymouth,  Minn.-based 
data  communications  equip¬ 
ment  and  services  supplier. 

Perushek  and  her  staff  re¬ 
cently  began  meeting  with 
managers  in  Norstan’s  engi¬ 
neering  and  telecommunica¬ 
tions  groups  to  help  them  iden¬ 
tify  and  prioritize  which 


equipment  needs  to  be  exam¬ 
ined  first,  such  as  internal 
switches  and  routers. 

At  Yankee  Gas  Services  Co.  in 
Meriden,  Conn.,  the  IS  depart¬ 
ment  has  worked  closely  with  its 
facilities  management  depart¬ 
ment  to  identify  equipment  that 
could  be  date-sensitive.  The 
company  then  contacts  the  ven¬ 
dors  that  make  badge  readers 
and  other  systems  to  inquire 
about  plans  to  make  their  equip¬ 
ment  year  2000-compliant,  said 
Scott  R.  Waleski,  director  of  in¬ 
formation  technology  and  ser¬ 
vices  at  the  gas  distributor. 

Yet  many  other  IS  executives 
said  they  don’t  have  the  re¬ 
sources  to  take  the  lead  role.  In¬ 
stead,  they  are  acting  as  internal 
consultants  to  help  the  facilities 
management  department  and 
other  affected  departments. 

“Our  resources  are  already 
strained  on  this.  I’m  not  sure  we 
should  spearhead  work  that  has 
to  be  done  in  other  areas,”  said 
Steve  Heckler,  senior  vice  presi¬ 
dent  and  chief  information  offi¬ 
cer  at  Sony  Pictures  Entertain¬ 
ment  in  Culver  City,  Calif. 

But  the  consulting  role  is 
working  at  Central  Maine  Power 
Co.  (CMP).  Like  other  utilities,  it 
faces  the  double  trouble  of  fix¬ 
ing  its  legacy  computer  appli¬ 
cations  and  the  date-sensitive 
chips  embedded  in  its  trans¬ 
formers  and  power  equipment. 

Because  the  IS  group  has  the 
most  year  2000  project  experi¬ 
ence  within  the  Augusta,  Maine- 
based  company,  the  IS  year 
2000  project  manager  meets 
regularly  with  the  facilities  man¬ 
agement  team  to  share  project- 
management  experiences,  said 
Rocko  P.  Graziano,  a  senior 
business  systems  analyst  at 
CMP. 

SETTING  PRIORITIES 

Besides  offering  project-man¬ 
agement  tips,  IS  managers  can 
also  help  other  departments  set 
priorities.  CM  P’s  year  2000 
project  team  meets  regularly 
with  its  engineering  and  facili¬ 
ties  management  representa¬ 
tives  to  help  those  groups  deter¬ 
mine  which  operations  are  most 
critical  and  must  be  acted  upon 
first,  Graziano  said. 

Likewise,  BankBoston’s  mil¬ 
lennium  project  team  is  work¬ 
ing  with  other  departments, 
such  as  telecommunications 
and  facilities  management,  to 
determine  whether  the  year 
2000  date  “is  a  threat  to  their 
particular  department,”  said 
Steven  McManus,  communica- 


"If  we  don't  [deal  with 
non-IS  year  2000 
problems],  who  will?" 
-  Mary  Lynne  Perushek 
Norstan 


tions  manager  for  the  bank’s 
millennium  project  team. 

“From  the  get-go,  we  have 
said  that  this  is  not  just  an  IT 
problem;  this  is  a  business  prob¬ 
lem,”  McManus  said. 

Ann  K.  Coffou,  an  analyst  at 
Giga  Information  Group  in 
Cambridge,  Mass.,  listed  the  fol¬ 
lowing  potential  year  2000 
problems: 

■  Most  elevators  have  embedded 
systems  that  shut  down  the  ele¬ 
vator  if  scheduled  maintenance 
isn’t  performed  after  a  certain 
length  of  time.  If  the  elevator 
system  interprets  00  as  1900, 
the  calculation  will  be  thrown 
off  and  thousands  of  elevators 
could  be  grounded. 

Michael  Thomas,  executive 
vice  president  of  Schindler  Ele¬ 
vator  Corp.  in  Morristown,  N.J., 
said  it  is  true  that  elevators  have 
two-digit  year  fields.  But  he  said 
elevator  systems  don’t  make 
date-critical  calculations,  so  that 
shouldn’t  be  a  problem.  Still, 
many  customers  are  requiring 
Schindler  to  certify  that  their 
elevators  will  work  after  the 


century  rollover. 

■Telephone  systems  such  as 
private  branch  exchanges  may 
not  be  able  to  recognize  the  cen¬ 
tury  change,  resulting  in  im¬ 
proper  billing  and  incorrectly 
time-stamped  voice  mail. 

■  Electronic  time  clocks,  securi¬ 
ty  systems,  parking  lot  gates  and 
vaults  could  malfunction.  Test¬ 
ing  shows  that  some  fax  ma¬ 
chines  will  work  and  some 
won’t. 

■  Programmable  sprinkler  sys¬ 
tems  could  spurt  into  action  Jan. 
1,  2000  —  in  the  middle  of  win¬ 
ter  in  many  locales  —  and  cause 
water  or  ice  damage. 

TESTING  TIME 

Meanwhile,  vendors  that  build 
automation  systems,  such  as 
programmable  heating  and  air- 
conditioning  systems,  are  busily 
testing  their  systems  to  identify 
year  2000  problems. 

Honeywell,  Inc.  in  Milwau¬ 
kee,  for  example,  is  testing  its 
products  this  year  and  will  make 
recommendations  to  users  next 
year,  a  spokeswoman  said.  John¬ 
son  Controls,  Inc.  in  Milwaukee 
has  discovered  that  its  Metasys 
facilities  management  system 
—  with  roughly  5,000  users  — 
has  a  two-digit  year  field.  It  will 
be  fixed  in  a  software  upgrade 
this  year,  an  official  said. 

Some  customers  are  sending 
formal  letters  to  their  building- 
automation  vendors,  asking 
whether  their  systems  can  cope 
with  the  year  2000,  noted  Mark 
Weldy,  vice  president  and  gener¬ 
al  manager  at  Trane  Co.’s  Build¬ 
ing  Automation  Systems  unit  in 
St.  Paul,  Minn.  Weldy  said  Trane 
has  received  several  such  letters 
and  is  responding  to  them. 

He  said  the  customer  letters 
tend  to  begin,  “As  part  of  our 
plan  to  address  the  year  2000, 
we  request  the  following  infor¬ 
mation  about  your  product.  ...” 
That  sounds  strikingly  similar 
to  the  letters  IS  managers  are 
sending  to  their  software  ven¬ 
dors.  In  other  words,  customers 
want  to  avoid  walking  into  un¬ 
heated  buildings  on  Jan.  3, 
2000. □ 


U.S.  installed  base  of  appliances  and  office 
equipment  that  contains  computer  chips 

|  Product 

1996 

1997* 

1998* 

1999* 

Fax  machines 

14.44M 

15.63M 

16.42M 

17.04  M 

Copiers 

7.3  M 

8M 

8.7  M 

9.5M 

Mobile  phones** 

13.39M 

14.4M 

15.96M 

17.21  M 

Televisions 

214M 

223M 

232M 

242  M 

VCRs 

95M 

97  M 

98M 

100M 

*Projected 
**Units  shipped 


Source:  Giqa  Information  Group,  Cambridge,  Mass. 


A  costly  specter 

A  recent  congressional  hear¬ 
ing  featured  testimony  about 
the  dire  consequences  of  fail¬ 
ing  to  fix  the  year  2000  prob¬ 
lem  in  a  wide  variety  of  sys¬ 
tems  and  devices  —  from 
automobile  electronics  and 
coffee  makers  to  automated 
teller  machines  and  video  re¬ 
corders. 

The  testimony  raised  the 
specter  of  costly  testing  and 
repairs,  product-liability  law¬ 
suits,  bankruptcies,  economic 
downturn  and  government 
regulation. 

But  some  analysts  warn 
against  too  much  alarmism. 
The  year  2000  snafus  for  ap¬ 
pliances  such  as  VCRs  will  be 
merely  annoying,  not  cata¬ 
strophic. 

“Those  rare  devices  that 
will  fail  will  do  so  in  a  harm¬ 
less  way,”  said  Lindsey  Ve- 
reen,  editor  of  Embedded  Sys¬ 
tems  Programming  in  San 
Francisco. 

Still,  some  year  2000 
glitches  could  have  serious 
consequences. 

Medical  devices  such  as 
patient  monitors  and  infusion 
pumps  are  likely  to  be  affect¬ 
ed  if  they  use  a  real-time  clock 
that  doesn’t  have  a  four-digit 
date  field,  says  researcher 
Alan  Barbell. 

Barbell  is  conducting  a  year 
2000  investigation  at  ECRI,  a 
research  institute  in  Plym¬ 
outh  Meeting,  Pa.,  that  evalu¬ 
ates  medical  devices. 

“Devices  sold  in  the  last 
few  years  are  usually  2000- 
compliant.  But  there’s  a 
whole  lot  of  stuff  that’s  older 
than  that  and  people  still 
use,”  Barbell  said. 

One  manufacturer  recently 
recalled  a  shipment  of  heart 
defibrillators  after  learning 
the  devices  couldn’t  handle 
the  century  change,  according 
to  congressional  testimony. 
The  defibrillators  had  a  clock 
that  calculated  the  time  since 
the  last  maintenance  check; 
once  the  date  passes,  the  de¬ 
vice  won’t  work. 

Many  medical-device  ven¬ 
dors  are  addressing  the  issue, 
but  ECRI  advises  hospital  en¬ 
gineers  to  ask  vendors  what 
steps  they  are  taking. 

ECRI  also  urges  hospitals 
to  test  equipment  by  setting 
the  real-time  clock  to  Dec.  31, 
1999,  and  seeing  what  hap¬ 
pens  —  but  only  after  the  de¬ 
vice  is  disconnected  from  pa¬ 
tient  systems. 

—  Mitch  Betts 


The  former  disc  jockey  and  current 
Sybase  CEO  Mitchell  Kerzman... 


and  the  former  RISC  jockey  and  current 
Java  Impresario,  Bud  Tribble  of  Sun? 
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Sun  and  Sybase.  An  alliance  founded  on  a  series  of  firsts.  As  the  first  strategic  partner  for  Sybase,  Sun  is  the  company  with  the  most  Sybase  experience. 
Sun  is  also  the  first  company  to  develop  a  comprehensive  service  relationship  with  Sybase  to  deliver  the  ultimate  in  customer  satisfaction.  And  when 
Sybase  develops  new  applications,  Sun  is  the  platform  they’re  developed  on.  Which  means  that  you  get  business  solutions 
with  proven  technology  and  optimized  performance.  The  seamlessness  between  Sun  and  Sybase  is  the  reason  we  can  deliver 
the  highest  quality  and  best-performing  products  and  services  available.  But  then  that’s  what  true  alliances  are  all  about.  To 
find  out  more,  contact  us  at  www.sun.com/sepcw  or  www.sybase.com.  THE  NETWORK  IS  THE  COMPUTER'" 
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Digital  sues  Intel  in 
last-ditch  Alpha  bet 


WHAT'S  THE  PROBLEM? 


Technologies  in  dispute: 

Digital  says  Intel  is  illegally  using  its  cache  management, 
branch  prediction  and  high-speed  instruction 
processing  technologies. 

Intel's  response: 

Denies  using  Digital's  technology. 

Probable  outcomes: 

A.)  Intel  countersues  Digital. 

B.)  Both  companies  agree  to  settle  out  of  court. 

C.)  Protracted  courtroom  battle.  Result  uncertain. 


►  Struggling  DEC  seeks 
piece  of  Pentium  action 

By  Jaikumar  Vijayan 


digital’s  startling  deci¬ 
sion  last  week  to  sue  Intel  on  io 
counts  of  patent  infringement 
has  sparked  a  flurry  of  questions 
about  the  company’s  tactical 
motive  for  doing  so. 

Users  looking  for  clues  to 
Digital  Equipment  Corp.’s  ac¬ 
tion  might  find  them  in  the 
company’s  struggle  to  make  its 
Alpha  chip  a  commercial  suc¬ 
cess.  Although  the  Alpha 
doesn’t  directly  compete  with 
Intel  Corp.  chips,  Digital  has 
placed  a  lot  of  eggs  in  the  Micro¬ 
soft  Corp.  Windows  NT  basket 
and  has  tried  unsuccessfully  to 
win  support  from  some  desktop 
makers,  including  Compaq 
Computer  Corp.  and  IBM. 

It  is  also  considered  a  matter 
of  time  before  the  high  end  of 
the  Intel  line  and  the  low  end  of 
the  Alpha  line  collide. 

Digital  officials  said  the  com¬ 
pany  is  suing  the  world’s  largest 
chip  maker  to  stop  it  from  ille¬ 
gally  using  Digital-owned  mi¬ 
croprocessor  technology  in  In¬ 
tel’s  hugely  popular  Pentium, 


Pentium  Pro  and  recently  an¬ 
nounced  Pentium  II  chips. 

Digital  isn’t  seeking  an  imme¬ 
diate  injunction  to  stop  Intel 
from  selling  the  disputed  chips, 
but  it  wants  unspecified  but  po¬ 
tentially  staggering  damages 
from  Intel. 

A  clearly  blindsided  Intel  late 
last  week  dismissed  Digital’s 
claims  and  said  it  was  fully  pre¬ 
pared  to  “vigorously  defend  it¬ 
self  against  the  suit.” 


“What  Digital  eventually 
wants  to  do  is  stop  Intel  from 
shipping  [chips  with  the  disput¬ 
ed  technology],  to  make  the 
Alpha  more  competitive,”  said 
Linley  Gwennap,  editor  of  the 
“Microprocessor  Report”  in  Se¬ 
bastopol,  Calif. 

“What  [Digital]  is  trying  to  say 
is  that  if  Intel  hadn’t  copied  our 
technology,  we  would  have  sold 


more  Alpha  chips,”  said  Tony 
Massimini,  an  analyst  at  Semico 
Research  Corp.  in  Scottsdale, 
Ariz. 

The  suit  comes  at  a  time 
when  Digital  is  preparing  to 
compete  more  directly  with 
Intel  - —  in  theory  at  least  —  on 
two  separate  fronts. 

Later  this  year,  Digital  will 
start  shipping  a  low-cost  Alpha 
chip  that  it  is  manufacturing 
with  Samsung  Electronics  in 
South  Korea.  Digi¬ 
tal  hopes  to  per¬ 
suade  major  PC 
vendors  to  incor¬ 
porate  the  chip  in 
low-cost  PCs  that 
will  compete  di¬ 
rectly  with  Intel 
boxes. 

Further  down 
the  road,  Digital  al¬ 
so  will  face  direct 
competition  from  increasingly 
more  powerful  Intel  chips  that 
promise  to  offer  nearly  the  same 
kind  of  performance  as  some  of 
Digital's  Alpha  chips.  And  Intel 
is  working  with  Hewlett-Pack¬ 
ard  Co.  to  develop  a  new  chip  ar¬ 
chitecture  called  IA-64  that  is 
expected  to  be  a  peer  of  Alpha 
when  it  is  released  in  early 
I999- 


Stalling  or  even  slowing  Intel 
—  which  has  been  shooting  out 
new  chip  families  faster  and 
faster  —  by  means  of  a  poten¬ 
tially  time-consuming,  costly 
and  highly  technical  courtroom 
debate  could  work  to  Digital’s 
advantage.  And  if  successful, 
Digital  could  win  billions  of  dol¬ 
lars.  “We  don’t  mind  competing 
with  anyone’s  technology  but 
our  own,”  Digital  CEO  Robert 
Palmer  said  last  week. 

Ultimately,  though,  Digital’s 
woes  with  the  Alpha  chip  have 
little  to  do  with  technology  or  In¬ 
tel’s  alleged  stealing  of  it,  ob¬ 
servers  contend. 

"The  simple  problem  is  that 
they  have  failed  to  establish  a 
value  proposition  that  will  make 
users  want  to  buy  the  chip,” 
Gwennap  said. 

LEADER  OF  THE  PACK 

In  terms  of  raw  performance  at 
least,  the  Alpha  chip  has  been 
streets  ahead  of  the  competi¬ 
tion,  including  Intel,  since  it 


started  shipping  in  early  1992. 
And  it  has  been  the  mainstay  of 
Digital’s  profitable  AlphaServer 
line  of  enterprise  servers  for  the 
past  few  years. 

But  the  chip  has  always  been 
priced  far  above  Intel’s  com¬ 
modity  prices  in  the  mass- 
volume  PC  market,  and  that 
is  partly  why  the  Alpha  has 
failed  to  draw  much  interest 
from  the  software  and  applica¬ 
tion  development  community. 
One  result:  Alpha  garnered  less 
than  0.1%  of  the  estimated 
$16.2  billion  in  overall  micro¬ 
processor  revenue  last  year,  ac¬ 
cording  to  Semico. 

Digital  has  tried  for  several 
years  to  boost  sales  by  trying  to 
interest  other  chip  vendors,  in¬ 
cluding  Intel,  Texas  Instru¬ 
ments,  Inc.  and  Motorola,  Inc., 
to  license  its  technology.  And  for 
the  past  year  or  so,  Digital  has 
tried  to  boost  popularity  of  the 
chip  by  offering  increasingly 
powerful  Alpha  servers  capable 
of  running  Windows  NT.  □ 


'What  [Digital]  is 


say  is 


that  if  Intel  hadn't  copied  our 
technology,  we  would  have  sold 
more  Alpha  chips." 

-  Tony  Massimini 
Semico  Research 


Citrix/Microsoft  deal  puts  WinFrame  on  fast  track 


>  Companies  can  look 
to  multiuser  Win  NT 

By  Stewart  Deck 


two  months  ago,  Citrix  Sys¬ 
tems,  Inc.  was  under  a  dark 
cloud. 

Microsoft  Corp.  had  an¬ 
nounced  it  was  developing 
software  to  compete  with  Ci- 
trix’s  WinFrame  multiuser  sys¬ 
tem  software,  shareholders  had 
filed  lawsuits  against  the  com¬ 
pany  for  mismanagement  and 
misrepresentation,  and  Citrix 
stock  had  fallen  from  $50  in 
mid-January  to  just  over  $12  in 
mid-March. 

Now  that  cloud  has  lifted. 


After  12  weeks  of  negotia¬ 
tions,  Microsoft  dropped  its  de¬ 
velopment  plans  and  signed  a 
$75  million  licensing  and  devel¬ 
opment  deal  with  Citrix. 

Under  the  pact,  WinFrame 
will  be  folded  into  Windows  NT 
4.0  and  5.0  to  allow  multiple 
users  to  access  copies  of  applica¬ 
tions  running  on  Windows  NT 
Server. 

“This  deal  truly  sets  the  stage 
for  multiuser  Windows  NT, 
which  is  what  large  organiza¬ 
tions  have  been  waiting  for,” 
said  Greg  Blatnik,  an  analyst  at 
Zona  Research,  Inc.,  a  consul¬ 
tancy  in  Redwood  City,  Calif. 

The  deal  helps  Microsoft  set  a 
standard  way  to  deliver  Win¬ 
dows  applications  to  thin  cli¬ 


ents,  network  computers  and 
Windows  terminals,  “which 
should  open  the  floodgates  for 
many  thin-client  companies  as 
well  as  for  [network]  PC  ven¬ 
dors,”  Blatnik  said. 

Citrix’s  stock  rose  more  than 


"If  you  don't  get  the 
foundation  right,  there's 
no  hope  of  building 
something  that  can  deploy 
these  applications." 

-  Edward  lacobucci, 

Citrix  Systems 

32%  last  week  to  $34  7/8  as  of 
Wednesday. 

Citrix  Chairman  Edward 
lacobucci  said  Microsoft  saw  a 
tough  engineering  task  ahead  of 
it  and  felt  market  pressure  to 
act. 


“They  had  the  [network  com¬ 
puter]  folks  coming  at  them 
from  one  direction  and  they’ve 
got  their  Windows  franchise  to 
support  while  customers  want 
fixed-function  devices  for  rapid 
deployment.  We  were  sitting 
there  with  a  field-tested  an¬ 
swer,”  lacobucci  said. 

Microsoft  finally  acknowl¬ 
edged  the  expertise  of  Fort  Lau¬ 
derdale,  Fla. -based  Citrix.  “Of 
course  Microsoft  can  develop 
anything  they  want  to  . . .  but 
this  isn’t  really  an  issue  of  how 
many  people  you  can  throw  at 
the  problem,”  lacobucci  said. 
“If  you  don’t  get  the  foundation 
right,  there’s  no  hope  of  build¬ 
ing  something  that  can  deploy 
these  kinds  of  applications.” 

lacobucci  said  the  Citrix  will 
likely  triple  its  workforce,  from 
180  to  more  than  500  by  the  end 
of  next  year.  □ 


SAS  Institute's  Jim  Goodnight,  who 
gives  customers  a  vote  in  product 
development... 


and  Sun's  Neil  Knox,  who  believes 
that  someday  everyone  will  vote 
by  e-mail? 


Sun  and  SAS  Institute.  Related?  We  might  as  well  be.  For  the  7th  year  in  a  row,  Sun  is  the  open  systems  platform  of  choice  for  SAS®  software  users.  Together, 
we  deliver  proven  applications  and  the  most  current  and  innovative  technology  this  side  of  anywhere.  A  combo  that  results  in  real  business  solutions,  like  the  SAS 


Scalable  Performance  Data  Server”.  It  allows  customers  to  take  full  advantage  of  scalable  SMP  architecture  in  their  data  warehouse,  and 
it’s  only  available  on  Sun.  SAS  Institute  and  Sun  also  jointly  staff  Customer  Technology  Centers  to  give  SAS  software  the  full  potential  of 
Sun™  systems.  So  you  have  the  ultimate  products  and  solutions  for  your  diverse  business  environment.  Which  is,  after  all,  what  this 
alliance  is  all  about.  To  find  out  more,  contact  us  at  www.sun.com/sepcw  or  www.sas.com/  THE  NETWORK  IS  THE  COMPUTER"' 
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All  the  right  moves  By  now 

everyone  knows  how 
the  IBM  RS/6000 
beat  the  Russian. 


But  did  you  know  that  when  Bill  Gates  heard  that 
Lou  Gerstner  was  about  to  make  all  this  marketing  hay, 
he  got  jealous  and  offered  to  play  Garry  Kasparov  him¬ 
self? 

Unfortunately,  the  match  had  to  be  postponed  be¬ 
cause  Gates’  castles  are  still  under  construction. 

Not  to  be  outdone,  Larry  Ellison  immediately  called  a 
press  conference  to  challenge  Kasparov. 

Of  course,  Ellison  had  to 
retract  the  challenge  the 
next  day,  after  a  horrified 
Ray  Lane  reminded  Larry 
that  he  was  no  Chess  Ora¬ 
cle. 

And  it  wasn’t  long  before 
Scott  McNealy  got  in  on  the 
act.  The  Sun  chieftain  as¬ 
sembled  a  team  of top  Java  programmers,  but  the 
group  declared  victory  before  the  contest  actually  start¬ 
ed  and  then  left  to  create  a  start-up. 

I  also  discovered  that  Deep  Blue  wasn’t  the  first 
computer  to  take  on  Kasparov.  Initially,  IBM  sent  an 
S/390  mainframe  into  the  fray.  But  unfortunately,  it 
was  disqualified  when  the  first  game  dragged  on  for  91 
days.  Seems  the  mainframe’s  style  of  play  was  to  think 
all  night  and  update  its  position  every  morning. 

IBM  then  went  too  far  in  the  opposite  direction, 
sending  in  a  ThinkPad  against  Kasparov.  The  laptop 
played  the  Russian  to  a  standoff  for  about  two  hours, 
until  its  battery  died. 

Another  amazing  fact  I  uncovered  takes  us  back  to 
early  1996,  when  Microsoft  sent  a  Windows  NT  box  up 
against  Kasparov  in  a  secret  match.  My  spies  tell  me 
the  NT  machine  started  off  brilliantly  but  couldn’t  scale 
past  the  12th  move. 

And  I  haven’t  been  able  to  nail  down  this  one,  but  I 
hear  this  wasn’t  the  first  time  Kasparov  had  lost  to  a 
computer,  either.  Rumor  has  it  that  a  VAX  stunned  Kas¬ 
parov  three  years  ago.  But  the  marketing  people  at  Dig¬ 
ital  decided  to  keep  the  news  to  themselves. 

K lai  ID 'mi(M 

Neal  Weinberg,  assistant  news  editor 
Internet:  neal_weinberg@cw.com 
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'  if  we  can  .gat  gall  Gates 


Leave  the  manager-bashing  to  Dilbert,  reader  advises 


I  was  amazed  at  the  soapbox  your 
newspaper  provided  for  poten¬ 
tially  disgruntled  employ¬ 
ees  [“Dear  ex-boss,”  CW, 

April  14]. 

No  doubt  some 

» 

of  the  cases  are 
justified,  but  it’s 
plain  to  anyone 
who’s  had  to 
manage  a  diverse 
IS  staff  that  a  sig¬ 
nificant  part  of  the 
ranting  and  raving 
wouldn’t  stand  up  to 
close  scrutiny. 

Such  articles  can  be  use¬ 
ful  only  if  they  are  balanced  by 
views  from  bosses  who've  had  to 
fire  IS  professionals  who  talk  tech- 

Unix-to-NT  migration  pain 

Your  recent  article  glosses  over 
the  reliability  issues  associat¬ 
ed  with  moving  applications  to 
low-cost  Intel  boxes  [“Forced 
march,”  CW,  March  24].  Last  fall,  I 
ported  an  RS/6000  Informix 
PowerBuilder-based  application  to 
Windows  NT  and  Microsoft  SQL 
Server.  Client  PC  functionality  and 
performance  were  nearly 
identical.  But  a  flaky  SCSI 
adapter  masquerading  as  a 
hard-drive  failure  resulted  in 
four  days  of  downtime,  in¬ 
cluding  a  reload  of  NT,  the  ap¬ 
plication  and  database.  The 
higher-priced  RS/6000  would 
have  been  easier  to  troubleshoot, 
diagnose  and  fix,  with  downtime 
of  not  more  than  a  day.  The  moral 
of  the  story:  Consider  hardware  re¬ 
liability  very  seriously  as  part  of  the 
decision  to  move  from  Unix  to  NT. 

Matt  Conescu 
Amherst,  N.H. 


speak  to  their  users  and  are  inca¬ 
pable  of  looking  at  a  project  from 
a  business  perspective. 

Please  be  assured  that 
dolts  exist  in  cubicle- 
land  as  well  as  in 
offices. 

Leave  the  man¬ 
ager-bashing  to 
Dilbert  (which  we 
can  laugh  at  be¬ 
cause  that’s  the 
right  place  for  it). 
Until  then,  looking 
forward  to  the  se¬ 
quel:  “Dear  ex-employ- 
ee  (you’re  fired!).” 

M.G. 

IS  project  manager 
Paris 

Cash  rewards  of  SAP  are 
worth  the  daily  frustrations 

I  read  your  article  “Cashing  in  on 
SAP  skills  isn’t  so  easy”  [CW, 
March  10]  and  found  it  amusing. 

I  am  in  the  middle  of  reorganiz¬ 
ing  an  SAP-written  program  that 
prints  purchase  orders.  The  sub¬ 
routine  I  have  under  the  micro¬ 
scope  is  738  lines 
of  poorly  written 
code  whose  doc¬ 
umentation  con¬ 
sists  of  repeating 
the  name  of  the 
subroutine  as  a 
comment.  And  oh  yes,  in  German. 
There  are  no  semantic  clues  to 
data  and  subroutine  names  unless 
you  understand  German. 

The  program  is  written  in 
ABAP,  a  nonlanguage  with  an  in¬ 
struction  set  that  varies  according 
to  whether  you  are  coding  a  screen 
interface  or  processing  “with  or 


This  ain't  fun, 
but  the  money 
is  great! 


without”  a  logical  database.  As 
long  as  SAP  sells  R/3,  I  don’t  see 
the  demand  for  people  with  a  high 
pain  threshold  fading. 

This  ain’t  fun,  but,  oh,  the  mon¬ 
ey  is  great!  And  in  the  evening,  I 
can  fire  up  my  home  machine  and 
program  in  C  for  fun. 

Jim  Murray 
Maumee,  Ohio 

Speaking  of  languages, 

CGI  protocol  isn't  one 

In  your  article,  “Beyond  HTML,” 
in  the  Premier  100  special  publi¬ 
cation  [CW,  Feb.  24],  a  large  tech¬ 
nical  error  is  made.  You  state  that 
Perl  and  Common  Gateway  Inter¬ 
face  (CGI)  are  languages  devel¬ 
oped  for  the  Internet. 

This  is  not  true.  CGI  is  not  a  lan¬ 
guage  at  all  but  a  protocol  for  exe¬ 
cuting  programs  that  return  valid 
Hypertext  Transport  Protocol  in¬ 
formation  over  the  World  Wide 
Web.  Perl  was  invented  to  do  re¬ 
port  processing  before  the  Web  ex¬ 
isted,  and  it  simply  happens  to  be  a 
real  good  fit  with  most  CGI  appli¬ 
cations. 

Brian  Exelbierd 
Cary,  N.C. 
bcexelbi@mindspring.com 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framingham, 
Mass.  01701.  Fax  number: 

(508)  875-8931;  Internet: 
letters@cw.com.  Please  include 
an  address  and  phone  number 
for  verification. 
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Expanding  ‘shrinkwrap  licenses’  unfair  to  users  . . . 

Ralph  Nader  and  Todd  Paglia 


The  last  time  you  bought  software  you  “agreed” 
to  a  license  arrangement  that  you  probably 
didn’t  even  notice.  Software  packages  have  a 
plastic  coating  of  shrinkwrap,  and  according  to  vendors, 
purchasers  are  bound  to  the  license  upon  cracking  that 
coating  —  thus  the  moniker  “shrinkwrap  license.” 

The  draft  law  lets  soft¬ 
ware  companies  avoid 
responsibility  for  misdeeds 
and  carelessness. 


The  shrinkwrap  license  lies  in  wait  un¬ 
til  the  information  product  malfunctions, 
when  the  software  company  will  claim 
that  pursuant  to  this  seldom  seen  and 
little-understood  document,  you  have 
forfeited  most,  if  not  all,  of  your  rights  to 
recover  for  damages.  This  is  a  great  ad¬ 
vantage  for  the  information  industry. 

There’s  one  hitch.  The  shrinkwrap  li¬ 
cense  isn’t  universally  enforceable.  Few 
courts  have  even  considered  its  legality, 
and  with  mixed  results.  Most  consumer 
advocates  and  many  professors  view 
shrinkwrap  licenses  with  disdain:  The 
terms  aren’t  available  for  review  until  af¬ 
ter  the  purchase,  and  the  dictated  terms 
are  onerous. 

Now  comes  the  National  Conference  of 
Commissioners  on  Uniform  State  Laws 
and  its  draft  law  known  as  Article  2B  of 
the  Uniform  Commercial  Code.  This  law 


are  a  few  permissible  terms: 

■  For  software  sold  over  the  Internet, 
companies  can  escape  liability  for  infect¬ 
ing  a  purchaser’s  computer  with  a  virus 
by  simply  providing  a  warning  in  the  li¬ 
cense  that  no  virus  checking  has  been 
done.  And  you  can’t  read  the  license  to 
find  this  out  until  after  you  purchase  the 
product. 

■  All  liability  for  defective  products,  in¬ 

cluding  expensive  technical 
support  calls,  damage  to 
hardware  and  lost  data,  can 
be  limited  to  replacement  of 
the  purchase  price.  Purchas¬ 
ers  are  required  to  accept  all 


proposes  to  broadly  validate  shrinkwrap 
licenses.  Article  2B  replaces  shrinkwrap 
with  another  post-sale  formality.  Well  af¬ 
ter  you  have  made  a  purchasing  decision, 
paid  your  money  and  gone  home  or  to 
the  office,  an  “I  Agree”  icon  appears  on 
your  screen  during  installation.  By  click¬ 
ing  on  “I  Agree”  you  supposedly  “as¬ 
sent”  to  the  license. 

Article  2B  allows  software  companies 
to  use  these  questionable  licenses  to  dic¬ 
tate  terms  that  are  extremely  unfair.  Flere 


the  risks  of  defective  software,  while 
companies  get  all  the  benefits. 

■  Software  companies  will  be  able  to  se¬ 
lect  the  state  in  which  small  businesses 
will  be  required  to  pursue  legal  action  for 
damages  caused  by  defective  software, 
even  if  it’s  thousands  of  miles  away. 


■  Almost  any  term  becomes  binding  by 
clicking  an  “I  Agree”  icon  for  that  term 
during  installation,  even  if  it’s  an  unrea¬ 
sonable  provision.  This  takes  advantage 
of  the  fact  that  after  the  transaction  is 
thought  to  be  complete,  the  “I  Agree” 
icon  will  be  clicked  repeatedly  to  finish 
the  installation. 

Article  2B  also  fundamentally  alters 
consumer/seller  transactions  —  what 
was  a  sale  is  now  a  license  arrangement. 
Software  buyers  would  fall  outside  the 
coverage  of  federal  and  state  consumer 
protection  laws  that  focus  on  sales  of  tan¬ 
gible  goods.  In  addition,  Article  2B  will 
disturb  the  careful  balance  achieved  un¬ 
der  federal  copyright  law. 

Article  2B  poses  a  serious 
threat  in  all  of  these  areas  be¬ 
cause  it  will  be  offered  as  leg¬ 
islation  in  every  state.  Broad 
adoption  is  predicted. 

Article  2B  isn’t  a  balanced 
proposal.  It  unfairly  favors 
sellers  over  buyers,  and  it  is  a 
mechanism  for  software  com¬ 
panies  to  escape  responsibility  for  mis¬ 
deeds  and  carelessness.  □ 

Nader  is  a  consumer  advocate.  Paglia  is 
staff  attorney  at  the  Washington-based 
Consumer  Project  on  Technology,  founded 
by  Nader  in  1995. 


. . .  but  new  software  law  wouldn’t  hurt  IS 


Mark  Nehergall 

For  the  past  four  years,  a  committee  appointed  by 
the  American  Law  Institute  and  the  National 
Conference  of  Commissioners  on  Uniform 
State  Laws  has  been  drafting  a  set  of  state  contract  laws 
designed  to  clarify  and  make  uniform  the  law  related  to 
software  licensing. 


Contrary  to  rhetoric  in  the  press  that  it 
will  take  awky  users’  rights,  the  proposed 
set  of  laws,  called  Article  2B  of  the  Uni¬ 
form  Commercial  Code,  will  have  little 
impact  on  large  corporate  software  users. 

The  rhetoric  is  inaccurate  and  con¬ 
fuses  the  difference  between  what  a  soft¬ 
ware  company  is  obligated  to  do  when 
improperly  performing  software  causes 
harm  and  what  it  is  compelled  to  do  to 
successfully  compete. 

This  rhetoric  also  is  completely  irrele¬ 
vant  to  corporate  IS  departments.  Except 
for  a  limited  number  of  rules  grounded 
in  public  policy,  Article  2B  will  allow  IS 
departments  to  continue  to  contract  with 
software  companies  for  the  results  they 
need. 


The  committee’s  philosophy  has  been 
to  construct  a  set  of  basic  contract  rules 
and  then  set  out  an  array  of  “default 
rules”  that  apply  when  the  contract 
leaves  a  gap. 

In  other  words,  this  draft  uniform  law 
asks,  if  the  buyer  and  seller  had  thought 
about  this  issue,  what  term  would  they 
have  put  in  the  contract?  Or  what  terms 
should  the  law  impose  if  the  parties 
haven’t  otherwise  agreed? 

The  law  then  would  view 
the  contract  as  if  it  con¬ 
tained  the  term.  This  ap¬ 
proach  closely  tracks  pre¬ 
vailing  practices  with  other 
commercial  contracts. 

For  example:  A  software 


maker  and  user  have  a  dispute  over  a  re¬ 
fund  after  the  vendor  promised  to  deliver 
four  modules  but  could  deliver  only 
three.  The  contract  doesn’t  contain  any 
terms  on  this  issue.  Article  2B  might 
supply  a  default  rule  that  requires  the 
vendor  give  a  full  refund  conditioned  on 
a  return  of  the  other  modules. 

This  default  rule  strategy  gives  the 
parties  significant  flexibility  in  structur¬ 
ing  their  deal.  Because  software  is 
such  a  complex  product,  both  the  licens¬ 
er  and  the  licensee  need  the  freedom 
to  use  their  imaginations  to  come  up 
with  terms  that  fit  the  particular  needs 
of  a  transaction.  A  set  of  laws  that  im¬ 
pose  mandatory 
terms  could  de¬ 
prive  parties  of 
creative  ingredi-  _ 
ents  essential  to  : 
reaching  a  bar-  ; 
gain.  i 

What  does  £ 
this  mean  for  t 


corporate  IS  departments  acquiring  big- 
ticket  software  systems?  It  would  mean 
very  little.  The  contracts  used  to  acquire 
big-ticket  software  aren’t  the  so-called 
“shrinkwrap”  agreements  used  in  over- 
the-counter,  nonnegotiated,  software 
transactions.  The  agreements  used  by 
corporations  spell  out  in  agonizing  detail 
the  rights  and  obligations  of  the  parties 
to  the  contract.  They  try  to  cover  it  all. 

Many  corporations  also  often  acquire 
desktop  application  software  subject  to  a 
standard  shrinkwrap  license.  Article  2B 
won’t  likely  cause  many  changes  in  ei¬ 
ther  the  terms  of  such  agreements  or 
their  enforceability,  because  the  aim  of 
the  drafters  is  to  reflect  commercial  prac¬ 
tice.  If  the  drafters  can  achieve  that  goal, 
corporate  IS  units  shouldn’t  be  affected. 

More  work  remains  to  be  done  on  this 
proposed  set  of  laws.  The  Software  Pub¬ 
lishers  Association  hopes  that  those 
charged  with  the  drafting  will  continue 
to  treat  large  business  users  like  the 
adults  they  are  and  not  impede  their  abil¬ 
ity  to  conduct  commerce  on  agreed 
terms.  □ 


Nebergall  is  a  vice  president  and  counsel  at 
the  Software  Publishers  Association.  He 
handles  licensing  policy  issues  for  the  soft¬ 
ware  industry. 


If  the  law  reflects  common 
practices,  IS  departments 
shouldn't  be  affected. 
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ON  THE  INTERNET,  IT  CAN  BE  $1  MILLION. 


When  your  business  is  interrupted  on  the  Internet,  business  stops. 
With  Tandem ®  iTPm  solutions,  you  get  the  reliability  of  a  company 
that  handles  90%  of  the  world’s  stock  transactions,  80%  of  all 
ATM  transactions,  66%  of  all  credit  card  validations,  and  two-thirds 
of  all  911  calls  in  the  United  States.  Our  new  S-series  NonStop ® 
Himalaya ®  and  Windows  NT®  Server-based  solutions  provide 
the  high  bandwidth  and  security  needed  to  keep  business 
moving  24  hours  a  day.  Contact  us  at  www.tandem.com  for 
more  information.  Or  call  1-800-NONSTOP,  ext.  8002  to  receive 
our  latest  information  pack  which  includes  the  new  CIO 
Internet  Commerce  Survey  and  our  iTP  solutions  white  paper. 

Every  second,  every  transaction,  every  customer  counts. 
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With  rapidly  changing  IT  news  and  news 
analysis,  @Computerworld  provides  you 
with  the  most  valuable  IT  information  on 
the  Web.  Here  are  just  a  few  of  the  many 
features  our  site  delivers: 


Updated  IT  news  delivered  3  times  daily 


The  ©Computerworld  Minute 


omputerworld  archives 


Reference  links 


Check  us  out  at  www.computerworld.com 


The  online  connection  for  information  technology  leaders 


you  know  you  can  research  three 
ears  of  Computerworld  articles  and 
asieht?  Find  our  search  engine  at  the 


Computerworld’s  dedicated  online  staff 
provides  you  with  the  day’s  most  compre¬ 
hensive  and  up-to-date  coverage  of  IT 
news  anywhere! 


Moschella  is  senior  vice  president  of  research 
at  Computerworld,  Inc.  His  Internet  address 
is  david_moschella@  cw.com. 


Wintel  has  right  HDTV  idea 


LTHOUGH  THE  COMPUTER 

community  is  often  rightly 
concerned  about  the  extraordi¬ 


nary  power  of  Wintel,  there  are  times 
when  it  comes  in  handy.  Whenever  the 
overall  interests  of  the  information  tech¬ 


nology  industry  are  at  stake, 
it’s  nice  to  speak  with  a  sin¬ 
gle,  strong  voice. 

That’s  what  happened 
last  month  at  the  National 
Association  of  Broadcasters 
convention,  where  Micro¬ 
soft,  Intel  and  Compaq 
announced  an  impressive, 
although  admittedly  last-minute,  alterna¬ 
tive  to  the  prevailing  high-definition  tele¬ 


vision  (HDTV)  rollout  plan. 

Shrill  arguments  about 
HDTV  have  been  an  IT  in¬ 
dustry  fixture  since  the  mid- 
1980s,  so  it  isn’t  surprising 
that  many  people  have 
tuned  out.  But  this  long, 
often  frustrating  saga  is 
ending.  At  stake  is  whether 
today’s  PCs  will  be  able  to  receive  digital 
television  signals,  and  whether  tomor¬ 
row’s  HDTVs  will  be  able  to  easily  con¬ 
nect  to  the  Internet  and  other  computer 
domains. 

Underneath  mountains  of  competitive 
chicanery  lies  a  single  technological  dis¬ 
pute.  The  so-called  “Grand  Alliance”  of 
HDTV  designers  continues  to  promote 
an  interlaced  scanning  transmission 
mode  that  is  fundamentally  incompatible 
with  the  progressive  scan  systems  used 
in  computer  monitors.  The  Grand  Alli¬ 
ance  correctly  argues  that  interlaced 
scanning  is  the  only  way  to  bring  the 
highest-quality  HDTV  pictures  to  the 
market  immediately. 

PC  industry  leaders  counter  that  their 
progressive  scan  approach  offers  nearly 
as  high  image  quality  and  full  compati¬ 
bility  with  computers.  They  also  predict 
that  progressive  scan  systems  will  soon 
match,  and  eventually  exceed,  the  quality 
of  the  older  interlaced  approach.-  Perhaps 
even  more  important,  within  a  year  or  so, 
new  PCs  could  include  digital  TV  recep¬ 
tion  capabilities  for  as  little  as  $100.  Such 
PCs  might  outnumber  $2, 000-plus 
HDTV  sales  by  as  much  as  100  to  1. 


FCC  STEPS  ASIDE 

Although  the  Federal  Communications 
Commission  has  historically  been  the  ar¬ 
biter  of  HDTV  standards,  it  wisely 
stepped  back  in  this  case.  It  set  a  time¬ 
table  for  mandatory  digital  TV  transmis¬ 
sion,  but  largely  because  of  pressure 
from  the  computer  industry,  it  has  decid¬ 
ed  that  transmission  format  issues  are 
best  left  to  the  market.  Consequently,  it’s 
now  up  to  the  computer  industry  to  per¬ 
suade  the  major  TV  networks  to  transmit 
signals  that  PCs  can  readily  accept.  That 
won’t  be  easy. 

Microsoft,  Intel  and  Compaq  often 
come  across  as  arrogant,  but  their  strate¬ 
gy  happens  to  be  correct  in  this  case. 
Standardizing  the  progressive  scan  ap¬ 
proach  would  lead  to  true  PC/TV  integra¬ 
tion.  If  the  two  industries  achieve  real 
interoperability,  it  will  be  only  a  matter 
of  time  before  image  resolutions  im¬ 
prove. 

But  within  the  highly  politicized  realm 
of  HDTV,  being  technically  correct  is 
only  half  the  battle.  You  must  also  get  the 
support  of  content  makers,  owners  and 
broadcasters.  Here,  issues  of  power,  self- 
interest  and  trust  become  paramount. 

As  one  who  hopes  that  two  years  from 
now  we  won’t  have  to  decide  whether  to 
buy  an  HDTV  or  a  new  PC  monitor,  I 
hope  the  PC  industry  leaders  of  today 
help  drive  the  digital  TV  systems  of 
tomorrow.  Go  Wintel.  □ 
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Large  Systems  ♦  Workstations  ♦  Portable  Computing 


Briefs  United  parallel  system  flies  through  data 


DEEP  BLUE 


Vital  stats  on  IBM's  RS/6000 
that  defeated  Garry  Kasparov  in 
a  chess  match  last  week: 

Height 

6  feet  5  inches 

Weight 
1.4  tons 
Age 
4  years 

Birthplace 
Yorktown,  N.Y. 

Number  of  processors 
256 

Chess  board  positions 
analyzed  per  second 
200  million 


Handhelds  sales  rise 

The  worldwide  handheld  com¬ 
puter  market  grew  nearly  30% 
last  year  compared  with  1995, 
reaching  1.6  million  units,  ac¬ 
cording  to  Dataquest  in  San 
Jose,  Calif.  The  firm  expects 
the  market  to  grow  by  23%  this 
year.  Dataquest  said  the 
healthy  growth  of  handhelds 
can  be  mainly  attributed  to 
sales  of  Skokie,  III. -based  U.S. 
Robotics  Corp.’s  Pilot. 

New  IBM  ThinkPad 

IBM  last  week  unveiled  the  lat¬ 
est  edition  of  its  ThinkPad  3S0 
notebook  line.  The  laptop  has  a 
150-MHz  Intel  Corp.  Pentium 
processor  (with  or  without 
MMX  technology)  and  carries 
a  i2.i-in.  dual-scan  or  active- 
matrix  screen  and  16M  bytes  of 
RAM  that  can  be  expanded  up 
to  80M  bytes.  It  has  floppy  and 
CD-ROM  drives  and  PC  card 
slots  for  two  Type  I/ll  or  one 
Type  III  PC  cards. 


Entry-level  Alpha 

Digital  Equipment  Corp.  has 
introduced  an  entry-level 
workgroup  and  communica¬ 
tions  server  based  on  its  333- 
and  400-MHz  Alpha  chips. 
The  Alpha  800  will  support 
Unix,  Windows  NT  or  Open- 
VMS.  Pricing  starts  at  $8, 600 
for  a  333-MHz  system  with 
Windows  NT,  64M-byte  mem¬ 
ory,  2G-byte  disk,  six  expan¬ 
sion  slots,  12-speed  CD-ROM 
and  integrated  10/100  Base-T 
networking. 


►  MPP  Unix  system 
scales  up  to  64  chips 

By  Tim  Ouellette 

ANYONE  WHO  FLIES  knOWS 

how  confusing  and  stressful  it 
can  be  to  find  connecting  flights 
and  make  it  to  the  gate  on  time. 

Glenn  Colville  and  his  infor¬ 
mation  systems  staff  at  United 
Airlines  agree. 

With  the  growth  in  routes  and 
flights,  the  aging  mainframe  at 
the  $15  billion  airline  can  no 
longer  handle  the  yield-manage¬ 
ment  system.  The  system  is  re¬ 
sponsible  for  coordinating  con¬ 
nections  and  preparing  a  proper 
passenger  mix  on  each  plane  in 
the  right  time  frame.  The  pas¬ 
senger  mix  includes  those  mak¬ 
ing  connections  and  those  fly¬ 
ing  directly  to  their  destination. 

To  get  a  better  grasp  of  the  op¬ 
tions  and  business  decisions 
available,  United  plans  to  off¬ 
load  this  application  from  the 
mainframe  to  an  IBM  RS/6000 
SP2,  a  massively  parallel  pro¬ 
cessing  (MPP)  Unix  server. 


“We  need  parallel  processing 
to  predict  plans  for  people  flying 
from  Boston  to  Chicago  — 
while  doing  the  same  thing  [on 
different  processors]  for  passen¬ 
gers  flying  from  Denver  to  San 
Francisco,”  said  Colville,  a  man¬ 
ager  of  research  and  develop¬ 
ment  at  United  in  Elk  Grove,  Ill. 
“With  the  SP2,  we  can  break  up 
the  problems.” 

The  SP2  is  among  a  breed  of 
MPP  Unix  machines  that  serve 
as  a  heavy-lifting  alternative  to 
mainframes  and  Unix  symmet¬ 
rical  multiprocessing  servers  for 
some  applications,  such  as  the 
modeling  United  requires. 


Other  MPP  vendors  in  this  mar¬ 
ket  include  Tandem  Computer, 
Inc.,  NCR  Corp.  and  Pyramid 
Technology  Corp. 

Analysts  said  MPP  is  especial¬ 
ly  appropriate  for  targeted  appli¬ 
cations  such  as  complex  model¬ 
ing. 

"The  SP  isn’t  a  direct  replace¬ 
ment  of  the  mainframe,  because 
mainframes  for  traditional 
transaction  processing  opera¬ 
tions  are  still  bulletproof,”  said 
Rich  Partridge,  an  analyst  at 
D.  H.  Brown  and  Associates  in 
Port  Chester,  N.Y.  “But  the  SP  is 
a  complement  that  can  grow 
United,  page  38 
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Vendors  embrace  Pentium  II, 
target  corporate  market 


By  April  Jacobs 


VENDORS  ARE  FLOCKING  tO 

support  Intel  Corp.’s  latest  chip, 
the  Pentium  II,  although  some 
organizations  might  find  the 
offerings  a  bit  pricey  for  the  av¬ 
erage  end  user. 

With  prices  ranging  from 
$2,000  to  $5,000,  the  first 
batch  of  Pentium  1 1 -based  ma¬ 
chines  —  PCs,  workstations  and 
servers  —  are  being  offered  by 
some  of  the  usual  PC  industry 
suspects:  Houston-based  Com¬ 
paq  Computer  Corp.;  Dell  Com¬ 
puter  Corp.  in  Round  Rock, 
Texas;  IBM;  and  Micron  Tech¬ 
nology  Corp.  in  Boise,  Idaho. 

Some  of  the  Pentium  Il-based 
systems  are  being  positioned  for 
the  corporate  market.  Those  sys¬ 
tems  are  aimed  at  business  and 
financial  applications  that  need 
workstation-like  horsepower, 


New  Pentium  II  machines 

CPU  speeds: 

233  to  300  MHz 

Performance: 

Up  to  50%  faster  than 
Pentium 

Price:  $2,000  to  $5,000 


such  as  stock  market  trading 
and  imaging  [CW,  May  12]. 

Dell’s  new  Dimension,  for  ex¬ 
ample,  will  power  up  an  elec¬ 
tronic  commerce  pilot  program 
at  Delta  Air  lines  in  Atlanta. 

It  will  let  the  airline’s  custom¬ 
ers  purchase  tickets,  check  fre¬ 
quent-flier  miles  and  arrange 
travel  at  remote  locations. 

The  customer  can  talk  to  a 
Delta  representative  via  real¬ 
time  audio /videoconferencing 


at  the  kiosk,  a  Delta  spokesper¬ 
son  said. 

That  makes  using  the  kiosk 
more  personable  than  using  a 
telephone  or  a  World  Wide  Web 
site. 

REVAMPS  ON  THE  WAY 

While  the  Dell  Dimension  is  a 
new  venture  for  the  company, 
other  vendors  are  betting  on  re¬ 
vamping  their  existing  lines 
with  Pentium  II. 

Compaq’s  Pentium  Il-based 
Deskpro  4000  and  6000  lines 
cost  from  about  $3,000  to 
$5,000.  They  are  loaded  with 
advanced  graphics  and  CD- 
ROM  drives. 

In  fact,  “fully  loaded”  appears 
to  be  the  key  phrase  for  most 
machines. 

Mountain  View,  Calif.-based 
Packard  Bell  NEC,  Inc.’s  Power- 
Mate  Professional  Series,  which 
comes  in  five  configurations 
and  ranges  in  price  from  about 
$2,600  to  $4,000,  also  features 
32M  to  64M  bytes  of  RAM. 

All  but  one  of  the  machines 
feature  a  266-MHz  chip.  The 
hard  drives  range  from  3.2G  to 
4.3  5G  bytes.  □ 


HP  to  ship 
graphics  box 


Hewlett-Packard  Co.  last 
week  announced  the  avail¬ 
ability  of  a  dual-processor 
J-Class  graphics  workstation. 
It  also  plans  to  implement  its 
64-bit  Unix  operating  systems 
on  its  high-end  HP  Exemplar 
technical  servers. 

HP  is  shipping  the  HP  Vi¬ 
sualize  Model  J282,  a  techni¬ 
cal  workstation  that  offers 
two-way  symmetrical  multi¬ 
processing  capabilities,  which 
speed  application  perfor¬ 
mance  and  accelerate  two- 
and  three-dimensional  graph¬ 
ics  display. 

HP  officials  said  the  Model 
J282  is  aimed  at  electronic 
and  mechanical  design  auto¬ 
mation  engineers  who  work 
on  complex  and  compute¬ 
intensive  design  tasks  such 
as  electronic-circuit  simula¬ 
tion.  Pricing  for  Model  J282 
starts  at  $33,500. 

HP  also  said  it  plans  to  in¬ 
tegrate  its  HP-UX  Unix  oper¬ 
ating  system  on  the  S-Class 
and  X-Ciass  HP  Exemplar 
technical  servers. 

The  two  high-end  server 
classes  were  originally  devel¬ 
oped  by  Convex  Computer 
Corp.,  which  HP  acquired  in 
1995- 

HP  also  said  it  is  reducing 
the  price  of  all  its  Exemplar 
S  Class  and  X-Ciass  servers 
by  as  much  as  25%.  Pricing 
on  the  high-end  servers  now 
starts  at  $140,500. 

—  Torsten  Basse, 
IDG  News  Service 
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United  picks  parallel  system 

CONTINUED  FROM  PAGE  37 _ 


certain  applications  like  decision  support 
that  need  to  process  vast  amounts  of  data 
quickly.” 

In  United’s  case,  the  mainframe 
couldn’t  provide 
the  power  to  do 
all  the  calcula¬ 
tions  needed  to 
get  the  best  pas¬ 
senger  mix  dur¬ 
ing  the  overnight 
time  frame  avail¬ 
able.  Instead,  the 
mainframe  does 
a  pared-down  set 
of  calculations  to 
finish  in  time. 
But  because  the  analysis  isn’t  as  detailed 
as  United  officials  would  like,  they  are 
concerned  they  may  be  losing  money 
along  with  the  precision  in  those  calcula¬ 
tions. 


“We  have  to  have  the  calculations 
ready  by  8:30  a.m.  for  the  revenue  man¬ 
agement  department”  to  decide  on  flight 
bookings  and  schedules,  Colville  said. 
“With  the  SP2,  we  will  be  able  to  do  all 
the  things  we  really  need  to  do  in  the 


business-defined  time  window.” 

And  in  September,  when  United’s  SP2 
goes  live  with  between  30  and  64  proces¬ 
sors  in  the  box,  time  won’t  be  the  only 
thing  United  gains. 

“The  goal  of  this  system  is  to  make 
money,”  Colville  said.  “We  will  be  able  to 
produce  $50  million  more  in  revenue  a 
year  with  the  SP2.” 

But  it  doesn’t  come  easy. 

Much  code  rewriting  is  required  for 


the  SP2  to  tackle  a  whole  slew  of  new  cal¬ 
culations.  And  with  no  parallel  process¬ 
ing  experience  on  staff,  Colville  pur¬ 
chased  a  programming  tool  from  Torrent 
Systems,  Inc.  in  Cambridge,  Mass.,  to 
handle  the  technical  details. 

“That  way  we  can  think  about  the  busi¬ 
ness  issue  of  applications  coding  for  fore¬ 
casting  issues,  and  the  tool  takes  care  of 
spreading  the  code  around  to  different 
processors,”  Colville  said.  □ 


United  Airline's 
SP2  is  a  cousin 
of  Deep  Blue  2, 
the  IBM 
RS/6000  SP2 
that  recently 
defeated  chess 
champion  Garry 
Kasparov  in 
New  York, 


F!at~panel  standard 

The  Video  Electronics  Standards 
Association  said  last  week  it  is  close 
to  ratifying  a  new  universal  stan¬ 
dard  for  flat-panel  displays.  The 
standard  will  help  overcome  incom¬ 
patibilities  in  connector  types,  pin 
count  and  pin  location  for  note¬ 
books  and  flat-panel  monitor  dis¬ 
plays.  A  flat-panei  display  is  a  thin 
screen  primarily  used  in  laptops. 

The  standards  will  give  manufac¬ 
turers  and  users  a  common  way  to 
understand  and  measure  display 
characteristics. 


Low -cost  Compaq 

Compaq  Computer  Corp.  in  Hous¬ 
ton  has  released  a  new  low-cost  PC. 
The  Presario  2120  costs  $999  and 
features  a  150MHz  processor,  24M 
bytes  of  memory,  a  2C-byte  hard 
drive,  a  33. 6K  bit/sec.  modem  and 
an  eight-speed  CD-ROM  drive  in  a 
black  desktop  case.  A  14-in.  Presa- 
rio  V400  color  monitor  costs  $299. 


Hardware  sales  rise 


Sales  of  electronics  equipment, 
such  as  computer  chips,  will  grow 
nearly  io%  this  year,  according  to 
analysts  at  Dataquest  in  San  Jose, 
Calif.  Worldwide  revenue  this  year 
should  reach  $930  billion,  with 
about  one-third  coming  from  data 
processing  electronics  equipment 
The  market  will  be  fueled  by  an  in 
crease  in  PCs,  data  storage  devices 
wireless  and  networking  communi 
cations  equipment,  digital  consum 
er  products  and  automobile  fea 
tures,  analysts  said. 
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DATATHINK,  INC.  has  announced  Data- 
Xchange  Unit,  a  multidrive  exchange 
unit  that  allows  systems  administrators 
to  interchange  and  access  data  between 
any  manufacturer’s  data  library  and  any 
form  of  drive. 

According  to  the  company  in  Boul¬ 
der,  Colo.,  the  unit  takes  data  stored  on 
tape,  optical  or  magnetic  disk  media  and 


NEW  P  R 


transfers  it  to  where  the  administrator 
wants. 

The  DXU-3  FlatStor  and  DXU-9 
TowerStor  models  support  three  or  nine 
storage  devices,  respectively. 

Pricing  starts  at  $1,335. 

DataThink 
(303)  448-0420 
www.datath  i  nk.com 


0  DUCT 


Micronet  Technology 
(714)  453-6100 
www.micronet.com 

LEGACY  STORAGE  SYSTEMS  CORP.  has  an¬ 
nounced  the  Vantage  CD-SmartServer 
CD-ROM  system  with  16-speed  drives. 

According  to  the  West  Newbury,  Mass., 
company,  the  SCSI  system  includes 
seven  disk  drive  devices  in  a  single  cabi¬ 
net.  Systems  are  also  available  for  Ether¬ 
net  LANs  and  Token  Ring  networks. 

Pricing  starts  at  $2,550. 

Legacy  Storage  Systems 
(508)  465-1706 
www.legacy.ca 


MICRONET  TECHNOLOGY,  INC.  has  an¬ 
nounced  a  23G-byte  hard  disk  drive. 

According  to  the  Irvine,  Calif.,  compa¬ 
ny,  the  drive  uses  a  5.25-in.  hard  disk  and 
supports  Windows  and  Macintosh  sys¬ 
tems.  Transfer  rates  are  as  high  as  11M 
bit/sec.  It  takes  both  bays  of  a  two-bay 
DataDock  docking  station. 

It  costs  $6,250. 


Some  People  Think  of  Us 
Each  Day  the  Sun  Goes  Down. 

For  others ,  everyday  is  a  good  day  with  99.986%  uptime. 


What’s  certainty  worth  to  you?  If  your  job 
is  to  manage,  protect  and  deliver  life-giving 
data  and  information  to  the  world, 


it’s  worth  everything.  Because 
the  world  never  stops  working. 
Ever.  Continuous  data  access 


is  the  gauntlet  thrown  down  at 


Our  unique  architecture 
enables  major  functions — 
network  protocols,  file 
systems  and  storage — 
to  operate  independently 
of  the  OS  for  increased 
availability,  performance 
and  ease  of  administration. 
And  with  thousands  of 
Auspex  NetServers  managing 
hundreds  of  terabytes 
of  data  worldwide,  our 
proven  uptime  continues 
to  be  99.986%. 


your  feet  on  a  daily  basis.  It’s  also 
the  real-world  benchmark  an  Auspex 
server  thrives  on. 

It  fundamentally  works  because 
it's  fundamentally  different. 

Auspex  network  data  servers  are  unlike  any 
other  server  on  the  market.  As  scalable  as 
they  are  powerful,  Auspex  NetServers  are 
designed  from  the  ground  up  to  optimize 
data  flow.  Our  patented  architecture 


enables  major  system  functions — network 


protocols,  file  systems  and  storage — to 


work  independently  of  the  operating 
system.  By  centering  your  data  on  an 


Auspex  server,  blinding  speed  and 


eye-opening  reliability  are 
not  mutually  exclusive. 

We’re  not  just 
blowing  sunshine. 
Find  out  why  the  most 
competitive  businesses  in 
the  most  demanding 


The  Auspex 
NS  7000  NetServer 
family  has  the 
only  servers 
in  the  world  to 
deliver  continuous 
data  access  when 
the  operating 
system  fails. 


industries  continue  to 
define  Auspex  as  the  data 
server  of  choice.  Join  us 
for  the  story  at  our  web 
site  at  www.auspex.com, 
or  call  us  at 
800-735-3177. 


The  way  we  see  it,  it  looks  to  be  just  the 
start  of  another  wonderful  day. 


AUSPEX 


©  1997 Auspex  Systems,  Inc.  All  rigftts  reserved. 


INTERGRAPH  COMPUTER  SYSTEMS  has 

announced  the  TD-225  PC,  a  233-MHz 
Pentium  II  PC  for  users  who  need  inter¬ 
active  three-dimensional  graphics  perfor¬ 
mance. 

According 
to  the  Hunts¬ 
ville,  Ala., 
company,  the 
PC  includes 
five  interface 
slots  and  sup¬ 
port  for  up  to 
512M  bytes  of 
memory.  It 
features  Inter¬ 
graph’s  Intense  3D  graphics  accelerators. 

It  costs  $1,985. 

Intergraph  Computer  Systems 
(800)  692-8069 
www.intergraph.com 

PIXELVISION  has  announced  Smartglas,  a 
display  network  designed  to  save  desktop 
space  over  conventional  monitors. 

According 
to  the  Acton, 

Mass.,  com¬ 
pany,  Smart¬ 
glas  con¬ 
denses  the 
electronics  of 
four  display 
monitors  in¬ 
to  a  single 
hub  with  a 
single  stan¬ 
dard  graph¬ 
ics  card  and  a 
centralized  system  with  reduced  power 
loads. 

Pricing  starts  at  $3,000. 

PixelVision 

(508)  264-9443 

wwww.pixelvision.com 

APCON,  INC.  has  announced  Powerlink,  an 
SCSI  extender. 

According  to  the  Portland,  Ore.,  com¬ 
pany,  Powerlink  extends  the  SCSI  bus  to 
10  kilometers  while  supporting  a  data 
rate  of  40M  byte/sec.  It  was  designed  to 
provide  real-time  access  to  remote  pe¬ 
ripheral  devices  such  as  tape  arrays,  tape 
libraries  and  CD-ROM  jukeboxes. 

Pricing  starts  at  $4,000. 

Apcon 

(503)  639-6700 
www.apcon.com 


Register  ea\ 

and  SAVE! 


Friday,  June  6, 1997...  $895 
Friday,  July  11, 1997...  $995 
Register  after  July  11, 1997...  $1,095 


At  Conference  ’97,  you’ll  learn  more 
about  the  technology  that’s  shaping 

ipplication  develop* 


your  rutur 
including; 

•  PowerBuilder®  6.0 

•  PowerJ™ 

•  Power++™ 

•  PowerSite™ 

•  PowerDesigner® 

•  Visual  Components® 

•  Sybase®  SQL  Anywhere™ 

Find  out  how  to  stay  In  Tune  with 
Technology  by  calling  a  Powersoft 
Conference  ’97  Registration 
representative  at  1-508-652-1008, 
or  visit  our  Web  site  at 
www.powersoft.com  (events  section) 
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MORE  THAN  EVER,  IS  NEEDS  LEADERS 

—  not  just  at  the  top,  but  throughout  the 
IS  organization.  It  can  only  be  done  if  we 
develop  the  person,  not  just  the  manager. 


Jim, 


I  -j  a  middle  manager  in  a  rel¬ 
atively  small  IS  shop,  designed  an 
Internet  application  that  not  just 
boosted  his  company’s  revenue,  but 
changed  the  way  his  company  and  his 
industry  works.  When  the  opportunity 
presented  itself,  he  stepped  forward 
and  lead  a  consortium  of  companies 
to  implement  his  application,  involv¬ 
ing  billions  of  dollars  of  revenue, 
across  the  entire  industry.  His  self- 
confidence,  passion  to  solve  an  indus¬ 
try  problem  and  willingness  to  trust 
his  gut  brought  results.  Jim  is  a 
leader! 


Eric. 


'  j  another  middle  manag¬ 
er  in  an  IS  department,  used  to  man¬ 
age  a  small  group  of  technically-ori¬ 
ented  people  in  a  very  quiet, 
unassuming  manner.  Today,  his  man¬ 
ager,  the  IS  executive  for  the  compa¬ 
ny,  says  Eric,  a  recent  leadership  pro¬ 
gram  graduate, "...  is  more  at  ease  in 
dealing  with  executive  management; 
knows  more  about  himself;  he’s  more 
confident.”  He  sees  Eric  as  “...  coach¬ 
ing  others  and  taking  more  visible 
leadership,  thinking  through  situa¬ 
tions,  not  just  the  next  step.”  Eric’s 
people  look  up  to  him  now  and  follow 
him.  His  style  has  changed.  Eric  has 
become  a  leader! 


Leadership  should  not  be  the 
sole  province  of  the  CIO  in  the 
IS  community.  IS  needs  leaders 
and  their  skills  throughout  its 
organization,  be  they  managers 
or  individual  contributors,  be 
they  executives  or  supervisors. 
Most  projects  fail  because  of  peo¬ 
ple  issues,  not  from  failure  to 
draw  a  good  PERT  chart. 


LEADERS,  NOW  MORE  THAN  EVER 


I"  S  needs  more  Jims  and 
Erics,  and  it  needs  them 
more  —  much  more  — 
than  ever.  As  one  CIO  at  a 
midwestern  Fortune  200 
■  company  told  me,  “Up 
to  now  we’ve  focused  on  mas¬ 
tering  basic  skills  such  as  project 
management  and  presentation 
and  writing  skills.  Now,  we  have 
to  master  leadership  skills  such 
as  team  building,  choosing  peo¬ 
ple  carefully  and  developing 
them.” 

Just  think  about  what  is 
impacting  IS: 

■  The  Internet  is  bringing  the  IS 
departments  into  the  revenue 
stream  of  their  companies,  even 
more  than  electronic  data  inter¬ 
change  did  10  years  ago.  The 
sales  and  marketing  functions 
are  drawing  on  this  new  tech¬ 
nology  to  produce  orders.  That 
puts  the  IS  people  into  the  front 
lines  with  the  customers.  Users 
are  no  longer  just  internal,  fel¬ 
low  employees  but  real,  money¬ 
paying  customers. 

“Our  company  has  become  so 


dependent  on  the  use  of  the 
Internet  to  generate  revenue  that 
we’ve  reorganized  the  whole 
company  behind  the  IS  organi¬ 
zation  which  is  now  engaged 
with  our  prospects  and  clients  via 
our  web  site,”  I  heard  from  an  IS 
executive  of  a  service  company. 

■  IS  organizations  are  reinvent¬ 
ing  themselves.  Client/server, 
object-oriented  programming 
and  other  technologies  have  put 
great  strains  on  IS  organizations. 
Rightsizing,  re-engineering  and 
the  upheavals  in  various  indus¬ 
tries  have  taken  their  toll  and 
placed  increased  demands  on  IS. 
Many  organizations  tried  to 
accommodate  these  new  de¬ 
mands  using  traditional  ap¬ 
proaches  and  structures.  They 
are  now  realizing  that  IS  itself 
must  change  how  it  does  its  busi¬ 
ness  and  its  organizational  struc¬ 
ture  to  be  successful. 

■  IS  organizations  today  are 
becoming  much  more  process 
focused  in  order  to  be  more  flex¬ 
ible  and  adaptive  to  meet  the 
constantly  changing  demands  of 
the  business.  Many  have  resource 
pools,  sometimes  called  Centers 
of  Excellence,  from  which  the 
company  can  draw  highly  skilled 
talent  when  needed.  Others,  in 
order  to  focus  on  customers, 
have  established  “account  man¬ 
agers”  to  reach  out  to  various 
parts  of  the  company.  Still  other 
IS  organizations  provide  inter¬ 
nal  consultants  and  experts  in 
project  management  and  process 
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engineering  to  the  rest  of  the 
business. 

All  these  changes  require 
leadership  at  every  level  in  the 
IS  organization.  The  core  com¬ 
petencies  of  IS  must  include 
not  just  technical  skills  but 
behavioral  traits:  flexibility, 
concern  for  excellence,  learn¬ 
ing  and  self-confidence  are 
needed  to  meet  the  constant 
stream  of  change. 

CIOs  need  to  do  some  orga¬ 
nizational  introspection  to  deter¬ 
mine  whether  they  encourage  or 
reward  their  IS  professionals  and 
managers  to  exercise  leadership. 
Do  the  core  values  of  the  depart¬ 
ment  encourage  IS  people  to 
take  risks  and  know  when  to 
lead?  Does  the  IS  team  distin¬ 
guish  leadership  from  manage¬ 
ment? 


MANAGEMENT  VS.  LEADERSHIP 

istorically, 
our  organiza¬ 
tions  have 
focused  on 
management 
techniques 
and  skills  planning,  budgeting, 
and  various  administrative 
processes  to  operate  their  tradi¬ 
tional  hierarchies  and  stovepipes. 
Today,  however,  these  manage¬ 
ment  skills  need  to  be  balanced 
with  leadership  skills.  In  prac¬ 
tice,  that  means  our  profession 
has  to  place  more  emphasis  on 
developing  leadership  skills  than 
management  skills. 

That’s  something  that  the 
young,  up-and-coming  IS  man¬ 
agers  seem  to  understand.  Said 
a  recent  graduate  of  the  Society 
for  Information  Management’s 
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Regional  Learning  Forum 
(RLF),  “At  my  previous  compa¬ 
ny,  I  was  responsible  for  a  60+ 
person  organization  that  pro¬ 
vided  IS/IT  support  for  one  of 
the  divisions.  Today,  I  have  a 
group  of  1 5  high-level  technical 
specialists  that  are  focused  on 
distributed  computing  tech¬ 
nologies  —  research,  build  pro¬ 
totypes,  help  IS  organizations 
build  architectures  and  make 
product  decisions.  It  is  a  very 
heavy  influencing  role  for  a  very 
large  corporation.  So  leadership 
skills  are  key  —  it  is  very  much 
a  lead  role  within  the  company 
and  [involves]  very  little  of  the 
traditional  management  [skills].” 

Another  graduate  relates,  “I 
changed  from  managing  a  group 
of  application  developers  to  an 
individual  contributor  role  of 
researching  and  recommending 
various  technologies.  I  now  have 
to  depend  on  leading  by  influ¬ 
ence  to  get  the  right  technical 
decisions  made  as  the  imple¬ 
mentors  no  longer  work  direct¬ 
ly  for  me.” 

Management  and  leadership 
are  truly  quite  different.  Accord¬ 
ing  to  John  P.  Kotter  in  his  book, 
A  Force  for  Change ,  management 
is  about  planning  and  budgeting, 
organizing  and  staffing,  control¬ 
ling  and  problem  solving.  Lead¬ 
ership,  on  the  other  hand,  is  con¬ 
cerned  with  establishing  direction 
and  aligning  people,  as  well  as 
motivating  and  inspiring.  Ffe 
adds  a  valuable  point:  Too  much 
management  leads  to  bureaucra¬ 
cy  and  too  much  leadership  leads 
to  anarchy.  What  is  needed  is  a 
blend  or  balance  of  the  two. 

The  participants  of  the  1995 
SIM  Northeast  RLF  created  a 
list  comparing  management  and 
leadership  during  their  nine- 
month  forum.  (See  chart,  “Man¬ 
agement  and  Leadership:  A 
Comparison,”  page  6.)  They 
concluded,  “A  manager  uses  a 
map  to  determine  the  direction 
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Management  and 
Leadership:  A  Comparison 


Management 

THINKING  PROCESS 

Leadership 

Brain  (logic) 

Heart  (intuition) 

Things 

People 

Inward  focus 

Outward  focus 

In  the  box 

Out  of  the  box 

DIRECTION  SETTING 

Plan 

Vision 

Bottom  line 

Top  line 

Short-range  view 

Long-range  view 

Sees  trees 

Sees  forest 

EMPLOYEE  RELATIONS 

Control 

Subordinates 

Instructs 

Directs  and  coordinates 

MODUS  OPERANDI 


Efficiency  (do  things  right) 
Asks  “how”  and  “when” 
Copes  with  complexity 
Manages  change 
Administers 

METHODS  AND  TOOLS 


Empower 

Followers 

Learns 

Trusts  and  develop: 


Effectiveness  (do  right  things) 
Asks  “what”  and  “why” 
Tolerates  ambiguity 
Produces  change 
Inspires 


in  which  to  go  and  a  leader  uses 
a  compass.”  Their  reading  and 
discussions  not  only  uncovered 
dramatic  differences  between  the 
two  but  changed  their  manage¬ 
ment  styles  and  how  they  oper¬ 
ate  in  their  work  environment. 

As  one  graduate  said,  “I  am 
finding  more  win-win  situations 
...so  many  ways  to  get  things 
done  without  having  to  get  into 
face-offs.  Even  in  my  security 
role,  I  help  them  find  ways  to 
become  policy  compliant  rather 
than  order  it  to  be  so.”  And 
another  said,  “I  realize  that  you 
can  lead  in  a  visible  and  vocal 
manner  and  that  you  can  also  do 
the  same  by  working  quietly 
behind  the  scenes.” 

One  example  in  the  IS  world 
of  the  contrast  between  leader¬ 
ship  and  management  is  in  proj¬ 
ect  management.  One  leads  the 
project  team  by  empowering  the 
people  as  opposed  to  controlling 
them  and  exercising  project 
administration.  Coaching  and 
mentoring  the  team  and  encour¬ 
aging  them  to  take  responsibili¬ 
ty  is  more  effective  than  older 
management  styles  especially 
with  cross-functional  teams. 

IS  people  develop  their  lead¬ 
ership  skills  by  constantly  striv¬ 
ing  for  a  more  holistic  view. 
Developing  trust-filled  relation¬ 
ships  with  users,  actively  listen¬ 
ing  to  their  real  issues,  learning 
when  and  how  to  “say  no,”  read¬ 
ing  nontechnical  books  and  busi¬ 
ness-related  articles,  developing 
a  network  of  IS  peers  outside  the 
company  and  learning  to  trust 
one’s  intuition  more  will  build 
self-confidence  in  an  IS  person. 
Then,  when  the  need  is  appar¬ 
ent,  the  IS  professional  will  lead 
the  solution  and  not  just  analyze 
the  problem.  Of  course,  our 
organizations  can’t  operate  in  an 
“either/or”  state.  These  young 
men  and  women  know  we  need 
visions  and  plans,  creativity  and 
analysis,  logic  and  intuition.  The 


Mission  Vision 

Policies  and  procedures  Principles  and  values 

Depends  on  process  and  system  Depends  on  people  and  ideas 

Budgets  Relationships 

Uses  leverage  Builds  complementary  teams 

Source:  Participants  of  the  1995  SIM  Northeast  Regional  Learning  Forum 
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point  is,  for  now  we  need  to 
place  more  emphasis  on  devel¬ 
oping  our  leadership  skills. 

CIOs  should  look  at  their 
own  leadership  style  even  to  the 
point  of  having  an  outsider 
explore  how  much  leadership  vs. 
control  they  exercise.  A  work¬ 
shop  with  their  direct  reports 
and  key  staff  members  to  devel¬ 
op  the  core  values  and  principles 
of  the  organization  is  a  good  first 
step.  Making  significant  books 
available  and  encouraging  and 
participating  in  book  discussions 
among  the  IS  organization 
and/or  having  Friday  afternoon 
learning  forums  with  outside 
speakers  are  practices  of  some  of 
today’s  IS  leaders. 

DEVELOP  THE  INDIVIDUAL 

I"  t  has  been  my  experience 
over  the  past  four  years  of 
facilitating  the  SIM  North¬ 
east  RLF  that  leadership 
begins  with  individuals 
m  knowing  who  they  are, 
understanding  the  important 
influences  on  their  lives  and  tak¬ 
ing  responsibility  for  their  own 
personal  development.  If  one 
doesn’t  have  this  basic  under¬ 
standing,  the  self-confidence 
won’t  be  there  with  which  to  lead. 

Pat  Wallington,  CIO  of 
Xerox,  once  said,  “The  only 
capacities  you  need  to  be  suc¬ 
cessful  are:  Learning  to  learn  and 
learning  to  change.”  That  is  a 
basic  formula  for  developing 
individual  leaders. 

Organizations  should  adopt 
this  concept:  Develop  the  indi¬ 
vidual,  for  the  individual  devel¬ 
ops  the  organization.  It  is  done 
successfully  no  other  way!  Indi¬ 
viduals  need  to  understand  what 
is  really  important  to  them. 
What  do  they  really  believe  in 
and  would  never  compromise? 
These  are  their  personal  princi¬ 
ples  or  core  values.  They  make 
people  who  they  are.  They’re  the 
basis  of  one’s  ethics  and  leader¬ 


ship  style.  Knowing  who  you  are 
and  what  you  are  really  good  at 
—  even  to  the  point  of  under¬ 
standing  your  lifetime’s  work  and 
the  legacy  you  want  to  leave 
behind  —  is  critical  in  build¬ 
ing  leadership  skills. 

Graduates  have  told  me  time 
and  time  again  that  they  are  now 
able  to  work  successfully  and 
effectively  with  executives  be¬ 
cause  their  self-confidence  has 
increased.  It  is  because  they  have 
worked  to  maintain  a  balance 
among  the  three  priorities  of 
work,  family  and  personal  time. 
This  balance  maintains  a  more 
holistic  view  of  one’s  world  and 
allows  one  to  be  more  adaptable 
and  effective  in  all  three  parts. 

In  fact,  one  recent  RLF  grad¬ 
uate  told  me,  “While  recently 
interviewing  40  candidates  for 
several  openings,  I  felt  far  more 
cognizant  of  the  balance  in  peo¬ 
ple.  Given  the  choice  between  a 
16-hour  a  day  PERL/Java  pro¬ 
grammer  and  an  eight-hour  a 
day  programmer  who  is  also  an 
accomplished  cellist,  I  picked  the 
cellist!”  The  RLF  graduates 
understand  the  personal  princi¬ 
ple  of  “lifetime  learning.”  They 
learn  from  all  sources  available 
to  them  —  from  a  wide  variety 
of  books  to  an  ever-expanding 
personal  network.  They  under¬ 


stand  that  personal  growth 
ensures  their  effectiveness. 

One  graduate,  who  is  now  the 
president  of  a  consulting  firm,  says 
that  they  “are  rewriting  every 
employee  policy  to  allow  the  indi¬ 
vidual  staff  members  to  grow  in 
their  leadership  skills.”  Fie  believes 
they  will  then  be  more  effective 
as  consultants  with  their  clients. 

A  strong  sense  of  self  is  need¬ 
ed  for  the  so-called  “soft”  inter¬ 
personal  skills  that  are  required 
for  leadership  and  creative  deci¬ 
sion-making:  effective  commu¬ 
nications,  deep  listening,  facili¬ 
tating,  negotiating,  working  with 
conflict,  relationship  building, 
understanding  how  to  work 
effectively  in  teams  and  know¬ 
ing  when  to  say  “no.”  Each  of 
these  skills  is  a  must  for  answer¬ 
ing  the  demands  of  today’s  IS 
organization:  managing  complex 
projects,  negotiating  with  users, 
vendors,  and  other  parties,  work¬ 
ing  with  outsourcers,  and  estab¬ 
lishing  alliances  and  partnerships. 

And  because  leaders  are 
unique,  growing  individuals, 
individual  leadership  styles  are 
different.  These  facts  belie  the 
myths  that  nearly  all  leaders  are 
charismatic,  bigger  than  life  fig¬ 
ures  who  are  mysteriously  born 
with  these  qualities.  The  vast 
majority  of  leaders  are  developed, 
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not  born;  they  are  products  of 
their  roots,  their  personal  devel¬ 
opment  and  the  environment  in 
which  they  learn  and  grow.  Nor 
are  leaders  “bigger  than  life” — 
not  everyone  is  a  John  F. 
Kennedy  or  a  Martin  Luther 
King.  Most  leaders  live  quite  nor¬ 
mal  lives  out  of  the  limelight  and 
lead  as  the  occasion  demands  it 
from  them.  And  while  it  might 
be  helpful  to  be  charismatic,  it  is 
not  essential.  One  does  not  have 
to  be  charming  from  the  podi¬ 
um  to  operate  as  a  leader. 

What  one  does  have  to  do, 
however,  is  to  focus  on  both 
intrapersonal  and  interpersonal 
skills.  If  you  don’t  understand 


yourself  and  know  what  you  are 
good  at  and  what  is  important 
to  you,  you  will  have  a  very  dif¬ 
ficult  time  leading  others  when 
you  need  to  do  so.  Developing 
one’s  leadership  skills  is  not  a 
onetime  process  but  one  of  a  life¬ 
time  of  continuous  learning. 

CIOs  should  determine  and 
understand  the  critical  compe¬ 
tencies  or  behavioral  traits  of 
successful  IS  professionals,  be 
they  project  managers,  internal 
consultants,  systems  developers 
or  technical  architects.  A  gap 
analysis  between  “what  should 
be”  and  “what  is”  in  these  indi¬ 
vidual  competencies  will  make 
the  case  for  the  development  of 


the  individual. 


ASSESSING  YOUR  LEADERSHIP 

1“  have  three  suggestions  for 
readers  who  wish  to  grow 
as  leaders: 

One  of  the  best  tests  I’ve 
heard  comes  from  Bill 
.  Glavin,  president  of 
Babson  College  in  Wellesley, 
Mass.  He  says,  “Once  a  month, 
stop  and  watch  yourself  go  by!” 
How  are  you  doing  with  your 
core  values  including  your  life’s 
balance? 

How  well  are  your  leadership 
skills  developed?  You  might  try 
taking  the  Personal  Leadership 
Questionnaire  (below).  It’s  based 


Personal 

Leadership 

Questionnaire 

The  higher  the  percentage  of  "yes"  answers,  the 

more  effective  your  leadership  skills  probably  are. 

1.  Do  you  have  a  vision  of  where  you  will  be 
in  the  future  and  have  you  shared  it  with 
anyone  else? 

2.  Have  you  documented  your  personal  set  of 
principles  and  core  values  by  which  you  run 
your  life? 

3.  Do  you  accept  and  adapt  to  change  easily? 

4.  Are  you  someone  who  wants  to  make  a  dif¬ 
ference  and  not  just  accept  the  status  quo? 

5.  Do  you  accept  total  responsibility  for  your 
own  personal  growth  and  development? 

6.  Do  you  study  successful  people  to  apply 
their  principles  and  lessons  learned  to  your 
own  experience? 

7.  Have  you  read  several  books  in  the  last  year 
for  the  purpose  of  learning  and  self-improve¬ 
ment  besides  technical  manuals  and  journals? 

8.  Do  you  consider  yourself  very  accomplished 
in  interpersonal  skills  such  as  communica¬ 
tion,  facilitation,  negotiation,  presentation, 
feedback  and  listening? 

9.  Do  you  trust  your  intuition  and  draw  on 
your  creativity  when  making  decisions? 

10.  Do  you  develop  and  maintain  effective 
relationships  with  others? 


IS  Organization 

Leadership 

Questionnaire 

The  more  "yes"  answers,  the  more  likely  it  is  that  your  IS 

organization  develops  or  encourages  effective  leadership. 

1.  Is  there  a  documented  vision  of  the 
organization  in  the  future,  and  has  it  been 
internalized  by  the  employees,  the  users 
and  other  key  partners? 

2.  Is  there  a  set  of  core  values  or  principles 
by  which  all  levels  of  the  organization 
operate? 

3.  Does  the  organization  focus  on  the 
development  and  growth  of  the 
individual  as  a  primary  key  to  success? 

4.  Is  there  a  learning  environment  or  context 
in  which  people  can  grow  and  advance? 

5.  Are  the  members  of  the  organization 
encouraged  to  take  significant  risk  and 
to  use  creativity  in  decision-making? 

6.  Is  there  effective  teamwork  in  evidence? 

7.  Does  the  organization  focus  on  revenue 
more  than  expense? 

8.  Do  users  and  partners  view  the  organiza¬ 
tion  as  very  effective  in  project  manage¬ 
ment,  consulting  and  customer  service? 

9.  Are  effective  interpersonal  skills  highly 
valued? 

10.  Is  this  organization  the  source  of  leaders 
for  other  organizations? 


10  •  MAY  19,  1997  •  www.computerworLd.corn/leadership 


on  my  personal  observations  and 
understanding  of  leadership  over 
the  past  four  years  in  the  leader¬ 
ship  forum.  Be  honest  with  your¬ 
self  as  you  answer  the  questions. 
The  higher  the  percentage  of  “yes” 
answers,  the  more  effective  your 
leadership  skills  probably  are. 

Some  IS  organizations  are 
more  effective  in  developing  lead¬ 
ers  than  others.  To  evaluate  yours, 
try  the  IS  Organization  Leader¬ 
ship  Questionnaire,  in  the  accom¬ 
panying  chart.  It  is  very  similar 


to  the  personal  leadership  test  and 
has  the  same  set  of  origins.  Again, 
the  more  “yes”  answers,  the  more 
likely  it  is  that  your  IS  organiza¬ 
tion  develops  or  encourages  effec¬ 
tive  leadership.  If  there  are  not 
very  many  “yes”  answers,  it  is  time 
for  a  leadership  development 
strategy  and  program. 

Some  other  suggestions  to 
consider: 

■  Step  back  and  think  about  the 
real  skills  of  your  high  perform¬ 
ers.  Are  they  leaders? 


Leadership  Series 

■  Take  time  to  study  effective 
leaders. 

■  Learn  from  a  variety  of  books 
and  encourage  the  others  in  your 
organization  to  do  the  same. 

It  is  not  easy  to  change  our 
organizations  but  it  is  worth 
doing.  As  one  of  the  RLF  grad¬ 
uates  told  me,  “The  RLF  taught 
me  that  culture  changes  slowly, 
but  that  people  come  around 
when  you  develop  and  share  a 
vision  with  them  and  when  you 
model  the  behaviors  that  you 
desire  from  them.  I’ve  made  a 
difference  here  at  [our  organiza¬ 
tion]  by  slowly  turning  this  ship 
around,  one  employee  at  a  time. 
I’ve  tried  to  improve  communi¬ 
cations  throughout  the  organi¬ 
zation  and  to  make  myself  as 
accessible  as  I  can  be.”  That  is 
the  kind  of  leader  our  IS  orga¬ 
nizations  need.  Fortunately,  it  is 
the  kind  of  leader  our  IS  orga¬ 
nizations  can  develop  only  if 
they  strive  to. 


FURTHER  READING  ON  LEADERSHIP 


Books: 

■  Warren  Bennis,  On  Becoming  a 
Leader.  Addison-Wesley,  Reading, 
Mass.,  1989. 

■  William  C.  Byham,  Zapp!  The 
Lightening  of  Empowerment. 
Fawcett  Columbine,  New  York, 

1988. 

■  Stephen  R.  Covey,  Principle 
Centered  Leadership.  Simon  & 
Schuster,  New  York,  1990. 

■  Max  DePree,  Leadership  is  an  Art. 


Dell  Publishing,  New  York,  1989. 

■  Kaleel  Jamison,  The  Nibble 
Theory  and  The  Kernel  of  Power. 
Paulist  Press,  New  York,  1984. 

■  John  P.  Kotter,  A  Force  for 
Change.  The  Free  Press  (division  of 
Macmillan,  Inc.),  New  York,  1990. 

Articles: 

■  “Leadership  in  a  New  Era”  (col¬ 
lection  of  essays),  edited  by  John 
Renesch.  New  Leaders  Press,  Sterling 


&  Stone,  Inc.,  San  Francisco,  1994. 

■  “The  Work  of  Leadership.  ” 
Ronald  A.  Heifetz  &  Donald  L. 
Laurie,  Harvard  Business  Review, 
January-February  1997. 

■  “Not  Enough  Generals  Were 
Killed!”  Peter  Drucker,  Forbes  ASAP, 
April  8,  1996. 

■  “How  Tomorrow’s  Best  Leaders 
Are  Learning  Their  Stuff.” Fortune, 
Nov.  27,  1995. 

■  “What  Exactly  is  Charisma ?” 

Fortune,  Jan.  15,  1996. 
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PROCESSOR 


Easy  installation 

Reliability:  Standard  ECC  memory  and  Automatic  Server  Restart 
NOS  certified  (Netware,  SCO,  Windows®  NT) 

Easy  manageability  through  HP  Support  Anywhere 
Intel®  Pentium®  Pro  processors — 180  and  200  MHz 

FROM  $2,159* 


Hey,  if  this  isn't  a  PC,  why  is  it  priced  like  one? 
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Client/Server  ♦  Development  ♦  Operating  Systems 


3riefs 

lata  warehouse  tool 

(Mark  Software,  Inc.  in  West- 
>oro,  Mass.,  next  month  plans 
o  announce  a  new  version  of 
ts  DataStage  software  for  de- 
ligning  and  building  data 
warehouses.  Release  2.0  will 
et  users  separate  the  Win- 
lows  NT-based  software  into 
>roduction  and  development 
snvironments,  VMark  officials 
>aid.  Installation  and  adminis- 
ration  of  the  product  also  is 
>eing  simplified.  DataStage 
>  ri  ci  ng  sta  rts  at  $37, 500. 

^eHonesearciiloDJ 

Pine  Cone  Systems,  Inc.  in  the 
third  quarter  plans  to  ship  soft¬ 
ware  that  company  officials 
said  will  function  as  a  virtual 
card  catalog  for  doing  content- 
based  searches  of  data  ware¬ 
houses.  Pine  Cone,  a  start-up 
tin  Englewood,  Colo.,  said  last 
week  that  it  expects  to  start 
beta-testing  the  Data  Content 
Card  Catalog  next  month. 

iData  mart  for  AS/400 

Silvon  Software,  Inc.  in  West¬ 
mont,  III.,  has  announced 
DBNet,  software  that  lets 
users  access  AS/400-based 
data  mart  applications  over 
the  Internet.  Silvon  makes  a 
data  mart  tool  for  the  AS/400 
fi'ed  DataTracker.  DBNet 
targets  firms  that  want 
to  give  a  wide  range  of  users 
less-sophisticated  access  to 
AS/400  data  warehouses  via 
the  Internet.  Prices  start  at 
$10,000. 


iy  are  you  moving  to  a 
■bit  operating  system? 


bit 


68% 


Stability: 

24% 

— 

F  r forma-nce: 

20% 

F  r  pressure: 

14% 

16-bit  support 
discontinued: 

12% 

\ Integrated 
a  TCP/IP: 

12% 

■Other: 

42% 

:  51  Fortune  1,000  companies; 
iple  responses  allowed 

-orrester  Research.  Inc..  Cambridge,  Mass 


NT  courts  the  parallel  world 


►  But  users  want  to  see 
products  mature 

By  Craig  Stedman 


windows  nt  databases  are  en¬ 
tering  the  parallel  universe,  a 
step  that  should  help  make  the 
Microsoft  Corp.  operating  sys¬ 
tem  more  appealing  for  corpo¬ 
rate  applications. 

Oracle  Corp.  and  Tandem 
Computers,  Inc.  last  week  an¬ 
nounced  Windows  NT  versions 
of  their  parallel  databases,  and 
Informix  Software,  Inc.  and 
IBM  promise  to  ante  up  in  the 


second  half  of  the  year.  That  will 
give  NT  servers  parallel  process¬ 
ing  capabilities  that  now  are 
available  only  on  higher-priced 
Unix  systems  and  mainframes. 


But  support  for  parallel  data¬ 
bases  won’t  magically  put  Win¬ 
dows  NT  on  an  equal  enterprise 
footing  with  Unix,  users  and  an¬ 
alysts  said. 


Sharing  a  single  database 
across  a  cluster  of  Windows  NT 
servers  should  mask  some  of 
NT’s  performance  and  reliabil- 

Windows  NT,  page  44 


TOOLS  FOR  WINDOWS  NT  CLUSTERING 


4i...  \ 


Technology 


Fail-over  software 


Key  features 


Switches  processing  to  backup 
servers  when  systems  crash 


Availability 


Now,  from  multiple  vendors 


Wolfpack 


Microsoft's  fail-over  specification 
for  Windows  NT 


Parallel  databases 


Gives  multiple  server  nodes 
access  to  a  single  database 


This  summer 


This  quarter 


IBM  middleware  befriends  CORBA 


►  Allows  simpler  access 
to  mainframe  apps 

By  Sharon  Gaudin 
St.  Louis 


corba,  a  technology  that  has 
gained  acceptance  among  users 
in  the  past  few  months,  got  an¬ 
other  shot  in  the  arm  last  week. 

IBM  unveiled  its  new  middle¬ 
ware  technology.  Component 
Broker  Connector,  and  a  com¬ 
panion  Toolkit,  which  depends 
heavily  on  the  industry-standard 
Common  Object  Request  Bro¬ 
ker  Architecture  (CORBA). 

FLEDGLING  ALLIANCE 

IBM  is  part  of  an  alliance  with 
Sun  Microsystems,  Inc.,  Net¬ 
scape  Communications  Corp. 
and  Oracle  Corp.  that  was 
formed  about  a  month  ago  to 
support  CORBA  in  its  industry 
battle  with  Microsoft  Corp.’s  ri¬ 
val  Distributed  Component  Ob¬ 
ject  Model  (DCOM)  architec¬ 
ture. 

CORBA  is  a  platform- 
independent  architecture  that 
serves  as  plumbing  to  connect 
clients  and  servers,  letting  sys¬ 
tems  and  applications  commu¬ 
nicate  easily.  DCOM  is  the 
network-enabled  offshoot  of  Mi¬ 
crosoft’s  desktop  architecture, 
OLE. 

Users  said  the  characteristics 
of  CORBA  mean  they  aren’t  tied 
to  one  vendor's  hardware  or 
software  when  developing  im¬ 
portant  applications  that  must 


run  businesswide.  But  until  re¬ 
cently,  there  was  little  market 
momentum  behind  the  technol¬ 
ogy  and  few  major  adopters. 

IBM’s  Component  Broker 
Connector  was  designed  to 
manage  transactions  and  appli¬ 
cations,  regardless  of  the  kind  of 


application  or  where  the  applica¬ 
tion  sits  in  a  distributed  system. 
That  means  a  mainframe  appli¬ 
cation  could  be  accessed 
through  an  Internet  browser 
without  changing  the  applica¬ 
tion’s  code. 
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Snapshot 


THE  ENVELOPES,  PLEASE 


Largest  databases  worldwide 

Decision-support  database  on  any  platform 

Knight-Ridder  Information  Services  (Mountain  View,  Calif.) 
Size:  7T  bytes 


Unix-based  decision-support  database 

Wal-Mart  Stores,  (Bentonville,  Ark.) 

Size:  2.4T  bytes 

Transaction  processing  databases  on  any  platform 

United  Parcel  Service,  (Mahwah,  N.J.) 

Size:  Two  with  3.5T  bytes  each 


Unix-based  transaction  processing  database 

Amadeus  Data  Processing  GmbH  (Erding,  Germany) 

Size:  800G  bytes  _ 

Most  concurrent  users  on  a  decision-support  database 
Kmart  (Troy,  Mich.) 

Users:  2,500 

Most  concurrent  users  on  a  transaction  processing  database 

State  Street  Bank  (Quincy,  Mass.) 

Users:  20,000 

Most  concurrent  users  on  a  Unix-based  transaction  processing 
database 

Amadeus  Data  Processing  GmbH 
Users:  1,500 

Source:  Winter  Corp.,  Boston 


The  season  for 
database  rollouts 


frsformfx's  Universal  Server. 
Oracle’s  OradeS.  SyNsjY 

v..-, 

Vd'cSf&Se*  ri&  .Y.' -i*  id 


'.'■Tim  U 


vi* 


least  ter  beta-testing  Com¬ 


puter  Associates  internation¬ 
al,  Inc.  is  bringing  out  both  an 
updated  release  of  its  Ingres 
software  and  a  brand-new  ob¬ 
ject  database  called  Jasmine. 

That  much  new  technology 
at  one  time  complicates 
things- for  users  who  have  ;<*, 
start  thinking  about  putting 
together  migration  and  trail¬ 
ing  plans.  As  a  result,  many 
are  proceeding  with  caution. 

“You  have  to  keep  moving 
ahead,  but  we  don’t  want  to 
move  to  the  next  release  just 
because  it’s  there,”  said  Barry 
Rosen,  a  data  warehouse  ar¬ 
chitect  at  Fidelity  Investments 
in  Boston.  “Let  somebody 
else  take  all  the  risks,” 

Oracle8  has  been  in  beta 
testing  since  last  August, 


“but  we  haven’t  found  a 


one  that’s  tried  to  nraify  ru*i  ■ 
full-scale  upp - -Ci* .  *1  , (it  j 
numbers  of  users,”  said  '  ov. 


Percy,  an  analyst  at  Uartnei 
Croup,  Lie-  *n  Stamford, 
Conn.  “Most  people  take 
long  time  to  get  off  of  the  eld- 
er  stuff.”  —  Craig  Stedman 


©  Copyright  1997  Storage  Technology  Corporation.  All  rights  reserved.  StorageTek  is  a  registered  trademark  of  Storage  Technology  Corporatioin. 
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“The  CIO  said,  ‘let  me  see  if  I’ve  got  this  straight.  You  re  saying  you  can  implement  a  worldwide  storage 

system  that  will  actually  increase  the  company’s  performance  and  reduce  costs?’  Without  skipping  a  beat,  | 

I 

I  said  yes.  And  without  skipping  a  beat,  he  said,  ‘you  have  sixty  days  to  show  me  how.’  I  remember  the  || 
day  StorageTek®  presented  their  recommendations.  Because  that  was  the  first  night  I  actually  got  some  ^ 


sleep.”  Call  StorageTek  today  at  1  800  786-7835.  Or  visit  us  on  the  Web.  Because  in  this  world  of  multiplatform  computing,  the 
right  choice  in  storage  can  mean  the  difference  between  proving  yourself  every  day  —  and  proving  yourself  once  and  for  all. 

.storagetek,  com/hotshot 
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Windows  NT  courts  the  parallel  universe 

CONTINUED  FROM  PAGE  41 _ - 


ity  shortcomings  by  letting  multiple  ma¬ 
chines  gang  up  on  workloads  and  back 
up  one  another  if  systems  go  down.  But 
some  high-end  users  said  they  still  want 
to  see  Windows  NT  age  a  couple  years  be¬ 
fore  betting  their  businesses  on  it. 

The  ability  to  run  big  databases  on  NT 
servers  that  are  less  expensive  and  easier 
to  deploy  than  Unix  boxes 
“is  extremely  interesting,” 
said  Daniel  Jaye,  chief 
technology  officer  at  En¬ 
gage  Technologies,  Inc.  in 
Andover,  Mass.  Engage  is 
using  Informix’s  Online 
XPS  parallel  database  on 
Unix  to  build  a  repository 
of  Internet  usage  data  for 
analysis  by  internal  and  ex¬ 
ternal  clients. 

“The  question  isn’t  if, 
but  when”  Windows  NT  becomes  an  at¬ 
tractive  platform  for  such  databases,  Jaye 
said.  “But  I  don’t  see  compelling  reasons 
for  us  to  change  our  direction  for  at  least 
the  next  couple  of  years.  [NT  clustering] 
is  going  to  need  time  to  mature.” 

Thus  far,  Windows  NT  clustering  soft¬ 
ware  has  focused  on  automatic  fail-over 


and  other  high-availability  features,  Jaye 
said. 

Breaking  up  processing  workloads  and 
moving  huge  chunks  of  data  from  server 
to  server  is  much  more  complex,  Jaye 
added. 

Cigna  Dental,  an  Oracle  shop  in  Plan¬ 
tation,  Fla.,  also  expects  to  stick  with 
Unix  for  a  proposed  move 
next  year  of  its  dental  in¬ 
surance  billing  and  claims 
processing  applications  to 
parallel  servers. 

Parallel  technology’s  big 
appeal  "is  better  reliability, 
so  you  want  to  make  sure 
the  system  you  go  to  is  reli¬ 
able  enough.  And  what  I’ve 
heard  so  far  is  that  NT  is 
not  there  yet,”  said  Juan 
Fernandez,  director  of  in¬ 
formation  systems  at  the  Cigna  Corp. 
unit. 

Oracle  officials  said  Oracle  Parallel 
Server  will  ship  for  Windows  NT  by  the 
middle  of  next  month  with  support  for 
four-server  clusters.  Tandem,  as  part  of  a 
wider  NT  clustering  announcement,  is 
making  its  NonStop  SQL  database  avail¬ 


able  across  up  to  16  systems  at  a  time. 

Informix  officials  said  OnLine  XPS 
will  get  Windows  NT  support  as 
hardware  vendors  certify  high-speed  in¬ 
terconnect  software  for  use  on  their  sys¬ 
tems.  IBM  plans  to  add  parallel  NT  capa¬ 
bilities  when  its  upcoming  DB2 
Universal  Database  software  is  released 


Users  at  IBM’s  Technical  Interchange 
greeted  the  announcement  with  praise. 

“CORBA  does  the  best  job  for  us.  It’s 
going  to  be  important  for  us,”  said  James 
Chong,  vice  president  of  architecture  and 
planning  at  San  Francisco-based  Charles 
Schwab  &  Co. 

Chong  said  Charles  Schwab  does  use 
Microsoft’s  DCOM  but  is  more  focused 
on  CORBA  because  it  is  cross-platform 
and  doesn’t  depend  on  one  company.  The 
investment  company  will  use  both 
CORBA  and  IBM’s  Component  Broker 
Connector. 

The  surge  in  interest  in  CORBA  is  di¬ 
rectly  related  to  the  even  larger  wave  of 
interest  in  Java,  said  Leif  Thordenberg, 


in  the  third  quarter. 

Parallel  databases  and  other  clustering 
tools  should  make  Windows  NT  more 
feasible  as  a  business  server,  said  Mi¬ 
chael  Criner,  manager  of  network  archi¬ 
tecture  at  PacifiCare  Flealth  Systems, 
Inc.,  a  health  maintenance  organization 
in  Cypress,  Calif. 

“NT  is  a  tough  sell  to  some  of  my  busi¬ 
ness  folks  when  they  have  VAX  or  Unix 
clusters  that  never  go  down,”  Criner  said. 
“No  server  is  very  good  if  it’s  down,  no 
matter  what  it  costs.”  □ 


project  manager  of  the  information  tech¬ 
nology  division  at  Volvo  Corp.  in  Gothen- 
berg,  Sweden.  "We  have  been  discussing 
CORBA  for  many  years,”  said  Thorden¬ 
berg,  who  will  beta-test  IBM’s  new  mid¬ 
dleware.  “Java  is  making  CORBA  reborn. 
It’s  all  about  being  object-oriented.  It’s 
about  running  on  all  different  platforms 
and  connecting  with  all  your  customers.” 

Component  Broker  Connector,  which 
is  slated  to  ship  in  September,  is  just  the 
latest  push  behind  CORBA.  Chevron 
Corp.  recently  announced  what  was  the 
largest  CORBA  conversion  to  date,  and 
companies  such  as  Oracle  and  Sun  Mi¬ 
crosystems  are  embedding  CORBA  in 
many  of  their  products  [CW,  April  28].  □ 


Oracle  also 
announced  plans  to 
ship  software 
compatible  with 
Microsoft's 
upcoming  Wolfpack 
specifications  for 
automatic  fail-over 
between  two 
Windows  NT  servers. 


CORBA  wins  middleware  support 
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FASTEST 
WINDOWS  NFS 
ON  THE 
PLANET. 


Tired  of  waiting  for  your  NFS  client?  Our  NEW 
Chameleon™  UNIXLink  97  delivers  lightning-fast 
NFS  performance  for  all  Windows  platforms. 
You’ll  get  instantaneous  file  access 
and  printer  sharing  in  a  total 
NFS  client  and  server  solution— 
not  to  mention  Web-enabled  X. 

But  don’t  take  our  word 
for  it.  Call  or  visit  our 
Website  for  a  free 
evaluation  copy. 

0§NET/tel GE‘ 

Complete  PC  Connectivity  Solutions 

408.342.7525 

www.netmanage.com/fastnfs/ 


HIGH  PERFORMANCE 


<S  I W  Neiforupt  be.  AH  tracemarki  a/t  properties  of  their  respective  owners.  Chameleon  and  NetHanage  are  trademarks  or  registered  trademarks  of  NetManage 


MIROS,  INC.  has  announced  TrueFace 
Cyber  Watch  Version  i.o,  software  for 
providing  face-recognition  security. 

According  to  the  Wellesley,  Mass., 
company,  CyberWatch  lets  authorized 
users  access  sensitive  data.  It  uses  pat¬ 
ented  software  and  a  video  camera  atop 
a  monitor  to  verify  computer  users 
when  they  try  to  access  protected  data. 

TrueFace  CyberWatch  costs  $298  for 
the  software  and  camera. 

Miros 

(617)  235-0330 


www.miros.com 


PARAMETER  DRIVEN  SOFTWARE,  INC.  has 

announced  Visual  Adept  1.3  for  soft¬ 
ware  development. 

According  to  the  Woodstock,  Ga., 
company,  the  tool  uses  a  parameter- 
driven  language  to  help  users  with  little 
or  no  programming  experience  create 
applications  for  Windows  NT,  Windows 
95  and  Windows  3.x. 

Pricing  starts  at  $395. 

Parameter  Driven  Software 
(770)  924-9741 
www.pdswhq.com 

CLIENT/SERVER  TECHNOLOGY  LTD.  has  an¬ 
nounced  Jacada  for  automated  genera¬ 
tion  of  graphical  Java  clients. 

According  to  the  Atlanta  company, 
Jacada  lets  businesses  deploy  an  online 
transaction  processing  architecture  for 
applications  using  their  existing  intra¬ 


net  and  networked  computers.  The  cur¬ 
rent  release  supports  Windows  NT  and 
Windows  95  intranet  servers. 

Pricing  starts  at  $20,000. 

Client/Server  Technology 

(800)  773-9574 
www.cst.com 

GROUP  1  SOFTWARE,  INC.  has  announced 
Geographic  Coding  Plus  3.0,  software 
for  adding  census-based  codes,  demo¬ 
graphic  data  and  other  information  to 
databases. 

According  to  the  Lanham,  Md.,  com¬ 
pany,  the  software  also  adds  latitude 
and  longitude  information  to  data  to  let 
businesses  calculate  the  distance  be¬ 
tween  two  locations. 

The  software  costs  $10,000. 

Group  i  Software 
(800)  368-5806 
www.gi.com 

ACCPAC  INTERNATIONAL,  a  division  of 
Computer  Associates  International, 
Inc.,  has  announced  Version  5.0  of 
Simply  Accounting,  a  small-office  ac¬ 
counting  program. 

According  to  the  Santa  Clara,  Calif., 
company,  the  upgrade  will  run  on  Win¬ 
dows  95  and  NT  and  is  a  32-bit  applica¬ 
tion. 

The  upgrade  costs  $129. 

AccPac  International 
(408)  562-8800 
www.cai.com 


The  Enterprise  Network 


LANs  ♦  WANs  ♦  Network  Management 


Service  pacts  spur 
fear  and  relief 

►  IS  managers  see  benefits  in  defining  obligations 


Briefs 


Question  of  the  week: 


What  piece  of  advice 
would  you  give  Eric 
Schmidt  to  get  Novell 
back  on  track? 

Read  how  some  folks  who 
attended  Networld/lnterop 
'97  answered  that  question. 
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Portable  sniffer 

Network  General  Corp.  recent¬ 
ly  announced  the  Fast  Ethernet 
Notebook  Sniffer  Analyzer,  a 
portable  system  that  lets  users 
troubleshoot  iooM  bit/sec. 
Fast  Ethernet  networks. 

Network  General,  in  Menlo 
Park,  Calif.,  will  ship  the  sys¬ 
tem  next  month.  It  will  cost 
$14,995- 

cc:Mail  upgrades 

Lotus  Development  Corp.  is 
shipping  Cc:Mail  Release  8,  an 
upgrade  of  its  electronic-mail 
system  that  currently  supports 
several  Internet  standards,  in¬ 
cluding  Post  Office  Protocol, 
Internet  Message  Access  Pro¬ 
tocol  and  Lightweight  Direc¬ 
tory  Access  Protocol. 

Release  8  also  has  a  Win¬ 
dows-based  administration 
tool  that  was  previously  avail¬ 
able  only  for  DOS  and  now 
supports  directory  synchroni¬ 
zation  with  Novell,  Inc.’s  No¬ 
vell  Directory  Services. 

Exchanging  faxes 

Sunnyvale,  Calif. -based  Global 
Village  Communication,  Inc. 
next  month  will  ship  FaxWorks 
Gateway  for  Microsoft  Corp. 
Exchange,  a  network  fax  server 
that  lets  users  send  and  re¬ 
ceive  faxes  directly  from  their 
Exchange  desktops. 

The  software  costs  $995 
and  requires  the  company’s 
FaxWorks  Server  for  Windows 
NT. 


By  Patrick  Dryden 


THE  BOTTOM-LINE  impact  of 
information  technology  is  grow¬ 
ing  in  many  corporations,  forc¬ 
ing  information  systems  man¬ 
agers  to  define  how  the 
technology  should  perform  to 
support  the  business  electroni¬ 
cally.  Some  face  that  chore  with 
dread,  but  also  with  a  sense  of 
relief. 

“Service-level  agreements 
should  make  life  better,  because 
they  set  expectations,”  said  Ron 
Welf,  senior  technical  lead  in 
the  network  performance  and 
capacity  planning  group  at 
Charles  Schwab  &  Co.  in  San 
Francisco. 

Service  levels  typically  are  im¬ 
plied,  not  stated  explicitly.  “You 
don’t  know  you’ve  violated  user 


►  Carriers  creep  up  on 
Digital  Subscriber  Line 

By  Kim  Girard 

DESPITE  THE  DEMAND  for 
quick  Internet  access,  Digital 
Subscriber  Line  (DSL)  service  is 
reaching  users  at  a  cautious 
crawl. 

Most  local  carriers  are  testing 
the  technology,  which  can  pro¬ 
vide  megabit  speeds  over  regu¬ 
lar  copper  telephone  lines.  But 
to  users’  chagrin,  rollout  has 
been  limited  to  small  pockets 
across  the  nation. 

A  recent  report  from  Data- 


expectations  until  they  com¬ 
plain,”  Welf  said. 

Negotiating  service  levels  in 
advance  may  reduce  complaints 
from  users.  The  parties  involved 
can  state  their  expectations 
about  what  is  feasible  and  nego¬ 
tiate  what  they  need  to  meet 
business  requirements,  said 
Kathrin  Winkler,  a  senior  con¬ 
sultant  at  The  Registry,  Inc.,  a 
consultancy  in  Newton,  Mass. 


quest,  a  San  Jose,  Calif.-based 
consultancy,  said  DSL  services 
will  take  twice  as  long  as  expect¬ 
ed  to  take  off  because  of  clash¬ 
ing  standards,  line  problems 
and  uncertainty  over  how  to 
price  and  market  the  technol¬ 
ogy.  Dataquest  has  backed  off  its 
prediction  that  several  million 
DSL  lines  will  be  installed  by 
2000;  it  now  predicts  a  million 
lines  at  best  will  be  installed  by 
that  time. 

“There  is  right  now  more 
hype  than  reality  in  the  DSL 
marketplace,”  said  Brett  Azu- 
ma,  a  director  and  principal 
analyst  at  Dataquest.  “The  [car¬ 
riers]  were  all  hot  to  trot  in  the 


Talking  to  users  actually  saved 
money  for  Blue  Cross  and  Blue 
Shield  of  Arizona. 

Some  user  groups  hinted  at 
the  company’s  need  for  a  back¬ 
up  system  when  a  superserver 
failed  recently,  said  Gerry  Farm¬ 
er,  a  systems  architecture  ad¬ 
ministrator  at  the  insurer  in 
Phoenix. 

SAVE  YOUR  MONEY 

“We  explained  the  options  and 
our  performance  record,  and 
they  decided  one  day’s  outage  in 
three  years  wasn’t  worth  the  cost 
of  redundant  systems,”  Farmer 
said. 

Users  at  PageNet,  Inc.  are 
pretty  savvy  about  technology, 
but  IS  managers  there  are  still 
trying  to  formalize  unwritten 
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third  quarter  last  year.  Their  lack 
of  announcements  makes  me 
wonder.” 

QUICKER  CONNECTIONS 

DSL  is  valuable  to  telecommut¬ 
ers  and  remote  users,  because  it 
provides  Internet  and  remote 
LAN  access  over  copper  phone 
lines  that  far  outstrips  Integrat¬ 
ed  Services  Digital  Network’s 
(ISDN)  128K  bit/sec.  speed. 
Workers  say  they  can  access  the 
corporate  LAN  much  faster  with 
DSL,  which  makes  them  more 
productive  and  less  frustrated  by 
slow  connections. 

But  some  analysts  compared 
DSL  deployment  to  that  of 
ISDN,  which  is  expected  to  fi¬ 
nally  reach  1  million  installed 
lines  this  year  —  a  decade  after 
it  was  first  rolled  out.  ISDN 
adoption  suffered  from  installa¬ 
tion  problems,  wild  pricing  dif¬ 
ferentiation  by  region  and  un¬ 
availability  in  some  areas. 

“DSL  has  value  and  a  market, 
but  unless  [carriers]  do  a  better 
job  deploying  it  than  they  have 
DSL  deployment,  page  48 


CLIENT/SERVER  MAIL 

Upgrades 
spark  more 
upgrades 

By  Barb  Cole-Gomolski 

client/server  mail,  billed  as 
less  expensive  to  operate  than 
the  file  sharing  software  it  usu¬ 
ally  replaces,  appears  to  have  its 
own  financial  pitfalls. 

Client/server  versions  of  Lo¬ 
tus  Development  Corp.  Domi¬ 
no,  Microsoft  Corp.  Exchange 
and  Novell,  Inc.  GroupWise 
have  been  available  for  more 
than  a  year. 

Those  offerings  have  let  sites 
support  more  users  per  server 
than  was  possible  in  the  file 
sharing  world,  thereby  shrink¬ 
ing  administrative  costs. 

But  several  users  said  they 
have  seen  those  savings  disap¬ 
pear  because  they  had  to  boost 
network  bandwidth  and  up¬ 
grade  hardware  to  support  the 
client/server  systems. 

EXPENSIVE  SWITCH? 

Cost  shifting  takes  place  during 
migrations  from  file  sharing 
mail  to  client/server,  said  Jona¬ 
than  Lewis,  a  computer  special¬ 
ist  at  the  U.S.  National  Park  Ser¬ 
vice  in  Ventura,  Calif.  The 
service  plans  to  move  15,000 
Lotus  Cc:Mail  users  to  Domino 
or  Exchange. 

File  sharing  systems  can  sup¬ 
port  fewer  users  per  server  than 
client/server  systems,  so  they 
require  many  more  servers, 
more  hands-on  maintenance 
and  a  larger  support  staff,  Lewis 
said. 

Client/server  systems,  which 
were  designed  for  large  net¬ 
works  rather  than  the  LAN, 
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Annua!  E-mail 
administration  costs 

(per  user) 

Internet  mail:  $20.87 

Microsoft  Exchange:  $61.35 

Lotus  Notes:  $83.19 

Base:  66  IT  organizations  with  an 
average  of  5,000  users 


DSL  DILEMMA 


What  will  delay  deployment  of  the  service? 

Q  Potential  users  don’t  have  access  because  they're 
located  more  than  18,000  feet  from  the  carrier's 
central  office  or  have  telephone  line  problems 

FI  Pricing  schemes  are  still  in  limbo 

|  Too  many  competing  DSL  varieties 


SILVER  LINING 


How  to  maintain  service-level  agreements  with  users 

I  Stop  throwing  bandwidth  at  performance  problems 
I  Set  realistic  response-time  expectations  for  users 
I  Justify  budget  needs  for  more  staff  and  upgrades 


Speedy  'net  lines  roll  out  slowly 


Source:  Creative  Networks,  Inc..  Palo  Alto.  Calif 


Pentium  if 

■processor  JUt 


MMX™  Technology:  The  Compaq  Deskpro 
line  now  offers  the  fastest  processors  available  — 
the  Pentium®  II  and  the  Pentium  Processor  with 
MMX™  technology.  Each  provides  the  additional 
performance  and  functionality  that  are  essential 
for  applications  like  visual  computing  and 
communication-based  applications. 


MORE 


IV1  EMORY 


Memory:  RAM  famished?  You’ll  find  it  amply 
provided  in  a  Compaq  Deskpro.  There’s  up  to 
64MB  EDO  standard  memory,  expandable 
to  256  MB.  Additionally,  in  a  secondary  cache, 
there’s  either  256  K  or  512  K  that  gives  you 
faster  access  to  your  data. 


Multimedia  Sound:  The  new  Compaq  Multi- 
media  Sound  System  creates  outstanding  5 -watts 
per  channel  sound  and  sports  a  space-saving 
design  that  fits  seamlessly  with  most  Compaq 
monitors.  It  features  an  integrated  microphone, 
digital  volume  controls  and  audio  in/out  jacks. 


SMART  Hard  Drives:  Another  aspect  of 
Intelligent  Manageability  that  we  innovated  is  our 
SMART  Hard  Drive  technology.  It  helps  prevent 
catastrophic  data  loss.  Fire  insurance  is  one  thing. 
This  is  the  best  kind  of  all.  Prevention. 


H  O  O  H  A  H 


vers 


(Or, 


A  GUIDE  FOR  SPOTTING  THE 


DIFFERENCES  BE 


Inherent  Value:  What  distinguishes  the  Compaq 
Deskpro  line  is  its  overall  value.  Everything 
from  Asset  Management  and  Info  Messenger 
to  LS-120  Drives  and  SMART  Hard  Drives  to 
the  quality  and  reliability.  Ultimately,  you  get  a 
lower  cost  of  ownership  over  your  desktop’s 
lifecycle.  Prices  start  at  $1,070.* 


Technical  Support:  You  won’t  be  left  hanging. 
Because  every  Compaq  Deskpro  comes  with  what 
is  possibly  the  most  comprehensive  technical 
support  in  the  industry.  It  includes  a  dedicated 
7x24  toll-free  technical  support  number. 
Additionally,  with  each  Compaq  Deskpro  you 
get  a  standard  three-year  limited  warranty1  for 
parts  and  one-year  on-site  labor  (with  custom 
upgrades  available  too). 


Asset  Management:  Asset  Management  is  a 
part  of  the  industry-standard  technology  that 
we  pioneered  called  Intelligent  Manageability 
(which  supports  the  DM  I  standard).  Asset 
Management  lets  you  take  inventory  of  all  of 
your  Compaq  hardware  and  software  from  one 
location.  No  more  time  wasted  running  around. 
Time  is,  after  all,  money.  And  who  has  enough 
time?  To  say  nothing  of  money. 


Information  Access:  You’ll  find  that  the 
Compaq  Web  site  offers  the  most  extensive 
software  support  known  to  PC-kind.  Also,  as 
software  upgrades  become  available  we  send 
them  to  you  via  CD-ROM.  Just  two  of  the  ways 
that  you  will  find  Compaq  gives  you  access  to 
the  information  you  need. 


Pentium 

iPROC'iSf.  OR 


>■  nr  mentioned  IS  estimated  street  price  tor  entry  level  models.  Dealer  prices  may  vary.  Prices  do  not  include  monitors.  tCertain  restrictions  and  exclusions  apply.  ©  1997  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  and  Deskpro  registered  U.S.  Patent  and 
had.  nark  Office  features  vary  hv  model.  Some  features  available  with  Compaq  Deskpro  and  independent  software  applications.  Other  features  only  available  on  Windows  95.  The  Intel  Inside  Logo,  Pentium  and  Pentium  11  are  registered  trademarks  and  MMX  is  a  trademark  of 
bm-i  Corporation.  Other  products  mentioned  may  be  trademarks  or  registered  trademarks  of  their  respective  companies. 


Ease  Of  Integration:  Want  compatibility? 
You’ve  come  to  the  right  ad.  Because  all  of  our 
desktops  are  designed  with  an  open  architecture 
to  ensure  compatibility  and  integration  into  any 
network.  Also  our  Insight  Manager  is  compatible 
with  top  leading  LAN  management  software 
now  on  the  market,  like  Microsoft  SMS,  Intel 
LANDesk,  Norton  Administrator  and  others. 


Info  Messenger:  Info  Messenger  is  a  new 
Compaq  Internet  service  that  lets  you  create 
your  own  profile  and  choose  what  Compaq  soft¬ 
ware  updates  and  technical  information  you 
want.  It  notifies  you  automatically  by  e-mail  and 
will  search  the  Compaq  Web  site  to  collect 
customized  information  and  transfer  it  to  your 
custom  Web  page. 


Smart  Cover  Sensor:  II  someone  happens  to 
get  into  your  PC  unexpectedly,  you’ll  know 
about  it,  thanks  to  our  Smart  Cover  Sensor.  It’s 
like  having  an  invisible,  full-time  security  force. 


Any  Questions:  If  you’d  like  any  further 
information,  please  visit  us  at  www.compaq.com 
or  call  1-800-392-8883.  A  wannabe  is  fine  in  a 
trendy  restaurant.  But  not  on  a  desk. 


US  SUBSTANCE. 

TWEEN  A  DESKTOP  WANNABE  AND  THE  REAL  DEAL.) 


Maximized  Storage:  Did  we  hear  someone 
say  storage?  How  does  120  MB  of  floppy  storage 
sound?  First  offered  by  Compaq,  the  LS-120 
Drive  provides  increased  storage,  performance 
and  is  backwards  compatible  with  current 
1.44  MB  diskettes.  And  on  selected  Compaq 
desktops,  you  get  something  that  many  other 
PCs  don’t  offer:  PD-CD  Drives.  This  gives  you 
the  option  of  reading  current  CDs  or  utilizing 
650  MB  of  rewritable  storage. 


The  Compaq  Deskpro.  Innovation,  value  and  reliability. 
Just  what  you’d  expect  from  the  world’s  leading  desktop. 


Performance  Monitors:  You’ll  find  our  P50, 
V70  and  P70  monitors  offer  a  super-fast  refresh 
rate  and  flicker-free  image.  And  since  Compaq 
engineers  designed  them,  they’re  as  reliable  as 
our  CPUs. 


COMPAQ 


Has  It  Changed  Your  Life  Yet? 


Computerworld  May  19,  1997  (www.computerworld.com) 


Client/server  mail  systems  reveal  costs  dsl  deployment 
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drastically  reduce  the  number  of  servers 
that  must  be  maintained.  But  groupware- 
oriented  applications  such  as  Notes  and 
Exchange  also  replicate  messages  and 
directory  information  across  the  network 
and  let  users  connect  to  multiple  mail 
servers  —  activities  that  require  vastly 
more  power  and  bandwidth  than  file 
sharing  systems. 

Lewis  said  he  expects  administrative 
costs  to  fall  when  the  Park  Service  mi¬ 
grates  to  client/server  mail.  But  the  agen¬ 
cy  will  have  to  upgrade  its  server  hard¬ 
ware  and  possibly  its  network  to  support 
the  new  system. 

LOWER  COST  ON  ONE  END,  BUT  . . . 

A  study  published  in  March  by  Palo 
Alto,  Calif.-based  Creative  Networks,  Inc. 
showed  that  annual  administrative  costs 
for  Microsoft  Exchange  and  Lotus  Notes 
were  $83.19  and  $61.35  per  user,  respec¬ 
tively.  Those  figures  make  client/server 
mail  attractive  compared  with  file  shar¬ 
ing  systems,  which  cost  about  $500  an¬ 
nually  per  user  to  administer,  according 
to  Creative  Networks. 

But  those  lower  administrative  costs 
don’t  always  translate  to  lower  overall 
costs,  users  said. 

“There’s  no  way  you  save  money  by  go¬ 
ing  to  [client/server  mail],”  said  Mike 
Long,  operations  manager  at  USA  Today 
in  Atlanta,  which  is  looking  to  move 
about  1,000  users  off  Microsoft  Mail  to  a 
client/server  system.  “What  would  save  a 
bundle  is  if  we  replaced  our  proprietary 
mail  with  Internet  mail,  but  then  we’d 
lose  capabilities  and  security.” 


"What  would  save  a  bundle  is  if 
we  replaced  our  proprietary  mail 
with  Internet  mail,  but  then  we'd 
lose  capabilities  and  security." 

-  Mike  Long, 

USA  Today 

“Right  now,  we’re  still  recycling  old 
286s,  but  once  we  go  to  client/server, 
we’re  looking  at  high-end  [Windows]  NT 
boxes,”  Lewis  said.  And  the  client/server 
mail  system  will  support  groupware  ap¬ 
plications,  so  the  agency  expects  to  see  a 
rise  in  application  development  costs. 

“As  sites  have  begun  to  deploy  client/ 


service  guidelines  for  a  vital  wide-area 
network  that  handles  sales,  support  and 
billing  for  a  messaging  service  with  9 
million  subscribers. 

“Our  users  understand  technology,  so 
they  don’t  expect  response  to  be  the 
same  across  a  WAN  as  it  is  locally,”  said 
Ken  Owsley,  a  network  design  analyst 


server  mail,  they’ve  seen  that  they  can’t 
cut  their  [overall]  costs  by  the  levels  that 
they  expected,”  said  Mark  Levitt,  a  re¬ 
search  manager  at  International  Data 
Corp.  in  Framingham,  Mass. 

Users  are  looking  for  ways  to  lower 
client/server  mail  costs  by  deploying 
World  Wide  Web  browsers  instead  of 
full-blown  mail  clients  to  some  users  in 
the  organization,  Levitt  said. 

A  manager  at  a  large  insurance  com¬ 
pany  in  New  York  that  is  moving  from 
several  mail  systems  to  Exchange  said 
the  insurer  is  spending  more  money  to 
upgrade  its  wide-area  network  than  it  is 
to  license  the  messaging  software  for 
30,000  users. 

“We’re  spending  $600,000  on  Ex¬ 
change,  but  that  pales  in  comparison  to 
what  we’re  spending  on  our  WAN,”  said 
the  company’s  messaging  manager.  □ 


at  PageNet  in  Plano,  Texas. 

Putting  formal  guidelines  in  place 
“will  help  us  all  budget,”  he  said,  be¬ 
cause  “we  can  project  where  we  will  need 
to  spend  to  maintain  expected  perfor¬ 
mance  levels.” 

IS  managers  have  to  be  consistent  and 
accurate  in  documenting  performance  if 
they  are  to  benefit  themselves  and  end 
users,  Welf  said. 

OFF-PUTTING 

But  the  high  cost  of  tools  that  can  track 
response  times  across  a  network,  and  the 
technical  difficulty  of  using  those  tools, 
puts  off  many.  New  tools  require  support 
for  yet  another  database,  expertise  in  the 
fine  art  of  instrumentation  and  compre¬ 
hension  of  networks,  systems  and  appli¬ 
cations. 

Also,  many  IS  groups  have  trouble 
shifting  their  focus  from  problem- 
reaction  to  problem-detection. 

“When  your  network  is  constantly 
growing  and  changing,  it’s  hard  to  estab¬ 
lish  a  baseline  for  normal  performance,” 
said  Joe  Tabaco,  a  systems  analyst  at  the 
National  Weather  Service  in  Silver 
Springs,  Md.  “You  can’t  step  back  to  ana¬ 
lyze  it,  because  you  must  keep  it  running 
24  hours  a  day.” 

But  instead  of  feeling  threatened  by 
the  technical  and  business  requirements, 
some  IS  managers  foresee  an  opportuni¬ 
ty  to  justify  themselves. 

“You  feel  like  you’re  setting  yourself 
up,  but  service-level  agreements  can  be 
good  for  showing  the  need  for  more  staff 
and  upgrades  to  our  delivery  infrastruc¬ 
ture,”  said  Bob  Napier,  a  network  engi¬ 
neer  at  Lockheed  Martin  Corp.  in  Bethes- 
da,  Md.  □ 


with  ISDN,  it  will  be  pre-empted  by  cable 
if  cable  companies  get  their  act  together,” 
said  Joel  Maloff,  president  of  The  Maloff 
Co.,  a  research  firm  in  Dexter,  Mich. 

But  Bob  Egan,  a  research  director  at 
Gartner  Group,  Inc.  in  Stamford,  Conn., 
said  he  doubts  DSL  availability  will  drag 
as  slowly  as  ISDN.  That’s  because  DSL 
lets  carriers  off-load  data  traffic  from 
switches  that  are  overloaded  by  users 
who  are  dialing  in  to  access  the  Internet, 
he  said.  But  don’t  expect  mass  deploy¬ 
ment  of  DSL  soon,  Egan  said. 

“I  think  the  [regional  Bell  operating 
companies]  are  lumbering  giants.  Until 
we  see  increased  competition  from  wire¬ 
less  and  cable  on  the  local  loop,  they’ll 
continue  to  be  lumbering  giants,”  Egan 
said. 

In  the  meantime,  users  are  trying  to 
make  sense  of  the  DSL  alphabet  soup. 

Mark  Granzow,  vice  president  of  tele¬ 
communications  at  NationsBanc-CRT,  a 
Chicago-based  subsidiary  of  Nations¬ 
Bank  Corp.,  said  he  is  interested  in  DSL 
technologies,  but  he  hasn’t  been  sold  on 
remote  access  technologies.  For  instance, 
he  said,  the  company  had  trouble  install¬ 
ing  ISDN  at  12  sites. 

“Maybe  if  it  was  easy  to  use,  we  would 
have  rolled  out  more  of  it,”  he  said. 

Several  providers  have  introduced 
IDSL,  a  hybrid  of  ISDN  and  DSL  that 
promises  speeds  up  to  768K  bit/sec. 

They  include  UUnet  Technologies, 
Inc.  and  US  West  Communications,  Inc., 
which  offers  the  service  in  14  cities.  □ 


VOICE  TECHNOLOGIES  GROUP,  INC.  has 

announced  ProAssist  3.0,  a  client/ 
server  telecommunications  customer- 
service  application. 

According  to  the  Buffalo,  N.Y., 
company,  ProAssist  3.0  will  allow 
users  to  digitally  integrate  with  major 
private  branch  exchange  (PBX)  sys¬ 
tems  and  provide  third-party  call  con¬ 
trol  functions  without  PBX  software 
upgrades. 

It  costs  less  than  $30,000. 

Voice  Technologies  Group 
(716)  689-6700 
www.vtg.com 

DIGITAL  LINK  CORP.  has  announced  the 
DL7100  Multiservice  ATM  Concentra¬ 
tor  for  multiplexing  and  switching 
voice,  data,  video,  low-speed  cell  and 
frame  relay  for  Asynchronous  Trans¬ 
fer  Mode  (ATM)  transmission. 

According  to  the  Sunnyvale,  Calif., 
firm,  the  DL7100  includes  traffic 
management  capability  for  shaping, 
queuing  and  policing. 

Pricing  starts  at  $21,000. 

Digital  Link 
(408)  745-6200 
www.dl.com 
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I  ho  Workstation  CroupMV  M 

Making  New  Platforms  Work! 


Migrating  Data  to 
the  Next  Century? 


Whether  you're  adding  year  2000 
compliance  to  your  legacy  applications, 
or  replacing  them  with  new,  compliant 
applications  on  smaller  platforms... 

...you  need  netCONVERT! 


nelCONVERTs  Intelligent  File 
Translation  can  expand  (or 
contract)  dates  in  your  most 
complex  data  records. 

It  can  also  translate  those 
records  for  cross-platform 
data  transfer. 


So  stop  writing  COBOL 
data  conversion  programs 
for  Year  2000  compliance. 
netCONVERT  is  your 
universal  bridge  between 
Year  2000  compliant  and  non- 
compliant  systems,  on  all 
your  important  platforms. 


(800)  228-0255  Wfk/QfD 

sales@wrkgrp.com  Trie  workstation  Gfoupi^r  m 


sales@wrkgrp.com 
http://www.wrkgrp.com 


Managers  see  benefits 
in  service  agreements 

CONTINUED  FROM  PAGE  45 


business  How  to  put  ja  your  business  reporting  on-line  without 

PROBLEM  ,  ,  ,  ,  .  .  . 

lengthy  deployment  or  extensive  retraining 


—  REVEAL  SECURE  INTRANET 

REPORT  DISTRIBUTION 


AND  WAREHOUSING 


•  Finance  and  Accounting 

•  Sales  and  Service 

•  Human  Resources  and  Administration 

•  Engineering  and  Production 


REVEAL 


Fast,  flexible,  secure  network  access  to  time- 
critical  and  historical  information.  All  without 
modifying  your  existing  computer  reporting 
systems. 

REVEAL  automatically  captures  your 
mainframe,  SAP,  ORACLE,  or  other  reports  and 
makes  them  accessible  from  Windows1'1  PCs, 
browsers  and  groupware.  On-line  report 
cataloging,  indexing,  searching,  viewing,  archiving 
and  notification  of  report  availability,  with  precise 
page-level  security  control.  Remote  access,  report 
mining  and  export  to  spreadsheets,  e-mail,  and 
other  applications. 


Business 

Alliance 

Programme1 


Eliminate  fiche  and  paper  archiving. 

BUSINESS  REPORT-MANAGEMENT 
SOLUTIONS  FOR: 

•  Enhanced  Business  Performance 

•  PinPoint1'1  Information  Security 

•  Rapid  Return  on  Investment 

Complete  support  with  turnkey  installation, 
integration,  training,  and  24  hour  maintenance. 

O'PIN  SYSTEMS 

(800)  888-1 804  http://www.opin.com 


Healthcare  •  Government  •  Manufacturing  •  Retail  •  Telecommunications  •  Education  •  Aerospace 


Focus,  foresight,  clarity 


all  applied  to  something 

you  can't  see 


Your  job  is  to  make  sense  of  the  network,  the  database,  the  Internet — 


all  things  you  can't  see.  Which  is  why  we've  introduced  Visio®  Professional. 


It  allows  you  to  visualize  your  information  systems,  think  about  them 


clearly  and  decide  how  to  best  integrate  them  into  your  business  processes. 


With  Visio  Professional  you  can  easily  create,  store  or  exchange  advanced 


network  diagrams,  process  flow  diagrams,  entity  relationship  diagrams, 


software  development  layouts,  web  site  maps,  TQM  diagrams  and  more. 


Plus  VBA®  is  built  right  into  the  software  for  added  customization. 


See  for  yourself.  Call  1-800-24-VISIQ  ext.  95K  or  visit  www.visio.com. 


Visualize  your  business™ 


©  1997  Visio  Corporation.  Visio,  the  four-shapes  logo,  the  Visio  logo,  and  the  Visualize  your  business  logo  are  either  registered  trademarks  or  trademarks  of  Visio  Corporation  in  the  United  States  and/or  other  countries. 
Visual  Basic  tor  Applications  (VBA)  is  a  registered  trademark  of  Microsoft  Corporation.  All  other  trademarks,  trade  names  or  company  names  referenced  herein  are  used  for  identification  only  and  are  the  property  of  their  respective  owners 


NationsBank  is  saving  a 
substantial  amount  of 
time  by  using  Visio 
to  map  out  and 
plan  their  data 
communications 
network.  They’re  also 
using  Visio’s  ActiveX 
capabilities  and  the  company's 
intranet  to  share  Visio 
drawings  with  network  project 
personnel  nationwide. 


(www.computerworld.com) 
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NETWORLD/INTEROP 

Users  to  Schmidt:  It's 
the  marketing,  stupid 


By  Laura  DiDio 


attendees  at  Networld/Interop  ’97, 
held  earlier  this  month  in  Las  Vegas,  had 
the  following  advice  for  and  observations 
about  Novell,  Inc.’s  new  CEO,  Eric  B. 
Schmidt: 

Ray  Cronan,  director  of  marketing  at 
Advanced  Computer  Services,  Inc.  in 
Houston 

" Schmidt  has  jump-started  Novell  just  by 
joining  the  company.  The  biggest  issue  No¬ 
vell  has  is  not  the  viability  of  the  products, 
but  rather  the  viability  of  the  company  from 
a  marketing  and  perception  standpoint. 
Schmidt  should  raise  Novell's  visibility  in 
the  industry.  ” 

Tracy  Campbell,  a  project  manager  at 
Advanced  Computer  Services,  Inc.  in 
Houston 

“Historically,  Novell  has  had  a  huge  mar¬ 
keting  problem.  The  No.  1  issue  Novell  has  to 
address  is  the  marketing.  Microsoft  is  eating 
them  alive  on  marketing.  Novell  hasn’t  got¬ 
ten  on  the  bandwagon.” 

Carl  Looney,  director  of  operations  at 
Advanced  Computer  Services,  Inc.  in 
Houston 

“For  my  money,  NetWare  is  superior  to 
Windows  NT.  Schmidt  should  raise  Novell's 
visibility  and  also  should  make  himself 
known  to  customers.  He's  got  to  do  more 
marketing,  but  he  doesn’t  necessarily  need  to 
compete  head-on  with  Microsoft.  Novell 
should  stick  with  what  it  knows  best  —  oper¬ 
ating  systems  —  and  add  on  intranet  and 
Internet  services.” 

Katsuhiro  Okabe,  director  of  sales  at 
Unitrendix  Corp.  in  San  Francisco 
“Microsoft  Windows  NT’s  marketing  has 
been  so  strong  that  Novell  NetWare’s  credi¬ 
bility  has  suffered.  Schmidt  has  to  reverse 
that  trend.  He  should  publicize  Intranet- 
Ware  —  it's  a  stronger  product  offering  than 
Windows  NT  is  right  now.  ” 

Paul  McCasiin,  a  systems  analyst  at 
the  Automation  Group  of  Allen-Bradley 
Co.  in  Mayfield 
Heights,  Ohio. 
Allen-Bradley  is 
a  wholly  owned 
subsidiary  of  Rock¬ 
well  International 
Corp. 

“He  should  stay  the 
course  with  Intra¬ 
net  Ware.  I  have  lots 
of  confidence  in  IntranetWare  4. 11  and  the 
other  Novell  products  because  they  give  me 
lots  of  great  business  benefits.  As  long  as  No¬ 
vell  continues  down  this  path,  they  should  be 
in  great  shape.  I  don’t  think  Novell  is  losing 


that  much  to  Windows  NT.  I  think  that’s  a 
misperception.  ” 

Jonas  Schwartz,  an  MIS  manager  at 
DMB&B  in  Los  Angeles 
“He  should  start  out  by  fixing  Group  Wise 
4.1.  For  the  most  part,  I  don’t  have  a  prob¬ 
lem  with  Novell  or 
NetWare,  but  I 
have  a  huge  prob¬ 
lem  with  Group - 
Wise.  It’s  complete¬ 
ly  unusable  and 
corrupts  every  day. 

The  remote  facility 
is  useless;  all  our 
Mac  users  hang  up 
the  post  office  every  day.  So  it’s  basically  my 
Excedrin  headache  every  day  of  the  week.  ” 

Paul  Morris,  a  network  analyst  at  Poudre 
Valley  Hospital  in  Fort  Collins,  Colo. 

“I  don’t  have  any  advice  for  Schmidt.  I’m 
kind  of  curious  to  see  what  he’ll  do,  though.  I 
do  have  more  confidence  in  Novell  since 
Schmidt  took  over  —  he  brings  sophistica¬ 
tion  to  the  table.  With  Schmidt  here,  I’m 
considering  buying  IntranetWare  instead  of 
Netscape  [Communication  Corp.fs  Suite- 
Spot  running  on  a  Unix  box.” 

David  Eldridge,  a  network  engineer  at 
Practice  Management  Resources  in 
Pueblo,  Colo. 

“Schmidt  does  raise  the  credibility  level, 
and  I  think  Novell  is  becoming  more  open. 
It’s  such  a  dynamic  market  right  now.  [In 
the  long  term],  I'm  not  sure  Novell  can 
compete.  ” 

Bill  Rough,  a  senior 
tor  at  High  Way 
One  Communi¬ 
cations,  Inc.  in 
San  Francisco 
“Change  the  ar¬ 
chitecture  so  that 
IntranetWare  is 
better  able  to  sup¬ 
port  applications. 

Right  now,  I’d  nev¬ 
er  run  my  applications  on  NetWare.  The 
[NetWare  Loadable  Modules]  are  too  flaky 
—  it’s  a  management  nightmare.  ” 

Dave  Devcich,  manager  of  information 
systems  and  services  at  Beveridge  &  Dia¬ 
mond  PC,  a  law  firm  in  Washington 
“Schmidt  should  continue  on  the  path  that 
he's  already  defined  and  pump  up  the  vol¬ 
ume.  We  think  Novell  has  strong  technical 
solutions  to  meet  real  business  needs.  We’ve 
implemented  IntranetWare,  Group  Wise, 
ManageWise  and  ATeTT  Connect  Services. 
The  combination  saves  us  tens  of  thousands 
per  month  over  competing  solutions.  That’s 
worth  publicizing.  ”□ 
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Visio®  Business  Modeler  is 

an  add-on  to  Visio  products 
that  gives  you  a  comprehen¬ 
sive,  stand-alone  "business 
blueprint"  for  analyzing  your 
organization  and  facilitating 
better  communication  during 
an  SAP®  R/3®  system  imple¬ 
mentation. 

t 

Because  Visio  Business 
Modeler  doesn't  require  a 
"live"  SAP  R/3  system  to 
function/it  can  help  you 
evaluate  an  R/3  installation 
before  purchasp  as  well  as 
document  your  current 
business  practices. 

By  leveraging  the  ease-of- 
use  and  affordability  that 
Visio  is  known  for,  Visio 
Business  Modeler  helps 
eliminate  obstacles  to  a 
streamlined  SAP  R/3 
implementation.  _J 

I 

I 
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Call 

I - \ 

1-800-24-VISI0 
ext.  Q28  or  visit 
www.visio.com 

Visualize  your  business 
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are  used  for  identification  only  and  are  the  property  of  their  respective  owners. 
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RS/6000 

BUSINESS  SOLUTIONS 


Where  do  today’s  leading-edge  retailers  discover  new  opportunities  for  growth?  We  guided  REI,  a  well-known  outdoor  outfitter, 
to  the  IBM  RS/6000!  Using  proven  e-commerce  solutions,  we  showed  REI  how  an  RS/6000  can  use  the  power  of  the  Internet  to 
reach  new  customers.  We  easily  integrated  it  into  their  existing  systems.  And,  because  RS/6000  solutions  are  remarkably  scalable, 
REI  needn’t  worry  about  turning  away  business.  How  can  the  RS/6000  supply  your  business  with  a  powerful  e-commerce  tool?  For 
the  solution  that  fits  your  needs,  drop  by  www.rs6000.ibm.com/solutions  or  call  1  800  IBM-2468,  ext.  FA056. 


BMandRStJ  ■  w,  .”v  ;  y>.  y.c-  Solutions  ?  small  plane!;*  a  trademark  ol  IBM  Corp.  All  other  company 

and/or  pWflud  ramr.  >*  :  trn?*. reg;-  te/ed  tradfcrwte  01  their  respective  companies  ©1997  IBM  Corp 


Solutions  for  a  small  planet  " 


(www.computerworld.com) 


May  19,  1997  C  o  m  p  u  t  erwo  r  I  d 


Briefs 

Online  manufacturers 

Nearly  one-third  of  manufac¬ 
turers  are  conducting  Internet- 
based  transactions  with  trad¬ 
ing  partners  and  sales  chan¬ 
nels,  according  to  a  study  by 
Advanced  Manufacturing  Re¬ 
search,  Inc.  in  Boston. 

The  survey  of  125  decision¬ 
makers  at  global  manufactur¬ 
ers  found  that  30%  of  the 
companies  support  Internet- 
based  transactions  for  appli¬ 
cations  such  as  inventory 
management  and  electronic 
commerce.  More  than  half 
plan  to  support  Internet- 
based  transactions  within  the 
next  year. 

Set-top  banking 

The  Online  Banking  Associa¬ 
tion  last  week  demonstrated  a 
set-top  box  made  by  Samsung 
Electronics  Co.  that  can  func¬ 
tion  as  a  home  automated  tell¬ 
er  machine  and  a  network 
computer. 

The  box  connects  to  a  tele¬ 
vision  set  and  a  standard  tele¬ 
phone  line.  With  an  optional 
smart  card,  users  can  down¬ 
load  electronic  cash  and  make 
secure  payments  over  the  In¬ 
ternet.  The  box  offers  word 
processing,  World  Wide  Web 
browsing,  games  and  other 
applications.  The  banking  as¬ 
sociation  in  Corte  Madera, 
Calif.,  is  offering  the  box  and  a 
package  of  services  for  banks 
to  market  to  customers.  The 
cost  is  based  on  features  and 
volume  of  units  sold. 


Top  five  intranet  mistakes 

Q  Focusing  development 
on  the  wrong  application 

Q  Underestimating 

support  needs  for  thin- 
client  environments 

0  Failing  to  solve  security 
problems 

□  Building  an  intranet  on 
an  unfinished  object 
architecture 

□  Using  a  custom-built 
database 

Base:  1,200  end  users  and  IS 

professionals  in  U.S.  and  Canadian 

companies 

Source:  The  Intranet  Institute.  Bethesda,  Md. 
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Fidelity  invests  in  Web  trading 


Fidelity's  Zachary  Leonard 


"In  the  early  days  of  the  In¬ 
ternet,  we  used  to  say,  ‘Con¬ 
tent  is  king.’  Now,  it's  about 
dynamic  programming." 


►  Retail  brokerage  a  late  entrant  in  cybertrading 


By  Mitch  Wagner 
Boston 


FIDELITY  INVESTMENTS  is 
looking  to  a  triple-threat  strategy 
of  content,  transactions  and  cor¬ 
porate  services  in  its  effort  to 
survive  in  the  competitive  envi¬ 
ronment  of  retail  brokerages  on 
the  Internet. 

“In  the  age  of  the  cyberbrok¬ 
er,  the  name  of  the  game  is  to 
meet  the  full  needs  of  the  popu¬ 
lation,”  said  Zachary  Leonard, 
vice  president  of  retail  market¬ 
ing  at  Fidelity.  Leonard  helps 
manage  Fidelity’s  online  site. 
“In  the  early  days  of  the  Inter¬ 
net,  we  used  to  say,  ‘Content,  is 


king.’  That’s  not  true  anymore. 
Now,  it’s  about  dynamic  pro¬ 
gramming.” 

On  its  World  Wide  Web  site, 
Fidelity  offers  clients  an  oppor¬ 
tunity  to  buy  and  sell  invest¬ 
ments,  ask  investment  ques¬ 
tions  via  electronic  mail,  and 
catch  up  with  investment  news 
compiled  in  real  time. 

The  site,  put  together  by  more 
than  200  marketers  and  infor¬ 
mation  systems  managers,  also 
offers  a  RealAudio  feed  of  stock 
prices,  along  with  Java  applets 
for  calculating  returns  on  in¬ 
vestment  and  developing  invest¬ 
ment  plans. 

Fidelity,  page  55 


Online  car  buying  isn't  auto-matic  yet 


reviews  Legwork  still  helps  when  car  shopping 


By  Randy  Weston 

my  pickup  truck  died  two 
months  ago  after  a  long  illness, 
leaving  me  very  little  time  to 
find  a  replacement  or  pour  in 
another  $500  for  repairs. 

I  turned  to  the  World  Wide 
Web  for  solace  —  or  at  least  for  a 
new  car. 

I  comparison  shopped,  pre¬ 
pared  for  negotiations  and  even 


applied  for  the  loan  online. 

But  it  wasn’t  a  totally  virtual 
experience.  I  quickly  found  that 
I  also  had  to  do  some  old- 
fashioned  legwork. 

SHOPPING  AROUND 

The  Web  was  made  for  car  shop¬ 
ping.  On  a  car  lot,  you  can’t 
browse.  You  can’t  click  on  the 
“Back”  button  to  shut  off  Slick 
Sam,  the  Car  Selling  Man. 


I  did  the  bulk  of  my  research 
using  the  online  version  of 
Edmunds  Automobile  Buyers 
Guide  (www.edmunds.com). 

Other  car  guides,  including 
Microsoft  Corp.’s  CarPoint 
(www.carpoint.com)  and  Kelly 
Blue  Book  (www.kbb.com),  pro¬ 
vided  validation. 

Edmunds  categorizes  cars  as 
new  or  used,  then  classifies 
them  by  make,  model  and  year. 
The  site  was  very  easy  to  navi- 
Legwork,  page  57 


INTRANETS 

Firm  tests 
its  401(k) 
plan  online 

By  Justin  Hibbard 


franklin  templeton  Inves¬ 
tor  Services  is  being  its  own 
guinea  pig. 

The  San  Mateo,  Calif.,  mutual 
fund  company  is  using  its  new 
intranet-based  401  (k)  applica¬ 
tion  internally  before  extending 
it  to  customers  later  this  month. 

Users  can  log  in  with  a  name 
and  password  and  browse  time¬ 
ly  information 
about  their 
40i(k)  plans 
and  read  quar¬ 
terly  state¬ 
ments  online. 

Ninety-five 
percent  of 
Franklin  Tem¬ 
pleton  Investor 
Services,  Inc.’s 
5,000  employ¬ 
ees  have  access 
to  a  PC. 

For  those  who  don’t,  the  com¬ 
pany  offers  quarterly  informa¬ 
tion  through  a  telephone  voice- 
response  system  and  still  mails 
out  yearly  statements. 

Franklin  expects  to  save 
$100,000  to  $150,000  per  year 
in  paper,  postage  and  labor  on 
the  quarterly  printed  statements 
it  mails  to  employees.  At  that 
rate,  the  $300,000  application 
will  pay  for  itself  in  two  to  three 
years,  company  officials  said. 


Franklin  expects 
to  save  $100,000 
to  $150,000  per 
year  in  paper, 
postage  and 
labor  with  its 
new  401(k) 
intranet. 


CLIENT  ACCESS 

The  company  also  hopes  to  stay 
competitive  by  letting  client 
companies  access  the  applica¬ 
tion  through  their  own  intra¬ 
nets. 

Customers  are  coming  to  ex¬ 
pect  such  services  from  mutual 
fund  companies,  according  to 
Chuck  Dorr,  vice  president  at 
Franklin.  “Everyone  wants  it. 
And  if  they  don’t  have  it,  they 
want  to  know  that  you’re  think¬ 
ing  about  it,”  he  said. 

Most  major  mutual  fund 
companies  are  developing  intra- 
net-based  401  (k)  applications, 
said  Barry  Hall,  a  senior  consul- 
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Hr  Software  Secures  More 

y  swale  Data  Than  All  Our 

Competitors  Combined. 


More  clients  —  including  462  of  the  Fortune 
500  —  trust  CA  security  software  than  all  the 
partial,  proprietary  solutions  offered  by  IBM/Tivoli, 
Platinum  and  Boole  &  Babbage. 

CA  Security  Software  Is  #1. 

CA  holds  more  security  “firsts"  than  any  other 
vendor.  CA  was  the  first  to  secure  IBM’s  DB2 
platform  (two  years  before  IBM).  CA  was  the  first 
to  identify  and  address  all  the  security  risks  of 


UNIX  and  NT.  And  with  the  introduction  of  ICE 
(Internet  Commerce  Enabled™),  CA  is  the  first  to 
make  it  safe  to  do  business  on  the  Internet. 

Unicenter  TNG  Is  The  Industry 
Standard  For  Network  And 
Systems  Management. 

Unicenter®  TNG™  offers  the  only  integrated  solution 
for  true  end-to-end  enterprise  management.  With 
support  for  every  major  hardware  platform  and 
operating  system,  Unicenter  TNG  is  open,  scalable, 
extensible  and  100%  vendor-neutral.  In  addition, 
Unicenter  TNG  offers  all  kinds  of  powerful  and 


exciting  new  features  like  a  real-world,  3-D  inter¬ 
face  with  virtual  reality,  Business  Process  Views™ 
and  advanced  agent  technology. 

No  other  management  software  offers 
anything  like  it. 


Single  Sign-On  lets  users  use  one  password  and 
sign  on  once  for  every  platform. 

The  Best  Feature  Of  All  Is 
Unicenter  TNG  is  Shipping  Today. 

While  our  competitors  are  talking  about  a  frame¬ 
work  for  the  “future,”  Unicenter  TNG  is  a  proven 
software  solution  that’s  available  today.  It’s  real, 
it’s  mission-critical  and  it’s 
up  and  running  in  thousands 
of  sites  around  the  world  for 
some  of  the  smartest  clients  in  the  world. 

Our  clients  sleep  soundly  every  night 
knowing  that  all  their  IT  assets  are  safely  protect¬ 
ed  by  the  best  security  software  in  the  world. 
Shouldn’t  you? 

For  More  Information  Call 

1-888-864-2368 

OrVisitwww.cai.com 

(Computer® 

Associates 

Software  superior  by  design. 


SHIPPING 

TODAY 


uncenterTHG 
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Fidelity  invests  in  the  Web 

CONTINUED  FROM  PAT,  F  5  3 


Fidelity  was  late  into  an  already  crowd¬ 
ed  marketplace.  The  company  started  of¬ 
fering  transactions  online  earlier  this 
year,  nearly  a  year  after  competitor 
Charles  Schwab  &  Co.  in  San  Francisco. 
And  investment  companies  such  as 
Schwab  have  offered  proprietary  dial-up 
investment  services  for  years. 

Yahoo,  Inc.’s  search  engine  lists  451 
separate  brokerage  sites,  and  that  doesn’t 
include  investment  banks  and  other 
institutions. 

UNDER  PRESSURE 

Retail  investment  houses  such  as  Fidelity 
are  getting  squeezed  at  the  low  end  by 
companies  such  as  ETrade  Group,  Inc.  in 
Palo  Alto,  Calif.,  which  offer  steep  dis¬ 
counts  for  online  trading  to  customers 
who  like  to  research  and  make  decisions 
themselves. 

Fidelity  also  is  pressured  by  high- 
end  brokerage  houses  that  give  wealthy 
investors  a  great  deal  of  customer 
service. 

“The  Schwabs  and  Fidelities  of  the 


world  are  getting  cherry-picked  on  both 
sides,”  said  Lawrence  Tabb,  an  analyst  at 
the  The  Tower  Group  in  Newton,  Mass. 
“They’re  losing  high-net-worth  clients  to 
full-service  brokers,  and  they’re  losing 
the  inexpensive  side  of  the  market  to 
deep  discounters.” 

Fidelity  is  in  a  neck-and-neck  race  with 
competitors  such  as  Schwab  and  Boston- 
based  Liberty  Financial  Cos.  to  offer  on¬ 
line  investment  schemes.  Online  pros¬ 
pectuses,  in-depth  investment  infor¬ 
mation  and  transactions  are  standard  on 
financial  companies’  Web  sites.  Liberty 
Financial  earlier  this  year  launched  a  site 
that  offers  visitors  customized  informa¬ 
tion  and  sales  pitches  based  on  their 
financial  circumstances. 

“We  see  Fidelity  as  a  good,  solid  imple¬ 
mentation  of  the  Web  as  a  marketing  and 
information-dissemination  tool,”  said 
Bruce  Guptill,  an  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn.  “We 
don’t  see  anything  unusual  about  it. 
They’re  doing  a  very  good  job,  though  — 
maybe  that’s  unusual.” 


Franklin  puts  401(k)  plan  online 

CONTINUED  FROM  PAR  F  R.1 _ 


Franklin  Templeton  employees  can  monitor  their 
401(k)  plans  on  the  firm's  intranet 


tant  at  Coopers  &  Lybrand  in 
San  Francisco.  But  offering  a 
better  intranet  application 
than  a  competitor  could  put  a 
company  on  top,  he  added. 

Franklin’s  strategy  is  to  off¬ 
set  the  cost  of  extending  the 
application  to  customers  with 
savings  generated  from  its 
intranet. 

“That’s  a  direchon  I’m  see¬ 
ing  a  lot  —  developing  it  in¬ 
side  the  company  and  then 
using  it  externally  to  provide 
more  services  to  customers,” 
said  Mellanie  Hills,  president 
of  Knowledges,  a  consultan¬ 
cy  in  Plano,  Texas.  “They’ve 
recouped  all  the  costs  just  on 
the  savings  internally,  so  any  additional 
benefit  they  get  by  providing  this  to  cus¬ 
tomers  is  just  gravy.” 

USER  BUY-IN 

Of  course,  recovering  the  costs  internally 
depends  on  whether  users  accept  the  ap¬ 
plication.  But  Kathie  Hillier,  benefits 
manager  at  Franklin,  said  the  com¬ 
pany  has  had  success  with  a  voice- 
response  system  that  lets  employees  and 
customers  check  balances  and  conduct 
transactions  on  the  telephone. 

“It  has  saved  a  great  deal  of  time,  and  it 
has  taken  us  out  of  doing  the  mundane 
repetitive  tasks,”  Hillier  said.  “And  we 
look  forward  to  the  intranet  doing  that  as 
well.” 

Federal  law  requires  employers  to 
make  40i(k)  statements  available  to  em¬ 


ployees  at  least  once  per  year.  For  the 
time  being,  Franklin  will  mail  annual 
statements  to  employees,  but  the  compa¬ 
ny  is  considering  using  World  Wide  Web 
server  logs  in  the  future,  Dorr  said. 

Eliminating  paper  altogether  would  be 
a  great  relief  to  Hillier,  whose  depart¬ 
ment  mails  nearly  5,000  statements 
each  quarter. 

Hillier’s  department  and  the  graphics 
department  will  maintain  content  on  the 
intranet  by  using  Wallop  Software,  Inc.’s 
Build- It  tool.  That  will  let  them  assemble 
components  from  many  applications 
through  one  interface. 

The  next  step  in  developing  the  appli¬ 
cation  is  to  add  transactional  services. 
The  company  hopes  to  let  users  transfer 
funds  among  their  accounts  by  early  next 
year.  □ 


Fidelity  has  about  a  dozen  E-mail  cus¬ 
tomer  service  representatives  who  work 
shifts  to  answer  questions  24  hours  per 
day,  because  Internet  surfers  often  keep 
odd  hours,  Leonard  said. 

But  regulatory  issues  prevent  Fidelity 
from  offering  discussion  groups  and 
other  customer  interaction  it  wants  to 
provide.  While  regulators  have  yet  to 
make  an  official  ruling  on  the  issue,  the 
industry  consensus  equates  Internet 


interactions  to  written  correspondence 
—  which  means  every  word  on  the  Inter¬ 
net  must  be  reviewed  by  legal  staff. 

Two  weeks  ago,  Fidelity  launched  a 
new  rate  for  deep-discount  trading.  The 
Spartan  Active  Trader  pricing  is  available 
to  Fidelity  customers  who  trade  at  least 
36  times  per  year  and  maintain  a  mini¬ 
mum  balance  of  $20,000.  It  starts  at  $25 
for  trades  of  up  to  1,000  shares.  Sur¬ 
charges  apply  to  larger  trades.  □ 


Right  now,  get  the 
AltaVista  "  Security  Pack — 
an  AltaVista  Tunnel  97 
Starter  Kit,  plus  AltaVista 
Firewall  97  with  25 
nodes — for  only  $2,995* 

Our  "active"  firewall  actually 
detects  and  responds  to 
attacks.  And  AltaVista  Tunnel 

lets  you  create  a  secure  virtual  private  network  using  the 
Internet.  For  OnSite  Computing  wherever  you  are,  call 
one  of  our  Business  Partners  today. 


(914)  935-3600 


WYLE 

(800)  332-6995 


SJPiorwer 

(800)  832-4322 


Q_ 


CD 

n 


(/> 

a> 

Q 

o 

or 


3 

Q 


CD 

S 

Q 


c 

3 


li-j  price  ©I  W7  DcgM  1«4*nrl  O0Y1M0  later  net  trflwge,  tnc.  eCrgrtd  (arnpmy.littfhlo  rtotn»)em«cl«l;B>tj  f»^iwpu«p'y7 


[TAVisT/vlFirewall 


OnSite  Security 


software.digital.cdm/security/ 


Recommend  the  new  Lexmark  printers  over  HP? 
Why  should  I  stick  my  neck  out? 


Performance  and  value  so  outstanding,  you’ll  rethink  your  next 
printer  purchase  —  introducing  the  Lexmark  Optra  S  laser  printers. 

It’s  no  secret  HP® is  the  customary  choice.  But  for  the  last  six  years  at  Lexmark,  we’ve 
listened  closely  to  your  needs.  And  created  a  whole  new  line  of  1200  dpi  printers  with 
the  quality,  reliability  and  innovations  you’ve  been  looking  for.  Introducing  the 
Optra™  S  laser  printers. 

HP  compatible.  POLL  6  and  PostScript  Level  2  emulations  are  included  in  every 
Optra  S  printer  at  no  extra  charge.  And,  right  out  of  the  box,  all  major  network 
environments  are  supported. 

Faster  than  HP.  On  the  toughest,  most  complex  jobs,  Lexmark’s  exclusive  dynamic 
controller  architecture  delivers  throughput  up  to  two  times  faster  than  HP’s  comparably 
equipped  12, 16  and  24  ppm  printers. 

More  adaptable  than  HP.  The  Optra  S  family  cleverly  uses  the  same  supplies  and  input  options.  So  you  can  mix 
and  match  components  easily.  The  16  and  24  ppm  models  also  share  the  same  output  options  for  even  greater  flexibility. 
More  value  than  HP.  Lexmark’s  exclusive  MarkVision™  software  lets  you  manage  the  Optra  S  printers  right  from 
your  PC.  Unique  toner  and  paper  gauges  let  you  know  when  you’re  running  low.  So  you  can  re-order  supplies  more 
efficiently  and  avoid  costly  downtime.  Plus  there  are  many  other  ingenious  features  all  designed  to  help 
lower  your  operating  costs.  To  learn  more  about  why  we're  head  and  shoulders  above  HP, 

call  1-800-LEXMAFIKorvisitusatwww.lexmark.com.  mu  ~  _ -r 

^xzIa 

A  bold  new  breed  of  performance  printers.  ' 


1997  Lexmark  International.  Inc.  All  rights  reserved  Lexmark  and  Lexmark  with  diamond  design.  MarkVision  and  Optra  are  trademarks  of  Lexmark  International,  Inc.  registered  in  the  United  States  and/or  other  countries. 
Print  Lexmark  is  a  trademark  of  Lexmark  International,  Inc.  HP  and  PCL  are  registered  trademarks  of  Hewlett-Packard  Company.  Other  trademarks  are  property  of  their  respective  owners. 
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MICROMEDIUM,  INC.  has  announced  Digital 
Trainer  Professional  4.1,  a  production 
and  delivery  tool  for  interactive  multi- 
media  training  over  the  Internet  or  an 
intranet. 

Officials  at  the  company  in  Research 
Triangle  Park,  N.C.,  said  the  latest  ver¬ 
sion  offers  two  delivery  options:  Auto¬ 
matic  File  System  for  downloading 
an  entire  training  program  in  com¬ 
pressed  form  to  an  employee’s  hard 
drive,  and  Remote  File  Server  for  deliver¬ 
ing  portions  of  training  that  an  employee 
requests. 

Pricing  starts  at  $279.99 


MicroMedium 

(800)  561-2098 

www.micromedium.com 

BUSINESS  EVOLUTION,  INC.  has  announced 
two  software  products,  Interact  and 
InteractPro,  for  enabling  business- 
oriented  chat  and  secure  collaboration 
over  the  Internet. 

According  to  the  Princeton,  N.J.,  com¬ 
pany,  the  products  help  organizations  set 
up  InteractNet,  a  secure  business  col¬ 
laboration  network  that  can  operate  over 
the  Internet  or  an  intranet.  Both  are  Java- 
enabled. 


Legwork  vs.  the  Web 

CONTINUED  FROM  PAGE  53 


gate  and  had  useful  in-depth  informa¬ 
tion,  including  photographs  of  the  cars. 
CarPoint  provided  a  similar  range  of 
information. 

Edmunds  gave  a  solid  rundown  on  each 
model,  including  its  features,  perfor¬ 
mance  and  trunk  space.  And  it  had  a  cal¬ 
culator  that  allowed  me  to  estimate  a  fair 
price  for  a  model  based  on  the  manufac¬ 
turer’s  suggested  retail  price  and 
options. 

But  it  lacked  details  about  a  car’s 
reliability  or  mechanical  history.  Car- 
Point  was  equally  weak  in  that  area.  I 
spent  the  past  two  years  pouring  money 
into  my  old  car  to  keep  it  running,  so 
this  information  was  particularly  impor¬ 
tant  to  me. 

I  turned  to  print,  specifically  the  3997 
Consumer  Reports  Car  Buyers  Guide, 
which  I  used  extensively. 

As  nice  as  technology  is,  the  magazine 
was  the  most  portable  source,  was  easy  to 
flip  through  and  had  much  more  infor¬ 
mation  on  things  such  as  the  reliability  of 
a  given  model  over  the  long  haul.  I  would 
have  turned  to  Consumer  Reports’  online 
site,  but  it  is  available  only  on  Compu¬ 
Serve  and  America  Online. 

BUYING 

Once  you  know  what  you  want,  both  Ed¬ 
munds  and  CarPoint  ease  the  buying  ex¬ 
perience  by  linking  users  to  Auto-By-Tel 
(www.autobytel.com),  an  online  car  buy¬ 
ing  system  that  connects  you  to  the  near¬ 
est  dealer  that  has  the  model  you  are 
looking  for. 

I  typed  in  the  make,  model  and  options 
I  wanted  and  sent  it  off.  An  Auto-By-Tel 
customer  service  representative  sent  me 
electronic  mail  within  the  guaranteed  48 
hours  telling  me  a  “trained  Auto-By-Tel 
manager”  at  a  local  Toyota  dealership 
would  contact  me. 

He  left  a  message,  but  after  I  called 
him  back,  I  never  heard  from  him  again. 

So  I  went  out  on  the  search  myself, 
driving  from  lot  to  lot,  hunting  for  the  car 
I  wanted:  a  Toyota  Corolla  station  wagon. 
According  to  Edmunds,  Toyota  discontin¬ 
ued  the  Corolla  station  wagon,  so  I  had  to 
depend  on  luck  —  not  technology  —  to 


find  one.  Score:  Legwork,  2;  Web,  1. 

I  got  lucky;  I  stumbled  onto  the  car  I 
wanted:  a  red  1995  Corolla  wagon. 

It  was  a  Saturday.  The  dealer  wanted  to 
deal.  I  wanted  to  run.  I  definitely  wasn’t 
prepared  to  buy  that  day.  I  had  no  idea 
what  my  pickup  truck  and  the  Corolla 
were  worth.  And  I  still  had  to  talk  to  my 
bank. 

I  went  home,  logged  on  to  the  ’net  and 
did  my  homework. 

Using  Edmunds  and  the  Kelly  Blue 
Book,  I  found  a  price  range  for  the  value 
of  the  Corolla  and  my  trade-in. 

I  then  skipped  over  to  my  credit 
union’s  Web  site,  which  had  recently 
launched  a  secure,  Web-based  banking 
system.  I  applied  for  a  loan.  The  score: 
legwork,  2;  Web,  2. 

LET’S  MAKE  A  DEAL 

Armed  for  battle,  I  returned  to  the  lot  on 
Sunday,  ready  to  deal.  After  inspecting 
my  truck,  the  dealer  offered  $300.  Ed¬ 
munds  and  Kelly  told  me  that  a  1988  two- 
wheel-drive  Nissan  pickup  was  worth  at 
least  $800,  even  in  fair  condition. 

I  also  managed  to  translate  the  “dealer- 
speak”  to  winnow  out  all  those  hidden 
costs,  using  the  “How  to  Get  Your  Way” 
bargaining  advice  at  the  Edmunds  and 
CarPoint  Web  sites. 

I  called  his  bluff.  He  took  my  second 
offer.  Score:  legwork,  2;  Web,  3. 

But  my  credit  union  tied  the  score. 
When  an  Internet  loan  request  comes  in, 
the  credit  union’s  webmaster  has  to  print 
it  out  and  carry  it  to  a  loan  officer  to  pro¬ 
cess.  I  couldn’t  wait,  so  I  tried  to  get  the 
loan  by  telephone.  The  loan  officer  went 
upstairs,  collected  my  online  request  and 
simply  added  to  it  the  additional  informa¬ 
tion  I  gave  over  the  phone. 

On  Monday  afternoon,  1  drove  to  the 
dealer  and  picked  up  my  new  car.  For 
ease  of  use,  the  score  was  tied.  But  given 
that  Edmunds  and  similar  books  cost 
about  $12  each  at  the  bookstore,  1  had  to 
give  the  edge  to  the  Web. 

I  am  sure  that  in  five  to  10  years  when  I 
do  this  again,  I’ll  never  have  to  see  a  deal¬ 
er  or  a  dealership.  My  virtual  car  will  be 
dropped  at  my  front  door.  □ 


Interact  costs  $495;  InteractPro  costs 
$1,295. 

Business  Evolution 
(609)  951-0216 
www.businessevolution.com 

VERSANET  COMMUNICATIONS,  INC.  has  an¬ 
nounced  ISP-Accelerator,  a  remote  ac¬ 
cess  server  that  includes  48  digital  56K 
bit/sec.  modems  for  high-speed  Internet 
access. 


According  to  the  Diamond  Bar,  Calif., 
company,  the  product  includes  a  router, 
communications  server,  up  to  two  chan¬ 
nelized  T1  interfaces  and  two  high¬ 
speed  V.35  wide-area  network  inter¬ 
faces.  The  product  is  encased  in  a  19-in. 
chassis. 

Pricing  starts  at  $18,860. 

Versanet  Communications 
(909)  860-7968 
www.versa-net.com 


http://altavista.software.digital.com/seari 
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It’s  the 

most  powerful 
desktop  PC  we’ve 
ever  offered. 


Actually,  it’s 
the  most  powerful 

p  PC  anyone’ 
ever  offered. 


NEC  PowerMate  Professional 


►  Intel  Pentium  II  Processor 

233  or  266MHz 

►  32MB  or  64MB  EDO  RAM 
standard/expandable  to  256MB 

►  3.2GB  Enhanced  IDE  Drive  or 
4.35GB  Ultra  Wide  SCSI  hard  drive 

►  64-bit  PCI  accelerated 

2D  and  3D  graphics 

►  Microsoft  Windows  NT  or 

Microsoft  Windows  95 

►  Intel  LANDesk  Client  Manager 

►  NEC  MagicEye  technology 

►  3-year  limited  warranty' 


We  could  compare  the  NEC  PowerMate®  Professional  to  ordinary  desktops',  but  that  wouldn't 
be  fair.  Enhanced  by  Intel's  Pentium®  II  processor,*  the  PowerMate  desktop  is  in  a  class  all 
its  own.  Of  course,  we're  not  simply  saying  that  our  new  system  is  extraordinarily  powerful. 
It's  extraordinarily  manageable  as  well.  With  Intel  LANDesk®  Client  Manager  and  NEC 
MagicEye”  technology,  you'll  not  only  be  able  to  access  every  desktop  throughout  your 
network,  you'll  also  be  able  to  monitor  problems  before  they  happen.  All  without  leaving 
your  desk.  For  greater  flexibility,  there  are  Microsoft  Windows 


NT  4.0  or  Windows®  95  models.  Given  all  this,  you'll  be  glad  to  know  that  the  highest 
performing  PC  is  available  now.  Just  call  1-888-306-4636  for  more  information 
or  to  find  your  nearest  reseller.  Or  visit  our  web  site  at  www.nec-computers.com.  After 
all,  how  can  businesses  demand  speed  and  efficiency  from  their  people  if  they  can't  get 
it  from  their  computers? 


pentlum  ff 


1997  NEC  Computer  Systems  Division,  Packard  Bell  NEC,  Inc.  NEC  and  PowerMate  are  registered  trademarks  of  NE-  Corporation,  both  used  under  license.  The  Intel  Inside 
■jo,  LANDesk  and  Pentium  II  are  registered  trademarks  and  MMX  is  a  trademark  of  Intel  Corporation.  All  other  ti'o'Jemr.rks  or  registered  trademarks  are  property  of  their 
tespective  owners.  *  Intel's  266MHz  Pentium  II  delivered  the  best  performance  based  upon  PC  Week  4-7-97  article  on  desktop  PCs. 
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Briefs 

PrudentiaJ/lBM  deal 

Prudential  Insurance  Co.  in 
Newark,  N.J.,  has  completed  a 
five-year,  $200  million  infor¬ 
mation  technology  outsourc¬ 
ing  agreement  with  IBM  to 
provide  legacy  systems  appli¬ 
cation  maintenance  and  en¬ 
hancement  services  to  Pru¬ 
dential  Healthcare,  the 
company’s  health  care  busi¬ 
ness.  The  agreement  calls  for 
IBM  to  offer  jobs  to  roughly 
300  Prudential  em  ployees. 

CoreStates  outsources 

CoreStates  Financial  Corp.  in 
Philadelphia  hasentered  intoa 
lo-year  services  agreement 
with  Andersen  Consulting  in 
which  Chicago-based  Ander¬ 
sen  will  develop  applications 
and  provide  IT  services.  Core- 
States  will  continue  to  retain 
control  over  its  technology 
strategy,  direction  and  deci¬ 
sion-making.  Andersen  is  ex¬ 
pected  to  manage  activities 
that  represent  about  40%  of 
CoreStates’  overall  technology 
operations.  The  CoreStates 
employees  affected  by  the 
deal  will  be  offered  compara¬ 
ble  positions  at  CoreStates  or 
Andersen. 

Visio  acquires  tools 

Seattle-based  Visio  Corp.  ac¬ 
quired  technology  assets 
worth  $6.5  million  from  pri¬ 
vately  held  SysDraw  Software 
Co.  in  Lombard,  III.  These  in¬ 
clude  a  library  of  network  dia¬ 
gramming  shapes  and  cus¬ 
tomization  tools,  which  will  be 
used  to  extend  the  network  de¬ 
sign  and  documentation  capa¬ 
bility  ofVisio  Professional. 


DO  YOU  AGREE? 


There  are  tools  that  will 
automatically  take  care  of  our 
year  2000  issues: 


1996 


Strongly  agree  13.1% 
Strongly  disagree  60.5% 


1997 


Strongly  agree  2% 

Strongly  disagree  95% 

Base:  112  companies 

Source:  Rubin  Systems,  Inc.,  Pound  Rukje,  N.Y. 


When 

disaster 

strikes 

►  Floods,  fire  play  up 
need  to  back  up 

By  Matt  Hamblen 


clois  hetletved  calls  the  re¬ 
cent  Grand  Forks,  N.D.,  disas¬ 
ters  “tragedy’s  Triple  Crown’’ 
because  his  home  and  trailer 
home  were  flooded  hours  before 
his  accounting  firm’s  network 
systems  burned  to  ashes. 

Flooding  from  the  Red  River 
of  the  North  reached  its  worst 
on  April  19,  forcing  Hetletved 
and  90%  of  the  50,000 
residents  of  Grand  Forks  to 


By  Julia  King 

the  Boeing  co.  two  weeks 
ago  deployed  video  capabilities 
across  its  massive  corporate  in¬ 
tranet  to  deliver  training  to 
145,000  employees  worldwide. 

MCI  Communications  Corp. 
so  far  has  saved  $300,000  in 
travel  and  overhead  costs  by 
training  its  far-flung  webmas¬ 
ters  over  the  Internet  rather 
than  in  a  classroom. 

Lucent  Technologies,  Inc. 
said  it  expects  to  save  money 
and  boost  sales  by  keeping  its 
1,500  global  salespeople  up  to 
date  on  its  products  via  a  CD- 


evacuate  their  homes. 

After  he  had  evacuated  the 
city  and  found  his  trailer  home 
at  a  country  lake  submerged, 
Hetletved  got  another  surprise 
while  sitting  in  a  friend’s  trailer. 

“I  was  watching  the  TV  and  told 
my  wife,  ‘It  just  got  worse,  Hel¬ 
en.  That’s  my  business  burn¬ 
ing,’  ”  he  said. 

Eleven  major  buildings  in 
downtown  Grand  Forks  burned, 
and  the  flood  waters  put  them 
mostly  out  of  reach  of  fire 
trucks.  Hetletved,  a  partner 
and  director  of  information 
systems  at  accounting  firm 
Brady  Martz  &  Associates,  said 
$500,000  worth  of  comput¬ 
ers  and  network  equipment  in 
his  downtown  office  was  de-  ” 
stroyed.  £ 

After  their  shared  experience,  * 
Hetletved  and  other  users  recov-  ° 
ering  from  the  flood  said  they 
took  different  lessons  from  the 
When  disaster  strikes,  page  61 


ROM  course  that  doubles  as  a 
multimedia  sales  presentation 
tool. 

THE  WAY  OF  THE  FUTURE 

The  writing  is  on  the  virtual 
chalkboard:  information  tech¬ 
nology  is  inching  aside  live  in¬ 
structors  to  take  center  stage  in 
corporate  education  programs. 

The  challenge  facing  fre¬ 
quently  reluctant  informa¬ 
tion  systems  managers  is  build¬ 
ing  and/or  upgrading  a  tech¬ 
nology  infrastructure  that  ac¬ 
commodates  training  depart¬ 
ments'  ever-expanding  multi- 
Teaching  over  the  'net,  page  61 


►  Key  to  success:  Keep  GE 
customers  coming  back 

By  Thomas  Hoffman 


in  his  job  as  chief  informa¬ 
tion  officer  at  GE  Capital  Ser¬ 
vices,  John  McKinley  ties  youth¬ 
ful  zeal  to  business  acumen 
in  a  quest  for  commercial  lead¬ 
ership. 

Since  joining  GE  Capital 
in  1995,  the  company  has 
launched  an  average  of  one  elec¬ 
tronic  commerce  project  every 
six  weeks. 

EXPANDING  BASE 

The  projects  are  aimed  at  help¬ 
ing  Stamford,  Conn. -based  GE 
Capital  grow  its  customer  base 
in  27  diversified  businesses, 
ranging  from  credit  cards 
to  ship  containers.  It  helps  to 
have  someone  who  is  a  spirited 


Telecommuting 
boosts  utility's 
productivity 

By  Mindy  Blodgett 

a  pilot  telecommuting  project 
that  Georgia  Power  Co.  began  in 
1992  was  meant  to  inspire  other 
Atlanta-area  companies  to  devel¬ 
op  similar  initiatives. 

Those  companies  have  been 
slow  to  join  up,  but  the  Georgia 
Power  program  has  been  such  a 


leader  and  a  good  listener  to 
lead  the  charge. 

McKinley,  39,  said  GE  Capi¬ 
tal’s  “aggressive  experimenta¬ 
tion”  with  electronic  commerce 
last  year  has  helped  the  compa¬ 
ny  learn  what  it  takes  to  be 
successful  in  the  digital  com¬ 
munity:  delivering  content  that 
will  keep  customers  coming 
back  for  more. 

“We  didn’t  want  to  sit  on  the 
sidelines  while  others  were  be¬ 
coming  successful,”  said  Mc¬ 
Kinley,  a  charismatic,  wiry  man 
who  is  an  avid  bicyclist  and 
camper  when  he  isn’t  camped  in 
front  of  a  computer. 

McKinley  jumped  to  GE  19 
months  ago  from  Ernst  & 
Young,  where  he  helped  run  the 
Big  Six  consultancy’s  financial 
services  technology  practice. 

One  of  the  early  lessons  for 
McKinley,  page  61 


success  —  with  higher  produc¬ 
tivity  and  savings  on  office  space 
—  that  the  utility  plans  to  dou¬ 
ble,  or  even  triple,  its  number  of 
telecommuters  this  year. 

“The  Atlanta  Chamber  of 
Commerce  asked  us  to  put  to¬ 
gether  a  model  program  be¬ 
cause  the  city  of  Atlanta  was  out 
of  compliance  with  the  federal 
Clean  Air  Act,  and  they  wanted 
to  try  to  get  some  cars  off  the 
road,”  said  Frank  Boyd,  the 
utility’s  telecommuting  coordi¬ 
nator.  “And  we  haven’t  looked 
back  since.” 

Telecommuting,  page  61 


Flooding  of  the  Red  River  of  the  North  taught  businesses  in 
Grand  Forks,  N.D.,  lessons  in  disaster  recovery 


Teaching  over  the  ’net 

►  Firms  rely  on  virtual  chalkboard  for  training 
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INTRODUCING  POWER  NETWORKS.  Today,  at  the  Indianapolis  Motor  Speedway,  there’s  something  moving  faster  more  reliably  and 
more  efficiently  than  ever  before:  their  new  digital  communications  and  computer  network.  A  Power  Network.  Designed  by  Nortel. 

Customized  to  Indy's  specific  needs,  the  Power  Network  integrates  and  enhances  all  of  the  Motor  Speedway's  existing 
communications  networks.  So  every  aspect  of  their  business  operations  -  from  their  telephone  system  to  global  Web  access  on  the  Internet  to  their 
call  center  -  works  faster  more  reliably  and  more  cost-efficiently. 

All  of  which  allows  them  to  truly  deliver  for  their  customers.  From  the  drivers  and  teams  to  the  fans,  both  at  the  race  and  around  the  world. 
And  a  Power  Network  can  do  the  same  for  you.  Just  give  us  a  call  or  head  for  our  Web  site  and  find  out  if  your  business  is  moving  as  fast  as  it  can  be. 


N&RTEL 

NORTHERN  TELECOM 


Do  you  have  a  Power  Network?  Visit  our  Web  site  at  www.nortel.com/powernetworks06  or  call  1-800-4NORTEL,  department  06. 

©1997  Northern  Telecom.  Power  Networks.  Nortel  and  the  Nortel  globemark  are  trademarks  of  No^Vjerre^elecom  Indy  is  a  registered  trademark  of  IMS  Corp.  Used  with  permission. 
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When  disaster  strikes 
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disaster  recovery  process. 

At  Brady  Martz,  only  one 
backup  tape  that  contained  pay¬ 
roll  records  was  scorched  in  the 
fire  —  all  other  backup  tapes 
were  stored  off-site,  Hetletved 
said.  The  data  on  the  scorched 
tape  was  recovered  in  the  labora¬ 
tories  at  Ontrack  Data  Interna¬ 
tional,  Inc.  in  Minneapolis,  ac¬ 
cording  to  Hetletved.  “Our 
[disaster  protection]  system 
worked,  but  of  course,  we’re 
paranoid  now,”  he  said. 

Ironically,  Hetletved  said  he 
doesn’t  believe  he  will  need  to 
pay  the  cost  of  having  a  disaster 
recovery  contractor  on  call. 
“That’s  a  nice  service,  but  not 
cost-justifiable,”  the  accountant 
said. 


Insurance  will  cover  the  lost 
hardware,  and  a  reliable  systems 
dealer  has  put  some  of  his  lost 
computers  —  including  an  IBM 
AS/400,  and  two  Compaq  Com¬ 
puter  Corp.  servers  —  back  in 
order,  he  said. 

Rather  than  pay  the  more  ex¬ 
pensive  cost  of  a  disaster  recov¬ 
ery  contractor,  Hetletved  said 
he  will  set  up  a  second  off¬ 
site  backup  location  —  with 
both  sites  located  above  the 
floodplain. 

DOING  IT  SOLO 

Hetletved’s  approach  to  pre¬ 
paring  for  the  next  disaster  di¬ 
verges  from  the  experiences  of 
at  least  two  others  affected  by 
the  Grand  Forks  flood  who 


needed  to  be  back  in  service  as 
soon  as  possible. 

The  services  of  SunGard  Re¬ 
covery  Services  in  Wayne,  Pa., 
allowed  Grand  Forks  Communi¬ 
ty  National  Bank  to  resume  op¬ 
erations  30  miles  away  in  Lari- 
more,  N.D.,  four  days  later,  said 
bank  President  Bill  Lee. 

The  bank’s  Unisys  Corp. 
mainframe  was  inundated  with 
seven  feet  of  sewage  even 
though  the  bank  building  is  well 
out  of  the  floodplain,  and  Sun¬ 
Gard  was  able  to  bring  in  re¬ 
placement  mainframe  and  doc¬ 
ument-imaging  machines  by 
truck. 

At  Ecolab’s  Pest  Elimination 
Division  in  Grand  Forks,  the 
flood  shut  down  a  national  ser¬ 
vice  call-in  center.  A  stream  of 
80  Ecolab  service  workers  flew 
or  drove  to  Minnetonka,  Minn., 
where  they  quickly  started  using 
terminals  and  telecommunica- 


Telecommuting  efforts 

CONTINUED  FROM  PAGE  59 _ 


Georgia  Power  launched  its 
pilot  with  75  workers.  But  it 
wasn’t  until  last  year’s  Summer 
Olympic  Games  rolled  into  At¬ 
lanta,  raising  concerns  about 
traffic,  that  other  local  compa¬ 
nies  sat  up  and  took  notice. 

According  to  Michael  Dziak,  a 
telecommuting  consultant  at 
InteleWorks,  Inc.  in  Snellville, 
Ga.,  and  co-founder  of  the  Met¬ 
ro  Atlanta  Telecommuting  Advi¬ 
sory  Council,  telecommuters  re¬ 
duced  typical  Atlanta-area  traffic 
by  a  third  during  the  Games. 
Now,  “more  companies  are  do¬ 
ing  permanent  programs,”  Dzi¬ 
ak  said. 

Boyd  said  ioo  Georgia  Power 
workers  currently  telecommute. 
In  the  original  pilot,  15  develop¬ 
ment  workers  were  sent  home 
with  all  the  office  equipment 


and  software  needed  to  access 
the  office  network.  The  other  60 
workers  were  sent  to  satellite  of¬ 
fices  that  were  outfitted  with 
high-speed  T1  or  Integrated  Ser¬ 
vices  Digital  Network  (ISDN) 
telephone  lines. 

SAVING  MONEY 

Boyd  said  the  utility  has  saved 
$100,000  yearly  in  leased 
office  space  by  sending  some 
workers  home  and  having  oth¬ 
ers  share  desks  in  a  “hoteling” 
program. 

Boyd  said  Georgia  Power  has 
seen  a  10%  increase  in  produc¬ 
tivity  among  the  customer  ser¬ 
vice  center  workers  who  work  at 
home.  He  added  that  those 
workers  save  a  combined  750 
commuter  miles  every  day  and 
an  average  of  1.5  hours  daily  per 


employee  in  commute  time. 

Of  the  professional  workers 
who  work  at  home  at  least  part 
of  the  week,  Boyd  said,  produc¬ 
tivity  changes  are  difficult  to 
quantify,  but  morale  has  risen. 

Georgia  Power  has  started  us¬ 
ing  the  Remote  Access  hard¬ 
ware  product  from  Ascend 
Communications,  Inc.  in  Ala¬ 
meda,  Calif.,  Boyd  said.  The  util¬ 
ity  this  year  plans  to  expand  its 
use  of  ISDN  with  Ascend  ISDN 
bridge  devices. 

Boyd  counsels  companies 
considering  telecommuting  to 
closely  analyze  business  needs, 
but  he  said  “telecommuting  is 
not  for  everybody.”  If  an  em¬ 
ployee  isn’t  productive  in  the  of¬ 
fice,  he  is  unlikely  to  be  more 
productive  at  home,  he  said. 

Boyd  also  said  it  is  important 
to  “involve  the  IS  department. 
Don’t  buy  products  or  start  a 
program  without  their  involve¬ 
ment.”  □ 


McKinley  leadership 


C  0  MIJ  NUED  .F  R  0  M  PA  G  E_5S 

McKinley  and  his  2,500-person 
information  systems  crew  was 
that  when  it  came  to  the  Inter¬ 
net,  content  was  king.  So  GE 
Capital  began  focusing  on  the 
wants  and  needs  of  specific 
groups  such  as  the  reinsurance 
industry. 

SHARING  INFO 

For  its  metal-working  custom¬ 
ers,  for  example,  GE  Capital  has 
added  home  pages  for  sharing 
best  practices,  product  an¬ 
nouncements  and  information 
on  specific  bidding  situations. 


In  a  wired  community, 
“you’re  really  fighting  for  air¬ 
time  on  a  customer’s  desktop,” 
McKinley  said. 

But  despite  his  ardor  for  elec¬ 
tronic  commerce,  don’t  expect 
to  find  McKinley  fighting  senior 
management  in  the  boardroom 
or  staffers  at  IS  meetings.  His 
leadership  style  emphasizes  the 
importance  of  listening  to  other 
viewpoints,  observers  said. 

“John  seeks  out  what  people 
are  hearing  and  thinking,”  said 
Paul  Daversa,  president  and 
CEO  at  Resource  Systems 


Group,  Inc.,  a  Stamford,  Conn.- 
based  information  technology 
placement  firm.  Daversa  has 
been  helping  McKinley  recruit 
divisional  CIOs  and  special 
projects  people  since  his  first 
week  on  the  job.  “No  matter 
where  you’re  seated,  John  looks 
straight  at  you,  not  up  or  down,” 
he  said. 

In  a  job  as  big  and  diverse  as 
McKinley's,  “half  the  success  is 
being  able  to  sell  your  ideas  up¬ 
ward  and  downward,  and  John 
does  a  great  job  of  doing  that,” 
Daversa  said.  Of  the  nearly 
1,000  CIOs  Daversa  has  met 
and  interviewed  during  his  ca¬ 
reer,  McKinley  “is  one  of  the 
best  communicators  I’ve  ever 
met,”  he  said.D 


Damaged  media  tips 

•-Send  the  media  to  a  profes¬ 
sional  data  recovery  facility 
as  soon  as  possible. 

►  Don’t  shake  the  media  or 
remove  the  cover  of  a  hard 
drive  assembly. 

►  Don’t  open  the  media  or 
expose  it  to  heat  to  dry  it 
out. 

►  Don’t  freeze-dry  wet  media. 

►Don’t  attempt  to  operate 

visibly  damaged  media. 

►  For  salt  water  damage, 
drives  can  be  bathed  in  dis¬ 
tilled  water,  then  express- 
shipped  in  an  airtight  con¬ 
tainer  to  a  professional  data 
recovery  facility. 

Source:  Ontrack  Data  International,  Inc., 

Minneapolis 

tions  gear  provided  by  Com¬ 
disco  Continuity  Services  in 
Rosemont,  Ill. 

All  told,  the  service  was  down 


for  only  two  hours,  thanks  to 
Comdisco  and  the  flood-evasion 
heroics  of  Ecolab  personnel, 
including  the  division’s  IS  man¬ 
ager,  Alan  Reyelts,  said  IS  direc¬ 
tor  Nick  Eian.  “I  couldn’t  imag¬ 
ine  having  no  backup  service,” 
Eian  said. 


COST  OF  RECOVERY 

Analysts  said  off-site  backup  is 
often  overlooked  by  IS  manag¬ 
ers  when  they  prepare  for  disas¬ 
ters.  “The  network  admini¬ 
strator  often  just  puts  the  tapes 
in  a  sock  drawer,”  said  David 
Casey,  an  analyst  at  Strategic 
Research  Corp.  in  Santa  Barba¬ 
ra,  Calif. 

Annual  fees  to  keep  a  disaster 
recovery  service  on  call  can  be 
up  to  2%  of  a  total  IS  budget. 
Justifying  this  bill  depends  on 
a  company’s  need  to  have  ser¬ 
vice  restored  within  48  hours, 
Casey  said.  □ 


I 


Teaching  over  the  Internet 

N  T  I  N 


media  requirements. 

In  the  past  year,  World  Wide 
Web  and  CD-ROM  training  pro¬ 
grams  grew  by  87%  and  53%,  re¬ 
spectively,  according  to  the 
American  Society  for  Training 
and  Development  in  Alexandria, 
Va.  Instructor-led  training,  by 
contrast,  fell  by  13%. 

“Training  is  definitely  moving 
to  technology,”  primarily  be¬ 
cause  of  the  cost  and  time  sav¬ 
ings  it  offers,  said  Brandon 
Hall,  editor  and  publisher  of 
“Multimedia  and  Internet 
Training,”  a  Sunnyvale,  Calif.- 
based  newsletter. 

But  IS’s  blessing  hasn’t  al¬ 
ways  been  forthcoming,  Hall 
said. 

FEAR  OF GROWTH 

At  some  companies,  IS  has 
thwarted  efforts  to  adopt  LAN- 
based  multimedia  training  for 
fear  of  choking  the  network  with 
additional  traffic. 

At  other  primarily  main¬ 
frame-oriented  companies,  IS 
resistance  seems  more  political 
in  nature. 

“It’s  loss  of  power,”  said  Lucy 
S.  Baney,  president  of  Access 
Technologies  Group  in  New 
Canaan,  Conn.  The  company 
develops  intranet  training 
materials. 

Baney  recalled  how  one  com¬ 
pany’s  IS  group  was  so  con¬ 
cerned  about  preserving  stan¬ 
dards  that  it  limited  multimedia 
training  materials  to  those  creat¬ 
ed  in  Microsoft  Corp.’s  Power¬ 
Point  even  though  virtually  all 
other  multimedia  tools  would 
run  on  the  company’s  comput¬ 


ing  platform. 

But  increasingly,  the  cost 
and  productivity  benefits  of  so- 
called  “distance  learning”  are 
becoming  far  too  compelling 
for  companies  —  and  IS  —  to 
ignore. 

CUTTING  COSTS 

At  Seattle-based  Boeing,  for  ex¬ 
ample,  intranet-based  video 
training  has  eliminated  the 
costs  associated  with  duplicat¬ 
ing  and  shipping  several  hun¬ 
dred  training  video  cassettes  to 
employees  each  week.  Now 
workers  can  take  management 
courses  and  even  post  electronic 
messages  in  training  chat 
rooms  over  the  company's  in¬ 
tranet. 

Time  savings  is  the  big  driver 
at  Lucent,  which  plans  to  roll 
out  its  CD-ROM  training  prod¬ 
uct  this  summer.  The  training 
will  be  updated  each  quarter, 
and  employees  will  receive 
new  product  information  via  the 
Internet. 

Having  sent  the  entire  sales 
force  the  same  information  at 
the  same  time,  salespeople  can 
then  “go  out  [to  customers]  with 
the  same  message,”  said  Alan 
G.  Chute,  chief  learning  strate¬ 
gist  at  the  networking  company. 

Chute  also  views  distance 
learning  as  a  viable  way  to  ease 
problems  created  by  the  ongo¬ 
ing  technical  skills  crunch. 

"The  pool  of  new  workers 
is  shrinking,  and  the  way  to 
address  this  is  to  retrain,”  he 
said.  “The  challenge  now  is 
moving  information,  not  peo¬ 
ple.”  □ 
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e-line  data  warehousing 
will  have  a  positive  irn 


software 
pact  on  your 


e  Solution 


Smart  business 
decisions. 

Even  smarter 
investment. 

A  recent  International  Data  Corporation  (IDC)  study 
of  organizations  that  have  implemented  data  warehouses 
reveals  an  average  three-year  Return  on  Investment  of 
401%!  There’s  no  better  choice  for  reaping  similar  rewards 
than  the  SAS  Data  Warehouse,  a  data  warehousing 
Product  of  the  Year  for  two  years  running. 

And  the  world’s  only  end-to-end  warehousing 
solution  for  managing,  organizing,  and  exploiting  your 
business  data — including  data  from  external  sources. 
Here’s  what  two  companies  featured  in  the  IDC  study 
have  to  say: 

MERRILL  LYNCH  ROI=1,464% 

For  this  leader  in  financial  services  markets,  the  SAS 
Data  Warehouse  yielded  fast  payback  and  measurable 
benefits.  According  to  John  Crawford,  VP  of  Reporting 
Systems  in  the  Marketing  Systems  Group,  “We’ve  been 
using  SAS  software  for  all  of  our  solutions  in  terms  of 
our  data  warehouse  implementation,  and  our  return 
on  investment  has  only  grown... it’s  a  broad-scope, 
well-integrated  solution  that  provides  all  of  our  data 
warehousing  needs  from  one  vendor,  and  there’s  no 
other  single  vendor  out  there  capable  of  doing  that.” 

LTV  STEEL  COMPANY  ROI=16,995% 

As  the  third  largest  steel  operator  in  the  U.S.,  they’ve 
been  using  SAS  software  for  data  warehousing  since 
long  before  the  term  was  coined.  According  to  Quality 
Assurance  Senior  Analyst  Robert  Scharl,  “SAS  software 
is  THE  element  of  our  data  warehousing  solution.  It 
beat  everything  else  for  data  retrieval. .  .and  it  would 
have  cost  us  maybe  a  half  million  dollars  to  bring 
something  else  in  for  a  data  warehousing  system.” 
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Most  users  at  Delicato  Vineyards 
choose  web-based  tools  to  access  ' 
the  company's  data  warehouse, 
says  IS  manager  Rita  Graham 


» 


By  Steve  Alexander 


THREE  MONTHS  AGO,  DelicatO 
Vineyards’  data  warehouse  had 
20  users,  all  of  them  using 
client/server  query  tools.  Today, 
it  has  ioo  users,  and  90  of  them 
have  web  browser-based  data  ac¬ 
cess  tools  that  work  over  the 
company  network. 

“It’s  as  simple  as  redoing  a 
license  arrangement  to  switch 
from  client/server  to  web,”  ex¬ 
plained  Rita  Graham,  manager 
of  information  systems  at  the 
Manteca,  Calif.,  winery. 

For  some  companies,  switch¬ 
ing  to  browsers  saves  money. 
Licenses  can  cost  less,  and  web 
tools  require  less  support  than 
their  client/server  brethren. 

For  others,  because  there  is 
less  training  involved,  the  capa¬ 
bility  to  request  reports  can  be 
rolled  out  to  more  users.  How¬ 


ever,  web-based  tools  are  compe¬ 
tent  at  executing  queries  for 
canned  reports  but  can’t  always 
handle  sophisticated  ad  hoc 
queries.  So  they  aren’t  right  for 
everyone  —  and  most  IS  man¬ 
agers  report  that  they  expect  to 
retain  client/server  tools  for 
those  who  really  need  them.  But 
those  are  probably  20%  of  data 
warehouse  users,  said  Wayne 
Eckerson,  director  of  business 
intelligence  and  data  at  Patricia 
Seybold  Group  in  Boston. 

“Most  users  have  very  simple 
requirements,  such  as  a  few 
static  reports,  refreshing  an  ex¬ 
isting  report  with  new  data  or 
changing  some  of  the  values  in 
an  existing  report.  All  those 
functionalities  can  run  across 
the  web  today,”  Eckerson  said. 
“Any  vendor  that  has  a  data 
warehouse  reporting,  query  or 
Browsers,  page  64 


Browsers  gain 
query  tool  ground 
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Learn  the  risks  of  marts 


SHAKU  ATRE 


In  a  survey  we  recently 
conducted  at  Atre  Group, 
most  companies  said  they 
started  with  an  application- 
specific  data  mart  instead  of  an 
enterprise  data  warehouse.  But 
less  than  a  quarter  of  them  con¬ 
ducted  risk  assessment. 

The  respon¬ 
dents,  participants 
in  Atre’s  first  Data 
Warehouse  Certifi¬ 
cation  seminar  in 
December,  were 
asked  how  they 
planned  and  im¬ 
plemented  data 
warehousing  prior 
to  the  class. 

Users  apparently  believe  data 
marts  are  a  low-risk  endeavor. 
There  are  two  kinds  of  data 
marts:  independent  and  depen¬ 
dent.  Most  respondents  build 
stand-alone  independent  data 
marts,  which  at  first  glance 
seem  easier  to  deploy  than  de¬ 


pendent  data  marts,  which  are 
fed  from  an  enterprise  data 
warehouse  that  provides  com¬ 
mon  services. 

Is  building  an  independent 
data  mart  really  a  low-risk  en¬ 
deavor?  It  depends  on  how  you 
define  risk.  Technology  risk  is 
only  one  aspect  of 
risk  analysis.  You 
must  also  consider 
risk  in  the  areas  of 
complexity,  inte¬ 
gration,  organiza¬ 
tion,  project  team 
and  financial  in¬ 
vestment. 

By  limiting 
scope  and  ambition,  a  stand¬ 
alone  data  mart  may  appear  to 
minimize  risk  in  all  these  cate¬ 
gories.  But  this  seemingly  low 
risk  may  really  reflect  an  ab¬ 
sence  of  strategy  or  foresight. 
What  happens  later,  when  data 
marts  pop  up  across  the  organi- 
Atre,  page  64 


Open  markets?  Open  a  warehouse 


CLECO  is  using  its  data  warehouse  to  prepare  for  when  customers 
will  have  the  choice  of  buying  power  from  CLECO,  from  plants  like 
this  one  in  Rodemacher,  La.,  or  from  competitors 


es  of  customers.  A  data  ware¬ 
house,  built  around  a  2oG-byte 
Oracley  database  on  a  Sun  Mi¬ 
crosystems,  Inc.  SPARCstation 
1000,  lets  CLECO  examine  cost 
and  profitability  breakdowns 
closely  across  its  five  profit  cen¬ 
ters  —  distribution,  retail  ener¬ 
gy,  financial,  generation  and 
transmission  services. 

“Our  data  warehouse  is  pro¬ 
viding  managers  with  ad  hoc, 
multidimensional  views  of  their 
costs  . . .  and  they  were  never 


►  Deregulation  puts  focus  on  customer  needs 

By  Gael  Core 


for  industries  on  the  cusp 
of  deregulation,  preparing  for 
competition  means  getting  to 
know  customers  intimately.  Just 
ask  Ron  Clark,  who  uses  data 
warehousing  technology  to  help 
Central  Louisiana  Electric  Co. 
(CLECO),  a  $435  million  electric 
utility  in  Pineville,  La.,  improve 
its  bottom  line  and  attract  new 
customers. 

CLECO  is  building  market  in¬ 
telligence  for  the  day — which  is 
expected  to  come  within  the 
next  few  years  —  when  the  Loui¬ 
siana  Regulatory  Commission 
permits  regional  rivals  to  enter 
its  now-protected  turf.  Potential 
competitors  are  Southern  Cos., 
a  combination  of  Gulf  Coast 
electric  utilities:  Houston  Light¬ 
ing  &  Power  Co.  in  Houston; 
and  Enron  Corp.,  a  Houston- 
based  energy  services  company. 

One  of  CLECO ’s  priorities  is 
to  develop  rate  structures  that 
attract  and  retain  specific  class¬ 


able  to  do  that  in  the  past,”  said 
Clark,  senior  data  warehouse 
specialist  at  CLECO.  Brio  Tech¬ 
nology,  Inc.  tools  are  used  to 
generate  ad  hoc  queries  for  mar¬ 
keting  and  canned  queries  for  fi¬ 
nancial  managers.  Reports  are 
generated  on  the  fly,  Clark  said. 

Prior  to  the  data  warehouse, 
information  systems  managers 
were  able  to  generate  decision- 
support  tables  only  from  home¬ 
grown  mainframe  applications. 
These  could,  for  example,  give 
revenue  figures  for  each  month 
Open  markets,  page  64 
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Browsers  move  in 
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analysis  tool  is  moving  it  to  the 
web.” 

At  Delicato  Vineyards,  ac¬ 
countants  will  still  use  client/ 
server  tools  to  reconcile  prob¬ 
lems  with  general-ledger  trans¬ 
actions,  for  example.  But  execu¬ 
tives  are  more  comfortable  with 
the  web  browser  tool,  which 
provides  access  to  predefined 
data  warehouse  reports  on  key 
topics  such  as  past-due  orders, 
best-selling  products  and  top 
customers,  Graham  said. 

The  firm  runs  a  iG-byte  data 
warehouse  of  financial  and  mar¬ 
keting  information  on  an  Oracle 
Corp.  database  using  Brio  Tech¬ 
nology,  Inc.’s  BrioQuery  4.0 
client/server  tool  and  its  brio, 
web.warehouse.  Web  query  tool 
licenses  cost  $395;  client/server 
licenses  cost  $795. 

WEB  GROWTH 

Concert  Communications  Ser¬ 
vices,  a  London-based  strategic 
partnership  between  British 
Telecommunications  PLC  and 
MCI  Communications  Corp., 
has  a  financial  data  warehouse 
that  runs  on  an  Oracle  database 
with  about  13G  bytes  of  data  and 
uses  MicroStrategy,  Inc.’s  DSS 
Agent  client/server  tool  and 
DSS  web  tool.  Simon  Bland,  se¬ 
nior  manager  of  business  sys¬ 
tems  at  Concert's  Reston,  Va., 
office,  said  20  users  have  cli¬ 
ent/server  tools  and  40  use  web 
tools.  Bland  said  he  expects  the 
number  of  web  users  to  expand 
four-  to  fivefold  while  the  num¬ 
ber  of  client/server  users  re¬ 
mains  the  same. 

Growth  at  plenty  of  other 
firms  will  be  on  the  web,  as  well. 

“We’re  not  using 
too  many  web-based 
tools  yet,  but  we  will 
be  moving  in  that  di¬ 
rection  for  ease  of 
use  for  supervisors 
who  are  just  looking 
at  canned  reports,” 
said  Dianne  Denson, 
an  information  tech¬ 
nology  department 
business  consultant  at  BP  Ex¬ 
ploration  Alaska,  an  oil  explora¬ 
tion  firm  in  Anchorage.  “Proba¬ 
bly  50%  of  users  don’t  need  to 
create  their  own  queries  [and 
therefore  can  use  web  tools], 
and  it  may  be  60%  or  70%.” 

BP  Exploration  uses  a  data 
warehouse  that  runs  on  an  Ora¬ 
cle  database  for  maintenance  on 
everything  from  oil-water  sepa¬ 
ration  facilities  to  living  quar¬ 
ters.  Queries  of  its  8G-byte 
warehouse  revolve  around  keep¬ 
ing  track  of  budgets,  labor 


The  differences 
in  functionality 
between  web  and 
client/server  are 

narrowing. 


hours,  materials,  scheduling 
and  planning.  About  500  users 
have  Brio  client/server  tools, 
and  about  20  are  using  Brio  web 
tools.  Starting  in  June,  web  tools 
will  be  rolled  out  to  most  users 
over  six  months  to  a  year.  “We 
probably  will  work  out  an  agree¬ 
ment  with  Brio  to  trade  in  some 
client/server  tool  licenses  for 
web  tool  licenses,”  Denson  said. 

Another  user  shifting  to  web 
tools  is  Foothill-De  Anza  Com¬ 
munity  College  District  in  Los 
Altos  Hills,  Calif.  It  has  40 
client/server  users  and  12  web 
users,  but  the  number  of  web 
users  is  expected  to  climb  to  60 
by  fall,  said  Jim  Lucas,  director 
of  institutional  research. 

“Up  to  now,  we’ve  done  our 
review  work  with  a  client/server 
tool.  But  now  we’re  switching  a 
lot  of  people  to  the  web  because 
they’re  all  getting  the  same 
kinds  of  standard  reports.  The 
web  is  simpler  for  IS  because 
there  are  fewer  access  problems, 
and  it’s  easier  for  users  because 
they  get  information  through 
web  browsers,”  Lucas  said. 

The  two  community  colleges, 
which  together  have  38,000  stu¬ 
dents,  use  Brio  tools  to  access  a 
4G-byte  data  warehouse.  Que¬ 
ries  are  designed  to  justify  fund¬ 
ing  requests  to  the  California 
Community  College  Chancel¬ 
lor’s  Office  and  typically  involve 
analyzing  revenue  vs.  costs,  stu¬ 
dent  demographics  and  demand 
for  various  college  courses. 

Chapman  Gleason,  systems 
manager  at  the  Environmental 
Protection  Agency’s  Center  for 
Environmental  Statistics  in 
Washington,  said  he  likes  web 
query  tools  because 
they  require  less  sup¬ 
port  on  the  client 
side.  In  contrast,  he 
estimates  that  cli¬ 
ent/server  tools  re¬ 
quire  about  40  hours 
of  support  per  year 
per  user  at  $50  an 
hour  in  labor  costs. 
But  client/server 
tools,  which  recently  became 
available  to  EPA  users,  have 
found  favor  with  power  users, 
and  Gleason  said  he  expects 
20%  to  25%  of  users  will  want 
them.  That  means  the  use  of 
web  tools  is  likely  to  decline 
from  90%  now  to  75%  to  80%. 

Although  maintaining  exper¬ 
tise  on  both  web  and  client/serv¬ 
er  tools  is  inconvenient,  he  said, 
it  is  inevitable.  Tire  EPA  has  530 
people  using  SAS  Institute, 
Inc.’s  client/server  tool  and 
SAS/IntrNet  web  tool  to  access  a 
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►Brio. web.warehouse,  Brio 
Technology,  Inc.,  Palo  Alto, 
Calif. 

►  DSS  Web,  MicroStrategy, 

Inc.,  Vienna,  Va. 

►htmSQL,  SAS  Institute, 

Inc.,  Cary,  N.C. 

►IQ/LiveWeb,  IQ  Software, 
Norcross,  Ca. 

►OpenWarehouse  Web, 
Hewlett-Packard  Co., 
Cupertino,  Calif. 

►Oracle  Applications  Data 
Warehouse,  Oracle  Corp., 
Redwood  Shores,  Calif. 

►Web.sql,  Sybase,  Inc., 
Emeryville,  Calif. 

new  data  warehouse  running  on 
an  SAS  database  that  eventually 
will  hold  25G  bytes  of  data. 

But  the  distinctions  between 
web  and  client/server  query  tool 
functionality  —  now  weighing 
in  favor  of  client/server  —  will 
soon  disappear,  according  to 
Eckerson.  “The  web  is  evolving 
very  fast,  and  in  1998,  you’ll  see 
some  degree  of  equivalence  in 
what  you  can  get  with  web  and 
client/server  tools.”  That  should 
be  possible  because,  as  Java  ma¬ 
tures,  downloadable  Java  applets 
will  be  able  to  perform  many  of 
the  same  functions  as  today’s 
client/server  tools,  he  said.  It  is 
unclear  whether  that  would 
raise  the  price  of  web  tools.  □ 


Alexander  is  a  freelance  writer  in 
Edina,  Minn. 


of  a  two-year  period,  but  that 
didn’t  solve  the  problems  at 
hand.  “What  if  someone  asks 
me,  ‘Who  is  the  biggest  custom¬ 
er  in  Wells  Parish?’  . . .  That  is 
something  which  takes  an  hour 
and  a  half  to  run,”  said  John  Jar¬ 
rell,  CLECO’s  lead  load-research 
analyst. 

Armed  with  demographic 
data  from  Equifax  Corp.  in  At¬ 
lanta,  marketing  analysts  can 
zero  in  on  customers  based  on 
their  nine-digit  ZIP  code.  That 
lets  managers  retrieve  data  from 
one  of  50  demographic  group¬ 
ings  in  the  warehouse. 

One  such  effort  sought  to  lure 
gas  water  heater  owners  to  elec¬ 
tric.  “We  use  the  data  ware¬ 
house  to  pull  names  and  ad¬ 
dresses  to  make  labels  for 
various  targeted  individuals,” 
Jarrell  said. 

Although  the  work  is  promis¬ 
ing,  CLECO  has  yet  to  cost-justi- 
fy  and  measure  the  data  ware¬ 
house’s  effect.  But  even  if  it 
can’t  quantify  the  impact,  there 
are  qualitative  differences.  Man¬ 
agers  have  more  summary  data 
at  their  disposal  than  before. 

“The  tables  are  much  better 
organized  than  they  were,”  Jar¬ 
rell  said.  Getting  at  data  takes 
about  one  and  a  half  hours,  but 
CLECO  expects  to  cut  that  down 
to  90  seconds  once  the  data 
warehouse  gets  a  star  schema.  A 
star  schema  allows  end  users  to 


see  more  summary  tables,  pro¬ 
viding  quicker  access  to  data 
while  giving  financial  managers 
access  to  more-detailed  data 
stored  in  fewer  tables. 

“Pulling  information  from 
multiple  sources  which  are  not 
themselves  consistent  with  each 
other  and  bringing  them  into  a 
consistent  model  is  a  very  diffi¬ 
cult  part  of  the  job,”  said  Henry 
Morris,  research  director  of  data 
warehouses  and  applications  at 
International  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

CLECO  uses  data  extraction 
and  propagation  tools  from 
Prism  Solutions,  Inc.  in  Sunny¬ 
vale,  Calif.,  that  follow  business 
rules  to  move  operational  code 
in  homegrown  tables  and  files 
to  the  warehouse,  Clark  said. 

CLECO  also  hopes  to  use  the 
data  warehouse  to  target  new 
home  contractors.  “Getting  in¬ 
put  from  us  is  the  best  way  to 
help  them  conserve  on  the  use 
of  electricity,”  Clark  noted. 

Data  warehousing,  however, 
can’t  crystalize  the  uncertainty 
of  deregulation.  “Our  biggest 
obstacle  is  still  not  knowing 
where  everything  is  going  to 
evolve,”  Clark  said.  “The  big  ‘if’ 
in  all  of  this  is  the  direction  [in 
which]  the  regulatory  commis¬ 
sion  is  going  to  lead  us.”  □ 


Core  is  a  freelance  writer  in  San 
Francisco. 


Atre:  Learn  the  risks  of  data  marts 
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zation  like  mushrooms?  Some 
of  our  survey  respondents  said 
they  were  implementing  multi¬ 
ple  data  marts  because  it  was  too 
tough  to  model  the  enterprise  or 
overcome  the  departmental 
politics  of  data  ownership. 
Those  issues  probably  won’t  go 
away. 

Risk  escalates  when  you  build 
a  series  of  data  marts.  You 
may  create  disparate  data  marts. 
The  incompatibility  usually  aris¬ 
es  not  because  of  hardware/ 
software  incompatibility,  but 
because  the  data  marts  were  cre¬ 
ated  with  different  models  of 
business  processes  and  data  def¬ 
initions.  The  finance  depart¬ 
ment  doesn’t  necessarily  define 
the  term  “customer”  the  way 
marketing  does. 

As  a  result,  you  won’t  be  able 
to  compare  data  from  one  data 
mart  with  that  of  another. 

Furthermore,  as  data  marts 
proliferate,  each  probably  will 


need  to  access  the  same  opera¬ 
tional  systems,  and  that  will  lead 
to  a  snarl  of  partially  duplicative 
data  feeds  and  a  variety  of  data 
transformation  schemes.  Data 
duplication  gets  expensive  in 
terms  of  storage  and  manage¬ 
ability.  One  2oG-byte  chunk  of 
operational  data,  replicated  to  a 
half-dozen  data  marts  and  aug¬ 
mented  by  indexes,  meta  data 
and  summary  tables,  could  gen¬ 
erate  hundreds  of  gigabytes  of 
data  mart  data. 

With  dependent  data  marts, 
the  data  is  consistently  defined. 
A  central  warehouse  facility  ex¬ 
tracts  and  stages  the  data  and 
feeds  subsets  of  it  to  the  various 
data  marts.  But  this  is  difficult. 
You  first  have  to  build  an  enter¬ 
prise  warehouse  and  create  data 
marts  that  exploit  it. 

There  is  an  alternative.  You 
can  approach  data  marts  with 
enough  discipline  to  make  sure 
that  each  data  mart  is  modeled 


consistently  and  sees  data  the 
same  way.  Then,  at  the  same 
time  or  after  you’ve  built  a  few 
data  marts,  you  can  build  an  en¬ 
terprise  layer  to  handle  com¬ 
mon  services.  This  central  facili¬ 
ty  will  feed  the  data  marts.  To 
accomplish  this,  you  must  ap¬ 
proach  data  mart  development 
“architecturally.” 

The  lesson  is  that  you  don’t 
limit  risk  by  ignoring  future  re¬ 
quirements.  Data  marts  usually 
won’t  succeed  except  as  part  of  a 
strategy.  Until  you  have  evaluat¬ 
ed  the  overall  risks  of  data  ware¬ 
housing  and  found  the  best  way 
to  meet  your  objective,  don’t 
start  that  pilot  project  —  no  mat¬ 
ter  how  safe  it  appears.  □ 

Atre  is  president  of  Atre  Group, 
Inc.,  a  consultingfirm  in  Port 
Chester,  N.Y.,  that  specializes  in 
data  warehousing  and  database 
technology.  Her  E-mail  address  is 
shaku@atre.com. 
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Red  Brick  Warehouse  5.0  is  the  World's 

fastest  and  most  scalable  relational  database 

for  data  warehousing,  including  data  marts,  OLAP  and  data  mining. 
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database  company  and  the  leading  provider  of 


RDBMS  products  for  data  ware¬ 


housing.  Our  customers 


Performance  is  Everything  in  aata  waren 


The  "Universal,  generic,  one-size-fits-all 


RDBMS"  approach  is 


wrong  for  data  warehous¬ 
ing,  Red  Brick  Warehouse 
is  the  only  RDBMS 
designed  specifically  for 
data  warehousing.  With  Red  Brick,  you  get  a  data 
warehouse  solution  that  performs  ten  times  faster 
for  half  the  cost,  deployed  in  one-third  the  time. 

Red  Brick  is  the  industry's  fastest  growing 


are  successful  because  our 
products  and  service 
enable  more  users  to 
analyze  more  data  and 
make  better  decisions  faster. 

To  learn  more,  attend  the  "Performance  is 
Everything"  seminar  in  your  area.  Register  now: 

1  800  939  1845  or  www.redbrick.com. 
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Remember  culture? 

To  lead,  you  need  followers.  That's 
why  IS  culture  is  a  strategic  asset, 
Peter  Keen  says.  Page  70 


(www.computerworld.com) 


By  Gary  H.  Anthes 

he  research  and  trading  unit 
of  NationsBank  Corp.  is 
migrating  its  i,ooo  PCs  to 
Windows  NT.  But  one  stub¬ 
born  user  hasn’t  even  moved 
to  Windows  95,  because  he 
refuses  to  give  up  a  5-year- 
old  software  package  called 
Lotus  Symphony. 

The  bank’s  information  systems  department  won’t 
make  the  user  give  up  Symphony  —  which  runs  under 
Windows  for  Workgroups  —  but  it  does  have  a  migration 
plan  in  mind  for  him.  Over  time,  a  cost-accounting  sys¬ 
tem  will  allocate  the  cost  of  supporting  Windows  for 
Workgroups  to  fewer  users. 

“We  can’t  force  him  to  migrate,  but  we  can  point  out 
that  the  cost  of  supporting  Windows  for  Workgroups 
may  go  from  $50  a  month  for  each  of  50  users  to  $1,000 
a  month  for  one  user,”  explains  Rick  Shope,  manager  of 
PC  technology  and  planning  at  NationsBanc-CRT.  “His 
manager  will  say,  ‘You  get  off  that,  because  it’s  costing  us 
$12,000  a  year.’” 

Enforcing  compliance  with  corporate  software  and 
hardware  use  policies  by  forcing  recalcitrants  to  open 
their  wallets  is  one  of  many  strategies  IS  managers  use 
to  cope  with  the  rising  costs  of  desktop  support.  Some 
measures  are  mechanistic  and  draconian:  One  large 
company  removed  the  floppy  disk  drives  from  6,000 


IS  managers  employ  many  techniques 
to  get  users  to  comply  with  PC  policies 
and  help  cut  desktop  support  costs. 


PCs  because  employees  kept  in¬ 
stalling  unapproved  software. 

But  most  IS  managers  say  a 
combination  of  carrots  and 
sticks  —  plus  carefully  nurtured 
relations  with  business  unit 
managers  and  support  from  cor¬ 
porate  management —  is  key  to 
getting  compliance  with  PC  pol¬ 
icies  and  standards. 

Unum  Corp.,  the  Portland, 
Maine-based  insurance  con¬ 
glomerate,  takes  a  no-nonsense 
approach  to  PC-use  policy,  start¬ 
ing  with  its  refusal  to  use  the 
term  “personal  computer.”  Bob 
Malik,  senior  vice  president  and 
chief  information  officer,  ex¬ 
plains,  “These  workstations  are 
really  little  mainframes,  and  as 
mainframes  they  are  [subject  to] 
certain  standards  and  policies.” 

Unum  has  a  common  policy 
that  prohibits  employees  from 
installing  software  that  isn’t  on  a 
list  of  approved  products.  Viola¬ 
tions  are  detected  by  software 
that  scans  the  company’s  8,000 
desktop  systems,  looking  for  un¬ 


sanctioned  items.  The  scanner 
also  helps  ensure  compliance 
with  software  license  agree¬ 
ments,  Malik  says. 

Unum  has  a  CIO  in  each  of 
its  major  business  units,  and 
they  must  approve  exceptions  to 
the  software  policy.  Malik  re¬ 
solves  disputes  or  doubtful  situ¬ 
ations,  he  says. 

GLOBAL  DIRECTION 

TransAmerica  Corp.  has  13  ma¬ 
jor  subsidiaries,  each  with  its 
own  PC  policies.  But  the  com¬ 
pany  is  moving  toward  more 
global  standards,  says  Judith 
Goodman,  director  of  technical 
services  at  the  parent  corpora¬ 
tion  in  San  Francisco. 

The  move  was  prompted  by 
demands  for  greater  interopera¬ 
bility,  a  desire  to  reduce  support 
costs  and  the  hope  of  getting 
better  volume  discounts  on  pur¬ 
chases,  she  says. 

Goodman  says  TransAmerica 
gets  good  compliance  from  its 
users  by  guaranteeing  them  su¬ 


perb  technical  support,  but  only 
if  they  adhere  to  standard  con¬ 
figurations.  “When  someone 
calls  our  help  desk,  we  have 
someone  at  that  customer’s 
desk  within  five  minutes,”  she 
says. 

Goodman’s  IS  group  has  a 
written  service-level  agreement 
with  internal  customers  that 
pledges  things  such  as  off-hours 
access  to  technicians  via  beep¬ 
ers.  Goodman  says  drafting  the 
agreement  helped  highlight  and 
reconcile  differences  between 
what  users  expected  and  what  IS 
felt  it  could  reasonably  provide. 

Experts  advise  forging  three- 
way  partnerships  among  IS 
managers,  end  users  and  users’ 
managers.  “If  the  partnership  is 
there,  and  it’s  based  on  trust, 
then  the  standardization  of  PCs 
and  software  will  be  easier  to 
implement,  enforce  and  main¬ 
tain,”  says  Robert  A.  Zawacki,  a 
professor  of  business  and  tech¬ 
nology  at  the  University  of  Colo¬ 
rado  in  Colorado  Springs. 


Ditchfield  admits.  “We  can’t 
watch  employees  and  see  that 
they  don’t  have  Bingo  One  up  in 
their  spare  moments.” 

Malik  says  policies  can  be  en¬ 
forced.  But  he  concedes  that 


mands  of  users  and  his  obliga¬ 
tion  to  control  costs.  The  bank’s 
traders  are  especially  difficult 
because  of  the  esoteric  work 
they  do  and  their  constant  quest 
to  find  better  tools,  he  says. 


Sherry  Irwin,  president  of 
Technology  Asset  Management, 
Inc.  in  Mississauga,  Ontario, 
says  a  growing  fear  of  software 
piracy  investigations  and  litiga¬ 
tion  is  spurring  attempts  to  im¬ 
pose  tighter  controls  over  what 
users  have  on  their  machines. 

“Senior  management  is  con¬ 
cerned  about  this,  and  it’s  giving 
some  individuals  mandates  that 
they  wouldn’t  otherwise  have,” 
she  says. 

Shope  says  he  tries  to  accom¬ 
modate  requests  for  the  use  of 
nonstandard  software  as  long  as 
those  requests  have  been  ap¬ 
proved  by  the  user’s 
business  unit  manag¬ 
er.  He  also  tries  to 
help  users  avoid  unex¬ 
pected  consequences 
of  their  actions. 

For  example,  non¬ 
standard  software 
may  be  loaded  on  a  user’s  local 
machine  only.  But  Shope  ad¬ 
vises  that  any  data  generated  by 
those  systems,  which  aren’t 
backed  up  by  IS,  be  replicated 
on  network  servers,  which  are 
backed  up. 

Progressive  Insurance  Co.  in 
Mayfield  Village,  Ohio,  seg¬ 
ments  its  employees  into  two 
classes  and  maintains  PC  soft¬ 
ware  policies  appropriate  for 


each.  About  7,000  “transaction¬ 
al  workers”  are  networked  and 
bed  to  the  company’s  legacy  sys¬ 
tems,  and  they  have  relatively 
strict  standards  for  their  well- 
defined  work  routines. 

In  fact,  the  transactional 
workers  soon  may  have  even 
stricter,  de  facto,  standards.  That 
will  occur  naturally  as  their  soft¬ 
ware  moves  from  their  desktops 
to  servers  when  the  company 
converts  PCs  to  network  com¬ 
puters  during  the  next  several 
years,  CIO  Allan  Ditchfield  says. 

On  the  other  hand,  Progres¬ 
sive’s  2,000  “knowledge  work- 


AT  MERCY  OF ‘THE  COURT’ 


The  $6  billion  AM  P,  Inc.  in  Harrisburg,  Pa., 
enjoys  excellent  compliance  with  its  policies  for 
the  use  of  its  12,000  PCs,  CIO  Ron  Vance  claims. 
The  reason:  “The  need  for  enterprise  interopera¬ 
bility  is  both  respected  and  supported,”  he  says. 

A  key  to  this  compliance  is  top  management 
support.  “We  have  a  systems  policy  board  with 
the  CEO  and  chief  financial  officer  on  it,  so 
there’s  a  lot  of  teeth  in  the  standards,”  Vance 
says.  “Without  teeth,  you  don't  have  a  prayer.” 


ers”  work  more  independently 
using  spreadsheets,  word  pro¬ 
cessors,  the  Internet  and  per¬ 
haps  data  mining  and  modeling 
software,  Ditchfield  says. 

Standards  for  this  group  are 
“loose,”  and  requests  for  non¬ 
standard  software  often  are  ap¬ 
proved  as  long  as  IS  procures 
and  installs  the  software,  he 
says.  “These  policies  are  ne¬ 
ver  [completely]  enforceable,” 


The  board  —  which  also  includes  Vance;  the 
vice  presidents  for  quality,  engineering  and  logis¬ 
tics;  the  corporate  controller;  and  heads  of  two 
business  units  —  also  offers  a  way  for  the  CIO  to 
escape  being  seen  as  the  tough  guy.  “The  board 
is  a  nonemotional,  due-process  way  for  people  to 
get  their  differing  opinions  aired,”  Vance  says. 

For  example,  Vance  says,  a  user  might  want  to 
use  Lotus  Notes  instead  of  the  AMP-standard 
Microsoft  Exchange.  “Instead  of  us  just  fighting 
it  out,  I'll  say,  ‘Fine,  ifyou’vegot  a  business  case, 
we’ll  schedule  you  before  the  systems  policy 


board,  and  you’ll  get  your  day  in  court.  You  can 
explain  to  our  senior  executives  why  your  point 
of  view  is  in  the  best  interests  of  the  company.’  ” 
The  thought  of  appearing  “in  court”  before  se¬ 
nior  executives  filters  out  the  trivial  and  parochial 
requests,  Vance  says. 


"[AMP's  policy]  board  is  a  nonemotional,  due-process  way  for 
people  to  qet  their  differing  opinions  aired." 

Ron  Vance,  CIO,  AMP 


As  CIO,  Vance  chairs  the  policy  board,  but  the 
CEO  is  actively  involved.  “He  wants  to  be  part  of 
it  because  he  is  a  big  believer  in  standards,” 
Vance  says.  “Both  the  CEO  and  CFO  are  big  sup¬ 
porters  of  our  information  technology  agenda.” 

—  Cary  H.  Anthes 


not  the  appropriate  response  today,  especially 
s.  We  have  some  users  who  are  very,  very 
d  you  have  to  respect  that  knowledge." 

idith  Goodman,  director  of  technical  services,  TransAmerica 


with  7,200  employees,  there 
will  always  be  some  who  dis¬ 
agree  with  corporate  PC-use 
policies  and  some  who  say  the 
policies  limit  their  “empower¬ 
ment.” 

But  Unum  gets  good  policy 
buy-in  by  having  the  policies  tai¬ 
lored  to  an  overarching  IS  strat¬ 
egy  developed  by  a  broad  coali¬ 
tion  of  IS  and  user  managers, 
including  the  company’s  chair¬ 
man. 

“So  then  everyone  knows  that 
we  are  not  just  picking  a  tool 
set,”  Malik  says.  “We  have  a 
strategy  that  the  businesses 
have  approved,  and  they  can  see 
we  have  a  vision  for  where  we 
want  to  go.” 

Shope  echoes  the  lament  of 
many  an  IS  manager;  he  says  he 
feels  caught  between  the  de- 


But  Shope  has  a  realistic  atti¬ 
tude  perhaps  not  shared  by  all 
IS  managers. 

“I  would  like  to  have  the  abili¬ 
ty  to  strong-arm  what  goes  on 
the  machine,”  he  says.  “But  you 
have  to  keep  your  rapport  with 
users,  and  the  people  in  IS  have 
to  realize  that  we  are  a  cost  cen¬ 
ter,  and  the  traders  are  making 
the  money.” 

Goodman  agrees  that  IS  must 
remain  flexible. 

“  ‘Just  say  no’  is  not  the  appro¬ 
priate  response  today,  especially 
to  the  power  users,”  she  says. 
“We  have  some  users  who  are 
very,  very  sophisticated,  and  you 
have  to  respect  that  knowl¬ 
edge.”  □ 


Anthes  is  Computerworld’s  senior 
editor,  special  reports. 
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N  o  knack 
for  hacking 
leaves 
women 
feeling 
left  out  in 
computer 
education 


^  ould  a  lack  of  self-esteem 

and  an  inability  to  hack 
like  the  guys  be  deterring 
women  from  choosing  IS 
as  a  career? 

•'  Jane  Margolis  thinks  so. 

mUS  Margolis,  a  visiting  re- 

||  search  scientist  at  Carne- 

gie  Mellon  University  in 
rkHHb  ■  Pittsburgh,  is  two  years  in- 

to  a  research  grant  from 
the  Sloane  Foundation. 
She  is  studying  why  fe¬ 
male  college  students  stick  with,  or  abandon,  one  of 
the  areas  of  study  that  often  leads  to  a  career  in  infor¬ 
mation  systems.  Margolis’  findings  are  based  on  in¬ 
tensive  interviews  conducted  each  semester  with 
women  at  Carnegie  Mellon  who  are  majoring  in 
computer  science  and  other  IS-related  disciplines. 

Her  objectives  are  straightforward:  Find  out  why 
fewer  women  than  men  are  earning  computer  de¬ 
grees,  then  try  to  do  something  about  it. 

Margolis  and  other  experts  say 
that  since  the  figures  peaked  in 
1984,  there  has  been  an  overall  de¬ 
cline  in  the  number  of  men  and 
women  who  seek  degrees  in  com¬ 
puter  science  and  related  fields.  Sta¬ 
tistics  from  the  University  of  Califor- 
nia-Irvine  support  her  view:  In  the 
mid-1980s,  36%  to  38%  of  bache¬ 
lor’s  degrees  in  computer  science 
went  to  women:  that  has  since 
dropped  to  15%  to  20%. 

Margolis  says  the  freshman  class  at  Carnegie  Mel¬ 
lon  has  95  computer  science  majors,  and  only  seven 
of  them  are  women.  Among  sophomores,  there  are 
20  women  out  of  140  computer  science  majors. 
"Ironically,  many  of  the  women  in  the  [computer 
science]  program  get  A’s  and  regularly  make  the 
dean’s  list,  and  they  still  don’t  think  they’re  as  smart 
as  the  guys,”  Margolis  says. 

So  what  gives?  That  old  bugaboo  —  the  stereotype 
of  the  SuperNerd  Male  Hacker  able  to  crack  Defense 
Department  computers  with  a  single  keystroke,  en¬ 
dowed  with  computer  know-how  far  beyond  those  of 
mere  mortal  women  —  seems  to  be  keeping  women 
out  of  computer  majors,  Margolis  says.  And  the 
women  in  her  study  agree. 

“Computers  aren’t  something  I  grew  up  using 
every  waking  minute  like  the  guys  in  my  classes,  so  I 
find  it  difficult  to  keep  up.  No  matter  how  long  or 
hard  I  study,  I  always  feel  like  I’m  behind,  because 
things  like  programming  and  hacking  come  so  natu¬ 
rally  to  them,”  says  one  undergraduate  who  request¬ 
ed  anonymity. 
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Phoebe  Sengers,  a 
Carnegie  Mellon  grad¬ 
uate  student  in  artifi¬ 
cial  intelligence  re¬ 
search,  says  the  guys 
in  her  classes  are 
friendly,  but  often  like 
to  make  jokes  at  the 
expense  of  their  fe¬ 
male  classmates.  “It 
gives  them  a  thrill  to 
assert  their  superior 
computer  prowess  or 
hacking  capabilities,”  she  says. 

But  at  a  New  York  university,  joking  crossed  the 
line  to  hazing.  A  female  computer  science  under¬ 
graduate  who  declined  to  be  named  found  herself 
the  object  of  a  “hacker’s  hazing  rituals.” 

“They  trashed  my  computer,  uploading  nonlethal 
programs  that  would  flash  dirty  pictures  every  thou¬ 
sand  keystrokes,  reset  my  configurations,  and  rear¬ 
range  and  delete  my  files.  I  was  in  tears.  The  guys 
thought  it  was  a  riot,”  she  says. 

Lin  Chase,  who  just  completed  her 
doctorate  in  computer  science  and 
robotics  at  Carnegie  Mellon,  says  the 
sheer  ratio  of  men  to  women  in  IS  is 
daunting.  Chase  recently  attended  a 
lecture  by  James  Gosling,  vice  presi¬ 
dent  of  Sun  Microsystems.  “It  was 
99%  men  [in  the  audience],  I  know  I 
belonged,  because  I’m  a  competent 
computer  scientist,  yet  I  felt  like  a 
foreigner  in  my  chosen  field,”  she  says. 

Margolis  hopes  her  National  Science  Foundation 
grant  to  run  summer  institutes  for  advanced  place¬ 
ment  computer  science  high  school  teachers  will  be 
a  first  step  toward  getting  more  women  to  earn  com¬ 
puter  science  and  other  pre-IS  degrees.  Only  16%  of 
those  now  taking  the  advanced  placement  computer 
science  test  are  female.  In  1999,  the  test  will  be  giv¬ 
en  in  C++,  “the  hacker’s  language,”  Margolis  says. 

The  grant  has  two  goals.  The  first  is  to  refine  the 
C++  knowledge  of  women  teachers,  then  pass  those 
same  skills  on  to  female  students.  Margolis  hopes 
that  will  help  increase  the  enrollment  and  the  suc¬ 
cess  of  girls  in  computer  science  classrooms  and 
laboratories.  The  second  goal  is  to  convince  women 
that  they  don’t  have  to  be  hackers,  or  even  have  any 
experience  with  computers,  to  major  in  the  subject 
and  have  a  successful  career  in  IS.  “We  won’t  re¬ 
verse  the  slide  of  women  in  computer  science  and 
related  fields  overnight,  but  it’s  a  start,”  she  says.  □ 

DiDio  is  Computerworld’s  senior  editor,  LANs  and  op¬ 
erating  systems. 
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Thirsting  for 
knowledge 

Two  new  surveys  provide  more 
evidence  that  knowledge 
management  is  becoming  im¬ 
portant  for  information  systems. 

Knowledge  about  customers 
was  rated  “extremely  impor¬ 
tant”  among  critical  competitive 
factors  by  76 %  of 431  Fortune 
1,000  executives  surveyed  by 
Business  Intelligence  and  Ernst 
&  Young’s  Center  for  Business 
Innovation. 

Knowledge  about  a  com¬ 
pany’s  competencies  and  capa¬ 
bilities  was  rated  extremely  im¬ 
portant  by  45%  of  respondents, 


while  knowledge  about 
competitors  pulled  39%. 

In  CSC  Consulting’s  an¬ 
nual  “Critical  Issues  of  In¬ 
formation  Systems”  study, 
knowledge  management 
was  fourth  on  the  list  of 
most  critical  emerging 
technologies  in  North 
America. 

IS  departments  got  de¬ 
cent  marks  for  setting  up 
the  knowledge  manage¬ 
ment  infrastructure,  according 
to  Rudy  Ruggles,  a  manager  at 
Ernst  &  Young  in  Boston. 

The  key  issues  for  IS:  culture 
and  usability. 

“It’s  vital  that  usability  and 
usefulness  are  built  in  so  that 
the  people  trying  to  do  these  in¬ 


tellectual  tasks”  can  access 
knowledge  quickly,  Ruggles  says. 

A  big  roadblock  in  the  spread 
of  knowledge  management  ap¬ 
pears  to  be  cultural  issues.  Forty- 
four  percent  of  respondents 
rated  their  companies  as  either 
“very  poor”  or  “poor”  at  trans¬ 


ferring  knowledge  to  other 
parts  of  the  organization; 
45%  gave  their  firms  the 
same  grades  for  easing 
knowledge  growth  through 
culture  and  incentives. 

Culture  is  a  “huge”  fac¬ 
tor  in  implementing  knowl¬ 
edge  management,  says 
Chip  Perry,  senior  MIS  di¬ 
rector  of  information  strat¬ 
egy  at  food  manufacturer 
Pillsbury  Co.  in  Minneapo¬ 
lis.  The  right  culture,  he  says, 
can  ensure  the  right  kind  of  busi¬ 
ness  sponsors.  IS  should  be 
involved,  but  “the  people  doing 
the  work  have  to  embrace  this 
stuff,”  Perry  says. 

Pillsbury’s  research  and  devel¬ 
opment  organization  helped  set 


the  pace  for  the  company’s 
adoption  of  knowledge  manage¬ 
ment  by  coming  out  for  it  “in  a 
big  way.”  Perry  says  the  compa¬ 
ny’s  knowledge  base  leans  more 
on  products;  it’s  starting  to  gen¬ 
erate  a  base  for  customer  data. 

The  Ernst  &  Young  survey  also 
found  the  following  five  areas  in 
which  respondents  said  their  or¬ 
ganizations  could  especially  gain 
from  more  active  knowledge 
management:  increased 
response  to  customers  (84%), 
efficiency  of  knowledge  workers 
(84%),  innovation  in  designing 
new  products  and  services 
(83%),  better  decision  making 
(83%)  and  flexibility,  or  the  ability 
to  change  and  adapt  to  change 
more  rapidly  (82%).  —  Rick  Saia 


he  main  source  of  sustainable 
competitive  advantage  through 
information  technology  is  the 
most  neglected:  the  IS  culture. 

So  much  attention  is  given  to 
the  CIO  as  the  strategist,  leader 
and  information  magician,  it’s 
as  if  only  the  general  matters  — 
not  the  army.  The  I S  organiza¬ 
tion  is  being  marginalized. 


CULTURE: 

THE 

FORGOTTEN 

ASSET 


Yes,  surveys  about  key  CIO  and  CEO 
issues  regularly  highlight  the  alignment 
of  IS  with  business;  the  difficulty  of  re¬ 
cruiting  and  retaining  ever  more  scarce 
technical  talent;  the  importance  of  IS 
building  relationships  with  the  business, 
and  so  on.  But  the  surveys  generally 
make  it  sound  as  if  IS  is  a  problem,  rath¬ 
er  than  a  asset. 

Scattered  across  my  bookshelves  are 
several  dozen  books  about  power 
through  people  and  about  organizational 
culture  as  an  asset.  I  can’t  find  any  books 
about  power  through  IS  people  or  the  IS 
culture  as  an  asset.  So  firms  invest  and 
invest  in  IT,  often  with  disappointing  re¬ 
sults.  It  makes  much  more  sense  to  in¬ 
vest  in  the  IS  organization  and  build  a 
culture,  not  a  collection  of  jobs  and  tasks. 

I  don’t  recall  the  senior  business  exec¬ 
utives  I’ve  worked  with  in  recent  years  ex¬ 
pressing  an  interest  in  their  own  IS  unit 


—  roles,  skill  base  and  career  develop¬ 
ment  issues,  priority-setting  and,  most  of 
all,  its  relative  importance  as  a  competi¬ 
tive  asset.  They  talk  about  every  other  as¬ 
pect  of  IT  as  a  competitive  force.  They  al¬ 
most  always  have  questions  about  the 
CIO’s  role.  But  IS  as  an  organizational 
resource  seems  far  from  their  thoughts. 

That  absence  of  attention,  interest  and 
understanding  shows  up  whenever 
there’s  a  crisis  about  IS  costs  or  the  CEO 
moves  on  to  another  company.  “Fixing” 
IS  is  seen  as  equivalent  to  hiring  the 
“right”  CIO. 

FOR  COMPETITION'S  SAKE 

Surely,  though,  it’s  the  IS  organization  — 
appropriately  structured  and  led  —  that 
will  be  the  source  of  sustainable  advan¬ 
tage  in  the  competitive  use  of  IT.  We  rou¬ 
tinely  recognize  the  role  of  culture  in  the 
success  of  firms  such  as  Federal  Express 


and  the  competitive  edge  McDonald’s 
creates  through  its  organizational  pro¬ 
cesses.  It  should  be  easy  for  a  competitor 
to  copy  McDonald’s  decor,  menu  and 
procedures  —  hamburger  is  hamburger 
—  but  you  can’t  copy  the  culture,  process 
and  the  leadership’s  almost  religious 
commitment  to  maintaining  the  culture 
advantage.  The  same  is  true  for  other  ex¬ 
emplars  of  how  to  make  and  keep  a  com¬ 
petitive  difference,  such  as  Wal-Mart,  3M 
and  Merck.  It’s  common  sense,  then, 
that  the  I S  culture  will  be  the  primary  ele¬ 
ment  of  competitive  advantage  through 
IT  for  many  years  to  come.  Every  firm 
has  access  to  the  same  technology;  there 
is  no  proprietary  source  of  advantage 
here,  unlike  the  situation  when  large 
firms  could  exploit  economies  of  scale  in 
private  networks.  There’s  a  desperate 
shortage  of  people  in  just  about  every 
area,  ranging  from  old-line  year  2000 
knowledge  to  Java  maestros. 

The  issues  for  IS  success  this  year  re¬ 
main  the  same  as  in  1967:  design  excel¬ 
lence,  project  management  and  coordi¬ 
nation  of  relationships  —  but  with  the 
same  unacceptably  high  failure  rate. 

GETTING  CONNECTED 

Firms  seem  to  regard  the  IS  skill  short¬ 
age  as  a  “hiring”  issue:  Find  and  keep 
the  right  bodies  —  and  fast.  The  mood 
among  many  IS  professionals  I  meet 
seems  to  be  one  of  quiet  resignation. 
They  aren’t  into  recreational  whining, 
but  more  and  more  of  them  don’t  feel 
connected  to  what’s  going  on.  Business 
prioritization  seems  arbitrary  and  erratic. 
They  need  far  more  real  education,  not 
just  technical  training.  And  they  lack  a 
sense  of  involvement  in  the  thinking  and 
planning  their  CIO  is  dealing  with. 

Competitive  advantage,  mission-criti¬ 
cal,  return  on  assets  —  CEOs,  CIOs  and 
human  resources  managers  need  to  use 
those  words  to  describe  the  people  and 
the  culture  of  their  IS  organizations, 
rather  than  just  the  technology.  □ 

Keen  can  be  contacted  at  www.peterkeen. 
com. 


“ You  owe  it  to  yourself 
to  evaluate 

IBM’s  DB2  Universal  Database  5.0' 


-Infoworld,  4/28/97 


If  you’re  searching  around  for  the  right  database  engine,  a  lot  of  legwork  has  been  done  for  you 


Microsoft* 

BackOffice'  already  at  www.software.ibin.eom/dh2press.  But  not  by  us.  .After  evaluating  the  beta  version,  independent 


sources  refer  to  IBM’s  DB2®  Universal  Database  5.0  as  the  new  big  player  on  the  competitive  database  scene,  for  how 


well  it  handles  both  traditional  and  complex  data.  With  comments  like,  “Beta  tests  find  more  muscle,  great  looks 


in  IBM’s  revamped  database”  (PC  Week,  3/31/97).  Also  on  the  above  site  is  the  Bloor  Report— an  independent 


study  comparing  DB2  for  Windows  NT*  to  Microsoft®  SQL  Server  in  scalability,  performance  and  reliability.  And  a 


revealing  Computerworld  customer  satisfaction  study  of  distributed  DBMS  vendors.  Visit  the  site.  Read  the  latest 


news.  .And  right  now,  while  5.0  is  in  beta,  download  a  free  trial  copy  of  DB2  for  NT  and  form  an  opinion  of  your  own. 


Solutions  for  a  small  planet ' 


The  IBM  home  page  is  located  at  www.ibm.coni.  IBM.  DB2  and  Solutions  lor  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries  "Microsoft,  Windows 
Windows  NT.  BackOffice  and  the  BackOffice  Logo  are  trademarks  of  Microsoft  Corporation  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©1997  IBM  Com  A»  rights  reserved 
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Los  Angeles  Convention  Center 


Your  future  is  tied  to  doing  business  on  the  Internet  and  the  Worlc 
Wide  Web.  Internet  Commerce,  Extranets  and  corporate  Intranet: 
have  changed  the  world  of  business  as  we  know  it.  Whether 
you're  a  vendor  with  an  Internet  solution  for  the  Enterprise...  or 
a  corporate  decision  maker  looking  for  productivity  enhancing 
products,  you  need  to  be  at  ICE. 


Thousands  of  corporate  buyers  will  be  there  looking  for  the  new 
products  and  services  that  make  Intranets,  Extranets  and  Interne 
commerce  practical  and  secure. 


For  Mttendeess  the  coolest  way  to  find 
the  hottest .  inter  net  solutions® 

Leading  Internet  vendors  and  solution  providers  will  show  you 
how  to  increase  productivity  and  profitability  using  the  latest 
Internet  technology. 


Joist  four  peers  at  this  business-critical 


INTERNET  SOLUTIONS  FOR  THE  ENTERPRISE 
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www.idg.com/ice 


ICE.  Internet  Commerce  Expo,  and  Internet  Solutions  for  the  Enterprise  are  service  marks  of  International  Data  Group. 


Please  put  me  on  ICE!  I  would  like  more 
information  on:  O  Exhibiting  O  Attending 

Name _ 

Title _ 

Company _ 

Address _ 

City/State/Zip _ 

Phone _  Fax _ 

e-Mail _ 

111  Speen  Street,  P.O.  Box  9107,  Framingham,  MA  01701. 
Phone:  800-667-4ICE  (4423)  Fax:  508-370-4325 
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being  utilized  for  every  facet  of  the 
IT  operation.  What’s  more,  the 
scope  of  the  projects  being  assigned 
to  third  parties  is  expanding.  The 
opportunity  for  resellers  has  shifted 
from  workgroup-  and  department¬ 
sized  projects  to  an  enterprise-wide 
one.  (According  to  the  survey,  62% 
of  the  respondents  said  that  the 
scope  of  their  third-party  projects 
is  enterprise-wide). 

For  example,  at  the  Department 


out, 


IT  turns  to 
third-party 
solutions 

Today,  IT  managers  are  stressed 
out  but  good.  And  for  good  reason. 
They’re  under  tremendous  pressure 
to  quickly  assimilate  and  deploy 
new  technology  ...  at  a  time  when 
the  resources  allocated  to  IT  are 
shrinking,  their  responsibilities  are 
growing,  and,  on  top  of  everything 
else,  they  have  their  hands  full  try¬ 
ing  to  solve  their  organizations’ 
Year  2000  problems. 

As  a  result,  more  and  more  IT 
managers  are  offloading  some  of 
their  immense  workload  by  turning 
to  providers  of  third-party  solu¬ 
tions.  It’s  a  trend  that  the  vendors 
themselves  support,  since  they  real¬ 
ize  that  resellers  can  help  cut  their 
costs  too. 

According  to  many  of  the  IT 
managers  surveyed  earlier  this  year 
by  the  Information  Management 
Group  (IMG)  of  Computerworld 
Inc.,  solution  providers  will  play  a 
bigger  role  in  their  companies’ 
plans  in  the  future. 

“Assimilating  new  technology 
into  an  organization  takes  a  mini¬ 
mum  of  two  years  to  leam  and  an 
average  of  five  years  to  implement. 
Unfortunately,  many  companies 


only  have  12  months  to  get  the  job 
done,”  says  Rich  Mikita,  who  heads 
IMG.  This  dilemma  is  driving  the 
move  to  third-party  solutions.  To 
keep  on  track  and  on  budget,  IT  has 
no  choice  but  to  outsource. 

Little  wonder,  then,  that  third- 
party  providers  are  increasingly 
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Most 

recognized 


Recent  research  indicates 
that  Microsoft  Solution  Providers 
(MSPs)  are  the  most  recognized 
of  vendor  affiliation  efforts,  “In 
mid-sized  businesses,  MSPs  are 
recognized  over  Novell’s  third- 
parties  nearly  2  to  1,”  says  Rich 
Mikita,  who  heads  the  Informa¬ 
tion  Management  Group  of  Com- 
puterworld,  Inc. 

The  more  than  12,000  MSPs 
worldwide  range  from  small, 
specialized  companies  to  multi¬ 
national  corporations.  These 
independent  firms  offer  a  range 
of  services,  including  consulting, 
custom  development,  integration, 
training  and  support,  to  solve 
business  and  technology  issues 
for  companies  of  all  sizes  in  every 
industry. 

In  the  process,  MSPs  become 
part  of  a  “virtual  team”  that 
designs,  develops  and  deploys 
complete  systems  that  can  be 
integrated  with  an  organization’s 
existing  infrastructure.  MSPs 
that  are  also  independent  soft¬ 
ware  vendors  offer  off-the-shelf  or 
customizable  business  applica¬ 
tions  on  the  Microsoft  platform, 
which  can  be  turnkey  solutions  or 
customizable  applications. 

One  reason  for  the  success  of 
MSPs  is  that  their  expertise  is 
documented  through  objective 
testing.  Microsoft  Certified  Prod¬ 
uct  Specialists  must  pass  an 
exam  to  prove  their  expertise 
with  a  current  Microsoft  Win¬ 
dows  desktop  or  server  operating 
system.  Microsoft  Certified  Sys¬ 
tem  Engineers  must  pass  four 
operating  system  exams  and  two 
elective  exams  that  measure 
their  technical  proficiency. 


mm 


of  Ecology  for  the  State  of  Wash¬ 
ington,  the  size  of  a  project  deter¬ 
mines  when  to  call  in  a  third-party 
provider.  For  instance,  if  a  project  is 
agency-wide  and  involves  more 
than  one  of  the  10  programs  that 
comprise  the  department,  “that  is 
when  we  bring  in  the  troops,”  says 


our  server  migration  deadline  goals, 
get  up  to  speed  on  Windows  NT  and 
still  continue  working  on  existing 
projects.” 

An  added  bonus,  says  Fears,  is 
that  solution  providers  also  create 
the  necessary  documentation, 
offloading  yet  another  task  from  the 


Most  outsourced  projects  currently  involve  networking,  applications  and 
Internet/intranet  products.  What  services  are  solution  providers  used  for? 
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Application  development  Is  the  most  commonly  oi 


d  service  at  22% 


-  - 

Application  development  is  the  most  commonly  outsourced  service  at  12% 


Installation  is  the  most  commonly 


monly  outsourced  service  at  13% 


ed  service  at  16% 


Daniel  Fears,  whose  business  card 
reads  computer  information  consul¬ 
tant  even  though  he  is  a  full-time 
department  employee. 

Currently  Fears  is  two  months 
into  such  a  project,  which  involves 
migrating  the  department’s  servers 
from  a  Novell  NetWare  environ¬ 
ment  to  the  Windows  NT®  operat¬ 
ing  system.  The  task  involves  56 
servers  and  1,800  PCs  spread  across 
four  regional  and  six  satellite 
offices  —  and  it  also  requires 
rolling  Windows  NT  out  in  an 
eight-month  timeframe.  To  accom¬ 
plish  all  this,  Fears  called  in  a  third- 
party,  which  then  sub-contracted 
part  of  the  project  to  Gil  Fitchfield 
Enterprises,  a  local  Microsoft® 
Solution  Provider  (MSP). 

“We  wanted  to  roll  this  out 
quickly,  but  didn’t  have  the  exper¬ 
tise  on  hand,”  says  Fears.  The  two 
third-party  solution  providers,  he 
notes,  “are  the  reasons  we  can  meet 


More  users 
are  turning  to 
third-party 
solution  providers. 

But  few 
vendors  mind. 
They  realize 
that  resellers 
can  help  cut  their 
costs  too. 

overworked  IT  department.  He  sums 
up  the  experience  by  saying,  “Bring¬ 
ing  in  consultants  buys  you  time.” 

Newport  News  Shipbuilding  in 
Virginia  also  required  the  help  of  an 
outside  company  to  accomplish  an 
enterprise-wide  project.  The 
18,000-person  facility  had  to 
upgrade  its  network,  and  needed 
help  rolling  out  Microsoft 
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Exchange,  Microsoft  Office  Pro¬ 
fessional  and  Windows  NT. 

The  company  turned  to  Stream 
International,  an  MSP  in  Arlington, 
Va.  “When  you’re  told  to  install  a 
newly-released  version  of  an  oper¬ 
ating  system  for  your  company  and 
you  know  you  don’t  have  the  skills 
and  expertise  you  need  in-house, 
that’s  when  I  call  for  help,”  says 
Dana  Isaacoff,  manager  of  infor¬ 
mation  systems  architecture  for  the 
shipbuilding  firm. 

Stream  International  configured 
the  servers  for  the  network  and 
partnered  with  a  second  MSP, 
Metro  Information  Services,  to 
install  Windows  NT.  The  entire 
project  took  nine  months  and  could 
not  have  been  completed  in  the 
timeframe  without  the  help  of  the 
resellers,  according  to  business 
manager  Greg  Kunsch. 

Not  a  threat 

In  some  cases,  IT  staff  members 
feel  threatened  when  a  company 
brings  in  an  outsider  to  help  on  a 
project.  However,  the  relationship 
between  Newport  News  Shipbuild¬ 
ing  and  its  third-party  provider  is 
“fantastic  —  the  exact  opposite  of 
threaten ,”  says  Isaacoff.  “Bringing 
in  Stream  International  actually 
raised  the  level  of  discourse  in  our 
organization,”  she  says.  “Our  expe¬ 
rience  has  been  very  positive.” 

Originally  wanted  to  do  a  vol¬ 
ume  buying  agreement,  Newport 
News  checked  with  Microsoft, 
which  referred  Stream,  which  in 
turn  found  the  second  MSP.  But 
without  getting  a  reference  from  a 
vendor,  how  can  an  IT  manager  be 
certain  that  a  third-party  provider 
has  thoroughly  trained  personnel? 

Most  vendors  have  begun  certi- 


Microsoft  Solution  Providers 
are  the  most  recognized  of 
vendor  affiliation  programs  among 
the  225  IS  professionals  surveyed: 


Mid-sized  Businesses: 
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The  scope  of  the  reseller  opportunity 
has  changed  from  workgroup- 
and  department-sized 
projects  to  an  enterprise-wide 
opportunity: 


Mid-sized  Businesses: 
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Third-party  solutions  are  becoming 
more  popular  with  all  sizes  of 
companies. 
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fication  programs  to  verify  a  third- 
party  provider’s  claims  to  a  specific 
product  expertise.  Microsoft’s  rig¬ 
orous  verification  process  (see  side- 
bar)  guarantees  a  match  between 
companies  looking  for  Microsoft- 
based  solutions  and  those  who  are 
experts  in  its  software  products. 
According  to  Microsoft,  its  MSPs 
provide  “the  strongest  link  possible 
between  technology  and  business.” 

Microsoft’s  efforts  have  been 


Source  for  all  charts:  IMG 

welcomed  by  companies,  because 
certification  is  a  key  criteria  in  their 
selection  of  a  third-party  provider. 
“When  our  project  involves  a 
Microsoft  product,  we  want  to  know 
that  our  consultants  have  Microsoft- 
approved  skills,”  says  Fears. 

And  as  the  role  of  solution 
providers  grows,  that  kind  of 
knowledge  is  one  way  that  today’s 
overworked  IT  managers  can 
reduce  their  soaring  stress  levels. 
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California  Pizza  Kitchen  managers  found  inventory  control  and  paperwork  taking  up 
so  much  of  their  time,  they  nearly  lost  sight  of  what  was  happening  on  the  floor. 
This  is  the  problem  that  XcelleNet  Inc.,  a  Microsoft®  Solution  Provider,  solved  for 
California  Pizza  Kitchen  by  reducing  administration  time  by  15%.  Regardless  of  the 
type  of  business,  there’s  a  Microsoft  Solution  Provider  able  to  provide  end-to-end 
technological  solutions.  From  applications  to  infrastructure,  Microsoft  Solution 
Providers  can  get  it,  build  it,  then  maintain  it  and  support  it.  Call  (800)836-8282, 
Dept.  B385  to  find  out  what  advantages  a  Microsoft  Solution  Provider  can  bring 
to  your  business.  And  visit  us  at  www.microsoft.com/solutions/ 
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In  this  case >  a  Microsoft  Solution  Provider 
helped  California  Pizza  Kitchen  cut  managers’ 
administration  time. 
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Buyer's  Guide 


USER  VIEW:  It's  proprietary,  but  it  works.  The  AS/400  and  its  built-in 
database  management  system  hold  the  hearts  of  users. 

SNEAK  PEEK:  The  action  will  be  in  data  warehousing  and  scalability. 
PRODUCT  REVIEW:  IBM's  DB2  Universal  Database  is  rough  but  promising. 


base  group  —  they’ve  been  dealing  with 
that  type  of  “buzzfud”  load  for  years. 

And  the  next  year  or  so  doesn’t  promise 
any  relief  from  the  DBMS  hype. 

Database  managers  a  decade  ago  en¬ 
dured  intense  arguments  such  as  “rela¬ 
tional  vs.  hierarchical.”  Today  they 
wade  through  dueling  benchmark 
claims  and  disputes  over  who  has  the 
right  approach  to  parallel  processing, 
objects  and  Web  enablement.  Then  they 
fend  off  end  users  who  needed  those 
advanced  DBMS  capabilities  yesterday. 

In  this  Buyer’s  Guide,  users  can 
peek  into  the  future  of  DBMS,  with  the 
help  of  several  industry  analysts  (page 
78);  IS  managers  rate  their  DBMS  sup¬ 
pliers  (page  74),  with  IBM’s  AS/400 
group  showing  remarkable  strength; 
and  our  test  lab  partner,  Client/Server 
Labs,  takes  a  look  at  one  of  the  emerg¬ 
ing  universal  servers,  the  beta  release 
of  IBM’s  DB2  Universal  Database  for  Windows  NT  (page  76). 
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IBM  dusts  competition  in  DBMS  field 


By  Kevin  Burden 

Open  or  proprietary  DBMS? 

It’s  practically  a  nondeci¬ 
sion  for  most  users  in  these 
days  of  open  systems.  But 
let  it  be  known  that  users  of 
the  proprietary  database  management 
system  built  in  to  IBM’s  AS/400  rated 
their  satisfaction  far  beyond  that  of  Infor¬ 
mix,  Microsoft,  Oracle  or  Sybase  users. 

Does  that  mean  something  gets  lost  on 
the  way  to  openness? 

Definitely,  says  Tim  Minahan,  vice 
president  of  information  systems  at  J.  A. 
Jones  Construction  in  Charlotte,  N.C. 
“We  tested  a  number  of  back-end  data¬ 
bases,  but  none  performed  as  well  as  our 
AS/400,”  he  says.  That’s  because  distrib¬ 
uted  databases  such  as  Oracle  and  Micro¬ 
soft  SQL  Server  were  designed  to  ran  on 
many  platforms,  whereas  the  AS/400  is 
a  tightly  integrated  package.  Sure,  there 
are  many  more  benefits  to  an  open  sys¬ 
tem  database  than  just  performance.  But 
for  the  right  application,  AS/400  users 
say  their  database  can’t  be  beat. 

Computerworld  surveyed  1,205  distrib¬ 
uted  database  users  to  measure  satisfac¬ 
tion  levels  with  their  database  and  their 
DBMS  vendor.  The  results,  drawn  from  a 
quarterly  customer  satisfaction  survey 
[CW,  April  21],  focus  on  the  top  five 
DBMS  vendors:  IBM,  Informix  Software, 
Inc.,  Microsoft  Corp.,  Oracle  Corp.  and 
Sybase,  Inc.  The  mail  survey  asked  re¬ 
spondents  to  grade  their  vendor  in  areas 
such  as  software  quality,  service  and  sup¬ 
port,  reliability,  comfort  with  vendor  and 
overall  satisfaction. 

The  proprietary  nature  of  the  AS/ 
400’s  built-in  DBMS,  now  known  as 
DB2/400,  makes  its  high  satisfaction 
grades  all  the  more  remarkable  because 
the  user  cry  of  the  past  several  years  has 
been  for  more  open  systems.  Yet  once  all 


the  user  satisfaction  grades  were  tallied, 
DB2/400  dusted  the  competition  in 
eight  of  10  categories. 

DB2/400  scored  highest  in  overall  sat¬ 
isfaction.  Nothing  came  close  to  its  over¬ 
all  grade  —  except  for  the  ratings  from 
other  IBM  users  who  run  a  mix  of  DB2 
versions. 

Users  say  DB2/400  installs  literally 
with  the  touch  of  a  button,  supports  sin¬ 
gle  or  multisystem  environments  on  a  lo¬ 
cal  or  remote  basis,  requires  little  main¬ 
tenance  and  delivers  very  high  availabil¬ 
ity.  During  the  rare  occasions  when  it 
goes  down,  its  auto¬ 
matic  recovery  feature 
pinpoints  where  it  was 
when  the  power  went 
out,  which  “promotes 
data  integrity,  probably 
the  most  important  at¬ 
tribute  of  databases,” 

Minahan  says. 

“We  tested  others, 
like  Oracle  and  Micro¬ 
soft  SQL  server,  but 
neither  seemed  to  have  the  strength  of 
DB2/400.  You  appear  to  lose  something 
when  you  go  open,”  Minahan  says. 

But  what  makes  DB2/400  so  right  for 
certain  applications  makes  it  unusable 
for  others,  says  Bob  Bryant,  IS  manager 
at  Scott  Paper  Co.  in  Dover,  Del.  "We  use 
it  for  financial,  project  management  and 
some  transaction  processing,”  he  says. 
“But  since  the  AS/400  is  not  a  graphics 
machine,  it’s  not  right  as  a  decision- 
support  system.”  That’s  one  of  two  cate¬ 
gories  DB2/400  didn’t  win.  The  other 
was  the  handling  of  complex  objects. 

After  IBM’s  offerings,  open  system 
databases  from  Microsoft,  Informix  and 
Oracle  bunch  up  with  similar  ratings  for 
overall  satisfaction  and  in  the  categories 
of  software  quality,  service  and  support, 
and  reliability. 


In  general,  Oracle  scored  the  best  of 
the  three.  Although  its  overall  satisfac¬ 
tion  was  lower  than  Microsoft’s  and  In¬ 
formix’s,  it  scored  slightly  higher  in  most 
categories.  The  exception  was  cost  of 
ownership,  where  it  scored  a  dismal  3.27. 
"[Oracle’s]  initial  cost  was  much  higher 
than  Sybase  and  Ingres,  which  we  con¬ 
sidered.  Unfortunately,  we  were  running 
an  application  that  required  Oracle  —  we 
had  no  choice,”  says  Jon  Pavlakovich,  IS 
manager  at  Union  Electric  Steel  Corp.  in 
Carnegie,  Pa. 

In  addition  to  its  initial  cost,  Oracle  is  a 
memory  hog,  and  it 
currently  doesn’t  allow 
data  backups  without  a 
fleet  of  disk  drives,  ac¬ 
cording  to  Pavlakovich. 
All  of  which  translates 
into  high  operating 
costs,  “which  users 
most  likely  thought 
about  when  grading 
their  overall  satisfac¬ 
tion,”  says  Donald  A. 
DePalma,  an  analyst  at  Forrester  Re¬ 
search,  Inc.  in  Cambridge,  Mass.  But  the 
pending  Oracle8  may  bring  some  cost  re¬ 
lief,  at  least  in  the  amount  of  memory  re¬ 
quired,  he  says. 

Microsoft,  which  offers  SQL  Server  as 
its  primary  DBMS,  held  a  slight  advan¬ 
tage  in  overall  satisfaction  over  the  other 
open  systems  vendors. 

But  other  than  overall  satisfaction,  Mi¬ 
crosoft’s  grades  didn’t  show  it  to  be  sig¬ 
nificantly  better  or  worse  than  the  others. 
It  did  score  well  for  cost  of  ownership, 
and  users  appear  very  comfortable  with 
Microsoft  as  a  database  vendor.  But  its 
scores  for  reliability,  service  and  support, 
and  its  treatment  of  complex  objects, 
though  strong  grades,  only  equal  that  of 
its  competition.  And  the  results  show  Mi¬ 
crosoft  to  be  less  than  stellar  in  scalability 


and  extremely  weak  in  transaction  pro¬ 
cessing. 

If  there  was  ever  a  case  where  the  hard¬ 
ware  makes  a  difference,  it’s  with  Micro¬ 
soft.  Users  of  Compaq  Computer  Corp. 
systems  consistently  graded  their  satis¬ 
faction  with  Microsoft  higher  than  users 
of  other  platforms. 

For  Informix,  it’s  a  case  of  “hit  them 
where  they’re  not.”  Microsoft’s  weakness 
is  one  of  Informix’s  greatest  strengths  — 
transaction  processing.  But  Informix 
struggled  in  the  areas  of  decision  sup¬ 
port,  its  handling  of  complex  objects  and 
the  general  comfort  users  feel  in  doing 
business  with  Informix.  Still,  Informix 
may  be  another  example  where  the  hard¬ 
ware  makes  all  the  difference.  Its  satis¬ 
faction  grades  were  lower  than  other  ven¬ 
dors’,  but  users  of  Hewlett-Packard  Co. 
systems  tended  to  give  Informix  more  fa¬ 
vorable  grades. 

Sybase  floundered  in  every  category, 
coming  in  dead  last  in  all  but  one. 
Among  the  many  functionality  reasons 
for  the  low  user  satisfaction,  the  one  that 
most  nags  Rodney  Ito,  a  senior  systems 
analyst  at  Arizona  State  University  in 
Tempe,  is  the  lack  of  common  adminis¬ 
tration  and  integration  among  Sybase’s 
three  database  products,  SQL  Server, 
SQL  Anywhere  and  Sybase  IQ.  “Each  has 
different  installation  and  administration 
features,  and  there  is  no  way  to  send  a  sin¬ 
gle  query  to  search  [all  of  them],”  he  says. 

Sybase  has  announced  plans  to  unify 
its  databases  through  an  architecture  it 
calls  Adaptive  Server,  which  is  also  an  at¬ 
tempt  to  get  near  the  same  plane  that  Or¬ 
acle  and  Informix  are  on  with  their  uni¬ 
versal  server  technology.  But  for  Ito,  it 
may  be  too  late.  “We're  already  looking  at 
alternatives,”  he  says.  □ 

Burden  is  Compute rwo rid ’s  senior  re¬ 
searcher. 


Overall  satisfaction 

IBM  (AS/400)  4.17 

I  BN  4.03 

Microsoft  3.71 

Informix  3.63 

Oracle  3.62 

Sybase  3.41 


Software  quality 

IBM  (AS/400) 

IBM 

Oracle 

Microsoft 

Informix 

Sybase 


4.19 

4.04 

3.78 

3.71 

3.68 

3.47 


Cost  of  ownership 

IBM  (AS/400)  3.86 


IBM 

Microsoft 

Informix 

Sybase 

Oracle 


3.84 

3.71 

3.53 

3.40 

3.27 


Based  on  a  survey  of  1,205  DBMS  users.  Ratings  are  based  on  a  l-to-5  scale  where  5  is  completely  satisfied  and  1  is  not  at  all  satisfied. 
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Q:  Where  can  you  find  the  world’s  fastest 
CD-ROM  Networking  System? 


Procom  Technology,  the  leading  name  in 
CD-ROM  networking  solutions,  is  proud 
to  introduce  the  fastest  way  to  distribute 
gigabytes  of  CD-ROM  based  applications 
and  data  to  networked  users. 

o  Fast  53X  performance 
o  10ms  access  time 

o  Choice  of  6-to  63-drive  configurations 
o  Compatible  with  NetWare,  NT,  UNIX 
&  OS/2 

o  Hot-swap  drives,  redundant  power 
supplies  &  fans 

Hyper  CD  is  the  newest  in  CD-ROM  tech¬ 
nology,  accelerating  CD-ROM  access 


through  fast-burst  reads  to  provide  a  data 
transfer  rate  of  7.9MB /sec  and  an  average 
seek  time  of  10ms,  more  than  four  times 
faster  than  the  fastest  drives  available  today. 
So  you  get  all  the  features  of  CD-ROM 
technology  a  durable,  portable,  interchange¬ 
able,  low-cost  medium  at  hard  drive  speed. 

Join  the  growing  number  of  government 
agencies,  financial  institutions,  law  firms 
and  Fortune  500  companies  who  are 
already  enjoying  the  benefits  of  networking 
CD-ROMs  on  Procom  Technology's  CD 
servers  and  arrays.  Call  us  today  at 
800-800-8600  x414  or  visit  our  website  at 
www.procom.com. 


It  runs  with 
NetWare 


MICROSOFT. 
WINDOW'S  Nl. 
COMPATIBLE 


PROCOM  TECHNOLOGY  INC. 

2181  Dupont  Drive  Irvine,  California  92612 
Tel:  800.800.8600  •  Tel:  714.852.1000  •  Fax:  714.261.7380 
http://www.procom.com  •  E  Mail:  info@procom.com 
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DB2  for  NT  solid,  but  rough  around  edges 

►  Tests  by  Client/Server  Labs  and  Computerworld  show  object  support  has  potential 


By  Garrett  Michael  Hayes 

amiliarity  doesn’t  always 
breed  contempt  —  it  can  also 
breed  assumptions.  In  bring¬ 
ing  their  ambitiously  named 
DB2  Universal  Database 
product  to  the  Windows  NT  arena,  IBM’s 
developers  may  need  to  examine  some  of 
the  assumptions  they  have  carried  with 
them  from  other  environments. 

To  get  an  early  view  of  the  direction 
IBM  is  taking,  Computerworld  hired 
Client/Server  Labs  to  look  at  the  third 
beta  release  of  DB2  for  NT.  What  we 
found  under  both  Windows  NT  3.51  and 
4.0  was  a  system  with  a  stable  core  of  tra¬ 
ditional  DB2  power,  along  with  some 
very  interesting  potential  features.  It  was 
hampered,  though,  by  more  rough  edges 
than  we  might  have  expected  for  a  ma¬ 
ture  beta  release. 

DB2  has  been  a  standard  in  the  IBM 
systems  market  for  quite  some  time.  Fla¬ 
vors  of  DB2  are  found  on  platforms  such 
as  IBM’s  RS/6000  and  AS/400.  With 
the  DB2  Universal  Database  product, 
IBM  seeks  to  increase  that  presence  in 
two  important  ways:  by  expanding  DB2’s 
range  of  platforms  and  enhancing  its 
data-handling  capabilities. 

The  addition  of 


software  was  installed  but 
not  activated.  IBM  expects 
installers  to  complete  the 
activation  of  some  parts  of 
the  software  manually. 
That  expectation  may  not 
be  well-received  in  the  NT 
environment.  It’s  more  of¬ 
ten  assumed  that  an  NT  in¬ 
stallation  program  will 
dearly  present  full  instruc¬ 
tions,  if  not  actually  per¬ 
form  all  the  necessary 
steps. 

In  this  case,  the  admin¬ 
istrator  must  run  an  “ena¬ 
bler”  program  and  then 
edit  the  system’s  start-up 
scripts  to  run  NT. 
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tern  reaches  key  thresh¬ 
olds.  For  example,  Alert 
Center  might  be  used  to 
signal  an  alert  when  a  data¬ 
base  reaches  a  certain  size 
or  when  the  transaction 
frequency  for  a  particular 
table  reaches  a  certain  lev¬ 
el.  At  that  point,  the  system 
will  record  relevant  infor¬ 
mation  and  alert  the  ad¬ 
ministrator. 


Platform  tools 

A  key  component  of  IBM's  drive  to  popu¬ 
larize  DB2  on  NT  is  the  creation  of  a  set 
of  administrative  tools  not  available  on 
the  current  version. 

DB2  Universal  Database  was  designed 
to  run  directly  on  the  server  or  remotely 
across  the  network.  Some  of  the  major 
pieces  IBM  has  prepared  for  the  adminis¬ 
trative  puzzle  are  Control  Center,  Com¬ 
mand  Center,  Script  Center,  Alert  Center, 
Data  Type  Extend¬ 
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Command  Center  was  designed  to  make  it  easier  to  execute 
SQL-based  scripts 


very  promising  ad¬ 
ministrative  tools, 
which  unfortu¬ 
nately  were  still  in 
a  fairly  rough  state 
when  we  tested 
them,  bodes  well 
for  platform  inte¬ 
gration.  The  inclu¬ 
sion  of  Data  Type 
Extenders  for  text, 
image,  audio  and 
video  information 
is  even  more  im¬ 
portant  for  enter¬ 
prises  where  infor¬ 
mation  require¬ 
ments  cross  out¬ 
side  the  traditional 
“rows  and  columns”  limits. 

Installation 

The  installation  process  for  DB2  was 
among  the  simplest  we  have  encoun¬ 
tered  for  server  software.  Installing  the 
base  DB2  package  took  about  seven  min¬ 
utes,  not  counting  the  time  we  took  to 
create  a  special  ID  for  administering 
DB2  —  it  doesn't  like  user  names  longer 
than  eight  characters,  such  as  “adminis¬ 
trator.”  Installing  the  extenders  took  an¬ 
other  five  minutes  or  so.  Unfortunately, 
the  installation  process  isn’t  completed 
by  the  graphical  installation  utility.  The 
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•  Offers  a  stable  core  of  traditional  DB2 
power 

•  Installation  process  very  simple 
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•  Administrative  tools  still  need  work 

•  Control  Center  is  somewhat  buggy 


ers,  Text  Extender 
and  Image,  Audio 
and  Video  (IAV) 
Extender.  Follow¬ 
ing  is  a  description 
of  each,  along  with 
observations  about 
their  usage: 

Control  Center 

Control  Center  is 
the  core  of  active 
administration  for 
a  DB2  Universal 
Database  installa¬ 
tion.  This  utility 
was  designed  to  al¬ 
low  the  adminis¬ 
trator  to  create,  re¬ 
move,  start,  stop  or  edit  just  about  every 
aspect  of  a  DB2  server.  The  administrator 
can  create  something  as  major  as  anoth¬ 
er  running  copy  of  the  database  engine 
or  as  detailed  as  user-defined  functions 
and  user  rights.  About  the  only  thing  we 
couldn’t  edit  in  Command  Center  was 
data  in  the  records  themselves.  Control 
Center  is  generally  easy  to  navigate,  with 
the  profusion  of  options  being  the  big¬ 
gest  drawback. 

Tightly  integrated  into  Control  Center 
is  a  set  of  what  IBM  calls  SmartGuides  — 
little  dialog  boxes  that  walk  the  adminis¬ 
trator  through  the  process  of  completing 


a  particular  task,  such  as  defining  the 
field  in  a  new  database. 

The  only  significant  negative  we  iden¬ 
tified  in  Control  Center  was  its  annoying 
tendency  to  simply  go  away  at  various 
times.  That  seemed  to  be  a  surprisingly 
large  known  bug  even  for  beta  code.  No 
pattern  for  the  disappearances  emerged 
in  our  testing. 

Command  Center 

Command  Center  is  IBM’s  equivalent  to 
the  windowed  Interactive  SQL  utilities 
supplied  with  other  Windows-based  SQL 
programs.  It  allows  a  user  to  enter  stan¬ 
dard  SQL  or  DB2  syntax  for  immediate 
execution.  It  also  has  features  that  save 
scripts  to  text  files  or  Script  Center.  Un¬ 
fortunately,  we  couldn’t  persuade  it  to 
save  any  of  our  scripts  in  either  form, 
also  a  fairly  large  bug. 

On  a  less  severe  note,  we  were  some¬ 
what  annoyed  that  the  editing  screen 
didn’t  let  us  highlight  text  and  remove  it 
by  pressing  the  delete  key  (though  back¬ 
space  did  work).  A  few  similar  keystroke 
inconsistencies  need  to  be  examined  and 
corrected  before  IBM  releases  this  DB2 
package. 

Script  Center 

Script  Center  is  a  repository  for  saving 
and  organizing  SQL  and  DB2  scripts  to 
be  run  through  Command  Center.  As 
indicated  above,  however,  we  didn’t  suc¬ 
ceed  at  saving  any  of  the  scripts  we  en¬ 
tered  to  Command  Center,  so  we  can’t 
say  much  more  than  that  it  sounds 
like  a  good  idea,  and  the  screen  looked 
attractive. 

Alert  Center 

Working  in  conjunction  with  Control 
Center,  Alert  Center  lets  the  administra¬ 
tor  trigger  specific  actions  when  the  sys- 


Data  Type  Extenders 

IBM  has  used  DB2’s  user- 
defined  function  and  data 
type  capabilities  to  add  sig¬ 
nificant  functionality  to 
DB2  in  the  form  of  two  sets 
of  Data  Type  Extenders. 

User-defined  functions  let 
the  database  programmer  add  functions, 
which  an  application  programmer  can 
call  by  adding  parameters  to  requests  in 
standard  SQL  syntax.  A  user  or  program¬ 
mer  can  therefore  request  one  of  the  Ex¬ 
tender  functions  with  easily  understood 
SQL  commands. 

Text  Extender 

Text  has,  of  course,  always  been  a  data 
type  available  in  databases.  What  Text 
Extender  brings  to  DB2  is  the  ability 
to  deal  intelligently  with  text  without  ex¬ 
tensive  programming.  It  adds  the  native 
ability  to  perform  complex  searches  upon 
the  contents  of  text  fields.  The  extend¬ 
er  goes  beyond  simple  searches,  such 
as  locating  text  that  contains  a  partic¬ 
ular  word  or  phrase.  It  can  handle  search¬ 
es  such  as  weighing  the  strength  of 
content  matches  or  proximity  searching 
—  finding  words  within  a  certain  "dis¬ 
tance”  of  one  another.  Its  advanced  capa¬ 
bilities  include  grammatical  searches, 
such  as  finding  words  that  have  common 
roots. 

All  these  capabilities  are  available  with 
dictionaries  and  grammatical  informa¬ 
tion  for  several  languages,  including  En¬ 
glish,  German,  French  and  Spanish.  Our 
tests  with  English  and  German  searches, 
using  the  supplied  sample  database,  pro¬ 
duced  satisfactory  results. 

IAV  Extender 

In  contrast  to  Text  Extender,  IAV  Extend¬ 
er  does  in  some  sense  add  capabilities  for 
new  data  types  to  DB2.  Databases  have 
for  some  time  been  able  to  handle  such 
things  as  images  by  storing  them  as  bi¬ 
nary  large  objects  (Blobs).  It  was  up  to 
the  database  programmer,  however,  to 
create  appropriate  fields  for  descriptive 
information  about  the  type  and  content 
Solid  but  rough,  page  78 


Got  Desktop  Anti-virus? 
Now  You'Re  Only  50%  Exposed. 
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Security  Problems 
Resulting  In 
Financial  Losses 


Survey  by  Ernst  &  Young 


Introducing  McAfee  Desktop  Security  Suite . 
The  first  total  desktop  protection  all  in  one  box. 

Even  the  best  anti-virus  still  leaves  you  vulnerable  to  attack.  Last  year  nearly  two- 
thirds  of  all  companies  reported  losses  of  $50,000  or  more  from  security  breaches. 
Eighteen  percent  had  losses  of  one  million  dollars  or  more. 

It’s  a  big  problem,  especially  since  desktop 
threats  are  as  varied  as  they  are  expensive. 

Over  200  new  viruses  appear  each  month. 

Outside  hackers  are  becoming  more  skilled  at 
gaining  access.  According  to  the  FBI,  your 
kgp  own  employees  are  responsible  for  50%  of 
‘ajjg  all  network  intrusions.  And  disasters  such  as 
system  crashes  are  completely  unpredictable. 

But  now  you  can  protect  against  all  desktop  threats  with  the 
new  McAfee  Desktop  Security  Suite-  the  first  desktop  security  solution  to  give 

you  total  protection  in  one  suite. 

Anti-virus,  encryption, 

SiiSSlliJiS  desktop  firewall  and  backup 

together  for  the  first  time. 

Only  McAfee,  the  leader  in  network 
security  and  management,  brings 
together  top-rated,  “best-of-breed” 


Peslcton 

YSSSltySuite 


Cost  Data  Sh 


McAfee  Enterprise  -  Me! 


Network  Security 


Saber  McAfee 

LAN  Service 

Workstation  Desk 


McAfee  security  products  are  part  oj  McAfee 
Enterprise,  a  fully  integrated  NT-centric 
systems  management  solution. 


solutions  for  complete  desktop  protection.  iiillF  ’MWl ' 

Our  anti-vims  products  are  the  world’s  most 
popular  and  effective,  consistantly  detecting  100% 
of  all  known  viruses. 

Desktop  encryption  scrambles  any  file  with 
unbreakable  160-bit  encryption.  And  network 
encryption  instantly  encrypts  and  de-encrypts 
all  TCP/IP  traffic.  Without  any 

change  to  your  applications  or  training  for  your  users. 

Desktop  firewall  transparently  guards  against  unauthorized 
access -like  open  modem  lines  that  are  a  backdoor  to  your  net. 
And  backup  automatically  backs  up  files  to  any  Iomega  Zip’" 
Jaz™  or  tape  drive.  To  restore  files,  simply  drag-and-drop. 

Buy  VirusScan,  and  get  50%  off 
when  you  upgrade  to  Desktop  Security  Suite. 

If  you  already  own  VirusScan,  great.  If  not,  get  it  immediately- with  100%  vims 
detection,  it’s  the  best  protection  you  can  buy.  And  when  you’re  ready  to  upgrade 
to  Desktop  Security  Suite,  we’ll  give  our  corporate  customers  50%  off  the  list  price. 

After  all,  if  you  provide  complete  protection 
against  financial  loss,  we  think  you  should 
enjoy  some  financial  gain.  For  more  infor¬ 
mation  on  Desktop  Security  Suite,  call 
McAfee  at  1-800-332-9966,  Dept.  311.  Network  Security  &  Management 


Download  McAfee 


WWW 


mcafee.com  ftp.mcafee.com  BBS:  (408)988-4004  America  Online:  MCAFEE  CompuServe:  GO  MCAFEE 


telephone  (408)988-3832  Fox  (408)970-9727  ©McAfee  Associates,  Inc.,  1997.  All  rights  reserved.  All  brands  ond  products  are  trodemorks  of  their  respective  holders 
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Warehousing  takes  off 


By  James  Connolly 

Computerworld  asked  three  industry  experts 
about  their  expectations  for  the  database 
management  system  market  in  the  coming 
year  and  for  some  advice  to  buyers.  The 
bottom  line  is  that  data  warehousing,  data 
marts  and  World  Wide  Web-enabled  databases  will  stay 
hot.  And  for  all  the  talk  about  universal  servers,  most 
user  organizations  are  likely  to  walk,  not  run,  when  it 
comes  to  melding  complex  data  types  with  their  rela¬ 
tional  DBMS  environments. 

All  the  major  RDBMS  vendors  are  making  major 
moves  this  year,  whether  it  is  replacing  their  core  DBMS 
product  or  extending  the  capabilities  and  platform  sup¬ 
port  for  high-end  parallelized  versions  and  universal 
servers  —  the  hybrid  relational/object  databases  avail¬ 
able  on  a  limited  scale  from  IBM,  Oracle  Corp.  and  In¬ 
formix  Software,  Inc. 

Functionality 

Most  of  the  real  progress  is  being  made  in  scalability 
and  Internet  connectivity,  says  Richard  Finkelstein, 
president  of  Performance  Computing,  Inc.,  a  Chicago 
consultancy.  “IBM  and  Oracle  seem  to  have  the  best 
scalability  right  now.  Informix  was  doing  very  well,  but 
they  sort  of  lost  themselves  in  the  universal  server  ef¬ 
fort,”  he  says. 

Data  warehousing,  especially  the  single-subject  ware¬ 
houses  commonly  known  as  data  marts,  will  draw  the 
most  attention  in  the  near  future,  according  to  another 
expert.  "Two  things  are  attracting  attention  these  days. 
One  is  data  warehousing,  and  the  second  is  the  object 
stuff,”  says  Morgan  Gerhart,  senior  research  analyst  at 
Meta  Group,  Inc.  in  Stamford,  Conn.  “Of  the  two,  we 
feel  that  data  warehousing  functionality  is  by  far  in  the 
highest  demand  among  users.  Everyone  out  there  is 
spending  a  lot  of  time  and  money  on  building  up  the  in¬ 


formational  side  of  their  infrastructure,  whereas  the  ob¬ 
ject  stuff  continues  to  be  a  niche,  to  say  the  least.”  Ob¬ 
ject  technology  will  creep  into  general-purpose  DBMS 
products,  he  says,  so  it  will  be  in  place  when  main¬ 
stream  users  need  it  several  years  from  now. 

Despite  all  the  Web  connectivity  announcements 
from  DBMS  vendors,  Gerhart  says  he  doesn’t  see  major 
differences  between  the  database  on  a  Web  server  and 
traditional  database  applications.  “From  the  database’s 
standpoint,  being  a  Web  server  is  not  really  that  differ¬ 
ent  from  having  someone  hammering  away  with  a  Visu¬ 
al  Basic  application,”  he  says. 

Gerhart  says  Meta  also  sees  the  emergence  of  more 
packaged  data  warehousing  applications  aimed  at  hori¬ 
zontal  services  such  as  sales  analysis. 

Don’t  expect  each  vendor  to  approach  data  warehous¬ 
ing  the  same  way,  warns  Carl  Olofson,  a  research  direc¬ 
tor  at  International  Data  Corp.,  a  Framingham,  Mass., 
market  research  house.  “The  emphasis  tends  to  be  dif¬ 
ferent  among  the  three  vendors.  Informix  on  the  power 
of  the  engine.  You  see  more  of  an  emphasis  on  data 
warehouse  building  and  management  tools  from  a  com¬ 
pany  like  Oracle.  And  Sybase  has  its  Sybase  IQ  solu¬ 
tion,”  he  says. 

Olofson  says  he  expects  Sybase,  Inc.  to  make  a  big 
middleware  push  with  its  new  Jaguar  CTS  transaction 
server  for  Internet-based  online  transaction  processing 
applications.  Of  the  vendors  that  offer  transaction  serv¬ 
ers  for  intranets,  Sybase  has  an  advantage  in  openness 
because  it  supports  Java  and  works  well  with  non- 
Sybase  databases. 

Performance 

The  move  to  data  warehousing  begs  for  performance 
improvements,  and  DBMS  vendors  will  continue  to  add 
support  for  larger  parallel  processing  and  symmetrical 
multiprocessing  systems.  Also,  dealing  with  the  high 
I/O  demands  of  a  data  warehouse  is  at  the  heart  of  better 


performance.  Some  vendors  are  trying  to  speed  up  the 
I/O  process,  but  Gerhart  says  Meta  recommends  the  ap¬ 
proach  of  those  vendors  that  are  working  to  reduce  the 
number  of  I/Os. 

Some  performance  gains  could  come  as  vendors  go  to 
a  three-tier  architecture,  using  features  such  as  a  trans¬ 
action  server  to  off-load  work  from  the  main  database, 
Gerhart  says. 

Olofson  says  he  expects  the  greatest  performance 
gains  to  come  in  the  decision-support  or  data  warehouse 
sector,  and  performance  improvements  in  transaction 
processing  should  be  more  incremental. 

“Performance  will  continue  to  scale.  It’s  imperative 
for  DBMS  vendors  to  continue  to  improve  performance, 
because  the  number  of  users  is  going  to  grow  tremen¬ 
dously,”  Finkelstein  says. 

Watch  for  Microsoft  Corp.  to  change  pricing  models 
with  the  release  of  SQL  Server  7.0,  tentatively  scheduled 
for  later  this  year.  While  other  vendors  justify  the  differ¬ 
ence  in  cost  between  their  workgroup  and  enterprise 
DBMS  products  by  adding  functionality  to  the  enter¬ 
prise  version,  Microsoft  tends  to  offer  more  functional¬ 
ity  in  its  workgroup-oriented  SQL  Server.  That  should 
drive  other  DBMS  vendors  to  migrate  functionality 
found  in  enterprise  versions  to  workgroup-priced  prod¬ 
ucts  to  compete  with  Microsoft,  Gerhart  says. 

Finkelstein  says  Microsoft  prices  are  relatively  low  al¬ 
ready,  and  Sybase  and  Informix,  having  lost  market 
share,  will  have  to  be  more  aggressive  with  pricing.  But 
he  says  he  expects  Oracle  and  IBM  to  be  able  to  charge 
more  because  they  can  deliver  more. 

Users  may  also  see  a  new  pricing  model  replace  the 
per-user  model.  Finkelstein  says,  “DBMSs  will  have  to 
be  priced  probably  by  the  power  of  the  platform,  be¬ 
cause  with  the  Internet /intranet  model,  you  no  longer 
have  connections  like  you  do  in  client/server.”  Buyers 
should  lock  their  vendors  in  to  a  long-term,  platform- 
based  price  today,  knowing  that  their  user  base  will  grow 
a  lot  in  the  next  five  years,  Finkelstein  says.  □ 


Connolly  is  Computerworld ’s  technology  evaluations 
editor. 
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Control  Center  was  easy  to  navigate  except 
when  it  disappeared 


of  data  in  those  Blobs.  And  the  content  of 
those  descriptive  fields  was  only  as  good 
as  the  information  supplied  by  the  sys¬ 
tem  user. 

IAV  Extender  addresses  some  of  the  is¬ 
sues  of  content  management  for  these 
data  types.  When  a  data  file  is  submitted 
to  be  stored  in  an  image,  audio  or  video 
field,  the  extender  examines  the  contents 
of  the  file  to  determine  its  data  type.  The 
system  initially  tests  to  see  whether  the 
content  matches  whatever  is  implied  by 
the  file  name  extension,  i.e.  that  a  .JPG 
file  contains  a  JPEG  image.  It  also  logs 
some  basic  information  such  as  image 
dimensions. 

There  are  search  capabilities  in  IAV 
Extender,  primarily  for  image  data  types 
and,  to  a  lesser  extent,  audio  types.  For 
example,  a  query  may  request  that  graph¬ 
ics  interchange  format  images  that  have 
an  average  color  of  green.  Or  a  search 
might  be  conducted  for  all  Musical  In¬ 


strument  Digital  Interface  files  greater 
than  a  certain  size  that  contain  an  oboe. 
On  a  more  advanced  level,  a  template 
image  might  be  supplied  to  the  system 
to  search  for  images  with  similar  color 
values.  Either  of  these  searches  is  easy  to 
perform,  requiring  only  the  addition  of 
some  simple  parameters  to  otherwise 
standard  SQL  calls.  There’s  no  need  to 
perform  extensive  advanced  preparation 
of  data,  as  typical  search  criteria  are 
gathered  by  IAV  Extender  when  images 
and  sounds  are  originally  saved  in  the 
database. 

But  compared  with  Text  Extender,  IAV 
Extender  seems  to  be  more  of  a  work  in 
progress.  It  isn’t  yet  equipped  with  some 
of  the  truly  advanced  capabilities,  such  as 
shape  analysis,  that  it  must  have  to  satis¬ 
fy  the  needs  of  sophisticated  graphics 
users,  though  the  basic  searches  certainly 
seem  to  work  as  advertised. 

One  disadvantage  of  Text  Extender  and 


IAV  Extender  is  that  they  require  that 
their  particular  User  Defined  Functions 
and  User  Defined  Data  Types  be  added  to 
each  database  that  they  will  be  used  in. 
That  raises  the  specter  of  missed  up¬ 
grades  in  the  future.  In  an  environment 
where  many  databases  use  one  or  more 
of  the  extenders,  simply  tracking  which 
database  has  had  which  extender  in¬ 
stalled  may  become  a  monumental  task. 
If  IBM  thinks  that  these  extenders  will  be 
more  widely  used  in  the  future,  it  may 
need  to  consider  a  different  approach. 


IBM  responds 

IBM  issued  the  following  re¬ 
sponse  through  its  public  rela¬ 
tions  firm: 

“DB2  Universal  Database  is 
in  beta  test  today,  targeted  for 
release  in  September.  The  beta 
code  is  being  used  and  evaluat¬ 
ed  worldwide  by  existing  and 
potential  customers,  resellers 
and  analysts.  The  feedback  on 
the  power,  feature  set  and  us¬ 
ability  of  the  product  has  been 
overwhelmingly  positive. 

“During  the  upcoming 
months,  IBM  will  continue  to  test  and 
improve  software  to  ensure  that  when  de¬ 
livered,  the  final  product  embodies  the 
reliability,  performance  and  robustness 
that  are  synonymous  with  IBM  and  DB2. 
And  because  we  haven’t  completed  our 
final  test  phase,  we  have  been  able  to  in¬ 
corporate  good  suggestions  by  reviewers. 
This  is  the  value  of  the  beta.”  □ 


Hayes  is  systems  control  manager  at  Client/ 
Server  Labs,  Inc.  in  Atlanta,  a  primary  test 
lab  partner  of  Computerworld. 
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ONCE  YOU  WERE  WILLING 
TO  PAY  FOR  MIPS  THAT  DIDN’T 
PULL  THEIR  WEIGHT.  BUT  NOT 
IN  THIS  MILLENNIUM. 

Many  mainframe  purchases  are 
based  on  Total  MIPS  —  but  Productive 
MIPS  are  the  real  test  of  value. 

Consider  the  Amdahl  Millennium™ 
family  of  CMOS-based  servers  —  S/390® 
compatible  mainframes  that  deliver 
more  Productive  MIPS  per  dollar  than 
any  other  CMOS-based  server.  Bar  none. 

Millennium’s  extraordinary  value 
derives  from  its  unique  high-efficiency 
design.  Unmatched  caching  with  up  to 
30  times  more  capacity  for  optimum 
processor  utilization.  Flexible  parti¬ 
tioning  for  load-matched  resource 
allocation.  Plus  many  more  innovative 
ways  to  keep  MIPS  hard  at  work  — 
handling  the  mission-critical  workload 
of  your  business. 

Interested  in  servers  with  a  stronger 
work  ethic?  Talk  to  Amdahl. 


amdahl 

Bring  us  your  hard  problems 


Your  corporate  intranet  -  how  are  you  going  to  manage  it? 

Technology  shifts  always  produce  info-gluts:  tons 
and  tons  of  reports,  product  announcements,  articles. 

What's  it  all  mean?  Find  out  each  month  with  Computerworld 


Intranets 


©  A  MONTH  LV 
MINI-MAGAZINE: 

You’ll  get  information 
on  how  you  can  put 
Web  browsers  and 
other  standard  Internet 
technology  to  work  in 
your  internal  company 
networks.  Once  a 
month  in  Computer- 
world  we  bring  you  a 
“mini-magazine”  of 
highly  focused  pages  that  examine  the  critical 
intranet  management  issues  you  need  to  know. 


COMPUTERWORLD 
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www.computerworld.com/intranets 


©ONLINE: 

Our  full  mini-magazine 
plus  more: 

RealAudio  interviews 
with  high-level  man¬ 
agers,  project  screen 
shots,  links  to  the  best 
Internet  resources, 
interactive  forums  to 
help  you  find  the  best 
ideas  and  techniques 
while  building  your 
intranet. 


IN  OUR  M AV  26  ISSUE: 

Application  Building 

For  programmers,  collaboration  has  always 
been  a  necessary  evil,  and  cultural  biases  per¬ 
sist.  But  leading-edge  organizations  are  finding 
that  the  shared  design  elements,  knowledge 
bases  and  extended  development  teams  made 
possible  by  the  intranet  really  work.  Our  pack¬ 
age  includes  interviews  and/or  case  studies 
with  four  organizations  building  applications 
using  the  intranet,  features  by  which  to  evalu¬ 
ate  developer  tools  and  tips  for  developing  via 
the  intranet. 
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70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


COMPUTERWORLD 


3*  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  O  Yes  O  No 
Networking  Products  O  Yes  O  No 

Intranet  Products  O  Yes  O  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  O  Internet  software 

(b)  O  Internet  browsers 

(c)  O  Web  authoring/development  tools 

5 . Do  you  use  the  Internet?  O  Yes  O  No 
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At  Glaxo 
Wellcome, 
old- 

fashioned 
elbow  work 
leads  to 
forward- 
looking 
software 
design 


It  was  an  ambitious  project  schedule  by  any  standard.  Developers 
got  system  specifications  at  11:45  a-m-  and  had  to  have  working 
prototypes  by  2  o’clock  that  afternoon. 


The  system,  developed  as  paper  mock-ups  by  each  of  three  competing  teams,  processed  orders  at 
a  fast-food  outlet.  Pretend  users  pushed  paper  to  place  orders,  while  team  members  provided  paper- 
based  “computer”  responses. 


H.  A  n  t  h  e 


The  first  team  able  to  accomplish  an  assigned  task  —  such  as  ordering  as  much  food  as  possible  for  $3.84  —  won  the  contest 
“The  winning  team  had  a  user  interface  with  enough  instructions  that 

the  user  could  actually  operate  it  without  being  coached  by  the  team,”  B  v  Garv 
says  Kurt  Morehouse,  a  semor  consultant  in  research  computing  at  Glaxo  /  / 

Wellcome,  Inc. 

It  was  just  a  training  exercise,  but  that’s  how  they  develop  real  applications  at  this  Research  Triangle  Park,  N.C.,  pharmaceutical 
company.  Morehouse’s  group  has  abandoned  software  usability  testing,  and  it  doesn’t  much  like  software  prototyping,  either. 

Yet  the  group  consistently  delivers  software  that  is  easy  to  use  —  often  with  no  documentation  —  and  applications  that  fully 
meet  users’  needs.  Even  the  users  say  so. 

Software  developers  at  the  company’s  Research  and  Development  Information  Resources  unit  take  “requirements  definition"  to 
a  realm  unheard  of  in  most  organizations. 

They  become  user  “apprentices,”  produce  scores  of  models  and  push  paper  —  lots  of  it. 


s 


Clear  vision,  page  82 


►  Front,  left  to  right:  Glaxo  Wellcome's  Kurt  Morehouse,  Ingrid  K.  Towey  and  Holly  Desportes.  Back:  Roger  Cornejo. 
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CONTINUED  FROM  PAGE:  81 _ 

The  company  says  this  front-loading  of  labor 
saves  on  total  life-cycle  costs  through  less  cod¬ 
ing,  testing,  training,  documentation  and 
maintenance  effort. 

The  process  is  involved,  but  team  leader 
Morehouse  stresses  that  “usability  needs  to  be 
built  in,  not  added  on.”  That  may  seem  obvi¬ 
ous,  but  few  developers  do  it,  he  says.  Indeed, 
Glaxo  Wellcome  used  to  focus  on  how  to  make 
an  application  usable  after  the  software  was  de¬ 
veloped,  via  usability  testing,  modifications  to 
user  interfaces,  documentation  and  training. 
But  by  then,  it  was  too  late  to  really  optimize 
usability. 

“Usability  must  be  systemic  —  top  to  bot¬ 
tom,  through  and  through,”  Morehouse  says. 
“It  is  not  just  in  screen  ergonomics;  it’s  in 
the  structure  of  the  system  as  well  as  on  the 
surface.” 

The  group  employs  a  technique  called  con¬ 
textual  design  to  develop  software  for  Glaxo 
Wellcome’s  research  scientists.  The  approach 
was  pioneered  at  Digital  Equipment  Corp.  in 
Maynard,  Mass.,  and  later  refined  and  commer¬ 
cialized  by  InContext  Enterprises,  Inc.  in  Har¬ 
vard,  Mass. 

In  contextual  design,  developers  come  to  in¬ 
timately  understand  users’  needs  in  the  context 
of  their  actual  daily  work  routines. 


Kurt  Morehouse  (left)  and  Ingrid  K.  Towey  display  a 
Post-It  mock-up.  In  this  phase,  Morehouse  says,  "We 
offer  the  user  paper,  pencil  and  tape  and  let  them  de¬ 
sign  an  interface  that  will  work  better." 
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For  each  major  function  that  will  be  supported  by  the 
software,  users  are  interviewed  by  multiple  develop¬ 
ment  staff  members. 

Two-hour  interviews  take  place  while  users  go  about 
their  jobs  and  developers  observe  and  take  notes.  The 
key  is  seeing  what  users  do,  not  just  hearing  what  they 
say  they  do. 

That  eliminates  the  common  —  but  flawed  —  prac¬ 
tice  of  having  subject-matter  experts  relay  requirements 
to  the  development  team  secondhand,  says  Jared  Spool, 
a  founding  principal  at  consulting  firm  User  Interface 
Engineering,  Inc.  in  Andover,  Mass.,  which  helped 
Glaxo  Wellcome  develop  its  design  methodology.  “As 
Yogi  Berra  once  said,  ‘You  can  observe  a  lot  just  by 
watching,’  ”  he  says. 

ALL  THE  RIGHT  STEPS 

Morehouse  says,  “If  I  ask  a  mechanic  over  dinner  how 
he  changes  brakes,  he  may  give  me  four  steps.  But  if  I 
were  to  go  and  watch  him,  I  might  see  that  there  are  30 
to  40  steps.  And  some  of  the  really  key  tricks  he  has  de¬ 
veloped  to  make  the  job  easy,  he  doesn’t  talk  about  at 
all.” 

Despite  the  benefits,  the  process  can  be  difficult  for 
the  users,  says  Quan  Nguyen,  a  Glaxo  Wellcome  re¬ 
searcher  in  human  genetics.  Nguyen  uses  a  software  aid 
to  genetic  sequencing  that  was  developed  through  con¬ 
textual  design. 

Developers  “followed  us  around  in  the  laboratory  for 
several  weeks,”  he  says.  “They  picked  up  little  bits  of  sci¬ 
ence,  observed,  asked  a  million  questions,  took  notes 
and  got  in  the  way.” 

But  the  payoff  was  a  system  that  met  users’  complex 
needs  and  presented  to  them  “almost  seamless  inter¬ 
faces,”  Nguyen  says.  “It  is  very  easy  to  use  because  it 
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really  mirrors  our  work  practices.” 

And  the  in-your-face  interviews  had  a  side  benefit, 
says  Raymond  Grimaila,  a  bio- informatics  specialist  and 
another  user  of  the  software.  “Their  questions  helped  us 
improve  our  workflow,”  he  says.  “For  example,  they’d 
say,  ‘Wouldn’t  it  be  better  to  shift  this  piece  of  equip¬ 
ment  over  to  that  bench  to  cut  down  on  traffic  time?’  ” 

The  working  interviews  typically  result  in  16  to  20 
two-hour  accounts  of  the  activities  to  be  supported  by 
the  system.  Then  the  development  team  —  usually 
about  five  people  —  begins  to  interpret  and  integrate  the 
various  accounts. 

In  group  sessions,  each  interviewer  recounts  and  acts 
out  his  version  of  the  observed  workflow.  That  informa¬ 
tion  becomes  the  basis  for  a  consolidated  view  of  the 
user’s  work.  "Through  iterations  of  role-playing,  we  rec¬ 
oncile  different  views,”  Morehouse  says. 

Those  views  take  the  form  of  five  models.  One  model 
deals  with  organizational  culture,  standards,  policies 
and  the  like;  another  explains  workflow  in  the  physical 
world,  including  buildings,  rooms  and  hardware  loca¬ 
tions;  others  document  workflows  by  person  and  time. 

The  key  goal  of  the  integration  and  modeling  phases 
is  “to  distill  the  signal  from  the  noise,”  Morehouse  says. 

Then  more  brainstorming  sessions  occur.  Developers 
take  the  models  of  how  users  currently  work  and  extend 
them  to  include  new  and  improved  work  practices. 
From  that  emerges  a  user  environment  design,  or  sys¬ 
tem  “floor  plan,”  that  shows  all  the  parts  of  the  system 
and  how  they  relate. 

Then  the  paper  pushing  begins.  System  mock-ups,  in 
the  form  of  paper  squares  and  Post-It  notes,  are  affixed 
to  a  board  and  connected  by  arrows  drawn  by  colored 
markers. 

The  paper  prototyping  takes  place  in  the  user’s  work¬ 


place  —  in  this  case,  the  research  laboratory. 
The  user  is  asked  to  accomplish  a  task  while 
one  developer  plays  computer  and  another 
records  the  results.  “The  scientist  might  push 
a  button,  then  we’ll  pull  up  the  next  piece  of 
interface  and  lay  it  on  the  table,”  Morehouse 
says.  “This  gives  the  customer  a  way  to  role- 
play  through  the  system.” 

When  something  doesn’t  work,  the  user  is 
asked  to  become  a  co-designer.  “We  offer  the 
users  paper,  pencil  and  tape,  and  we  let  them 
design  an  interface  that  they  think  will  work 
better,”  Morehouse  says. 

The  development  team  repeats  the  process 
until  the  paper  prototypes  become  too  detailed 
to  be  practical.  Only  then,  when  usability  is  al¬ 
ready  largely  proven,  does  the  coding  of  soft¬ 
ware  prototypes  begin. 

Paper  prototyping  is  less  likely  than  soft¬ 
ware  prototyping  to  result  in  developers  in¬ 
vesting  too  much  ego  in  their  designs,  says  In¬ 
grid  K.  Towey,  a  senior  systems  analyst.  “If 
you’re  working  with  paper,  it’s  very  easy  to 
change  and  very  easy  to  throw  away,”  she  says. 
“And  it  puts  the  user  on  the  same  footing 
as  us.” 

“Normally,  you  write  a  lot  of  code  and  you 
show  it  to  users  and  they  say,  ‘Well,  we  know 
that’s  what  we  asked  for,  but  it’s  not  what  we 
wanted,’  ”  Spool  says.  “Now,  you  go 
through  that  cycle  before  you’ve  writ¬ 
ten  any  code.” 

Spool  says  a  key  advantage  of  paper 
prototypes  is  that  they  can  be  created 
by  nonprogrammers  with  little  train¬ 
ing.  “Anyone  on  the  team  can  pro¬ 
duce  a  working  version  of  the  applica¬ 
tion;  you  can  be  a  business  analyst,  a 
trainer  or  a  technical  writer.” 

And  Holly  Desportes,  a  senior  sys¬ 
tems  analyst  at  Glaxo  Wellcome,  says,  “Once  you  get  it 
right  on  paper,  we  can  get  it  into  working  code  very 
quickly.” 

“This  takes  a  lot  of  decisions  out  of  the  back  room,” 
Morehouse  adds.  “Specifications  used  to  be  so  general 
that  the  programmers  made  a  lot  of  decisions  on  their 
own.” 

PUSHING  PAPER 

But  users  sometimes  balk  at  the  paper-pushing  exercise. 
“It’s  definitely  frustrating  at  first,”  Nguyen  says.  “You 
see  all  the  paper  models,  and  they  look  silly.  You  want 
the  product.”  But  he  concedes  that  the  code  came  quick¬ 
ly  thereafter,  and  it  was  delivered  with  full  functionality 
and  few  bugs. 

When  Glaxo  Wellcome  adopted  these  practices  two 
years  ago,  it  gave  up  classic  usability  testing,  in  which 
users  of  completed  software  are  videotaped  and  the 
tapes  analyzed  for  ways  to  improve  user  interfaces.  “It 
didn’t  give  us  as  much  insight  as  we  wanted,”  More¬ 
house  says.  “The  problem  was  there  were  no  good  met¬ 
rics  for  how  to  interpret  it.” 

The  applications  that  Morehouse’s  group  develops 
now  are  so  user-friendly  that  user  documentation  and 
training  have  been  reduced  by  about  80%,  he  estimates. 
Indeed,  some  software  is  delivered  with  only  a  one-page 
installation  guide  and  a  small  amount  of  online  help. 

“We  have  turned  documentation  around  180 
degrees,”  Morehouse  says.  “We  used  to  say,  ‘Now 
that  we  have  the  system,  what  does  it  do?’  Now  we 
start  with  the  user’s  perspective,  not  the  programmer’s 
perspective.”  □ 


Anthes  is  Computerworld ’s  senior  editor,  special  reports. 
His  Internet  address  is  gary_anthes@cw.com. 
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NETWORKING:  PRODUCT  REVIEWS 


►  Server 


By  Brooks  Talley 

The  ALR  Revolution  6x6  is  a 
pretty  amazing  machine. 
Advanced  Logic  Research  has 
always  had  good  server 
designs,  but  in  the  past  they 
were  about  even  with  Compaq’s  or 
Hewlett-Packard’s  efforts.  The 
Revolution  6x6  puts  the  company 
ahead  by  offering  more  com¬ 
pelling  features  and  upgradability 
while  remaining  in  the  same  price 
range.  This  is  the  must-buy  for 
any  IS  department  that  wants  a 


address  if  you’d  care  to  buy  more 
than  1,024  of  these  things. 

Because  the  guts  of  the 
Revolution  6x6  are  based  on  two 
processor  cards,  each  having  as 
many  as  three  processors,  I  looked 
at  the  server  configured  with 
three,  four,  and  six  processors. 
This  let  me  look  at  a  fully  config¬ 
ured  one-card  system,  a  four-CPU 
system  that’s  comparable  to  com¬ 
petitors’  offerings,  and  a  maxed- 
out  system.  I  found  very  impres¬ 
sive  scalability  all  the  way  around. 


ALR's  Revolution  6x6  scales  the  heights 


Benchmarks 


Times  in  minutesseconds 


3  CPUs 


4  CPUs 


6  CPUs 


BETTER 


WORSE 


Times  varied  to  complete  our  database  benchmark  test  using  50  client  machines  across  three  lOBase-T  segments. 


high  degree  of  fault  tolerance  and 
scalability  without  paying  top  dol¬ 
lar  for  it.  And  what  IS  department 
wouldn’t? 

As  with  its  predecessor,  the 
Revolution  Quad  6,  Revolution 
6x6’s  most  prominent  feature  is 
ALR’s  touch-sensitive  LCD, 
dubbed  InforManager. 
InforManager  gives  a  visual  and 
audible  alert  for  out-of-bounds 
conditions  in  the  power  supplies, 
fans,  and  temperatures. 

Of  course,  no  one  wants  to 
hang  out  in  the  server  closet 
watching  an  LCD,  so 
InforManager’s  statistics  are  also 
available  via  software,  both  locally 
and  remotely.  InforManagers 
remote-management  piece  can 
handle  as  many  a  1 ,024  servers — 
a  limitation  ALR  would  happily 


a  testament  to  the  clever  approach 
ALR  took  with  the  machine. 

The  Revolution  6x6  is  based 
on  the  same  450GX  chip  set  (pre¬ 
viously  known  as  Orion)  as  com¬ 
petitors’  four-CPU  offerings.  The 
reason  everyone  else  is  shipping 
four-CPU  systems  is  the  chip  set’s 
2-bit  CPU  addressing  scheme, 
which  allows  for  four-CPU  IDs. 
ALR  has  implemented  two  sets  of 
three  CPUs;  the  missing  fourth 
CPU  in  each  set  is  actually  a 
stand-in  for  the  other  entire  group. 
The  Pentium  Pro’s  round-robin 
multitasking  approach  is  pre¬ 
served,  and  the  four-CPU  limit  is 
broken. 

The  machine  that  I  tested 
was  configured  with  a  whopping 
1GB  of  RAM  and  10  2GB  ultra- 
SCSI  drives  in  a  RAID  array. 


More  modestly  config¬ 
ured  units  are  priced 
starting  at  $13,675  —  an 
excellent  price  for  a  sin¬ 
gle-processor  server 
configured  with  128MB 
of  RAM  and  9GB  SCSI 
drive,  especially  consid¬ 
ering  upgradability  to 
six  processors. 

I  tested  the 

Revolution  6x6  using  a 
database  benchmark, 
with  50  clients  distrib¬ 
uted  across 
three  lOBase-T  seg¬ 
ments.  When  I  moved 
from  three  CPUs  to 
four,  performance 
improved  3 1  percent. 
When  I  moved  from 
four  CPUs  to  six,  per¬ 
formance  jumped  anoth¬ 
er  34  percent.  Although 
that  falls  short  of  ideal 
scalability,  it’s  still  an 
extra  34  percent  at  prac¬ 
tically  no  cost. 

The  Revolution 
6x6  may  not  offer  bul¬ 
letproof  fault  tolerance, 
but  it  offers  a  lot:  The  power  sup¬ 
ply  has  two  AC  plugs,  which  can 
be  plugged  into  different  circuits, 
and  the  power  supply  actually 
comprises  four  modules;  three  are 
live,  and  one  is  a  hot  spare. 

Additional  fault  tolerance  is 
provided  by  the  Active  CPU  fea¬ 
ture,  which  automatically  shuts 
down  an  out-of-spec  CPU,  recon¬ 
figures  the  machine  to  not  use  the 
CPU,  and  then  automatically 
reboots.  Although  CPU  failures 
are  fairly  rare,  the  fan  or  Voltage 
Regulator  Module,  called  VRM, 
could  also  contribute  to  a  CPU’s 
demise. 

My  only  complaint  with  this 
splendid  piece  of  hardware  is  that 
if  you  buy  it  with  less  than  its  full 
complement  of  processors,  ALR’s 
add-in  processor  prices  are  astro- 


THIS  MONSTER  of  a  box  has  six  200-MHz 
Pentium  Pro  processors,  1GB  of  RAM,  10 
2  GB  hot-swappable  ultra-SCSI  drives, 
three  Channel  RAID  controllers,  seven 
PCI  slots,  four  EISA  slots,  one  PCI/EISA 
slot,  and  a  16X  CD-ROM  drive. 


nomical  —  about  twice  what  you 
pay  for  the  same  chip  at  a  local 
VAR. 

On  the  whole,  this  is  the  best 
server  I’ve  seen  for  less  than 
$50,000.  If  you  want  a  super- 
high-end,  multiprocessing,  fault- 
tolerant,  room-size  server,  look  to 
Tricord  or  NetFrame.  Otherwise, 
buy  this  server  —  now. 


Brooks  Talley  is  InfoWorld  Test 
Center’s  associate  technical  man¬ 
ager.  Send  e-mail  to  books_tal- 
ley@infoworld.com.  Additional 
testing  by  Technology  Analyst  Yun 
Wang  (yun_wang@infoworld.com) 


THE  BOTTOM  LINE 


ALR  Revolution  6x6 

This  is  a  first-rate  server  that 
I  offers  more  scalability  and 
fault  tolerance  than  most 
Pros:  As  many  as  six  proces¬ 
sors;  support  for  multiple  drive 
bays;  fault  tolerance;  touch¬ 
screen  information  panel. 

Cons:  Expensive  processor 
upgrades. 

Advanced  Logie  Research,  Inc,  Irvine, 
Calif, ;(7 14)58 1-6770;  fax:(7 14) 
581-9240;  http://www.alr.com ^ 
Price:  559,962,  as  tested. 
Platforms:  Windows  NT5. 1  and  4.0, 
Netware  4x,  Sun  Solaris 


Thanks, 
for  letting 

us  know. 

We’ve  now 
lowered 
our  prices! 


Price  Starting 

at_$13,675 

with  9-03 
of  storage  and 
12&-M3 
Memory 
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Gaining  in  demand  and  prestige,  a  te  nology-focused  MBA 
can  be  the  ticket  to  a  key  leadership  r  /BY  ALAN  R.  EARLS 


techno- 

mbas 


Eric  Cunningham 

doesn’t  have  to 
be  sold  on  the 
value  of  his  technology- 
focused  MBA. 

“I  received  three  employ¬ 
ment  offers  before  gradua¬ 
tion,  which  was  typical  of 
my  peers,”  he  says. 

A  1:995  graduate  of  the 
techno-MBA  program  at 
the  University  of  Texas  at 
Austin,  Cunningham  says 
he  was  surprised  by  the 
most  immediate  results  of 
the  program:  the  tremen¬ 
dous  interest  shown  in 
him  and  other  future  grad¬ 


uates  by  employers  during 
the  recruitment  period  at 
the  university. 

But  the  real  value  of  the 
university’s  information 
systems-focused  business 
program  became  clear  to 
Cunningham  when  he 
signed  on  as  a  business 
analyst  at  American  Man¬ 
agement  Systems,  Inc. 
(AMS)  in  Birmingham, 
Ala.  Cunningham  is  now 
on  the  front  lines,  solving 
client  problems  daily. 

Originally  recruited  by 
AMS  to  provide  planning 
Top  25  Techno-MBAs,  page  86 
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Computer  Consultant/Program¬ 
mer  (Chicago):  Analyze,  plan, 
develop,  test  and  implement  cus¬ 
tomized  business  systems  soft¬ 
ware  applications.  In  providing 
clients  with  technical  solutions, 
utilize  the  following  computer- 
based  methodologies:  Amdahl 
5995,  IBM-3090  and  IBM  ES- 
9000  mainframes,  MVS/XA, 
MVS/ESA,  MS-DOS,  CICS, 
INTERTEST,  TSO/ISPF,  JCL, 
QMF,  SPUFI,  DB2,  VS  COBOL 
II,  VSAM,  Changman,  REXX, 
File  Aid  and  Ezytrieve.  Assist  in 
documenting  developed  soft¬ 
ware  application.  Take  part  in 
client  transition  to  new  system. 
Large  percentage  of  time  may 
be  spent  performing  consulting 
services  at  client  sites  in  various 
geographical  locations.  40 
hrs/wk,  8:30am-5pm;  $43,500/ 
yr.  Must  have  Bachelor's  in  Com¬ 
puter  Science  or  related  field 
which  may  include  Engineering, 
Math,  Physics  or  Business  and  2 
yrs  exp  in  the  job  offered  or  2  yrs 
exp  as  a  Computer  Software 
Development  Specialist  which 
may  include  exp  as  a  Progra¬ 
mmer,  Programmer  Analyst, 
Systems  Analyst,  Software 
Engineer  or  Consultant.  Must 
have  completed  at  least  one 
software  development  project 
using  each  of  the  following  com¬ 
puter-based  methodologies:  1) 
MVS  XA/ESA;  2)  CICS;  3)  DB2; 
4)  VS-COBOL  II;  5)  VSAM.  Must 
be  willing  to  travel  to  client  sites 
throughout  the  U.S.  25-50%  of 
the  time.  Must  have  proof  of  legal 
authority  to  work  permanently  in 
the  US.  Send  resume/ltr  in  dupl 
to:  Illinois  Dept  of  Employment 
Security,  401  South  State  Street 
-  3  South,  Chicago,  IL  60605, 
Attn:  Dennis  Jones,  Ref#  V-IL 
16922-D,  An  employer  paid  Ad. 
No  Calls. 


Programmer/Analyst  sought  to 
analyze,  design,  develop,  imple¬ 
ment  and  maintain  online  and 
batch  applications.  Provide  tech¬ 
nical  support.  Utilize  COBOL  II, 
DB2,  ORACLE  and  REXX  soft¬ 
ware.  Requirements:  Bachelors 
Degree  in  Computer  Studies/ 
Science,  Math  or  Engineering. 
Two  years  experience  as  a 
Programmer/Analyst  and/or  two 
years  experience  as  a  Progra¬ 
mmer.  Experience  must  include 
eighteen  months  using  COBOL 
II,  DB2,  ORACLE  and  REXX 
software.  Salary:  $41,000/yr. 
Hours:  40/wk.  (M-F,  8:00  -  5:00). 
Send  resume  to  Alien  Labor 
Certification  Unit,  7310  Wood¬ 
ward  Ave„  4th  fl.,  Detroit,  Mich¬ 
igan  48202.  Reference  No. 
158296. 


YEAR 


2  0  0  0 


OPPORTUNITIES 


Take  a  Challenging  Ride  into  the  Year  2 


We  see  value  in  what 
you  already  know. 

That's  why  Year  2000  can 
be  just  the  beginning  of 
your  Compuware  career. 

Working  with  our  clients  on 
high-profile,  mission  critical 
projects,  you'll  be  able  to  apply 
your  proven  expertise  while 
learning  new  skills  to  prepare  you 
for  the  future. 

Rated  a  top  provider  of  Year  2000 
testing  services  by  the  Gartner  Group, 
Compuware  provides  exceptional 
opportunities  for  IT  professionals  to  gain 
automated  testing  and  systems  analysis 
experience.  You'll  work  with  a  wide  range  of 
market-leading  testing  products,  including 
File-AID,  Abend-Aid,  XPEDITER,  (^Playback 
and  OAHiperstation. 
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As  one  of  the  1 0  largest  independent  software  companies,  we  offer  you  oppor¬ 
tunities  for  the  year  2000  and  beyond,  including  new  mainframe  and  client/ 
server  development  projects.  Opportunities  exist  throughout  North  America 
for  project  managers,  mainframe  programmer/analysts  and 
client/server  developers.  We  provide  competitive  pay,  great 
benefits  and  first  class  training.  And  our  staff  retention  ranks  among 
the  highest  in  the  industry.  Tax  your  resume,  referring  to  CW597, 
to  1-800-871-0401  or  e-mail  to:  ads_careers@compuware.com. 
Or  send  to :  Compuware  Corporation,  Recruiting  Department, 
31440  Northwestern  Highway,  Earmington  Hills,  Ml  48334. 

www.compuware.com 


1-800-267-4884 


COMPUWARE 


An  Equal  Opportunity  Employer. 


Programmer  Analyst.  De¬ 
sign,  develop  and  modify 
business  applications/soft¬ 
ware.  Utilize  AS/400.  Ini¬ 
tially  Winter  Park,  FL  loca¬ 
tion,  must  be  willing  to 
relocate  to  unanticipated 
locations  in  the  U.S.  Bach¬ 
elor  degree  in  Computer 
Science  or  closely  related 
field,  plus  2  years  experi¬ 
ence  required.  Knowledge 
of  AS/400  required.  Send 
resume  to  Christine  Chio- 
do,  ref:  FLAS,  The  Reohr 
Group  Inc.,  676  East 
Swedesford  Rd,  Suite  200, 
Wayne,  PA  1  9087. 


RKA  is  looking  for  a  Project 
Lead/Software  Engineer  to 
Dsgn,  devlp,  &  implement  finan¬ 
cial  &  manufacturing  s/w  apps. 
Should  have  knowledge  of  most 
of  the  following  software:  ORA¬ 
CLE  7.x,  Oracle’Applications 
10.x,  Developer/2000,  SQL" 
FORMS  2.x,  C++,  C,  Unix  Shell 
Scripts,  Sybase,  and  DBL.  Also 
some  knowledge  of  Database 
Administration.  Master’s  Deg¬ 
ree  in  Comp  Sci,  Comp  Eng, 
Mech  Eng,  EE,  or  Math  req’d  + 
2  yrs.  exp  in  job  offrd  or 
Consultant,  Programmer,  or 
Analyst.  $65,000/yr.  Job  site/ 
intvw:  Boston,  MA.  Send  ad  & 
resume  to  Anita  Sakuru,  18 
Commerce  Way,  7th  Floor, 
Woburn,  MA  01801,  Fax  617 
932-0895. 


Technical  Support  Specialist  - 
Burlington,  MA.  Evaluate 
computer  systems;  recom¬ 
mend  improvements;  modify 
SAP  R/3  program  modules  & 
resolve  related  problems;  write 
project  reports  &  software 
documentation.  Bachs/Comp. 
Sci.  or  Engg  or  Math.  2yrs/ 
exp.  in  job  offered  or  2yrs  as 
Programmer/Analyst  or  Soft¬ 
ware  Engineer.  Must  have 
working  knowledge  of  SAP 
R/3  s/ware.  40hrs/wk  (9-6; 
M-F)  $54,000/yr.  Send  resu¬ 
me  in  dupl  to:  Case  #70276, 
PO  Box  #8968,  Boston,  MA 
02114. 
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PeopleSoft 


g  We  are  seeking  Professionals  to  join  g 
=  our  PeopleSoft  Consulting  Practice-  = 


all  modules.  Contract  &  permanent 
positions  available  nationwide. 


making  IT  happen 

Attn:  Craig  Stevens 
Tel.  1.800.676.7374  ext.  227 
FAX +1630.717.0909 
oslevens@trans-tech.com 
www.trans-tech.com 
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PROGRAMMER 
ANALYST 
BANKING 
M&l  EXPERIENCE 
DEPOSIT  SYSTEMS 

Travel  or  work  from  home 
full  time  or  contract 
Join  our  six-figure  club 

TCA 

CONSULTING  GROUP 

39  New  London  Tpke 
Glastonbury.  CT  06033 
TCACONSULTING@MSN.COM 

1-800-994-9903 


Integrated  Systems  Professionals 

A  Fast-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals. 

Project  Managers 
Team  Leaders/Conswltants 

•  Long-Term  Career  Opportunities 

•  Short-Term  And  Long-Term  Contract  Opportunities 

Experience  in  all  SAP  R/3  Modules  Basis  and  ABAP 
Oracle  •PeopleSoft  •Baan 

Performance-Based  Compensation  provides  exciting  opportunities 
for  experienced  professionals.  (To  S250K  OR  $150  per  hour  for 
experienced  SAP  experts) 


Please  fax  resumes  to  516-625-0740 
or  visit  us  at  http-7/www.  iprr.com 


wwm || 


SAGE  CONSULTING  SERVICES,  INC. 

LIFE  INSURANCE  CONSULTANTS! 

&  MANAGERS 


Urgent!! 


VANTAGE  -  nowti  $$$$ 


also 

•  LIFE  70  •  Life  Comm  •  CYBERTEK 

CALL/FAX  NOW!!  We  compensate  for  all  referrals! 


Administrative  Offices: 

P.O.  BOX  689;  FULSHEAR,  TX  77441-0689 

►  PH:  281/346-2950  FAX:  281/346-2333 


THREE  Senior  Programmer/ 
Analysts  sought  to  analyze, 
design  and  develop  customized 
information  systems  for  clients 
in  a  client/server  environment. 
Requirements:  Bachelors  deg¬ 
ree  or  equivalent  in  Computer 
Science  or  related  field  One 
year  experience  as  a  Senior 
Programmer/Analyst  and/or 
experience  in  Object-Oriented 
technologies  and  graphical  user 
interface  work.  Experience  must 
include  one  years  experience  in 
one  of  the  following:  Sybase, 
C++.  Smalltalk,  Delphi,  Power¬ 
Builder,  Visual  C  or  Visual  C++. 
Salary:  $45,000/yr.  Hours: 
40hrs./wk.  (M-F.  8:00  -  5:00) 
Send  two  copies  ot  resume  to 
Case  #  70266,  PO  Box  #8968, 
Boston.  MA  02114 


Programmer  Analyst.  Multi¬ 
ple  positions  available 
Design,  develop  and  modify 
business  applications/soft¬ 
ware.  Initially  Phoenix,  A2 
location,  must  be  willing  to 
relocate  to  unanticipated 
locations  in  the  U.S.  Bach¬ 
elor  degree  in  Computer 
Science  or  closely  related 
field,  plus  2  years  experi¬ 
ence  required.  Knowledge 
of  COBOL  with  CICS,  IMS  or 
DB2  required.  Send  resume 
to  Christine  Chiodo,  The 
Reohr  Group  Inc.,  676  East 
Swedesford  Rd,  Suite  200, 
Wayne,  PA  19087. 


DATA  PROCESSING 

Contract  &  Permanent  Job®: 

♦  Database  Administrator 

♦  IMS  DB  /  DC 

♦  UNIX  Sy®  Admin  /  Novell  /  NT 

♦  UNDC/C/C+  + 

♦  SmallTalk  /  PowerBuilder 

♦  Visual  Basic  /  Access 

♦  Sybase  /  Oracle  /  Ingres 

♦  Lotus  Notes  /  Progress 

♦  COBOL  /  CICS  /  DB2 

♦  ID  MS  /  Da  lac  am 

♦  Assembler  /  Banking 


MS  PRO  TECH 


'System*  Group  Inc. 
5545  Muiray  Road,  Suite  300 
Mempha,  TN  38119 
800-459-5100  Fax:901  767  9350 
e-mail:  piotech@maQibox.net 


CONTRACTS  UP 
TO  S65/HR 


Contract  positions  available  in 
VA,  CA,  TX,  and  OK 

•  PEOPLESOFT 

•  SAP  DEVELOPERS 

•  ADABAS/NATURAL  II 

•  ORACLE  DEVELOPERS 

•  IMS  DB/DC,  PL/1.  COBOL 

•  COBOL.  MVS.  DB2.  CICS 

•  UNISYS  A  SERIES,  UNC,  AGOL 

•  COBOL.  DMS  II 

•  LOTUS  NOTES 

•  FOCUS 

•  AS/400.  JD  EDWARDS 

•  UNISYS  1100.  2200,  DMS  II 
No  trainees! 

Referral  Bonus  -  $1 ,000 
HI  Candidates  Welcome 

JPS.  Inc. 

P.O.  Box  692281 .  Houston,  TX 
77269  Ph:  1-800/633-0391 
Fax:  1-800/963-3039 
e-mail:  jps228l  @  aol.com 


Bay 

Area 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


1-800-488-9204 
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CONTINUED  FROM  PAGE  84 

and  analysis  on  a  large  object-oriented  development  project, 

Cunningham  says  he  is  especially  pleased  with  the  analytical 
emphasis  provided  by  the  University  of  Texas.  He  says  it  has 
made  him  a  good  fit  at  AMS. 

“I  felt  able  to  contribute  right  away,”  Cunningham  says. 

More  recently,  with  support  from  his  manager,  Cunningham 
has  moved  toward  a  project  leadership  role  at  AMS. 

This  type  of  work  requires  heavy  emphasis  on  real-world 
skills.  Most  of  the  top  techno-MBA  programs  ranked  in  Compu- 
terworld’s  Top  25  Techno-MBA  Survey  demand  that  students 
roll  up  their  sleeves  and  tackle  actual  IS  tasks  and  problems  be¬ 
fore  they  enter  the  workforce.  The  real  attraction  of  the  degree 
for  employers  is  how  those  pragmatic  skills  are  wedded 
through  internships  and  classroom  exercises  to  an  advanced 
understanding  of  the  business  environment. 

Most  schools  provide  techno-MBA  graduates  with  the  full 
flavor  of  an  MBA  program.  Some,  such  as  Boston  University, 
even  offer  the  opportunity  to  pursue  a  doctorate  in  business 
administration  for  IS  as  well.  And  the  IS  component  isn’t  sim¬ 
ply  an  add-on. 

The  leaders  among  techno-MBA  programs  have  gone  a  long 
way  toward  successfully  integrating  IS  and  business  thinking. 

Top-tier  schools  report  that  their  IS  faculty  members  aren’t  only 
teaching,  but  also  providing  leading-edge  IS  research  that  gets 
published  in  respected  technical  and  academic  journals. 

Students  tend  to  be  a  cut  above,  with  Graduate  Management  Admission  Test  scores 
in  the  mid-6oos  among  the  top  10  schools.  Many  students  also  have  some  previous 
work  experience,  often  in  IS  functions.  And  when  they  graduate,  they  get  snapped  up 
fast.  The  top  10  schools  reported  that  virtually  all  students  had  accepted  an  employ¬ 
ment  offer  or  were  employed  full-time  within  six  months  of  their  spring  graduation. 


“There  is  a  real  attraction  to  the  technical  MBA  programs  for 
a  company  like  AMS,”  says  Paul  Renard,  vice  president  of  the 
telecommunications  industry  group  at  the  Fairfax,  Va.-based 
company.  Renard  has  recruited  many  techno-MBA  graduates. 
“We  like  them,  we  like  to  hire  them,  and  we  find  they  provide  a 
more  focused  and  more  leveragable  set  of  skills  than  a  standard 
MBA,”  he  says. 


techno- 

mbas 

"My  degree  is  often  misunderstood 
by  people.  Most  think  I'm  qualified  to 
talk  about  IT,  but  not  about  process¬ 
es.  It  usually  takes  just  a  little  bit  of 
time  for  them  to  see  my  work  and  to 
understand  what  skill  set  I  bring  to 
bear  on  a  project." 

-  Blaise  A.  D'Ambrosio, 

1995  Boston  University  graduate 


BECOMING  A  CHANGE  MASTER 

So  what’s  the  bottom-line  value  here?  Renard  estimates  that 
graduates  of  top-tier  techno-MBA  programs  can  command 
starting  salaries  of  $80,000  to  $120,000  per  year. 

What’s  more,  it’s  no  longer  a  sheepskin  reserved  just  for  IS 
professionals  or  others  following  a  strictly  technical  career  path. 
In  a  time  of  rapid  technical  change  across  all  industries,  it’s  a 
degree  that  helps  those  who  hold  it  become  “change  masters.” 

In  her  1988  book,  The  Change  Masters,  Harvard  Business 
School  Dean  Rosabeth  Moss  focused  on  the  entrepreneurs  and 
innovators  who  were  beginning  to  reshape  the  global  economy. 
IS  has  now  become  the  main  enabler  for  change  and  the  skill  to 
master  for  those  would-be  change  masters. 

“There  are  few  industries  that  have  not  embraced  [informa¬ 
tion  technology]  as  a  means  of  increased  productivity,”  says 
Blaise  A.  D’Ambrosio,  a  1995  graduate  of  Boston  University’s 
techno-MBA  program.  He  is  now  an  internal  consultant  at  the 
Singapore  office  of  SBC  Warburg,  Inc.,  a  division  of  Swiss  Bank 
Corp.  “Whether  you  are  re-engineering,  doing  quality  control,  globalizing  your  opera¬ 
tions,  downsizing  or  rightsizing,  you  are  probably  using  IT  as  the  enzyme  to  produce 
the  desired  effects.” 

Projects  to  which  D’Ambrosio  has  been  assigned  include  analysis  and  recommen¬ 
dation  of  a  global  tr  ading  system  for  precious  metals,  a  feasibility  study  on  a  joint  ven¬ 
ture  operational  subsidiary  with  another  investment  bank,  analysis  and  recommenda- 


RANK 

The  top  25  schools 

Web  page/E-mail  address 

Annual 

tuition 

IS/MBAs  in 
class  of  ’96 

Ratio  of  students 
to  faculty 

%  of  classes 
under  25  student 

%  of  working 
students 

%  of  courses 
with  field  work 

%  of  grads 
offered  jobs 

Starting  salary 
offered 

1 

MIT 

Cambridge,  Mass.  (617)  253-5049 

N/A 

$23,900 

20 

N/A 

N/A 

N/A 

N/A 

95% 

N/A 

2 

University  of  Texas  at  Austin 
(512)  471-5240 

www.bus.utexas.edu 

ejordan@mail.utexas.edu 

$1,9203 

$8,8804 

60 

27:1 

63% 

99% 

63% 

100% 

$61,000 

3 

Carnegie  Mellon  University 

Pittsburgh  (412)  268-8933 

www.gsia.cmu.edu 

CSwaney@andrew.cmu.edu 

$22,100 

28 

6:1 

0% 

100% 

100% 

100% 

$68,224 

4 

University  of  Minnesota 

Minneapolis  (612)  624-4519 

www.csom.umn.edu 

slamkin@csom.umn.edu 

$9,3413 

$13,5624 

45 

40:1 

11% 

100% 

25% 

100% 

$51,569 

5 

University  of  Michigan 

Ann  Arbor  (313)  763-9779 

www.bus.umich.edu/ 

$16,8003 

$23,0004 

30 

N/A 

20% 

; 

30% 

60% 

100% 

N/A 

6 

University  of  Illinois  at  Urbana-Champaign 
(217)  244-8019 

mba.cba.uiuc.edu 

pmagelli@commerce.cba.uiuc.edu 

$10,1 223 
$16,4764 

14 

8:1 

75% 

100% 

100% 

100% 

$65,000 

7 

University  of  Arizona 

Tucson  (520)  621-2748 

OINGRY@BPA.ARIZONA.EDU 

$2,0083 

$6,2964 

24 

10:1 

41% 

80% 

60% 

100% 

$53,400 

8 
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University  of  Pennsylvania 

Philadelphia  (215)  898-8036 

www.wharton.upenn.edu 

hardwick@wharton.upenn.edu 

$23,208 

40 

8:1 

50% 

100% 

15% 

100% 

$50,000  - 
$156,000 

9 

University  of  California  at  Berkeley 
(510)  642-1425 

haas.berkeley.edu 

hasler@haas.berkeley.edu 

$10,4003 

$18,8004 

20 

20:1 

75% 

20% 

0% 

100% 

$63,000 

■ 

10 

New  York  University 
(212)  998-0844 

www.stern.nyu.edu 

muretsky@stern.nyu.edu 

$23,000 

50 

5:1 

80% 

15% 

100% 

100% 

$85,000 

11 

Texas  A&M  University 

College  Station  (409)  845-4711 

www.tamu.edu/cba 

ABC@TAMU.EDU 

$1,3403 

$4,3164 

8 

4:1 

38% 

82% 

67% 

100% 

$43,506 

12 

Purdue  University 

West  Lafayette,  Ind.  (317)  494-4366 

www.mgmt.purdue.edu 

weidend@mgmt.purdue.edu 

</> 

!i 

14 

3:1 

40% 

80% 

25% 

100% 

$65,400 

13 

Indiana  University 

Bloomington  (812)  855-8489 

www.bus.indiana.edu 

dalton@indiana.edu 

$8,0003 

$15,6134 

20 

11:1 

50% 

100% 

100% 

100% 

$60,000 

14 

University  of  Rochester 

Rochester,  N.Y.  (716)  275-3316 

www.ssb.rochester.edu 

Plosser@mail.ssb.rochester.edu 

$21,240 

35 

10:1 

20% 

40% 

15% 

100% 

$58,000 
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tion  of  technology  solutions  for  process  mapping  and  simula¬ 
tion,  workflow  and  employee  task  education. 

Still,  D’Ambrosio  says,  “My  degree  is  often  misunderstood 
by  people.  Most  think  I’m  qualified  to  talk  about  IT,  but  not 
about  processes.  It  usually  takes  just  a  little  bit  of  time  for  them 
to  see  my  work  and  to  understand  what  skill  set  I  bring  to  bear 
on  a  project.” 

SBC  Warburg  has  made  sure  that  D’Ambrosio  doesn’t  get 
stuck  doing  fix-it  jobs  in  IS.  Shortly  after  he  came  aboard,  the 
firm  sent  him  to  its  eight-week  training  program  to  help  him 
master  the  finer  points  of  trading,  derivatives  and  risk  control. 

ALL  CHARGED  UP 

Even  at  25th-ranked  Boston  University,  the  story  is  much  the 
same:  Employers  line  up  to  get  their  pick  of  the  new  crop.  The 
experiences  of  Jeffrey  Chang,  who  graduated  from  the  Boston 
University  program  in  1995,  tell  the  story  of  the  techno-MBA  as 
a  credential  that  is  increasingly  valued  in  the  mainstream. 

With  an  undergraduate  degree  in  accounting,  Chang  says  the 
techno-MBA  “was  a  decisive  credential”  in  moving  his  career 
forward.  After  being  courted  by  several  firms,  Chang  says  he  se¬ 
lected  a  Big  Six  accounting  firm  because  it  provided  him  the  op¬ 
portunity  to  tackle  the  most  diverse  range  of  projects. 

Chang  says  Boston  University’s  program  prepared  him  for 
that  diversity.  "So  many  business  problems  today  are  complex 
and  convoluted.  Having  the  ability  and  awareness  to  attack 
them  from  a  multifaceted  perspective  is  very  helpful,”  he  says. 

Chang’s  employer,  which  he  asked  not  be  identified,  provided  a  highly  structured 
recruitment  and  orientation  program  that  included  an  extensive  introduction  to  its 
methodology.  That  introduction,  combined  with  subsequent  in-house  training,  has  to¬ 
taled  more  than  five  months  out  of  the  18  months  Chang  has  worked  at  the  company. 

Obviously,  a  payback  is  expected  from  this  much  attention:  Chang  is  expected  to  be¬ 


come  a  more  capable  business  problem  solver.  Chang  says  his 
employer  is  so  focused  on  maintaining  and  enhancing  his  skill 
set  that  he  is  "catching  flak  for  not  taking  enough  training.” 

A  CUT  ABOVE 

Ray  Atkin,  a  1994  techno-MBA  graduate  from  Boston  Universi¬ 
ty  who  now  works  at  Kurt  Salmon  Associates  in  Atlanta,  says  he 
sees  salaries  for  techno-MBA  graduates  continuing  to  rise.  "I 
think  a  well-qualified  graduate  [of  Boston  University]  could  ex¬ 
pect  offers  in  the  range  of  $65,000  to  $90,000,  plus  a  good  bo¬ 
nus  package.” 

Although  the  techno-MBA  once  may  have  been  seen  as  an 
also-ran  among  MBAs,  it’s  now  starting  to  be  treated  as  some¬ 
thing  a  bit  above  an  ordinary  MBA. 

"My  perception  is  that  techno-MBAs  can  get  a  20%  or  30% 
salary  premium  over  traditional  MBAs,”  says  James  Lancaster, 
a  consultant  at  Deloitte  &  Touche  who  graduated  from  the  Uni¬ 
versity  of  Texas  program  in  1992.  At  the  University  of  Texas, 
that  translates  into  more  companies  recruiting  from  the  ranks 
of  techno-MBA  graduates,  and  more  interviews  and  offers  per 
student  than  for  traditional  MBA  graduates,  he  says. 

Lancaster  says  that  once  techno-MBA  graduates  join  an  orga¬ 
nization  such  as  Deloitte  &  Touche,  they  often  gravitate  toward 
re-engineering  projects  and  other  areas  where  management 
theory  and  IT  practice  intersect.  "In  my  role,  I  have  worked  on 
both  technical  and  general  management  projects,”  he  says. 

For  most  companies,  the  technical  aspects  of  business  are  becoming  more  impor¬ 
tant,  making  a  techno-MBA  an  increasingly  mainstream  asset. 

“Almost  every  project  we  do  has  a  mix  of  practitioners,”  Lancaster  says,  “but  it  is 
growing  fastest  on  the  technology  side.”  □ 


Earls  is  a  freelance  writer  in  Franklin,  Mass. 


MBAs 

"There  is  a  real  attraction  to  the 
technical  MBA  programs  for  a  compa¬ 
ny  like  AMS.  We  like  them,  we  like  to 
hire  them,  and  we  find  they  provide  a 
more  focused  and  more  leveragable 
set  of  skills  than  a  standard  MBA." 

-  Paul  Renard,  vice  president  of 
the  telecommunications  industry 
group  at  AMS 


TECHNO- 


RANK 

The  top  25  schools 

Web  page/E-mail  address 

Annual 

tuition 

IS/MBAs  in 
class  of ’96 

Ratio  of  students 
to  faculty 

%  of  classes 
under  25  student 

%  of  working 
students 

%  of  courses 
with  field  work 

%  of  grads 
offered  jobs 

Starting  salary 
offered 

15 

Georgia  State  University 

Atlanta  (404)  651-3871 

info@cis.gsu.edu 

ccarter@gsu.edu 

$1,7603 

$6,1264 

74 

2:1 

25% 

30% 

84% 

90% 

$47,000 

16 

Georgia  Institute  of  Technology 

Atlanta  (404)  894-8713 

www.iac.gatech.edu/dupree 

lloyd.byars@mgt.gatech.edu 

$2,5003 

S8.5004 

40 

5:1 

10% 

90% 

90% 

100% 

$53,000 

17 

University  of  Pittsburgh 
(412)  648-1561 

www.pitt.edu/~business 

Blair@ums.cis.pitt.edu 

$16,5533 

$26,6634 

26 

10:1 

70% 

100% 

3% 

100% 

$56,418 

18 

Rensselaer  Polytechnic  Institute 

Troy,  N.Y.  (518)  276-2033 

www.rpi.edu/dept/mgmt/SOM.pages 

hempsl@rpi.edu 

$17,765 

30 

15:1 

50% 

100% 

50% 

100% 

$52,300 

19 

University  of  California  at  Irvine 
(714)  824-8470 

www.gsm.uci.edu 

$10,8473 

$19,2414 

23 

5:1 

100% 

100% 

50% 

100% 

$55,810 

20 

Ohio  State  University 

Columbus  (614)  292-2666 

www.cob.ohio-state.edu 

alutto.1@osu.edu 

$5,0573 

$12,5824 

10 

3:1 

50% 

40% 

100% 

90% 

$57,500 

21 

University  of  Georgia 

Athens  (706)  542-5671 

www.cba.uga.edu 

kkeck@cba.uga.edu 

$2,7993 

$8,3834 

30 

7:1 

43% 

N/A 

71% 

93% 

$47,000 

22 

University  of  Wisconsin  at  Madison 
(608)  265-2034 

www.wisc.edu/bschool 

rlazimy@bus.wisc.edu 

$5,2783 

$14,2044 

18 

8:1 

80% 

100% 

70% 

100% 

$44,291 

23 

Florida  State  University1 

Tallahassee  (904)  644-8213 

www.fsu.edu/~imsdept 

jgeorge@cob.fsu.edu 

$2,6803 

$8,7604 

N/A1 

20:1 

0% 

N/A 

N/A 

N/A 

N/A 

24 

Arizona  State  University 

Tempe  (602)  965-5516 

www.cob.asu.edu/mba 

larry.penley@asu.edu 

$2,0103 

$8,3784 

40 

12:1 

36% 

33% 

56% 

100% 

$53,244 

25 

Boston  University 
(617)  353-3366 

management.bu.edu/ 

program/ms-mis/index.html 

istorck@bu.edu 

S31.1392 

28 

4:1 

8% 

100% 

85% 

93% 

$51,737 

KEYS: 

'  Program  begins  this  fall.  Responses  are  based  on  expectations.  2  Based  on  three-semester  tuition  (spring,  fall  and  summer)  3ln-state  4Out-of-state  N/A:  Not  available 
METHODOLOGY: 

In  January,  Computerworld  surveyed  more  than  3,000  recruiters  and  323  deans  at  U.S.  business  schools  accredited  by  the  American  Assembly  for  Collegiate  Schools  of  Business.  Recruiters  were 
asked  to  rank  the  top  MBA/IS  programs  based  on  their  ability  to  produce  IS  business  leaders,  effective  managers  and  consultants,  and  successful  entrepreneurs.  Business  school  deans  were  asked 
to  rank  the  top  MBA/IS  programs  based  on  their  reputation  of  IS  scholarship,  curriculum,  faculty  and  students.  The  responses  from  recruiters  and  deans  were  given  equal  weight  in  developing  the 
final  ranking. 
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A  successful 
Pittsburgh 
program 
may  become 
a  national 
model  for 
placing  I S 
pros  with 
disabilities 

By  Jill 
Vitiello 


Joyce  Bender,  an  executive  recruiter 
and  president  of  Bender  and  Associates 
and  its  subsidiary  company,  BCS,  spoke 
at  a  conference  about  how  the  IS  com¬ 
munity  in  Pittsburgh  was  helping  profes¬ 
sionals  with  disabilities.  In  the  audience 
was  Tony  Coelho,  the  chairman  of  the 
President’s  Committee  on  Employment 
of  People  with  Disabilities  and  a  former 
California  congressman  who  also  helped 
craft  and  pass  the  Americans  with  Dis¬ 
abilities  Act.  Coelho  introduced  himself 
to  Bender  and  soon  after  appointed  her  to 
cochair  his  committee. 

“I  wanted  Joyce  because  she’s  gone  out 
into  the  workplace  and  made  a  differ¬ 
ence,”  Coelho  says.  “She's  a  wonderful, 
believing  person  with  the  rare  ability  to 

The  President’s  Committee  on 
Employment  of  People  with  Disabil¬ 
ities  will  hold  its  50th  annual  confer¬ 
ence  in  Washington  from  June  4-6. 

For  the  first  time,  the  conference  will 
include  an  employment  fair,  scheduled 
for  June  6.  Interested  employers 
should  contact  Fox-King  &,  Associates 
at  (810)  656-1700. 

Job  seekers  can  attend  the  employ¬ 
ment  fair  for  free.  Check  out  the  com¬ 
mittee’s  World  Wide  Web  site  for  more 
information  on  job  opportunities  and 
possible  candidates  at  www.pcepd. 
gov/contents. htm,  or  E-mail  the  com¬ 
mittee  at  info@pcepd.gov.  To  read 
more  about  Joyce  Bender  and  Bender 
and  Associates,  visit  www.com puter- 
world.com/careers. 


convince  businesses  about  the  benefits  of 
hiring  people  with  disabilities.” 

Highmark  Blue  Cross/Blue  Shield  was 
one  of  the  first  companies  to  hire  BCS 
consultants.  Like  many  Pittsburgh  IS 
shops,  Highmark  needs  Cobol  and 
People  Soft  programmers. 

Two  BCS  consultants  work  at  High¬ 
mark.  Duffy  is  one,  and  the  other  is  Ricco 
Brusco,  a  PeopleSoft  programmer  who 
has  cerebral  palsy. 

“As  an  IS  consultant,  my  disability 
doesn’t  factor  into  my  work  at  all,”  Brus¬ 
co  says.  “My  PC  is  a  tool  for  me  to  do  my 
job,  just  like  my  wheelchair  and  crutches 
are  tools  to  help  me  get  around.” 

In  the  piping  hot  IS  job  market  in 
Pittsburgh,  Cobol  and  PeopleSoft  pro¬ 
grammers  are  in  high  demand.  So  are  IS 
professionals  with  networking  expertise, 
Internet  and  intranet  capabilities  and 
client/server  backgrounds.  While  Pitts¬ 
burgh  has  a  rich  talent  pool  of  IS  profes¬ 
sionals,  there  simply  aren’t  enough  to  go 
around.  Recruiters  are  looking  for  people 
willing  to  relocate  there,  and  some  are 
tracking  down  former  Pittsburgh  resi¬ 
dents  and  enticing  them  to  return  to 
their  hometown. 

But  employers  are  also  looking  to  an 
often  overlooked  population  —  IS  profes¬ 
sionals  with  disabilities. 

“We  were  looking  to  bring  in  people 
with  talents  to  contribute,  to  our  team,” 
says  Don  Morchower,  chief  information 
officer  at  Highmark  Blue  Cross/ Blue 
Shield.  “The  fact  that  these  consultants 
have  disabilities  is  not  an  issue.  Employ¬ 
ers  who  aren’t  hiring  people  with  disabil¬ 
ities  are  missing  out  on  an  important  tal¬ 
ent  pool.”D 


Vitiello  is  a  freelance  writer  in  East 
Brunswick,  N.J. 


It  started  out  as  just  another  rou¬ 
tine  workday,  but  Marianne  Duffy 
will  never  forget  Nov.  2,  1992.  It’s 
the  day  a  drunk  driver  collided  head- 
on  into  her  car  and  changed  her  life 
forever. 

Duffy  was  on  her  way  to  the  Cracker 
Barrel  restaurant  in  Jackson,  Miss., 
where  she  worked  as  a  waitress.  The  inju¬ 
ries  she  received  in  the  crash  left  the  wife 
and  mother  of  three  permanently  dis¬ 
abled. 

But  when  she  returned  to  her  home¬ 
town  of  Pittsburgh,  the  business  and 
education  community  gave  Duffy  a  new 
start  by  launching  her  career  in  the  com¬ 
puter  industry.  Duffy  qualified  for  re¬ 
training  at  The  Institute  of  Advanced 
Technology  at  the  Community  College  of 
Allegheny  County  in  Pittsburgh.  Sup¬ 
ported  by  local  companies,  the  institute 
trains  people  with  disabilities  to  be  des¬ 
perately  needed  computer  programmers. 

Duffy  earned  a  certificate  of  computer 
programming  in  1996,  specializing  in 
Cobol.  She  accepted  a  job  at  Bender  Con¬ 
sulting  Services  (BCS),  which  hires  infor¬ 
mation  systems  professionals  with  dis¬ 
abilities.  Duffy  began  contracting  at 
Highmark  Blue  Cross/Blue  Shield  and 
continues  there  today. 

“It  is  hard  to  accept  that  I  can’t  do  the 
things  I  used  to  be  able  to  do,”  Duffy 
says.  “But  now  that  I’m  working  again,  I 
feel  productive.  I  love  what  I  do.” 

Pittsburgh  businesses  face  a  desperate 
shortage  of  IS  talent,  but  they’re  starting 
to  recognize  the  contributions  disabled 
IS  professionals  can  make  and  are  work¬ 
ing  together  to  provide  these  workers 
with  equal  job  opportunities. 

Pittsburgh’s  program  may  become  a 
national  model  because  of  a  chance 
meeting  in  Washington  last  summer. 
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Mell 


Dreyfus 


How  does  it  feel  to  work  for  an  innovative  industry  leader  that’s  regularly  ranked  among  the  best  users  of  information  technology?  Ask  any  of  Mellon 
Bank  Corporation’s  information  systems  professionals.  You’ll  hear  about  the  exciting  challenges  we  offer  in  such  areas  as  data  warehousing,  alternate 
delivery  channels  and  the  Internet,  as  well  as  in  conventional  technologies  like  COBOL.  They’ll  tell  you  that  people  here  have  a  say  in  their  career 
direction  and  the  opportunity  to  explore  the  technologies  that  interest  them  most.  And  you’ll  hear  about  the  kind  of  compensation/benefits  package 
that  you  would  expect  from  a  leading  financial  services  organization  such  as  ours. 

Positions  are  available  with  Mellon,  Dreyfus  and  The  Boston  Company  in  Pittsburgh,  PA,  New  York,  NY,  Uniondale,  NY  or  Boston,  MA.  We’re  looking 
for  talented  people  with  knowledge  of  C,  C++,  Visual  BASIC,  MS  Access,  PowerBuilder,  ORACLE,  Sybase  and  PeopleSoft  to  supplement  such  standard 
skills  as  COBOL,  IMS,  CICS,  ISO,  JCL  and  APS.  Our  environment  includes  UNIX,  IBM  Mainframe,  client/server  and  PC  arenas.  We  need: 


•  Programmer  Analysts 

•  System  Engineers 

•  LAN  Administrators 


•  LAN  Engineers 

•  PC  Support 

•  Systems  Coordinators 


•  Database  Administrators 

•  Systems  Programmers 

•  Software  Engineers 


Project  Managers 
Network  Specialists 


Find  out  why  you  should  be  with  us.  Send  your  resume  to:  MELLON  BANK,  One  Mellon  Bank  Center,  Human  Resources  Customer  Service 
Center,  Human  Resources  Department,  Room  700,  AD#  81,  Pittsburgh,  PA  15258-0001.  An  Affirmative  Action/Equal  Opportunity  Employer. 


http://www.mellon.com 


Mellon 


TECHNICAL  CONSULTANTS 


Transarc  Corporation  — a  rapidly  growing  subsidiary  of  IBM— is  a  worldwide  software 
development  organization  with  market-leading  products  which  include  AFS,  DFS,  DCE, 
Encina,  CICS  ana  MQSeries. 

We  are  seeking  top-notch  Technical  Consultants  to  provide  on-site  technical  expertise  to  our 
clients.  Ideal  candidates  will  have  an  M.S.  in  Computer  Science  or  B.S.  with  commercial 
experience,  2+  years  distributed  systems  development  experience  and  an  understanding 
of  distributed  applications.  Position  requires  UNIX/C  knowledge  and  50%+  travel. 

Along  with  competitive  wages  and  extensive  benefits  package,  Transarc  offers  a  casual, 
comfortable,  team-oriented  environment  and  the  opportunity  to  work  with  some  of  the 
brightest  individuals  in  the  industry.  Positions  available  in  U.S.  and  internationally. 

Please  forward  resume  to: 

Transarc  Corporation  •  Attention:  TC-6 
The  Gulf  Tower  •  707  Grant  Street  •  Pittsburgh,  PA  15219 
E-mail:  recruiting@transarc.com  (£  JRANSARC 

Milking  Technology  Work 
Transarc  is  an  EEO/AA  company.  Arwss  Your  hucrprisc 


URL:  http://www.transarc.com 
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Full  lime  /  Contract  Positions  as:  | 
Project  /  Program  Managersi 
Analysts  -  Oracle,  DB2.SAPI 
WWW  -  Java,  C/C++.  Perl 
P/A's  -  Cobol,  IMS,  Natural 
Peoplesoft,  VB.  CICS,  NT 
Powerbullder,  SQL  Server 

A.C.Coy 

PO  Box  1262 
Canonsburg,  PA  15317 
john@accoy  .com  -  email 
800-784-8776  -  fax 
www.accoy.com 
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TECHNICAL  CAREER  FAIR 

Wednesday,  June  4th 
Westin  William  Penn 
Three  Rivers  Room 
3  p . m .  to  8  p  .m. 

Our  phenomenal  growth  has  created  75  new  positions 

We  work  with  a  very  large  variety  ot  technologies,  including  many  of  the  latest. 


IBM  MVS/OS 

Microsoft 

Client  Server/ 

Novell 

CICS 

Access 

Object  oriented 

LAN/WAN 

IMS/DB 

Visual  Basic 

development 

Network 

COBOL 

Lotus  Notes 

Smalltalk 

Windows 

DB2 

HTML 

Visual  Age 

UNIX 

VSAM 

Windows  NT 

Ethernet 

OS/2 

Endevor 

TCP/IP 

Frame  Relay 

Roufeer 

DEC  VAX/VMS 

Token  Ring 

FDD! 

Technology 

Oracle 

ATM  Networks 

C++ 

SQL 

C 

Vile  offer  an  exceptional  compensation  package  and  one  of  the  best  benefits 
packages  you'll  find  anywhere  including  the  following: 

Medical  •  Dental/Eye  Care  •  Reimbursement  Account  tor  Heallh  and  Dependent  Care 
Life  and  Personal  Accident  Insurance  •  Short  and  Long  Term  Disability  •  Pension  AND  »4pf?{|„.  , 
Employee  Stock  Purchase  •  Tuition  Reimbursement  •  Reduced  Rates  on  Loans  --/?'  :£ 
Product  Discounts  •  11  Paid  Holidays  •  Vacation  »  And  more 


i  I 


I  I 


If  you  are  unable  to  attend  our  Job  Fair,  forward  your  resume  to  PNC  B3+ 

Attn:  Source  Code  JFGMTECH,  620  Liberty  Avenue,  Pittsburgh.  PA  1526b 
FAX:  412-768-4146.  Candidates  must  include  Source  Code  in  their  response 
to  be  considered.  Visit  our  Web  site  at  http://www.pncbank.com 
For  information  on  other  opportunities, call  our  Jobline  at  412-762-302:: 


We  are  an  equal  opportunity, 
drug/smoke  free  employer,  M/F/D/V, 


PNC  BANK. 
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Best  Solutions 

It  takes  the  outstanding  performance  of  many  talented  indhiduals  to  create  a 
leader  like  Fiserv.  We  are  the  leading  pro\ider  of  information  technolog y  and 
sendees  to  the  financial  industry  worldwide  using  state-of-the-art  main  frame 
and  client  sen'er  products.  Our  progressive  workplace  is  attracting  bright 
professionals  to  an  emironment  that  fosters  personal  achievement. 

Programmer/Analyst 

Multiple  positions  available.  Must  have  strong  working  knowledge  of  COBOL, 
MVS,  JCL,  1SPF/TS0.  Previous  experience  with  VSAM  files  and/or  CICS  a  plus. 
Prior  experience  with  banking/financial  applications  such  as  Deposits,  Comm. 
Loans,  Cons.  Loans,  CIF  and  ACH  (PEP+  preferred)  desired.  BS  Degree  in  Com¬ 
puter  Science,  a  related  degree  or  equivalent  work  experience  required, 
fob  Code  PA, 

Database  Administrators 

Responsibilities  include  installation,  performance  monitoring,  tuning,  space 
management,  security,  and  release  administration  for  Oracle  databases.  Will  pro¬ 
vide  support  tasks  for  client-server  applications,  including  physical  table  design 
recommendations,  table  updates  and  maintenance,  index  management  and  trou¬ 
bleshooting  duties.  Entry-level  positions  require  1-3  years'  Oracle  experience; 
senior  level  position  require  a  minimum  of  4  years’  Oracle  experience,  preferably 
in  an  Oracle  environment.  BS/BA  preferred,  but  will  consider  experience  in  lieu 
of  a  degree.  Exposure  to  shell  scripts  a  plus.  Job  Code  DBA. 

PowerBuilder  Programmers 

Will  develop  banking-related  data  warehouse  applications  on  Windows,  Oracle 
platform,  using  PowerBuilder  5.x.  Successful  candidates  will  have  1-4  years’ 
PowerBuilder  experience  and  similar  LAN  experience.  Strong  SQL/C +  +  experi¬ 
ence  a  plus.  Previous  technical  and  PC  experience  required.  1-3  years’  Windows 
development  experience  a  plus.  Job  Code  PB. 

Information  Analysts 

Will  have  primary  responsibility  for  interpreting,  defining  and  delivering  data 
requirements  for  the  development  and  support  of  management  info  products. 
Duties  include  translating  and  defining  requirements  for  the  various  ways  this 
info  data  can  be  used  for  reporting  and  analysis.  BS  Degree  or  equivalent  and  3-5 
years’  systems  analysis  experience  a  must.  Strong  background  in  logical  data 
modeling  and  systems  development  methodologies  essential.  Excellent  commu¬ 
nication  skills,  and  the  ability  to  assess  business  requirements  in  layman's  terms 
and  establish  credibility  with  users  required.  Job  Code  LA. 


Systems  Coordinator 


Responsible  for  managing/coordinating  a  team  of  Programmer/Analysts.  Design 
and  modification  of  banking  applications  required.  ACH  experience  a  must 
(PEP+  preferred).  BS  or  MIS  in  Computer  Science  required.  2  years’  experience 
coordinating  projects,  working  knowledge  of  COBOL,  CICS,  JCL,  ISPF/TSO 
required.  Job  Code  SC. 

We  offer  a  competitive  salary  and  benefits  package.  Send  resume  and  salary  his¬ 
tory  indicating  appropriate  job  code  to  Tech  Recruiter,  Fiserv,  912  Ft.  Duquesne 
Blvd.,  Pittsburgh,  PA  15222;  Fax:  (412)577-3942;  recruiter@fiserv.com.  EOE  M/F/D/V. 
Drug-free  workplace. 


FisErv 


.We.  re 
Looking 


If  you  enjoy  working  with  the  hottest  &  latest  technologies 
and  want  the  rewards  you  deserve  like  market  aligned 
salaries,  fully  paid  health  insurance,  4+weeks  vacation, 
we  want  to  hear  from  you.  We  have  opportunities  for  the 
following  talent: 

■  LAN'/WAN,  Ethemet/Token  Ring  topologies,  Novell 
NetWare,  GroupWise 

■  COBOL/VM/MVS  mainframe 
RACF/TopSecret/ACF2  security,  EMTEK  ADT 

■  Clinipac/SMS/Emtek.  UNIX  Oracle/SQL,  HTML 
SQLfSAS/SPSS.  Edify 

All  Information  Services  challenge  seekers  are 
encouraged  to  fax:  (412)330-4019  or  E-mail: 
KTERLLNG@AHERF.edu  their  resumes.  Allegheny 
Health  Education  and  Research  Foundation  is  a  growing 
healthcare/academic  system 

with  abundant  opportunities  ALLEGHENY 

HEALTH  EDUCATION  AND 


at  our  corporate  Offices 
in  Pittsburgh. 


RESEARCH  FOUNDATION 


Recruit  '97.  ; 
Technically  speaking, 
it's  the  best  career  move 
you  can  make. 


recr  u©©9  7 

THE  HIGH  TECHNOLOGY  CAREER  EXPO 

at  the  Inforum  •  250  Williams  Street  •  Atlanta 
Tuesday,  June  3  &  Wednesday  June  4  •  Ip.m.  - 1  p.m. 


Excellent  full-time  & 
consulting  opportunities 
available  with 
the  nation's  leading 
technology  and  other 
high-profile  companies. 


ONE 

BLOCK 

FROM 

COMDEX/ 

SPRING 


RECRUIT  '97  CURRENT  AND 
PAST  EXHIBITORS  INCLUDE: 


• MINIMUM  two  years  of  industry  experience 

•  Free  admission  with  resume 

•  To  pre-register  for  the  show,  visit  our  Web  site  at 
http:// www.  lendman.  com 

•  To  be  listed  on  the  Recruit  '97  National  Job 
Databank,  mail  your  resume  to: 

Mail:  The  Lendman  Group 

Attn:  Candidate  Debelopment  (ATTCW) 
141  Business  Park  Drive 
Virginia  Beach,  VA  23462 


OFFICIAL  SPONSORS 


CAREERMagazine 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


Co-produced  by: 

THE 
LENDMAN 
GROUP 


lit  Miller  Freeman 

Recruit  '97  is  produced  and  managed  by  Miller  Freeman,  Inc 
One  Penn  Plaza,  New  York,  NY  10119 
800-829-3976  •  212-714-1300  •  Fax  212-643-4801 

Photographs  taken  of  you  al  the  show  may  be  used  for  promotional  purposes. 
Youi  badge  is  non-transferable  and  will  be  confiscated  and  terminated  upon  any 
attempt  to  transfer  or  sell  it  You  must  be  1 8  years  of  age  or  older  to  attend. 


Adobe 

ADC  Telecommunications 

Aerotek 

AIG 

AIITel 

Arthur  Anderson 
AT&T 

Avon  Products 
B&M  Associates 
Bluestone 

Booz-Allen  &  Hamilton 
Burlington  Northern 
Candle  Corporation 
Cheyenne  Software 
Chubb  Computer  Services 
Cisco 

Compaq  Computer  Corp. 
CompUSA 

Computer  Associates 
Computer  Systems  Develop. 
Comsys 

Coopers  &  Lybrand  LLP 
CSSI 

CTG  (Computer  Task  Group) 
DatoSys 

Depository  Trust  Co. 

Dialogic  Corporation 
Disney  On  Line 
Dun  &  Bradstreet 
EDS 

Entex  Information  Services 
Ernst  &  Young 
Excel  Communications 
Gartner  Group 
GTE 


IKON  Office 
Inacom 

Information  Builders 
Ingersoll  Rand 
Instinet 

Intel  Corporation 
Judge  Technical 
Lockeed  Martin 
Lucent  Technologies 
MCI  Systems  House 
Merrin  Financial 
MicroAge 

Microsoft  Corporation 
Oracle 

Perot  Systems 
Price  Waterhouse 
PrimeCo. 

Prudential 

SHL-An  MCI  Company 
Smith  Barney 
Software  Quality  Partners 
Software  Solutions 
Software  Spectrum 
Source  Services  Corp. 
Sprint 

Sybase,  Inc. 

Tangent  International 
Technology  Edge 
Unisys  Corporation 
Vonguard  Group 
VarTec  Telecom 
Volt  Services  Group 
...and  more 


FOR  EXHIBITOR  INFORMATION,  CALL 


Let 

COMPUTERWORLD 

help  with  your 
I J.  salaries. 

The  industry's  most  authoritative 
resource  for  setting  I.T.  salaries  is  now 
available  on  disk.  Computerworld's  10th 
annual  Salary  Survey  on  disk  reveals  the 
salaries  of  27  I.T.  positions,  by  21 
industries  and  9  regional  breakouts. 

Also  included  is  Computerworld's  Skill  Survey 

•  Learn  the  premiums  I.T.  managers 
are  paying  for  specific  I.T.  skills. 

•  How  are  full-time  and  contract  workers 
being  paid  for  the  same  skill? 

•  Which  skills  are  in  the  highest  demand? 

•  Over  80  skills  are  listed  including  lan¬ 
guages,  development  tools,  client/server 
applications,  system  software,  groupware, 
networking  and  more.  Each  broken  out  by 
20  industries  and  9  geographic  regions. 


Computerworld  May  19,  1997 

P  I  T  T  S  B  U 


careers. computerworld. com 

R  6  H  CARE 


Find  Out  Why  Computerworld  Rated  CA 
As  One  Of  The  Best  Places  To  Work  In 
The  Entire  Computer  Industry. 

Why  CA?  Just  ask  any  of  our  9,000  employees  in  more  than  40  countries  and  they’ll  tell  you  why.  We’re  the  world’s  leading 
independent  business  software  company,  offering  more  than  500  software  products  from  systems  management  to  database  and 
applications  development  to  all  kinds  of  business  applications  like  manufacturing  and  financials.  We  make  more  kinds  of  soft¬ 
ware  for  more  kinds  of  computers  than  any  other  company  in  the  world.  Immediate  opportunities  exist  at  our  Pittsburgh,  PA 
office  and  other  U.S.  locations. 


Technical  Consultants  (Professional  Services) 

These  positions  will  get  you  involved  with  state-of-the-art  technology.  Successful  candidates  will  plan,  install,  implement  and 
manage  Unicenter/Unicenter  TNG  at  multiple  client  sites.  Strong  UNIX,  Windows  NT  and  Novell  experience,  and  exposure  to  using 
and  implementing  system  and  network  tools  are  required.  Knowledge  of  systems  management  disciplines  such  as  security,  dis¬ 
aster  recovery,  help  desk  operations  and  software  distributions  is  a  plus.  Strong  project  management  and  communications  skills 
along  with  the  ability  to  work  with  multiple  operating  systems  is  a  must.  Previous  experience  with  Unicenter  or  Unicenter  TNG 
preferred.  Travel  required. 

Field  Technical  Specialists 

These  exciting  and  dynamic  positions  promote  leading  edge  technology  throughout  the  sales  cycle.  As  a  Field  Technical  special¬ 
ist,  you  work  closely  with  our  clients  to  determine  their  IT  needs  and  strategies.  Additional  responsibilities  include  implementa¬ 
tion  and  configuration  of  our  software  at  client  sites.  Successful  candidates  possess  a  minimum  of  3  years’  experience  with 
UNIX,  Windows  NT,  or  Novell  environments,  and  are  able  to  present  our  technology  to  a  variety  of  audiences.  CA  product  knowl¬ 
edge  a  plus.  Travel  required. 

System  Engineers 

Work  with  our  clients  to  promote,  implement  and  customize  our  enterprise  management  and  database  software  solutions.  The 
successful  candidates  will  have  a  proven  track  record  of  at  least  3  years’  experience  in  Systems  Integration  using  Windows  NT, 
UNIX  and/or  Novell.  Experience  with  Unicenter  and  Openlngres  or  similar  products  is  a  plus.  Candidates  may  also  have  experi¬ 
ence  in  implementation  of  CA-Endevor  or  a  similar  product  in  an  MVS  environment,  database  development  using  Openlngres,  CA- 
Ingres  or  a  similar  product,  or  Object  Oriented  Database  development. 

Customer  (Technical)  Support  Representative 

Candidate  will  provide  technical  product  support  to  customers/clients  over  the  telephone.  Must  be  able  to  work  with  customers 
to  assist  with  installation,  describe  usage,  and  resolve  problems  as  they  pertain  to  CA  products.  Ideal  candidate  will  possess  2-5 
years  experience  with  MVS  systems  in  systems  programming,  help  desk,  or  operations.  Experience  with  VTAM  sessions  man¬ 
agers  preferred.  BA  or  BS  degree  in  Computer  Science  or  Mathematics  preferred.  IBM  Assembler  Language  and  JCL  knowledge 
desirable. 

Product  (Technical)  Support  Representative 

Candidate  will  provide  advanced  technical  product  support  to  customers/clients.  Be  able  to  understand  internal  product  logic, 
debug  problems,  and  create  fixes  and  solutions.  Work  to  assist  and  mentor  level  one  and  international  representatives.  Work 
directly  with  customers  over  the  telephone  for  situations  which  are  escalated  or  require  in-depth  expertise.  Ideal  candidate  will 
possess  5-10  years’  experience  with  MVS  in  systems  programming.  Understanding  of  MVS  internals  and  performance  manage¬ 
ment.  Must  have  heavy  IBM  Assembler  language  and  MVS  debugging  skills.  BA  or  BS  degree  in  Computer  Science  or 
Mathematics  preferred. 

Product  (Technical)  Support  Representative 

Candidates  will  provide  advanced  technical  product  for  the  Session  Manager  Family  of  products  (CA-TPX,  CA-Teleview,  CA- 
VMAN).  Must  be  able  to  understand  internal  product  logic,  debug  problems,  and  create  fixes  and  solutions.  Work  to  assist  and 
mentor  level  one  and  international  representatives.  Work  directly  with  customers  over  the  telephone  for  situations  which  are 
escalated  or  require  in-depth  expertise.  Ideal  candidate  will  process  5-1 0  years’  experience  with  MVS  in  systems  programming. 
Experience  with  VTAM  internals  and  applications  desired.  VTAM  trace  reading,  heavy  IBM  Assembler  language,  MVS  problem 
analysis,  dump  reading,  and  debugging  skills  preferred.  BA  or  BS  degree  in  Computer  Science  or  Mathematics  preferred. 


We  offer  extremely  generous  compensation  packages  with  a  long  list  of  benefits  that  nobody  else  can  match,  including  401  (k) 
and  profit  sharing  plans,  company-paid  health  and  dental  coverage,  corporate  fitness  centers  in  many  iocations,  as  well  as 
tremendous  opportunities  for  growth.  For  immediate,  confidential  consideration,  please  call  or  send  your  resume  to: 


Human  Resource  Department-  CW519 
Computer  Associates  International,  Inc. 

2000  Park  Lane,  Pittsburgh,  PA  15275 
Tel:  412-494-1371  •  Fax:412-494-1030 
E-mail:  resumes-usa-r3@cai.com 
Or  visit  our  Web  Site  at:  http://www.cai.com 


CaO MP 

/sssoc 


mm® 

ASSOCIATES 

Software  superior  by  design. 


All  product  names  referenced  herein  are  the  trademarks  or  registered  trademarks  of  their  respective  companies. 
Computer  Associates  International,  Inc.  is  an  Equal  Opportunity  Employer  M/F/D/V. 
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A  Central 

Florida 

■ 

based 

business 

unit  of  a 

*  ' •'  ’ 

Fortune 

200 

company 

has 

immediate 

openings 

for: 


Manager  -  Manufacturing/ Distribution  Oper¬ 
ations  Software  Support:  This  position  is  responsi¬ 
ble  for  management  of  a  team  developing  and  imple¬ 
menting  business  solutions  using  JBA/Business/400 
software  in  a  manufacturing  and  distribution  company. 
The  position  requires  an  individual  with  experience  with 
JBA/  Business/400  software,  recent  management  expe¬ 
rience  in  a  team  environment  and  good  written  and  oral 
communication  skills. 

Senior  Analyst  -  Centralized  Distribution/ 
Order  Entry  Systems:  This  position  is  responsible 
for  all  technical  aspects  in  support  of  JBA/Business/400 
Distribution  software  system  including  Order  Entry, 
Warehousing,  Billing,  Transport  Planning,  EDI,  and 
Scheduling.  Requires  3-4  years  of  experience  using 
JBA/Business/400  software  in  an  AS/400  environment. 
Experience  in  woridng  with  users  to  define  needs  and 
implement  solutions  and  processes  to  support  business 
initiatives  and  the  ability  to  document  and  communicate 
system  concepts  are  requirements  as  well. 

AS/400  -  RPG/400  Programmer  Analyst:  Posi 
tion  open  for  an  AS/400  programmer/analyst  with  a 
minimum  of  two  years  RPG/400  experience,  preferably 
in  a  manufacturing  or  distribution  environment.  Other 
requirements  of  the  position  include  current  EDI  expe¬ 
rience.  Position  will  be  responsible  for  EDI  implemen¬ 
tation  in  an  AS/400  environment  using  Premenos  EDI 
software.  Additional  responsibilities  include  software 
maintenance  and  development  of  new  functionality  as 
required.  Good  written  and  oral  communication  skills 
are  a  plus. 

Send  resumes  and  salary  expectations  to:  CW-2083, 
Computerworld,  Box  9171,  Framingham,  MA  01701  - 
9171  or  fax  to  508-620-7739  referencing  CW-2083. 


WORLDWIDE  IMPLEMENTATIONS 


Functional 

Configuration 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550 
770-955-1714 


We  specialize  In: 

the  placement  of  SAP 
professionals  -  all  modules, 
ABAP,  BASIS, 
ontracf  &  Permanent  Positions 
Available  Nationwide. 
Wehavebwoveibeadso 
we  can  pay  you  top  rates. 

People  Unlimited 

v  1811  SarflisRO  N  .Ste  210 
iVi  charlotte.  NC  28270 
Phone  704-841-1 135 
Fax  704-845-1052 
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Senior  Programmer/Analyst: 
Design,  develop,  and  maintain 
complex  financial  telecommu¬ 
nications  using  Unisys  plat¬ 
form.  Operation  of  Unisys 
using  on-line  database  mgt. 
System  and  support  of  system 
software  written  in  ALGOL. 
Willing  to  travel  and  relocate 
as  needed.  Required:  B.S.  in 
Computer  Science  or  equiva¬ 
lent  with  five  years  experience 
in  related  occupation  as  soft¬ 
ware  consultant.  40hrs/wk, 
$72, 000/year.  Five  (5)  posi¬ 
tions  available.  Send  detailed 
resume  and  minimum  salary 
requirements  to:  Anita  Rao, 
530  Sunset  Lane,  Culpeper, 
VA  22701 . 


Software  Engineer.  $48K/yr,  8a- 
5p.  40hr/wk.  Analyze  user 
reqmts,  procedures  &  probs  to 
automate  processing  by  s/ware 
dsgn,  dvlpmnt  &  implmntn  using 
VB,  Windows,  MPE-XL,  IMAGE 
HP  3000,  COBOL.  Must  have  a 
Masters  or  equiv  w/major  in 
Comp  Sci  or  Engg  or  Applica¬ 
tions  &  1  yr  exp  in  job  offd  or  in 
related  occupations  of  consul¬ 
tant.  Reqd  1  yr  exp  in  job  offd  or 
in  related  occupations  should  ind 
work  using  VB,  Windows,  MPE- 
XL,  IMAGE  HP  3000,  COBOL. 
Job  loc:  Lawrenceville,  GA.  Send 
resume  or  apply  in  person  to 
GADOL,  JO#  GA  61 001 1 1 ,  1535 
Atkinson  Rd,  Lawrenceville,  GA 
30243-5601  or  the  nearest  DOL 
Field  Srvce  Office. 


Software  Developer*,  Multiple 
Openings:  Plan,  develop,  test  and 
document  computer  programs  for 
maintenance  management  software 
system  applying  advanced  database 
programming  and  design  tech¬ 
niques  and  utilizing  fourth  genera¬ 
tion  programming  languages,  C++ 
language,  ORACLE,  and  Microsoft 
SQL  Server  to  run  on  computers 
using  Windows  and  in  client/server 
environment.  Requires  M.S.  in 
Computer  Science  with  knowledge 
at  M.S.  level  in  language  theory; 
computer  architecture,  database 
theory,  algorithms,  operating  sys¬ 
tem  theory,  computational  theory, 
and  object  oriented  programming 
theory.  $50K/yr.  EOE.  Resume: 
Datastream  Systems,  Inc.,  HR  Dept., 
Box  100,  50  Datastream  Plaza, 
Greenville,  SC  29605. 


Software  Engineer.  $48K/yr,  8a- 
5p.  40hr/wk.  Analyze  user 
reqmts,  procedures  &  probs  to 
automate  processing  by  s/ware 
dsgn,  dvlpmnt  &  implmntn  using 
Progress,  HP-UX,  COBOL, 
IMAGE,  VPLUS,  FOXPRO,  WIN¬ 
DOWS.  Must  have  Masters  w/a 
major  in  Comp  Sci  or  Engg  or 
Applications  &  1  yr  exp  in  job  offd 
or  in  related  occupations  of  con¬ 
sultant.  Reqd  1  yr  exp  in  job  offd 
or  in  related  occupation  should 
incl  using  HP-UX,  COBOL, 
IMAGE,  VPLUS.  Job  loc: 
Lawrenceville,  GA.  Send  resume 
or  apply  in  person  at:  GADOL, 
JO#  GA  6099109,  1535  Atkinson 
Rd,  Lawrenceville,  GA  30243- 
5601  or  the  nearest  DOL  Field 
Srvce  Office. 


Human  Resource  Manager  - 
Manage  HR  &  personnel  activi¬ 
ties  for  7  locations  to  include 
transactions  on  new  hires,  pro¬ 
motions  &  terminations,  employ¬ 
ee  benefits  &  transfers;  plan 
recruitment  campaigns  &  han¬ 
dle  advertisement  activities; 
review  resumes  &  applications 
&  make  recommendation  on 
new  hires  &  suitable  placements 
for  specific  computer  positions; 
provide  technical  information 
specifications  for  development 
of  HR  computer  information  sys¬ 
tem  to  compile,  store  &  retrieve 
employee  data;  draw  up  new 
employee  contracts  relating  to 
confidentiality  of  trade  secrets  & 
proprietary  products,  check  for 
prior  breach  of  contracts  & 
advise  management  on  adverse 
effects  of  hires  with  on-going 
contract  litigation;  supervise 
employee  indoctrination  pro¬ 
gram  &  handle  employee/con¬ 
tractor  problems.  $48,900/yr.  40 
hrs/wk.  B.S.  in  Human  Resource 
Development  or  Personnel 
Management  &  2  yrs.  exp.  req'd 
in  job  offered  or  2  yrs.  related 
exp.  as  Personnel  Manager  or 
Project  Analyst  or  Management 
Trainer  Must  have  software 
development  &  training  skills  & 
know  contract  law  regulations. 
M.S.  &  1  yr.  exp  accepted  in  lieu 
of  B.S.  &  2  yrs.  exp.  Submit 
resume  or  apply  in  person  to  the 
GA  Dept,  of  Labor,  2943  N 
Druid  Hills  Rd.,  Atlanta,  GA 
30329-3909  or  to  the  nearest 
Dept  of  Labor  Field  Service 
Office  Job  Order  #GA  61 0361 7. 


SOFTWARE  ENGINEER,  M.S. 
Comp  related.  No  exp  necessary. 
Must  have  knowl  of  C/C++,  Perl 
HTML,  JAVA,  VRML  plus,  UNIX, 
TCP/IP,  DNS,  graphics  design, 
Oracle,  Sybase,  SQL  &  DEC 
Alpha  Products.  Manage  &  con¬ 
figure  proxy  Web  Servers  for 
internal  &  external  w/firewall  on 
UNIX.  Compile  usage  statistics. 
Code  cgi-bin  scripts  (Perl, 
C/C++,  Tel)  for  interactive  Web 
pages  &  database  connection. 
Program  Web  mgmt  tools. 
Create  HTML  pages  &  hands-on 
HTML  “fine  tuning”.  Perform 
graphics  art  design  for  products 
promotions  in  2D  &  3D.  Oversee 
Web  production  efforts.  Re¬ 
search  newest  Web  technologies 
(Java,  VRML,  multimedia  etc.) 
Keep  product  info  of  Alpha 
Workstation  (h/w,  s/w  &  network 
products)  current.  Research 
products  marketing  info.  40hr/wk, 
$43,891 ,20/yr.  Proof  of  legal  right 
to  work  in  US  req’d.  Send  two 
resumes  to  Case  #61790,  P  O 
Box  8968,  Boston,  MA  02114. 


SOFTWARE  ENGINEER:  Dev¬ 
elopment  of  an  Order  Entry 
Application  using  ORACLE 
RDBMS  and  its  tools.  In  addi¬ 
tion,  perform  Database  Admin¬ 
istration  activities  to  manage 
the  large  database  and  monitor 
the  database  performance. 
Must  have  demonstrated  ability 
in  design  and  development  of 
applications  using  ORACLE 
7.0/6. 0  and  ORACLE  tools 
such  as  SQL'FORMS  3.0, 
PRO*C,  PL/SQL  and  SQL1 
Reportwriter;  demonstrated 
ability  in  performing  ORACLE 
Database  Administration;  and 
demonstrated  ability  working  in 
UNIX.  Must  have  Associate 
Degree  in  CompSci  or  Related 
Field  &  2  years  experience  in 
job  offered  or  in  software  devel¬ 
opment.  40  hrs/wk,  8am-5pm, 
$70,000/yr.  Send  2  resumes  to 
Case  #70207,  PO  Box  8968, 
Boston,  MA  02114. 


Senior  Engineer.  Develop  s/w 
tools  to  support  calibration  & 
characterization  of  electronic 
imaging  h/w,  ie  internal  tools  for 
use  during  h/w  manufacture  & 
QA;  Develop  end  user  s/w; 
Conceive,  design  &  implement 
Mac  application  for  color  science 
research;  Collect  &  integrate 
reqs  of  lab  scientists  &  others 
into  specification  of  new  applica¬ 
tion.  Req  2  yrs  sci  s/w  develop¬ 
ment  using  Symantec  THINK  C, 
THINK  Class  Library  System  7 
technologies,  debugging,  GUI 
design  &  development  incl  1  yr 
plug-in  development  for  Adobe 
Photoshop  and  use  of  Metro- 
werks  CodeWarrior  (exp  may 
precede  education).  Req  BA  any 
field  (applicants  w/out  degree  but 
4yrs  college  in  any  field  may 
qualify  w/2  additional  yrs  s/w 
development  exp).  40  hrs/wk. 
$62,000/yr.  Must  be  US  citizen, 
permanent  or  temporary  resi¬ 
dent,  refugee  or  asylee.  Send  2 
resumes  to  Case  #  61918,  Box 
8968,  Boston,  MA,  02114. 


SOFTWARE  ENGINEER  to  design, 
develop,  analyze  and  maintain 
healthcare  enterprise  software  using 
object  oriented  development  metho¬ 
dology  with  GNU  C/C++,  Lex  &  Yace, 
TcITK  and  Smalltalk  under  UNIX  and 
Windows95/NT  with  SYBASE  and 
ORACLE  databases;  GUI  develop¬ 
ment,  port  applications  across  plat¬ 
forms  and  develop  extendible, 
reusable  software  components.  Re¬ 
quire:  Masters  in  Computer  Science 
or  Applied  Mathematical  Sciences 
with  two  years  expenence  in  the  job 
offered  or  as  Research  Assistant  (full 
time  or  equivalent  part  time).  40% 
travel  to  client  sites.  Salary:  $47,300 
per  year,  8  am  to  5  pm  M-F.  Mail 
resume  to:  Susan  Slater,  Manager  of 
Recruiting,  HBO  &  Company,  301 
Perimeter  Center  North,  Atlanta,  GA 
30346. 


Software  Engineer.  $48K/yr,  8a- 
5p.  40hr/wk.  Analyze  maintain, 
implmnt,  test  &  automate  systm 
processing  by  using  dsgn,  dvlp, 
test  &  implmnt  using  Oracle  6.0/ 
7.0,  UNIX,  C,  VAX/VMS  s/wares 
on  VAX  1 1/750,  MICROVAX,  VAX 
3000,  ORG,  &  HP  h/ware.  Must 
have  Masters  w/a  major  in  Comp 
Sci  or  Engg  or  Electrical  or 
Electronic  Engg  or  Physics  or 
Math  &  2yr  exp  in  job  offd  or  in 
related  occupation  of  systms 
analyst.  Reqd  2yr  exp  in  job  offd 
or  in  related  occupation  should 
incl  work  using  Oracle  6. 0/7.0, 
UNIX,  C,  VAX/VMS  s/wares.  Job 
loc:  Lawrenceville,  GA.  Send 
resume  or  apply  in  person  at 
GADOL,  JO#  GA  6099591,  1535 
Atkinson  Rd,  Lawrenceville,  GA 
30243-5601  or  the  nearest  DOL 
Field  Srvce  Office. 


Senior  Software  Engineer: 
Architect,  design,  develop  & 
administer  client-server  busi¬ 
ness  sw  appl  involving  database 
mgmt  sys  under  UNIX  using 
Sybase  RDBMS,  programming 
w/UNIX  Shell,  C/DB-Lib  & 
SQFt/SQL.  Duties  incl:  Analyze 
business  models  &  rules  & 
design  physical  database  mod¬ 
els;  setup  &  admin,  databases; 
design,  develop  stored  proce¬ 
dures,  triggers  &  database  load 
scripts  for  external  datafeeds; 
monitor,  fine  tune  &  optimize 
database  queries  &  transactions 
for  maximum  performance.  Req. 
BS  in  Comp.  Sci  or  BS/BA 
w/certificate  in  cs  or  systems 
management  &  3  yrs.  exp  in 
database  analysis,  design,  & 
development  of  client-server 
appl  using  Sybase  RDBMS, 
UNIX,  Shell  Scripts  (Perl,  Awk, 
Sed),  SQL  or  SQR  &  C/DB-Lib 
under  UNIX.  40  hours  per  week, 
$65,000  per  year.  Must  be  pre¬ 
pared  to  document  status  as 
U.S.  citizen,  perm  res,  asylee, 
refugee  or  temporary  resident. 
Send  2  resumes  to  Case  No. 
70236,  P.O.  Box  8968,  Boston, 
MA  02114. 


Software  Engineer.  $48K/yr,  8a- 
5p.  40hr/wk.  Analyze  user  req¬ 
mts,  procedures  &  probs  to  auto¬ 
mate  processing  &  to  improve 
systms  by  dsgng,  dvlpg  &  implm- 
ntg  systms  &  prgm  applies  on 
AS/400  h/ware  &  s/ware  & 
AS/400  communications  &  net¬ 
working  using  CL/400,  RPG/400, 
COBOL,  &  ADT  tools.  Maintain  & 
troubleshoot  AS/400  &  PC  & 
OS/2  connectivity,  DP  operations 
&  ctrls.  Must  have  Masters  w/a 
major  in  Comp  Sci  or  engg  or 
math  &  2yr  exp  in  job  offd  or  in 
related  occupation  of  prgmr  ana¬ 
lyst  or  similar  job.  The  2yr  exp  in 
job  offd  or  prgmr  analyst  or  simi¬ 
lar  job  should  incl  use  of  skills  in 
AS/400,  CL/400,  RPG/400,  CO¬ 
BOL.  In  lieu  of  Masters  +  2yr  exp, 
applicant  can  have  Bachelors  in 
specified  major  field  of  study  + 
4yrs  of  exp  in  job  offd  or  related 
job  of  prgmr  analyst  or  similar  job 
using  skills  in  AS/400,  CL/400, 
RPG/400,  COBOL.  Job  loc: 
Lawrenceville,  GA.  Send  resume 
or  apply  in  person  at:  GADOL, 
JO#  GA  6101452,  1535  Atkinson 
Rd,  Lawrenceville,  GA  30243- 
5601  or  the  nearest  DOL  Field 
Srvce  Office. 


SENIOR  SOFTWARE  ENGINEER 
to  design,  develop,  implement, 
test,  maintain  and  support 
client/server  based  software 
systems  and  Graphical  User 
Interfaces  for  various  manu¬ 
facturing,  business,  health, 
communications  and  telemar¬ 
keting  industry  clients  using 
object  oriented  methodology, 
C,  COBOL,  CODEBASE,  UNIX 
Shell  scripting,  Informix,  AWK 
programming  and  Power¬ 
Builder  under  UNIX  and  Win¬ 
dows  platforms;  Optimize  and 
synchronize  Informix  relational 
databases  by  writing  code  and 
performing  data  modeling; 
Develop  system  documenta¬ 
tion.  Require:  M.S.  degree  in 
Computer  Science  or  an  Engi¬ 
neering  discipline  with  one 
year  of  experience  in  the  job 
offered  or  in  the  related  occu¬ 
pation  of  Software  Consultant. 
Salary:  $57,000  per  year,  8:30 
am  to  5:30  pm,  M-F.  Apply  by 
resume  to:  Amar  Lama,  V.R, 
Cook  Systems  International, 
Inc.,  400  Perimeter  Center 
Terrace,  Atlanta  GA  30346; 
Attn:  Dept.  MS. 


Chicago 
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For  information; 

1-800488-9204 


Customer  Support  Engineer  II  to 
resolve  very  complex  customer 
technical  issues  in  implementing 
networkings  using  company 
equipment;  manage  multiple 
simultaneous  customer  cases; 
provide  phone/E-mail  consulta¬ 
tion  to  debug  network  systems 
problems  at  all  levels  of  complex¬ 
ity;  train  other  employees  on  pro¬ 
tocols,  system  architecture,  multi¬ 
protocol,  diagnostic  and  long¬ 
term  resolution;  analyze  large 
complex  networks  with  heteroge¬ 
neous  media  third  party  vendor 
products;  accomplish  advanced 
troubleshooting  for  use  in  resolv¬ 
ing  complex  customer  product 
implementation  problems  and 
completing  project;  40  hrs  wk., 
salary  $55, 800/year.  Minimum 
requirements:  B.S.  in  Electrical 
Engineering  or  Computer  Sci¬ 
ence  with  4  yrs.  exp.;  master’s 
degree  and  2  yrs  experience  is 
equivalent  education  and  experi¬ 
ence.  Education/experience  to  in¬ 
clude:  Use  of  TCP/IP,  AppleTalk, 
SNA/SDLC,  NetBIOS,  Vines, 
DECnet,  SNMP,  X.25  and  Novell, 
LAN/WAN,  UNIX,  and  C;  protocol 
analyzer  and  packet-level  diag¬ 
nostics;  designing  and  running 
multi-node  networks;  advance 
troubleshooting  on  Unix  Data 
Base  Systems;  perform  IBM 
mainframe  system  and  network 
programming;  programming  in 
MVS  Assembler,  C  and  script  lan¬ 
guages;  all  resumes  must  include 
applicant's  Social  Security  num¬ 
ber.  Apply  to  nearest  Job  Service 
office  or  submit  a  resume  to:  Job 
Service,  1105  Briggs  Avenue, 
Durham,  NC  27703,  Job  Order 
#NC3062759  and  DOT  code 
030.062-010. 


SENIOR  CONSULTANT  -  FUNC¬ 
TIONAL  MANAGER  -  PITTS¬ 
BURGH,  PA  -  Oversee  public 
sector  projects  involving  the 
design  &  implementation  of  large 
scale  automated  welfare  systems 
for  municipal  &  state  govern¬ 
ments.  Supervise  subordinate 
staff  on  project  design  &  coding 
using  object  oriented  technolo¬ 
gies,  integrated  case  tools  & 
large  scale  database  modeling 
techniques.  Confer  with  client 
management  &  assist  in  budget 
&  billing  matters  &  managing  the 
client  relationship.  Direct  5-8  con¬ 
sultants  &  technical  staff  includ¬ 
ing  analysts  &  programmers. 
Master's  degree  in  Computer 
Science,  Management  or  related 
field  plus  2  years  experience  in 
job  offered  or  2  years  experience 
as  a  Consultant.  The  2  years 
experience  must  involve  design¬ 
ing  &  implementing  large  scale 
welfare  delivery  systems  based 
on  relational  databases  for 
municipal  &  state  governments 
using,  integrated  case  tools  & 
object  oriented  technology  in  a 
mainframe  environment.  Must  be 
willing  to  relocate  to  worksites 
nationally.  M-F;  40hrs/wk;  9:00 
a.m  -  5:00  p.m.;  $63,000/yr.  Send 
resume  or  letter  describing  qual¬ 
ifications  in  duplicate  to  Job 
Order  Number  8022566,  PA  Job 
Center,  Mr.  Richard  Introcaso, 
Manager,  Office  of  Employment 
Security,  1122  Western  Avenue, 
Pittsburgh,  PA  15233. 


SENIOR  CONSULTANT  -  FUNC¬ 
TIONAL  MANAGER  -  PITTS¬ 
BURGH,  PA  -  Oversee  public 
sector  projects  involving  the 
design  &  implementation  of  large 
scale  automated  welfare  systems 
for  municipal  &  state  govern¬ 
ments.  Supervise  subordinate 
staff  on  project  design  &  coding 
using  integrated  case  tools  & 
large  scale  database  modeling 
techniques.  Confer  with  client 
management  &  assist  in  budget  & 
billing  matters  &  managing  the 
client  relationship.  Direct  5-8  con¬ 
sultants  &  technical  staff  includ¬ 
ing  analysts  &  programmers. 
Master's  degree  in  Computer 
Science.  Management  or  related 
field  plus  1  year  experience  in  job 
offered  or  1  year  experience  as  a 
Consultant.  The  1  year  experi¬ 
ence  must  involve  designing  & 
implementing  large  scale  sys¬ 
tems  based  on  relational  data¬ 
bases  using  integrated  case  tools 
in  a  mainframe  environment 
including  welfare  delivery  sys¬ 
tems  for  governments.  Must  be 
willing  to  relocate  to  worksites 
nationally.  M-F;  40hrs/wk;  9:00 
a  m  -  5:00  p.m.:  $80,000/yr  Send 
resume  or  letter  describing  quali¬ 
fications  in  duplicate  to  Job  Order 
Number  7022519,  PA  Job  Center, 
Mr.  Tom  Rusnack,  Manager, 
Speers  Industrial  Park.  10  Paluso 
Drive,  P.O.  Box  210,  Charleroi,  PA 
15022. 


DTC  Spells  Success 

in  Any  Language 


The  Depository 
Trust  Company 

is  the  world’s  largest 
securities  depository, 
providing  post-trade 
clearance  and  settle¬ 
ment  systems  to  both 
the  domestic  and 
international  financial 
services  community.  As 
our  services  and  cus¬ 
tomer  base  continue  to 
grow,  so  does  our  need 
to  attract  the  right 
individuals.  That  is 
why  were  boking  for 
the  best  to  join  us. 

We  offer  an  excellent 
sabry  and  comprehen¬ 
sive  benefits  pbin 
including  tuition/ban 
refund,  medical,  den¬ 
tal,  optical,  401(k) 
and  pension.  Pbase 
forward  your  confi¬ 
dential  resume,  indi¬ 
cating  position  of 
interest  to:  Systems 
Recruiter  CPWD, 
The  Depository 
Trust  Company,  55 
Water  Street,  23rd 
Floor,  New  York, 
10041.  Resumes 
should  be  in  scannabb 
form  (typewritten,  tra¬ 
ditional  format;  no 
graphics).  Equal 
Opportunity  Employer. 


IBM  Mainframe  Applications  Developers 

(Junior  through  Senior) 

(CICS,  COBOL  II,  DB2) 

3+  years'  experience.  Brokerage/banking  experience  a  plus.  Excellent  ver¬ 
bal  and  written  communication  skills  a  must.  Assembler  language  a  plus. 

CICS  Systems  Programmer 

5+  years'  experience.  CICS  internals  and  Assembler  language  coding  required. 

Delphi  &  C++  Applications  Developer 

1-2  years’  Delphi  programming  language  experience.  3+  years'  banking 
or  securities  industry  experience  required.  C++  programming  required. 

Client  Server  Applications  Developer 

4+  years'  Microsoft  Visual  C++,  2  years'  C  experience,  TCP/IP. 

STINGRAY  Controls,  DCE,  32  bit  development,  Analysis  and  Application 
Design,  and  PC  Assembler  are  pluses. 

LAN  Engineer 

5  years'  LAN/DP  experience.  Token  Ring/Ethernet  network.  CAUs, 

LAMs,  Bridges,  Routers,  Diagnostic  Test  Gear,  PCs.  B.S.E.E./Computer 
Science/Information  Systems  degree  preferred. 

Individual  Computing  Analyst 

Experience  with  HP,  Compaq,  IBM  hardware,  PC  MCIA,  EISA,  ISA,  SCSI, 
Multimedia,  CD  ROM  and  Tape  Back-up  units.  5  years'  experience  in  end 
user  support.  Advanced  skills  in  the  MS  Office  Professional  Suite  of 
products,  WordPerfect,  Windows,  DataEase  DOS  and  Lotus.  Advanced 
skills  in  Windows  3.1 1,  Windows  95  and  NT  configuration  on  laptops  and 
desktops.  Experience  with  Lotus  Notes.  Technical  certification(s)  from 
vendors  is  preferred. 

Data  Architect 

Must  be  familiar  with  enterprise-wide  business  modeling,  system  analy¬ 
sis,  software  development  life  cycle,  date  warehousing  and  00  analysis 
and  design  experience  a  plus.  Experience  in  the  design  and  implementa¬ 
tion  of  enterprise-wide  data  architecture/infrastructure.  5+  years'  experi¬ 
ence  in  planning,  data  analysis,  data  modeling,  design  with  demonstrat¬ 
ed  ability  to  conceptualize  architectures  and  ability  to  implement  projects 
using  structured  methodologies.  Knowledge  of  case  tools,  SQL,  Logical 
DB  Design.  Sybase,  Microsoft  SQL  Server  and  large  scale  database 
implementation  preferred. 

Sr.  Systems  Programmer  Analyst 

5  years'  programming  experience.  2-3  years'  coding  in  C++,  Object 
Oriented  Design,  Windows,  Windows  NT,  SDK,  working  knowledge  of 
OLE,  W0SA,  DAO,  RDO,  ACCESS,  or  SQL  Server.  Experience  writing 
multi-threaded  applications  and  JAVA  are  pluses.  Strong  written  and  ver¬ 
bal  communication  skills. 

Sr.  Application  Programmer  Analyst 

3+  years'  programming  experience  in  C++,  Windows  NT.  MS  SQL 
Server  a  plus.  Project  leader  or  manager  experience  preferred. 

Technical  Training  Specialist 

5  years'  experience  in  system  development  and/or  teaching  on  a  variety 
of  mainframe  and  PC-based  technologies  is  preferred.  COBOL,  DB2, 
CICS,  REXX,  JCL,  PC  Development  (Lotus  Notes,  HTML,  Windows 
Programming,  GUI  Design)  all  pluses. 


User  Support  Analyst.  Must  have 
BS  in  Computer  Science, 

Engineering  or  Math,  or  B.A.  in 
Business  Administration.  Will 
provide  full  customer  support  for 
SAP  system.  Must  have  at  least 
three  (3)  years  experience  in  all 
levels  of  SAP  system,  functional, 
theoretical,  practical  &  technical 
expertise  required.  Must  have 
documented  knowledge  of  follow¬ 
ing  SAP  system  basics: 

Screenpainter,  ABAP/4,  Data 
Dictionary,  R/2  and  R/3  versions. 
Will  confer  with  users  regarding 
needs  and  ascertain  system 
requirements,  develop  conceptu¬ 
al  design  for  various  SAP  mod¬ 
ules,  including  objective,  organi¬ 
zational  structure  and  description 
of  processes,  customize  SAP 
system  to  fit  customer  applica¬ 
tions,  create  business  proto¬ 
types,  monitor  operation  of  SAP 
systems  and  coordinate  correc¬ 
tive  actions,  cooperation  with  and 
provide  technical  support  to  sys¬ 
tem  users,  will  rely  on  several 
SAP  specific  tools,  cross-refer¬ 
ence  between  tables,  dynpros, 
domains  and  field  applicable  to 
all  SAP  modules,  master  file 
management  tools,  project  report 
writing  tools,  tool  for  development 
management  and  system  opti¬ 
mization,  application  library.  Will 
provide  project  status  reports  to 
user  management,  and  develop 
accurate  documentation  that 
complies  with  company  stan¬ 
dards.  Must  have  proof  of  legal 
authority  to  work  in  the  U.S 
Salary  $95, 000/year  40hpw 
Several  positions  available 
Apply  in  person  or  send  two 
resumes  to:  Georgia  Department 
of  Labor,  Job  Order  #  GA 
6100091,  2943  N  Druid  Hills 
Road,  Atlanta,  GA  30329-3909 
or  the  nearest  Department  of 
Labor  Field  Service  Office 


DB2  or  CICS 
DBAs 
Natural  2 
Cobol 

Unisys/Cobol 


Lotus  Notes 

Sys/Admins 

Smalltalk 

Oracle 

LAN/WAN 

Tech  Support 


"^MAINFRAME*- 

BAL  •  Internals  •  Focus 

Year  2000  •  SAP  •  PL1 

AS  400  •  CSP  •  IMS 

Modelers  •  Stratus  •  CICS  6000 


■^CLIENT  SERVER* 

Help  Desk  •  Unix  •  C  or  C++ 

PowerBuilder  •  Sybase  •  Qual  Assur 

Win  NT  or  95  •  Visual  C++  •  DBAs 

NT  Upgrade  •  TCP/IP  •  Vis  Basic 

FileNet  •  Informix  •  Testers 

Novell  •  CORBA  •  OOA/OOD 


Bus/Analysts 

VAX 

IDMS/ADSO 
Qual  Assur 
Tandem 


HTML/JAVA 
Ingres 
Peoplesoft 
HP  Sys/Admin 
Encina 

Device  Drivers 


Rohrt  Rogers  Consulting 

Attn:  Roger  Stchel  Steve  Wyne 

1185  6th  Ave.,  36th  FI  1451  W.  Cypres/  Creek  Rd 
New  York,  NY  10036  Ft.  LautJr+ctvJe.  FL  33309 

800-421-5158  •  212-921  1319  95+489  >700 

Fax  800-770-6360  Fax  954-489-6474 

http:/ 7www.ralm-rogerg.cam/rohn-roge  r.T/ 


#9730:  TECHNICAL 


Maconomy  NE 
Inc.  is  part  of 
the  Maconomy 
Group  special¬ 
izing  in  general 
accounting,  job 
costing,  project 
accounting  and 
wholesale 
distribution 
management. 


SUPPORT  ENGINE 


This  individual  will  perform  Maconomy  msiaUationi 
on  NT  4.0  and  UNIX  servers  with  Mac  or 
Windows  clients;  provide  c  us  comer  suppot  and 
participate  in  troubles  hoeing  and  worn  -loscty  w.J 
our  application  engineers  and  sales  consultants. 

Requires  a  BSCS  or  equivalent  and  3+  yra-s 
experience.  Good  communication  skiJ's  i verba! 
written).  Good  analytical  and  crouNesl>oot»ng  sV.itts; 
Experience  with  Windows  3. 1  tWkK#QW595, 
Macintosh. Wintel  based  NT  4.0  servers  and  UNIX 
servers.  Travel  to  Europe  will  be  required 

To  oppty,  phase  reference  the  Job  it  ard  rruai,  fex  or 
Email  your  resume  to  our  Human  Resrhuit 
Department 

Mac ooremr  ME  >•>*: 

33  Boston  Post  Road  Wes%  Svr.t*  3  f> 
MariborrxigK  MA  Of  7  \ 
508/460-8337  •  fax  508/30.  - 
http'7/www.  maconomy -1/?^  cr* 
jobs@maco»K)mr'  tjvt'.om 


! 

a*  n  { 


94 


C  o  m  p  u  t  e  r  w  o  r  I  d  May  19,  1997  careers.computerworld.com 

IT  CAREERS  EAST 


Director  of 
Technical  Services 


Our  client,  a  well-recognized  managed  care  organization,  is  seeking 
a  project-driven  professional  to  join  their  Southeastern-based 
corporate  offices  as  Director  of  Technical  Services. 

In  this  role,  you  will  provide  direction  regarding  mainframe  and 
midrange  systems  engineering  efforts  to  ensure  a  high-quality, 
cost-effective  processing  environment  that  supports  corporate  and 
business  goals.  Areas  of  technical  accountability  will  include: 
operating,  transaction  and  EDI  systems;  systems  software  and 
interfaces;  database  and  data  storage  management;  applications 
architecture  development;  maintenance  support;  and  vendor 
management/negotiation. 

In  addition,  you  will  be  expected  to  provide  strategic/capacity 
management  IT  plans,  maintain  acceptable  levels  of  system 
functionality  and  stability,  and  oversee  systems  support,  repair  and 
upgrade  activities.  Responsibility  for  systems  and  staff 
performance,  and  a  $10  million  departmental  budget,  will  also  fall 
into  your  domain. 

You  may  be  qualified  for  this  exceptional  opportunity  if  you 
possess  7-10  years  of  experience  in  the  management  of  a  diversified 
hardware/software  engineering,  production  support  and 
operations  team  working  within  a  multiplatform  environment. 

A  strong  track  record  of  effective  team  leadership,  management, 
development  and  motivation  across  the  entire  project  lifecycle  is  a 
must.  Your  background  should  also  demonstrate  strong  strategic 
planning  and  technical  services  skills,  as  well  as  the  ability  to 
determine  business  processing  needs  and  solutions.  Superior 
communication,  negotiation  and  problem-solving  skills  are  equally 
essential  in  order  to  interface  effectively  with  users,  vendors  and 
internal  personnel.  Previous  experience  in  a  project  leadership  role 
will  be  to  your  advantage. 

A  competitive  salary  and  benefits  package  will  be  provided  to  the 
successful  candidate.  For  immediate,  confidential  consideration, 
please  submit  your  resume  and  salary  expectations  to:  Bernard 
Hodes  Advertising  Reply  Service,  Dept.  DTS-173,  Reference 
#  SGS-1341,  280  W .  Canton  Ave.,  Suite  370,  Winter  Park,  FL  32789. 
Equal  opportunity  employer  M/F/D/V. 


PROGRAMMER/ 
ANALYST 


Delta  Dental  Plan  of  Virginia 
seeks  two  experienced 
Programmer/Analysts  to  join 
its  growing  I.S.  team. 

Support  the  design,  development,  and  implemen¬ 
tation  of  new  technology  business  solutions  as  we 
continue  migration  from  a  Prime  (COBOL) 
environment. 

•  Address  strategic  initiatives  in  an  Oracle,  WINTEL, 
HP-UX  environment. 

•  Desired  skills  include:  VB,  SQL,  PL/SQL,  COBOL. 

•  Preference  for  individuals  with  degree  and/or 
health/dental  insurance  experience. 

Submit  resume  with  cover  letter  and  salary  require¬ 
ment  to:  Human  Resources,  Delta  Dental  Plan  of 

Virginia,  4818  Starkey  Road,  Roanoke,  VA  24014. 

Application  deadline  5/28/97.  EEO/AA 

Fax:  (540)  776-8106 

Email:  jobs@deltadentalva.com 


4  DELIA  DENIAL' 

Delta  Dental  Plan  of  Virginia 


Information  Systems  Consultants 

Quality  Assurance  Testers  -  S60.000 


IMS/COBOL  -  to  $75,000 
DB2/COBOL  -  to  $75,000 
NATURAL  -  to  $70,000 
(Bonus  Contracts) 

Positions  available  immediately  in  NE  Florida 

Also  needed:  UNIX  sys  admins  and  people  with 
ORACLE,  C.  PRO  C.  PL/SQL,  and/or  telecom  experience. 


WO  l" 

I 


Fax  Resumes  to: 


Software  Solutions,  Inc. 

(904)  272-1011  or  1 -888-880- WSS I  (9774) 


PROGRAMMER/ANALYST  to 
analyze,  design,  and  develop 
software  to  process  secured 
transactions  using  credit  cards, 
ATM  debit  cards  and  checks  for 
retail  merchants,  mail  order  busi¬ 
nesses  and  Internet  firms; 
Develop  GUI  (Graphical  User 
Interface)  in  Windows  3.1, 
Windows  NT  and  Windows  95 
environments  using  Windows 
API,  Windows  SDK,  OWL  and 
MFC  in  Borland  C++  and  MS 
Visual  C++:  Develop  OLE 
Automation  Server  and  DLL  for 
transactions:  Develop  OLE 
Automation  Controller  in  MS 
Visual  Basic  to  test  the  OLE 
Server;  Develop  transaction 
applications  for  LAN  (Local  Area 
Network)  using  WINSOCK; 
Develop  programs  to  handle  I/O 
devices  such  as  serial  and  paral¬ 
lel  printers,  card  readers,  check 
readers,  PIN  pads  and  modems; 
Develop  file  transfer  applications 
using  ZMODEM  tile  transfer  pro¬ 
tocol  and  Greenleaf  CommLib 
Level  2;  Develop  installation  pro¬ 
grams  using  InstallShield  3; 
Develop  32-bit  help  files  for 
Windows  NT  and  Windows  95 
using  ForHelp  2.95;  Test  applica¬ 
tions  and  programs  using 
DispTest,  OLE2VIEW,  Docfile 
Viewer  in  OLE  SDK  2.01 ;  Docu¬ 
ment  applications  and  programs. 
Require:  B.S.  degree  in 

Computer/Electrical  Engineering 
and  two  years  of  experience  in 
the  job  offered.  M.S.  degree  (or 
completion  of  all  course  require¬ 
ments)  in  Computer/Electrical 
Engineering  with  a  demonstrat¬ 
ed  ability  to  perform  the 
described  duties  will  be  accept¬ 
ed  in  lieu  of  the  B.S.  degree  and 
two  years  experience;  M.S. 
coursework  must  have  included 
one  course  each  in  data  commu¬ 
nications  systems,  data  commu¬ 
nications  concepts  and  proto¬ 
cols,  and  network  concepts  and 
analysis.  Salary:  $39,600  per 
year.  9  am  to  6  pm,  M-F  Apply 
by  resume  to:  Georgia  Depart¬ 
ment  of  Labor,  Job  Order  »  GA 
6103651,  1535  Atkinson  Road. 
Lawrenceville,  GA  30243-5601 
or  the  nearest  Department  of 
Labor  Field  Service  Office 


SOFTWARE  ENGINEER:  Proven 
ability  in  using  Oracle  Web  Server. 
Oracle  Web  Request  Broker,  Ora¬ 
cle  Web  Listener,  Oracle  PL/SQL 
Agent,  Hyper  Text  Markup  Lan¬ 
guage  (HTML),  Common  Gate¬ 
way  Interface  (CGI)  to  develop 
Client  Server  Internet  applications; 
Proven  ability  in  using  Oracle 
Developer  2000  -  Reports,  PL/ 
SQL,  C  Language  to  generate 
Forms  and  Reports  on  the 
Internet;  Proven  ability  in  develop¬ 
ing  procedures,  functions  and 
database  triggers  using  advanced 
PL/SQL  for  server-end  process¬ 
ing;  Proven  ability  in  analyzing  and 
designing  very  large  Oracle  data¬ 
bases  (VLDBs).  The  job  duties 
are:  Analyze,  Design  and  develop 
a  comprehensive  system  on  the 
Internet  for  providing  Customer 
Management  Information  Serv¬ 
ices.  This  has  to  be  developed 
using  Oracle  7  RDBMS,  Oracle 
Web  Server,  Oracle  PL/SQL 
Agent,  Oracle  Developer  2000. 
Requires  Bachelors  in  Science  or 
Computers  with  three  years  expe¬ 
rience  in  software  development. 
40  hours  per  week  at  $60,000/- 
per  year.  Please  send  resume  to 
Case  #  70291,  PO  Box  #  8968, 
Boston,  MA  02114. 


SOFTWARE  ENGINEER  : 
Demonstrated  ability  in  design¬ 
ing  and  development  of  back 
end  database  using  SYBASE 
(System  10)  under  UNIX  5.4 
environment,  ability  in  schema 
designing  and  data  modeling 
using  Erwin  2.0.  Experience  in 
database  fine  tuning  and  appli¬ 
cation  performance  tuning; 
Demonstrated  ability  and  in 
depth  knowledge  of  relational 
database  architecture  and  pro¬ 
gramming  in  T-SQL;  Ability  in 
Graphical  User  Interface  devel¬ 
opment  using  Powerbuilder  4.0 
under  MS  Windows  3.1  envi¬ 
ronment.  The  job  duties  are: 
Database  designing  &  pro¬ 
gramming.  Database  mainte¬ 
nance,  performance  tuning, 
Writing  programs  for  back  end 
processing  in  T-SQL  and  devel¬ 
oping  GUI  frbnt-end  applica¬ 
tion.  Requires  Bachelors  in 
Math,  Statistics  or  Computer 
science  with  three  years  experi¬ 
ence  in  software  development. 
40  hours  per  week  at  $60,500/- 
per  year.  Please  send  resume 
to  Case  #  70169,  PO  Box  # 
8968,  Boston,  MA  02114. 


SOFTWARE  ENGINEER  -  Gra¬ 
phical  User  Interface  (GUI),  devel¬ 
opment  using  X  Windows/Motif  on 
UNIX;  Experience  in  software 
Internationalization;  Development 
of  Networking  and  Data  communi¬ 
cations  Systems;  Experience  in  C 
and  C++  programming.  The  job 
duties  are:  Design  and  develop 
applications  and  MOTIF  user 
Interface  on  UNIX  platform.  To 
work  on  data  communication  & 
networking  protocols,  to  imple¬ 
ment  internationalization  support 
in  software.  Requires  Bachelors  in 
Engineering  or  Computer  science 
with  three  years  experience  in 
software  development.  40  hours 
per  week  at  $62,000/-  per  year. 
Please  send  resume  to  Case  # 
70230,  PO  Box  #  8968,  Boston, 
MA  02114. 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


June  8-11,  1997 

San  Antonio 

Texas 


1-800-488-9204 


Recruit  '97. 
Technically  speaking, 
it's  the  best  career  move 
you  can  make. 


recr  u©©97 

THE  HIGH  TECHNOLOGY  CAREER  EXPO 


ONE  BLOCK 
FROM 
COMDEX/ 
SPRING 


at  the  Inforum 
250  Williams  Street 
Atlanta 

Tuesday,  June  3  ■  Wednesday  June  4 
Ip.m.  - 1  p.m. 


Excellent  full-time  &  consulting 
opportunities  available  with 
the  nation's  leading  technology 
and  other  high-profile  companies. 


•MINIMUM  two  years  of  industry  experience 

•  Free  admission  with  resume 

•  To  pre-register  for  the  show ;  visit  our  Web  site  at 
http:// www.  lendman.  com 

•  To  be  listed  on  the  Recruit  '91  National  Job 
Databank,  mail  your  resume  to: 

The  Lendman  Group 

Attn:  Candidate  Debelopment  (ATTCW) 

141  Business  Park  Drive 
Virginia  Beach,  VA  23462 


OFFICIAL  SPONSORS 


CAREERMagazine 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


Co-produced  by: 

THE 
LENDMAN 
GROUP 


I. 


lit  Miller  Freeman 

Recruit  '97  is  produced  and  managed  by  Miller  Freeman,  Inc. 

One  Penn  Plaza,  New  York,  NY  10119 
800-829-3976  •  212-714-1300  •  Fax:  212-643-4801 
Photographs  taken  of  you  at  the  show  may  be  used  for  promotional  purposes. 
Your  bodge  is  non-transferable  and  will  be  confiscated  and  terminated  upon  any 
attempt  to  transfer  or  sell  it.  You  must  be  1 8  years  of  age  or  older  to  attend. 


RECRUIT  '97 
CURRENT  AND 
PAST  EXHIBITORS 
INCLUDE: 


Adobe 

ADC  Telecommunications 

Aerotek 

AIG 

AIITel 

Arthur  Anderson 
AT&T 

Avon  Products 
B&M  Associates 
Bluestone 

Booz-Allen  &  Hamilton 
Burlington  Northern 
Candle  Corporation 
Cheyenne  Software 
Chubb  Computer  Services 
Cisco 

Compaq  Computer  Corp. 
CompUSA 

Computer  Associates 
Computer  Systems  Develop. 
Comsys 

Coopers  &  Lybrand  LLP 
CSSI 

CTG  (Computer  Task  Group) 
DataSys 

Depository  Trust  Co. 

Dialogic  Corporation 
Disney  On  Line 
Dun  &  Bradstreet 
EDS 

Entex  Information  Services 

Ernst  &  Young 

Excel  Communications 

Gartner  Group 

GTE 

IBM 

IKON  Office 
Inacom 

Information  Builders 
Ingersoll  Rond 
Instinet 

Intel  Corporation 
Judge  Technical 
Lockeed  Martin 
Lucent  Technologies 
MCI  Systems  House 
Merrin  Einanciol 
MicroAge 

Microsoft  Corporation 
Oracle 

Perot  Systems 
Price  Waterhouse 
PrimeCo. 

Prudential 

SHL-An  MCI  Company 
Smith  Barney 
Software  Quality  Partners 
Software  Solutions 
Software  Spectrum 
Source  Services  Corp. 

Sprint 

Sybase,  Inc. 

Tangent  International 
Technology  Edge 
Unisys  Corporation 
Vanguard  Group 
VorTec  Telecom 
Volt  Services  Group 
...ond  more 


FOR  EXHIBITOR  INFORMATION,  CALL  800-562-2820. 


http:  / /careers.computerworld.com 


Computerworld  May  19,  1997  careers.computerworld.com 

it  careers warn 


ACQUISITIONS  WANTED 


We  are  looking  for  a  computer 
consulting  firm  to  acquire.  Fast 
closing.  Distressed  firms  are 
no  problem.  Will  consider  an 
equity  investment  or  financing. 

Contact:  Laura  Ponsford 

JUSTTECHNICAL  ASSOCIATES 
Plaza  of  the  Americas 
600  N.  Pearl,  Ste.  370 
Dallas,  TX  75201 

Ph  (800)  777-2738  Fax  (800)  777-2714 


"1 


SAP 

PROFESSIONALS 

<§s 

CURRENTLY  STAFFING  PROJECTS  IN: 


Fast-growing  national  and  international  consultancy  with 
a  reputation  for  first-class  consultants  offers  world-wide 
career  opportunities  for  top-quality  professionals. 


Experienced  project  managers 
$180K+ 


►  Team  leaders 
$1 50K+ 

Consultants 

$100K+ 


spearhead 

Retail 


Competitive  compensation  with  performance 
incentives  for  strong  professionals  with  deep 
experience;  comprehensive  benefits  package. 


US,  Canada,  South  America,  Pacific  Rim, 
and  Europe.  We  are  seeking  professionals  in 
all  modules,  ABAP  and  Basis  with  industry 
experience  in  the  Retail  environment  to 
join  Spearhead’s  SAP  Retail  Team. 


b 

SPEARHEAD  SYSTEM  CONSULTANTS  (US)  LTD. 

SAP™  National  Implementation  Partner 

99  Seaview  Blvd.,  Suite  340 
Port  Washington,  NY  11050 
voice  51 6.625.9000  fax  51 6.625.9687 

55  Broad  Street 
New  York  Information  Technology  Center 
New  York,  NY  10004 
voice  212.968.1346/1348  fax  212.968.1352 

1.888.spearhead 

www.spearhead.com 

Send  resumes  to  the  Attention  of  Resource  Manager. 

SAP  is  a  Registered  Trademark  of  SAP  AG. 


PROJECT  MANAGER:  Project 
Manager  to  plan  coordinate  and 
direct  software  development  and 
design  projects  for  complex 
computer  application  systems 
running  on  AS/400  according  to 
end-user  requirements.  This 
includes:  (a)  production  of  time 
estimates  and  maintenance  of 
schedules;  (b)  coordination  with 
users,  other  personnel  and  ven¬ 
dors;  (c)  providing  technical 
assistance  and  resolutions  of 
design  problems,  standards, 
programming  and  testing;  (d)  the 
assignment  of  duties  to  staff  and 
performance  evaluation  of  staff; 
(e)  the  coordination  of  applica¬ 
tion  system  documentation;  (f) 
provision  of  quality  assurance 
and  compliance  with  user  needs; 
(g)  communication  with  users 
and  management  regularly 
using  status  reports;  and  (h) 
coordination  of  installation  and 
implementation  of  completed 
projects  on  production  mach¬ 
ines.  Must  have  one  year  Project 
Management  experience  and  3 
years  experience  as  Designer 
and  Developer  of  Application 
Software  in  an  AS/400  RPG/CL 
environment.  40  hours  per  week, 
8  a.m.  -  5  p.m  $48,000  -  $70,000 
per  year.  Submit  resume  to:  Mrs. 
J.  Gaston,  Division  of  Employ¬ 
ment  Security.  P.O.  Box  339. 
Florissant,  Missouri  63032 
Refer  to  Job  Number  479183 


Software  Engineer:  People- 
Soft  Specialist:  structured 
systems  analysis,  design, 
devlpm’t,  modification,  test¬ 
ing,  quality  assurance,  im¬ 
plementation,  integration, 
maintenance  &  support  of 
large  volume  online  com¬ 
plex  integrated  client-server 
based  finc'l  &  human  re¬ 
source  mgmt  application 
systems  in  a  multi-hard- 
ware/multi-software  environ, 
using  centralized  or  distrib¬ 
uted  Relational  Database 
Management  System 

(RDBMS)  such  as  DB2, 
Oracle,  Sybase,  SQL  Server, 
SQL  Base  &  related  soft¬ 
ware.  Reqs:  B.S.  in  sciJ 
comp,  sci  Jengr'g  (or  equiv.); 
1  yr  exp.  in  job  offered  or  1 
yr  as  programmer  analyst/ 
systems  analyst;  Must  have 
appropriate  combination  of 
skills  as  follows:  1  of  A  &  3 
of  B.  A  includes  Software: 
PeopleSoft  Financials,  Peo- 
pleSoft  Human  Resource 
Management:  B  includes 
Tools:  PeopleTools,  People- 
code,  SQR,  Crystal  Reports, 
COBOL.  High  mobility  pre¬ 
ferred.  (Multiple  positions) 
Salary:  $49,000  -  $60,000/yr 
for  40  hr  wk.  Reply  to:  James 
Mackin,  Mgr.,  Office  of 
Employment  Security,  120 
Merchant  St.,  Ambridge,  PA 
15003.  JO  #5011493. 


Group  Leader.  Software 
Engineer  (QA):  Design  and 
develop  computer  testing 
software  for  Paradigm  Plus 
on  X-Windows  and 
OSF/Motif,  using  Fusion 
object-oriented  methodolo¬ 
gies;  oversee  activities  of 
Software  Engineers  with 
respect  to  quality  assurance 
operations  related  to 
Paradigm  Plus  product;  eval¬ 
uate  and  recommend  a  com 
pany  wide  testing  tool  to 
automate  Paradigm  Plus  test 
plans;  design  and  develop 
test  scripts  using  QA  Partner. 
Final  Exam  and  MS  Test  for 
all  platforms  (Windows  NT. 
3.X,  95.  Solaris.  HP-UX. 
SunOS.  SG|.  AIX  and  OS/21 
M  S  degree  in  Computer 
Science,  One  year  experi 
ence  in  job  offered  or  two 
years  experience  as 

Soft  w  arc  Engineer. 
Experience  in  related  occu¬ 
pation  must  include  work 
with  second  generation 
object-oriented  methodolo¬ 
gies  (Fusion),  object-oriented 
CASE  Tools  (Paradigm  Plus), 
and  the  following  platforms 
and  networks:  Windows 

3.X.  Solairs.  SunOS.  SGI.  HP 
UX.  TCP/IP,  NETBIOS, 
SPX/IPX.  40  hrs./wk.:  8:00 
am-  5:00  pm.; 

54 1 . 1 35/year.  Must  have 
proof  of  legal  authority  to 
work  permanently  in  the  IJ.S 
Apply  a  l  the  Texas 
Workforce  Commission, 
Houston.  Texas,  or  send 
resume  to  tlte  Texas 
Workforce  Commission. 
1117  Trinity.  Room  424T. 
Austin.  Texas  78701. 
J  C)  #1X7857042  Ad  Paid  by 
An  Equal  Opportunity 
Employer. 


Manager  Computer  Operations 

North  America's  leading  manufacturer  of  coated  textbook  paper 
seeks  an  Operations  Manager  to  direct  computer  operations.  This 
position  provides  leadership  in  providing  operating  systems  for 
quality,  cost-effectiveness,  networking,  control,  computing,  and 
telecommunication.  The  incumbent  will  be  expected  to  identify 
opportunities  for  the  division  to  improve  the  stability  and  reliability 
of  computer  operations  and  to  move  the  company  to  new  informa¬ 
tion  technologies. 

The  job  requires  a  minimum  of  a  bachelor's  degree  in  computer 
science,  engineering,  or  business  with  eight  years  of  experience  in 
the  data  processing  field;  including  at  least  three  years  superviso¬ 
ry  experience  in  an  administration,  networking,  or  manufacturing; 
experience  with  networking,  PC  support,  operating  systems,  and 
maintenance  administration:  and  experience  conveying  complex 
ideas  and  issues  simply,  both  orally  and  in  writing. 

Preference  will  be  given  candidates  who  are  also  experienced  in 
developing  operating  strategy,  including  designing  network  archi¬ 
tects,  and  who  are  familiar  with  operating  systems,  databases,  and  i 
networks  relevant  to  the  company's  current  systems  environmerr. 
MVS™  VM™.  VSE™.  CICS™,  VAX  VMS™.  Ingres.  RDB  4 
Oracle™,  OSI  PI™.  Windows®  3.1,  Windows  NT™,  and  Ncvfrii™ 

A  nationally  competitive  base  salary,  plus  benefits,  incentive,  and 
relocation  programs  are  offered 

The  manufacturer  is  a  major  profit  center  for  its  parent  corpora:  • 
with  annual  sales  in  excess  ol  one  billion  dollars.  The  Operations 
Group  is  located  at  its  headquarters  located  in  a  Great  >  a-  . 
coastal  resort  community  Sales  offices  are  maintained  m  .-.  N 
York,  Chicago,  Atlanta  and  Portland.  Maine  The  ccrpo'.  t.un 
equal  opportunity  employer 

Direct  inquiries  and  resumes  to  Murray  Parker,  The  u-.rto  7  •  ,  ■ 

Company.  P.O  Box  8816,  Asheville.  North  Car  oil  .  238  ■  . 

phone  (704)  258-1831.  tax  (704)  251-0989  Refer  ic  . 
alt  correspondence  Application  deadline  *s  June  16.  1597 
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IT  CAREERS 


JOBS! 


We  have  the  largest  selec- 
III  ■■  B  tion  of  jobs  the  WEB  has  to 
01  offer!  DICE  has  thousands 
of  contract  and  full-time 
listings  for  Programmers, 
Analysts  and  Technical  profes¬ 
sionals  to  fill  open  positions  for 
companies  nationwide. 

What's  even  better  -  we're  FREE,  providing 
detailed  information  so  you  can  find  the  right 
contract  or  full-time  position  in  your  area  AND 
your  area  of  expertise. Take  a  look  for  yourself. 
Please  contact  DICE  at  www.dice.com  or  telnet 
dice.com  or  call  up  our  BBS,  using  your 
computer  &  1 200-28.8  baud  Modem,  8-N-l. 


ONLINE 

INTERNET 


515-280-3423 
telnet  dice.com 


www.dice.com 

Data  processing 

I  NDEPENDENT  ^ 

Consultant's  20 
Exchange 


W 


Don't  gamble  with  your  job  search.  Use  DICE. 

A  Service  of  D&L  Online,  Inc:  5 1 5-280- 1  1 44 


DATABASE 

EXPERTS 


Relocating  or  desire  more  challenge? 

Our  focus  is  D.B.  Technology 

We  list  outstanding,  permanent 
positions  across  the  U  S  A. 
Relocation  &  Fees  Paid 


DBA/Tech  Support  to  $95k 

Strong  performance  tuning  /  will 
support  very  large  Oracle  databases 

Oracle  DBA  to  $75k 

Lead  logical  &  physical  design  of 
major  systems  up-grade  for  F50  corp 

C/S  Development  to  $65+stock 

S/W  vendor  requires  excel  VB  or 
PowerBuilder  product  development 

INFORMIX  DBA  to  $57k 

N  East,  low  cost  of  living  area 

Also: 

Oracle/MFG  to  $65k 
Oracle/C ++ to  $85k 


HAMILTON 

1  ncmiCAL  PtHSONNCL,  INC 

P.0  Bo«369  WestHurley.NY  12491 
914-679-40SO  •  Fax  914-679-5704 

email  htp@mhv.net 
http://wwwTrnnv.net/-htp/ 


System  Analysts.,  Senior  to 
design,  develop,  implement,  and 
maintain  complex  business, 
accounting,  and  information 
applications  and  systems.  Act  as 
lead  analyst  in  Ihe  development, 
implementation,  and  maintenance 
of  computer  systems,  including 
networked,  and  client-server 
applications  requiring  knowledge 
and  experience  across  a  variety  of 
computing  platform,  databases, 
and  computer  languages. 
Coordinate  and  instruct  program¬ 
mers  and  analysis;  prepare  feasi¬ 
bility,  studies  of  potential  sys¬ 
tems.  coloration  of  components, 
interactive  applications,  and  com¬ 
plex  application  specifications. 
Bachelor  s  in  Comp.  Sc.  or  Elec. 
Eng.  plus  5  yr.  exp  in  job  offered 
or  5  yr.  exp.  as  Systems  Analyst 
or  Software  Eng.  req.  Salary. 
S52.0CVyr  Job  site  various  unan¬ 
ticipated  sites  throughout  the  U  S 
Employer  location  Pittsburgh 
PA  Send  resume  to  Job  order 
601 1518.  Greg  Schwing.  Office 
of  Employment  Security.  2100 
Wharton  St.,  Pittsburgh.  PA 
15203. 


PROGRAMMER  ANALYST 

required.  Analysis 
design, development  &  test¬ 
ing  of  client/ server  software 
including  database  develop¬ 
ment  using  Oracle  7. Oracle 
Utilities  &  Oracle  migration 
tools.  Perform  data  modeling 
&  utilize  structured  analy¬ 
sis/design  techniques.  UNIX 
system  programming  using 
C.  shell / socket  &  UNIX  sys¬ 
tem  internals.  Bachelors 
degree  required  in  any  pro- 
gram  involving  Math. 
Computers  or  Engineering 
plus  2  years  experience  in 
the  job  duties  described 
above.  Must  have  proof  of 
legal  authority  to  work  in 
the  U.S.  Salary  - 
$52, 500/year  for  a  40  hour 
work  week.  Apply  at  the 
Texas  Workforce 
Commission.  Dallas.  Texas, 
or  send  resume  to  the  Texas 
Workforce  Commission. 
1117  Trinity,  Room  424T, 
Austin,  Texas  78701-1919. 
J.O.  Number  TX7857640.  Ad 
paid  by  an  Equal 
Opportunity  Employer. 


Consultant.  40  hrs/wk,  9am-5pm. 
$64,000/yr.  Design  &  develop 
systems  to  connect  local  &  wide 
area  networks  including  multiple 
servers  &  multi-platform  operat¬ 
ing  systems  Shell  programming 
and  C.  Tools  Novell;  Windows  & 
Windows  NT;  Sun  Solaris;  VAX; 
SCO  UNIX;  DEC  OSF/1;  OS/2, 
C;  Shell  Scripts.  M  S.  in  Comp¬ 
uter  Science  or  Elect.  Engin¬ 
eering  as  well  as  1  yr  in  job 
ottered  or  as  a  Systems  Engineer 
required.  Previous  experience 
must  include:  Novell  local  &  wide 
area  network  design  &  installa¬ 
tion;  routers;  Windows  &  Wind¬ 
ows  NT;  UNIX;  C;  Shell  Scripts. 
Must  have  proof  of  legal  authori¬ 
ty  to  work  permanently  in  the 
U  S.  Send  two  copies  of  both 
res  ume  and  cover  letter  to:  ILLI¬ 
NOIS  DEPARTMENT  OF  EMPL¬ 
OYMENT  SECURITY,  401  South 
Slate  Street  -  3  South,  Chicago.  1L 
60605,  Attention  Snetla  Lindsey. 
Reference  4V-IL-16813-L  NO 
CALLS  An  Employer  Paid  Ad 


CONSULTANT:  (2  positions)  40 
hrs/wk.  8  a  m.  -  5  p.m.,  $63,000/ 
yr.  Carry  out  the  analysis  of  user 
requirement,  define  application 
architecture  and  design  and 
develop  application  systems  uti¬ 
lizing  X.25,  TCP/IP,  DB2, 
COBOL,  PL/AS,  REXX  and 
ASSEMBLER.  Also  perform 
database  design  review,  techni¬ 
cal  coordination  of  the  teams 
and  establish  development  stan¬ 
dards.  Reqr.  bachelor’s  degree 
in  Computer  Science  or  Electri¬ 
cal  or  Electronics  or  Mechanical 
Engineering.  Reqr.  6  yrs.  expr.  in 
job  offered  OR  6  yrs.  expr.  in 
Systems  Analysis  &/or  Progr¬ 
amming  &/ or  S/W  Engineering 
&/or  Computer  Consulting 
Reqr.  work  expr.  in  design  and 
dev.  of  s/w  systems  and  with 
X.25,  TCP/IP,  DB2,  COBOL, 
PL/AS,  REXX  and  ASSEM¬ 
BLER.  Employer  is  a  s/w  con¬ 
sulting/development  firm.  Relo¬ 
cation  to  client  sites  throughout 
the  U.S.  for  periods  of  6  mos.  to 
2  yrs.  required.  "Employer  paid 
ad"  E.O.E.  Send  resumes  to: 
7310  Woodward  Ave.,  Rm.  415, 
Detroit,  Ml  48202.  Ref  No: 
170496. 


v.VYO</ 


Find 

trai ni ng 
now. 


Imagine  the  time  saved  if  you  could  search  one  solid  database  of  I.T. 

Now  you  can  by  simply  accessing  Release  1  of  CareerAgent: 

careeragent.computerworld.com 

While  you're  there,  check  out  the  preview  of  upcoming  CareerAgent  releases.  They'll 
allow  I.T.  professionals,  individually  or  through  corporate  subscriptions,  to  assess  learning 


styles,  establish  career  goals,  calculate  individual,  group  and  department  skill  gaps  with  an 
intelligent  decision  support  system,  and  focus  a  training  search  based  on  priority. 

The  point?  Every  individual  on  your  team  has  an  idea  of  their  career  plan,  and  knitting 
these  plans  together  con  benefit  corporate  goals.  Think  about  your  current  team  today.  Do 
individual  career  plans  in  your  organization  seamlessly  benefit  from  available  projects? 
Training  resources?  Corporate  goals?  Is  this  information  connected  to  cost-effectively 
reskill  and  retain  staff?  It's  all  possible  with  CareerAgent,  where  management  and  staff 
can  collaborate  to  continuously  develop  a  career  "itinerary"  for  each  individual.  On  the 
Internet  or  your  intranet.  Your  choice. 

For  details,  see  careeragent.computerworld.com  or  call  1-800-343-6474,  x6000 
today.  And  make  every  career  on  your  team  what  it  should  be:  a  well-planned  journey 
of  enrichment. 
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New  From: 
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CareerAgent  Is  a  trademark  at  COMPUTERWORLO  ud  International  Data  Group 


Computerworld  May  19,  1997  careers.computerworld.com 

IT  CAREERS 


Chicago 
Area 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


PROGRAMMER/ANALYST  10 
develop  computer  software  pro¬ 
gram  specifications.  Develop 
new  features  and  enhance¬ 
ments  for  a  client-server  win¬ 
dows  front  end  to  a  mainframe 
based  system.  The  application 
runs  on  windows  3.1  and  win¬ 
dows  NT  workstations  commu¬ 
nicating  with  an  IBM  mainframe. 
Will  design,  code,  test  and 
implement  programs  in  Borland 
C++  4.5  with  Borland  Object 
Windows  Library  2.5.  Programs 
include  graphical  user  interface 
windows,  mainframe  communi¬ 
cations  interface,  and  internal 
business  logic  algorithms.  Will 
participate  in  migration  of  appli¬ 
cation  from  16-bit  windows  3.1 
environment  with  Borland 
Object  Windows  Libraries  to  a 
32-bit  Windows  NT  architecture 
using  Microsoft  Foundation 
Classes.  Req.:  Bachelor  of 
Science  or  equivalent  in 
Computer  Science  or  Infor¬ 
mation  Technology  and  two 
years  experience  with  C++  pro¬ 
gramming  for  an  MS-Windows 
environment.  Education  or 
experience  must  include  use  of 
Borland  and  Microsoft  C++  envi¬ 
ronments.  Must  be  willing  to 
travel  to  on-site  job  locations 
throughout  U.S.  Hours  M-F,  9-5. 
Salary:  $50,000/yr.  Send  to 
Case  #70130,  PO.  Box  8968, 
Boston,  MA  02114. 


SOFTWARE  ENGINEER:  (2  posi¬ 
tions)  40  hrs/wk.  8  a.m.  -  5  p.m., 
$50,000/yr.  Carry  out  the  systems 
analysis,  systems  design,  coding, 
testing,  development  and  mainte¬ 
nance  of  software  systems  for 
manufacturing  applications  on  IBM 
3090  and  IBM  PS/2  utilizing  IEF, 
DB2,  CICS  and  COBOL.  Reqr. 
bachelor's  degree  in  Computer 
Science  or  Electrical  or  Mechani¬ 
cal  Engineering.  Reqr.  4  yrs.  expr. 
in  job  offered  OR  4  yrs.  expr.  in 
Systems  Analysis  &/or  Progra¬ 
mming  &/or  S/W  Engineering  &/or 
Computer  Consulting.  Reqr.  work 
expr.  in  dev.  of  s/w  systems  on  IBM 
m/f,  and  IBM  PS/2  and  with  IEF, 
DB2,  CICS  and  COBOL.  Employer 
is  a  s/w  consulting/development 
firm.  Relocation  to  various  client 
sites  throughout  the  U.S.  for  peri¬ 
ods  of  6  mos.  to  2  yrs.  required. 
"Employer  paid  ad."  E.O.E.  Send 
resumes  to:  7310  Woodward  Ave., 
Rm.  415,  Detroit,  Ml  48202.  Ref. 
No:  179996. 


Programmer  Analyst  [10  open¬ 
ings]  (Ref.  5011494):  Develop, 
test,  and  document  computer  pro¬ 
grams;  evaluate  user  requests  for 
new  or  modified  programs,  deter¬ 
mine  cost  and  time  feasibility,  clar¬ 
ify  program  objectives,  evaluate 
proposed  systems;  using  UNIX, 
PowerBuilder,  and  Sybase.  Reqs. 
1  Yr.  Exp.  in  the  job  offered  and 
Bach  's  degree  in  Comp.  Sci.,  Sys. 
Anal.,  C.I.S.,  M.I.S.,  Comp. 
Applications,  Info.  Tech..  Comp. 
Info.  Tech.,  Comp.,  Electrical,  or 
Electronic  Engineering,  Comp. 
Sci.  Engg.,  or  Math.,  or  its  foreign 
educ.  equiv.,  or  its  equiv.  in  educ. 
and  exp.  Will  accept  3  yrs  of  col¬ 
lege  level  educ.  and  3  yrs  of  relat¬ 
ed  exp.,  which  includes  1  yr  exp  in 
the  job  offered,  in  lieu  of  the  educ, 
and  exp.  requirement.  $58,000/yr. 
40  hr/wk..  8am-5pm,  M-F.  Send 
resumes  with  Ref.  No.  to  Mr.  Terry 
Kinney,  Manager.  Office  of 
Employment  Security,  1270  N. 
Water  St.,  PO  Box  759, 
Kittanning.  PA  16201. 


Software  Engineer,  Lexington, 
MA  and  other  client  locations: 
Analyze,  design,  develop,  im¬ 
plement,  enhance  and  modify 
customized  commercial  soft¬ 
ware  applications  in  a  main¬ 
frame  environment.  Prepare 
documentation.  Req’d.  Bach¬ 
elor’s  degree  in  comp.  sc.  or 
comp.  engg.  and  3  yrs.  exp.  in 
the  job  duties  or  in  Commercial 
software  development.  2  yrs.  of 
the  exp.  must  be  with  DB2, 
CICS,  COBOL  and  IBM  man¬ 
agement  and  productivity  tools 
such  as  TELON,  EXPEDITER, 
INTERTEST.  All  the  experience 
may  be  concurrent.  May  be 
required  to  relocate.  M-F  8:00 
am  -  5:00  pm.  40hrs/wk. 
$62,577  per  yr.  Must  have 
proof  of  legal  authority  to  work 
in  the  United  States.  Send 
resume  in  duplicate  to:  Case 
#61906,  PO  Box#8968,  Boston, 
MA  02114.  No  fee  charged. 


SENIOR  PROGRAMMER/ANA¬ 
LYST:  (2  positions)  40  hrs/wk.  8 
a.m.  -  5  p.m.,  $54,910/yr.  Prepare 
program  specifications,  develop 
and  test  software  systems  for 
manufacturing  applications  and 
assist  in  implementation  on  IBM 
3090  utilizing  MVS,  DB2,  PL/I,  C 
and  CATIA.  Reqr.  bachelor’s 
degree  in  Computer  Science  or 
Electrical  or  Mechanical  Engin¬ 
eering.  Reqr.  2  yrs.  expr.  in  job 
offered  OR  2  yrs.  expr.  in 
Systems  Analysis  &/or  Program¬ 
ming  &/or  Engineering  &/or 
Computer  Consulting.  Reqr.  work 
expr.  in  developing  s/w  applica¬ 
tion  systems  on  IBM  3090  and 
with  MVS,  DB2,  PL/I,  C  and 
CATIA.  Employer  is  a  s/w  con¬ 
sulting/development  firm.  Reloc¬ 
ation  to  client  sites  throughout 
the  U.S.  for  periods  of  6  mos.  to  2 
yrs.  required.  "Employer  paid  ad.” 
E.O.E.  Send  resumes  to:  7310 
Woodward  Ave.,  Rm.  415, 
Detroit,  Ml  48202.  Ref  No: 
141796. 
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day... 


COMPUTERWORLD 

Thm  onMnm  comwctton  for  Information  tachnotogf  laadm 

www.computerworld.com 


Stable 


Growing  at 
less  than  25% 


6.9% 

Growing  at 
more  than  25% 


1  .3%  Shrinking 


Survey  base: 

305  technology  firms  involved  in 
Government  Software 

Survey  conducted  between  February  '97  and  April  97 


CorpTech.  a  directory  publisher  in  Woburn.  Mass.,  tracks 


| 

the  U.S.  45,000-t-  technology  manufacturers.  This  survey  relates  to  the  30,941  tracked  firms  with  fewer  than  1,000  empf 
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Career  Survey:  Goverment  Software 


Industry  Hiring  Trends 

Overall  growth  rate 


7.4% 


Regional  Growth  Analysis 


Reserve 


Take  charge  of  your 

with  this  FREE  tool 

http://careeragent.computerworld.com 


Use  these  FREE  features  at  http://careeragent.eomputerworld.com 


Search  for  specific  learning  resources 
Describe  your  training  and  education  interest  areas 


Optionally  receive  email  updates  of  new  learning  resources  that  meet  your  interest  areas 

Describe  your  current  or  ideal  I.T.  position 

Assess  your  skills  relative  to  the  skills  required  for  that  position 

Calculate  a  personalized  “skills  gap”  to  compare  your  fit  to  that  position 

Record  work  experience  for  use  in  skills  assessment 

Define  goals  for  later  use  in  career  planning 


mmm 


And  if  you’re  an  I.T.  manager  concerned  about  staff  retention,  you’ll  want  to  check  out  the  “about 
Careeragent”  button  also  at  http://careeragent.computerworld.com.  Here  you’ll  see  how  a  cor¬ 
porate  subscription  to  CareerAgent  will  help  your  entire  staff  assess  learning  styles  and  skills,  cal- 
culate  skill  gaps,  and  search  for  training.  As  a  manager,  you  can  use  CareerAgent’s  intelligent  deci¬ 
sion  support  system  to  calculate  individual,  group  and  department  skill  gaps. 

The  point?  Every  individual  on  your  team  has  an  idea  of  their  career  plan,  and  knitting  these  plans 
together  can  benefit  corporate  goals.  Think  about  your  current  team  today.  Do  individual  career 
plans  in  your  organization  seamlessly  benefit  from  available  projects?  Training  resources? 
Corporate  goals?  Is  this  information  connected  to  cost-effectively  reskiil  and  retain  staff?  It’s  all 
possible  ’with  CareerAgent,  where  management  and  staff  can  collaborate  to  continuously  dewrtUr' 
a  career  “itinerary”  for  each  individual.  On  the  Internet  or  your  intranet.  Your  choice. 

Tor  details,  see 
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I.T.  skills  &  trainin 


Learning  Tree  International 
Wave  Technologies 
Hewlett-Packard  Educational  Services 


Boston  University  Corporate  Education  Center 
Interpersonal  Technology  Group 
DPEC 


Business  Communication  Review 


American  Research  Group  (ARG) 
IKON 


HOTT  (Hands  on  Technology  Transfer) 
NIIT,  Incorporated 

The  Center  for  Systems  Management 
New  Horizons  Computer 
Sybase/Powersoft  Education 
ESI  International 
The  Seale  Group,  Inc. 

Anri  mnro  rnminn  cnnn 


Start  your 


COMPUTERWORLD 

The  online  connection  of  information  technology  leaders 

www.(omputerworld.com 


ADVERTISING  SECTION 


(www.computerworld.com)  May  19,  1997  C  o  m  p  u  t  e  r  w  o  r  I  d 


For  information 
advertising, 
call  203-857-51® 


NEW  &  NOTABLE 


Heroix  Unveils  New  Rule  Wizard  in  RoboMon  NT  V6.2 


RoboMon  NT's  new  Rule  Wizard  provides 
a  fully  integrated,  graphical  environ¬ 
ment  for  easy  customization  of 
RoboMon  Rules  which  monitor  and  solve 
site-specific  problems.  RoboMon  moni¬ 
tors  Windows  NT  based  on  rules  that 
determine  what  conditions  to  look  for, 
and  what  notification  or  corrective 
actions  to  take  as  problems  are  detect¬ 
ed.  The  Rule  Wizard  puts  the  building 
blocks  that  comprise  rules  -  schedules, 
selections,  conditions  and  actions  -  in 
an  easy-to-use,  graphical  form. 


RoboMon  NT  software  automates 
Windows  NT  systems  administra¬ 
tion  by  monitoring  and  solving 
many  problems  associated  with 
Microsoft's  Windows  NT  Server, 
Exchange  Server,  Internet 
Information  Server,  SOL  Server, 
and  Systems  Management  Server. 
RoboMon  NT  V6.2  pages  personnel 
through  an  integrated  paging 
action,  and  its  Email  notification 
action  now  supports  Lotus'  CC: 
Mail  and  SMTP  mail,  as  well  as 


Microsoft  Exchange.  RoboMon  NT's 
native  event  display  provides  central¬ 
ized,  multi-platform  monitoring  from 
any  point  in  the  network,  encompassing 
Windows  NT,  AIX,  Digital  UNIX,  HP-UX, 
Solaris,  SunOS,  and  OpenVMS. 

RoboMon  NT  is  available  for  Intel  and 
Alpha,  with  prices  ranging  from  $200- 
$5,000  (prices  subject  to  change). 

For  more  information:  Margaret  Natario, 
Marketing  Manager,  Heroix  Corporation, 
800-229-6500,  x232,  pr@heroix.com, 
http://www.RoboMon.com 


SoftReach  to 
Offer  the  First 
LAN-Based 

Push 

Technology 

SoftReach,  a  leading  provider  of 
Automated  Information  Delivery  appli¬ 
cations,  announced  the  availability  of 


NetReach,  the  company's  enterprise 
communications  solution.  NetReach  is 
the  first  implementation  of  "push'' 
technology  for  the  LAN  environment. 
The  product  uses  a  sophisticated  net- 
work-based  screen  saver  system  and 
broadcast  technology  to  improve  com¬ 
munications  throughout  an  organization 
utilizing  existing  local  area  network 
infrastructure. 

As  computers  on  your  network  become 
idle,  multimedia  presentation  style 
slides  deliver  important  information  to 
each  employee's  desk.  "The  goal  is  to 


instantly  transform  idle  com¬ 
puters  into  valuable  assets 
while  improving  the  ROI  in  LAN 
infrastructure,"  stated 
SoftReach  Vice  President 
Steven  Griffith.  "NetReach  does 
this  without  requiring  new  net¬ 
working  hardware,  software  or 
training,"  he  added. 

For  more  information  about 
NetReach  call  SoftReach  at 
(800)  331-1030  or  visit 
www.softreach.com. 


V^oAGiom  Eioiect  (mageEdWot  Qeptoy  Help 


w 

El 

A 

m 

£8 

D 

& 

* 

f 

! 

Aieti  sunw  f  Active  |  Sales  meeting  at  I  00  today  [eg]  j 

’’  \Open  Work  Group  /Open  Piojcct  /AcOve  S  crecn  S  avia  XWdk  Sio»y  Aid!  f 


JZPWjt*  Manage.  -PBOJE-  j 


259  PM 


C  H  NO 


WIN  EVERY  WEEK! 


Computerworld  Marketplace 
TechnoToys  Sweepstakes 


Fax  this  completed  form,  or  all  of  the 
following  information  to:  (800)  898-2299. 

Yes,  I  want  to  enter  to  win  a  framed  Rich  Tennant 
cartoon.  Please  also  enter  me  in  the  end-of-year  1997 
Super  Prize  Sweepstakes  Drawing. 

Name: 


May  19 
TechnoToy: 

A  Framed  Rich 
Tennant  Cartoon 


Hang  a  bit  of  humor 
on  your  office  wall. 

Win  one  of  5  being 
given  away! 


By  entering  into  the  weekly  TechnoToys  giveaway,  your  name 
will  automatically  be  entered  into  the  year-end  Super  Prize 
Sweepstakes  where  you  could  win  as  much  as  $25,000  in  cash! 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  leaders 


Title:  _ 

Company: _ 

Address:  _ 

City: _ State: _ Zip:  _ 

Phone:  _ 

Fax:  _ 

email: _ 

Are  you  currently  a  Computerworld  subscriber? 

yes _  no _  Issue  Date:  5/19/97 

No  purchase  necessary.  All  entries  must  be  received  no  later  than  11:59 
am  (EST)  Mon,  May  26, 1997.  Winner  will  be  determined  in  a  random 
drawing  on  or  about  5:00  pm  (EST)  Mon.,  May  26.  See  official  rules  within 

the  Marketplace  section. 


Corporate 

America 


Corporate  America  has  a  new  look  these  days  thanks  to  a  Fortune  500  PC 
manufacturer  from  South  Dakota.  From  a  two-person  start-up  operation  in 
1985  to  a  $5  billion  global  company  in  1996,  Gateway  2000 
has  taken  the  PC  industry  and  corporate  America  by  storm. 

In  fact,  Gateway  has  done  business  with  8  out  of  10 
Fortune  1000  companies  in  the  last  three  years.  How  did  we 
do  it?  By  delivering  Value  of  Ownership:  the  winning 
combination  of  high  benefits  and  low  cost  for  the  life  cycle  of  your  computer. 
Gateway  delivers  it  all  in  high-quality  PCs  custom  built  for  your  business  that 
go  to  work  for  you  right  out  of  the  box. 

Want  to  know  more  about  this  cow-spotted  business  phenomenon? 

Call  Gateway  2000  today,  because  we  mean  business. 


“You’ve  got  a  friend  in  the  business.”** 


8  8  8  -  8  8  8  -  0  3  8  2 

www.gateway.com 


©  1997  Gateway  2000,  Idc.  GATEWAY  2000,  black-and-white  spot  design,  “G"  logo,  and  “You’ve  got  a  friend  in  the  business" 
slogan  are  registered  trademarks  of  Gateway  2000,  Inc. 
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Integrated  Terminal  Emulator  for  DEC  and  IBM®  Systems 


Groups  Users  |  Exports  |  General  | 
UsetiJame: 

User  Password  p" 


User  Name 


User  ID 


W  W  •  M  <*>»  »odr  {Normal  Stu*l  CooVfi  OoiWrol-Stu*)  m  *« 

Highlights:  *  ™“ _ 

•  TN3270  Emulation-Models  2.3,4  and  5  (for  IBM  Mainframes) 

•  3179G  Vector  Graphics  &  3279S3G 

•  TN5250  (24x80. 27x132)  (for  AS/400) 

•  VT52,  VT100.  VT220,  VT320  &  VT420  emulation 
(for  DEC  and  UNIX  Systems) 

•  Customizable  keyboard  layouts, 
poppads  and  session  profiles 

•  VBA™  Advanced  Scripting  Language 

•  DDE,  HLLAPI.  EHLLAPI,  WinHLLAPI 
and  Visual  Basic™ 


Highlights 


Free 

Evaluation  Copy 
.  Available  at... 


Free 

Evaluation  Copy 
Available  at... 


•  Includes  all  major  TCP/IP  based  file  and 
printer  servers  in  a  single  package:  NFS 
Server,  FTP  Server,  LPD.  TFTP  and  B00TR 


•  Integrates  seamlessly  into  Windows  95 
and  Windows  NT 


distinct 


it  ,f  . 

distinct 


Password  protected  login  for 
all  servers 


http://www.distinct.com 
saies@distinct.com 
Phone:  1-408-366-8933 
Fax:  1-408-366-0153 

Distinct  is  a  rttjsiered  trademark  and  Distinct  IntraNet  Servers  is  trademark  of  the  Distinct  Corporation  Copyright  1 99"  Distinct  Corporation,  12900  Saratoga  Avenue,  Saratoga,  CA  95070.  All  rights  reserved.  Specifications  and  terms  arc  subject  to  change  without  notice. 


http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  cworld@distinct.com 
Fastfacts:  408.366.2101 


Also  available  for  Windows  3.1 


Available  for  Windows  3.11,  Windows 
95  and  Windows  NT 
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Looking  For  The  BEST  Company 
To  Give  You  The  BEST  Value 
In  IBM  Computer  Hardware? 


We're  IBM  Experts: 

•  RS/6000 

•  ES/9000 

•  AS/400 

•  Series/ 1 

•  PCs 

•  Networks  &  Integration 


s  Processors 

✓  Peripherals 

✓  Upgrades 

✓  New 

✓  Reconditioned 

With  warranty 


Corporate  Headquarters 
2550  West  Midway  Blvd  . 
Broomfield,  Colorado  80020 


TEL:  303/465-2800 
Sales  Line:  800/432 1  EDP 
SALES  FAX:  SOO/E  DP-34 90 


Dempsey 

BUSINESS  I  SYSTEMS  M 


A  product  of 


EDP  Europe  Ltd. 

43  REDHtLLS  ROAO. 
South  Woooham  Ferre 
Chelmsford;  Essex  CM 


BUSINESS  _ 

2136  Michelson  Drive  •  Irvine,  Cfi  92612-1304 
Phone: (714)  475-2900  Fax:(714)  475-2929 


engineerec 
data  product 


http://www.dempieybas.com 
e-mail:  dempsybui@dempieybas.com 


Bay  •  Sell  •  Rent  (800)  888-2000 


Linking  People  and  Technology. 


[Configure  NFS  Seiver 


-Product  Specialists 
-Pretested  equipment 
-Flexible  financing 
-Configuration  planning 
-Offices  nationwide 
-Technical  support 
-Overnight  shipping 


Sales  &  Rentals 
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1 2X  CD-ROM 
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♦  TCP/IP,  IPX 
4  Plug  &  Play 
4  Novell,  NT,  UNIX,  NFS 
4  7  CD-ROMs 
4  Built-in  Server  (NetWorkeek 
4  Factory  Direct  - —  4*!^. 

4  Ethernet  (Token  Ring  available) 
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■tm  Connects  to  your  local 
network  in  minutes! 

No  server  needed! 


See  our  complete  line  of  storage  products  at: 

www.tacsystems.com/cw 
(800) -659-4440 
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SYSTEMS” 

INCORPORATED 


Managing  Information  Through  Innovation 


TAC  Systems  Inc.,  and  LANmini  are  trademarks  of  TAC  Systems.  Axis  is  a  trademark  of  Axis  Communications.  Other  brands  are  trademarks  of  their  respective  owners. 

TAC  Systems  is  not  responsible  for  inadvertent  errors.  Copyright  5/97  TAC  Systems  Inc.,  1035  Putman  Dr..  Huntsville,  AL  35816.  T0016 


ALICOMP 


Which  has  serviced  over  1 75  diverse  clients, 
specializes  in  providing  V7VI,  MV'S,  VSE  service  to  clients  who  need: 

•OUTSOURCING 
•REMOTE  COMPUTING 

•YEAR  2000:  Mainframe  Conversion  Test  Environment 
•TAPE  CONVERSIONS 
•SYSTEMS  INTEGRATION  CONSULTING 
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Industry 

experience 

includes: 


•Financial  Services  *Non  Profit  ‘Software  Developers 
•Healthcare  •Manufacturing/Distributing  ‘Publishing 


We  are  the“Boutique”  of  the  Computer  Services  World 


IT  PURCHASE  INFLUENCERS 

Call  today  to  place  your  ad  (203)  857-5125 

*lntelliquest  CIMS  v3.0, 1996.  Average  Issue  Audience 
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•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  High  Performance 

•  Cost  Effective 

•  Transparent  Network  Access 

•  Remote  Management 

•  Unlimited  User  License 
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Tel:  1-407-380-0220 

I*lf*i*T  A 

Fax:  1-407-380-6080 

IR^jTe  :  •  : 

Email:  gb-info@gta.com 

Web:  www.gnatbox.com 

Year  2000  Problem 

We  can  help  to  find  a  solution 

PLATFORMS:  IBM  Mainframes,  IBM  Compatible  PCs. 

PROGRAMMING  LANGUAGES:  AD  ABAS/NATURAL,  COBOL,  PL/1,  Assembler. 
TOOLS:  Automatic  and  semi-automatic. 

CAN  DO:  Impact  analysis,  source  code  conversion,  testing. 

100%  accuracy  for  compliance  with  year  2000  guaranteed. 


WE'LL  BEAT  ANY  DEAL 


AKYA  SOFT,  INC. 

314  Commerce  St.  Alexandria,  Virginia  22314 
Tel:  (703)  299-0804/05  E-mail:  akvasoft@erols.com  Facsimile:  (703)  684-6971 


Off-shore  custom  programming 
Local  custom  project  management 


600  experienced,  degreed,  programmers  in  India  complete  projects  at  25-50% 
less  cost.  On-site  project  managers  ensure  applications  deliver  the  results  you 
need.  To  get  you  what  you  need,  our  project  managers: 

•  Ow-plan  •  Ow-communication  •  Over-engineer  •  Over- test  •  Over-deliver 

We  deliver  your  documentation  first  to  ensure  your 
application  does  what  you  want,  in  the  way  that  you 
need  it  —  before  the  coding  begins.  Experienced  in 
mainframes,  client-servers  and  PCs.  Everything  from 
retail  and  direct  mail  to  financial  and  manufacturing, 
and,  of  course,  Year  2000. 


Intelligent  Systems 

301-840-9563  http://www.lntelligentsys.com 


NOTICE 

PLACE  AN  AD  IN 
COMPUTERWORLD 
MARKETPLACE 
(203)  857-5125 


ADVERTISERS  INDEX 


Advanced  Logic  Research . 83 

http://www.alr.com 

Amdahl . 79 

http://www.amdahl.com 

Auspex  Systems,  Inc . 38-39 

http://www.auspex.com 

Cabletron . no 

http://www.cabletron.com 

Centura  Software  Corp . 25 

http://www.centurasoft.com 

Cisco . 26-27 

http://www.cisco.com 


Compaq  Computer  Corp.  .  18-19,  46-47 


http://www.compaq.com 

Computer  Associates . 5,  54 

http://www.cai.com 

Compuware . 17 

http://www.compuware.com 

Digital  Equipment  Corp.  .  .  22-23,  55,  57 
http://www.digital.com 

EMC  Corp . 108 

http://www.emc.com 

Forte . 11 

http://www.forte.com 

Gateway  2000 . G1-G3 

http://www.gateway200.com 

IBM . 52,  71 

http://www.ibm.com 

Informix  Software . 13 

http://www.informix.com 

ICE . 72 

Kingston  Technology . C4 

http://www.kingston.com 

Leadership  Series . 40/41 

Lexmark . 56 

http://www.lexmark.com 

MaxStrat . 20 

http://www.maxstrat.com 

McAfee . 77 

http://www.mcafee.com 


Micro  Focus . 9 

http://www.microfocus.com 
(800)  872-6265 

Micron . C3 

http://www.micron.com 

NEC  Technologies . 58 

http://www.nec.com 

NetManage . 44 

http://www.netmanage.com 

Nortel  North  America . 60 

http://www.nortel.com 

Opin  Systems . 49* 

Oracle  Corp . 7 

http://www.oracle.com 

Powersoft . 40 

http://www.powersoft.com 

Procom  Technology . 75 

http://www.procom.com 

Red  Brick . 65 

http://www.redbrick.com 

SAS  Institute . 62 

http://www.sas.com 

Software  Productivity  Group  .  .  48/49+ 

StorageTek . 42-43 

http://www.storagetek.com 

Sun  Microsystems . 21,  29,  31 

http://www.sun.com 

Tandem . 34-35 

http://www.tandem.com 

Trend  Micro,  Inc . 69 

http://www.trendmicro.com 

UUNET . 15 

http://www.uunet.com 

Visio . 50,  51 

http://www.visio.com 

Visiontek . 10 

http://www.visiontek.com 

Workstation  Group . 48 

http://www.wrkgrp.com 


mpr 

Computerworld  May  19,  1997  www.computerworld.com  %  •  E  ,  £ 

_  mm 


COMPUTERWORLD,  INC. 

President 

Senior  Vice  President/ 
Finance 

Vice  President/ 

Human  Resources 

Executive  Assistant 
to  the  President 

Michael  R.  Rogers 

Matthew  C.  Smith 

Susan  C.  Perry 

Laureen  Austermann 

COMPUTERWORLD 

An  IDG  Company:  The  World’s  Leader  in  Information  Services  on  Information  Technology 


Publisher 

Peter  C.  Weedfald 

Computerworld  Headquarters:  500  Old  Connecticut  Path,  P.O.  Box  9171,  Framingham,  MA  01701-9171 
Phone:  508-879-0700,  FAX:  508-875-4394 

Vice-President 

Editor  Consumer  Marketing 

Paul  Gillin  Gail  Odeneal 

MARKETING:  Director,  Marketing  Communications/Mary  Doyle,  Senior  Manager,  Marketing  Communications/ 
Elizabeth  Phillips,  Manager,  Trade  Show  af  Conventions/ Audrey  Abbott,  Marketing  Manager/Susan  Thaxter,  Marketing 
Communications  Project  Manager/ Karen  Lesko,  Marketing  Specialist/Emily  Dinneen,  Administrative  Assistant/ Patty 
White  CIRCULATION:  Director  of  Circulation  Management/Maureen  Burke  PRODUCTION:  Production  Director/ 
Christopher  P.  Cuoco,  Production  Manager/Beverly  Wolff  SALES  PROFESSIONAL  DEVELOPMENT:  Operations 
Director/Cynthia  Delany  DISTRIBUTION:  Distribution  Manager/Bob  Wescott,  Traffic  Manager/Pat  Walker 
INFORMATION  SYSTEMS:  Vice-President  of  IS/Walter  Crosby 


SALES  OFFICES 


Computerworld  Headquarters:  500  Old  Connecticut  Path,  P.O.  Box  9171  Framingham,  MA  01701-9171 
Phone:  508-879-0700,  FAX:  508-879-0446 


NORTHEAST 


Regional  Vice  President:  Sherry  Driscoll,  District  Managers: 
Isabelle  Kane,  Laurie  Marinone,  Sales  Office  Coordinator: 
Tammy  Boisvert,  Sales  Associates:  Karen  Beasley,  Dianne 
McNeil,  Cheryl  Stratton,  470  Totten  Pond  Rd.,  5th  Floor, 
Waltham,  MA  02154  (508)  879-0700  FAX:  (617)  890-2669 
Hearing  Impaired:  (800)  428-8244 


NEW  YORK  &  NEW  JERSEY 


Senior  District  Managers:  Fred  LoSapio,  Victoria  Gonin,  Barry 
Cheney,  Senior  Account  Executive:  John  Bosso,  Sales  &  Office 
Associate:  Susan  Kusnic,  Sales  Associates:  Jean  Dellarobba, 
Valerie  Lusczek,  John  Radzniak,  Mack  Center  l,  365  West 
Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587-0090  FAX:  (201) 
587-9255,  (201)  587-1289  Hearing  Impaired:  (800)  208-0288 


SOUTH-ATLANTIC 


Regional  Vice  President:  Bernie  Hockswender,  Sales  Adminis¬ 
trator:  Jennifer  Pattenaude,  1565  Woodington  Circle,  Suite  201, 
Lawrenceville,  GA  30244  (770)  931-8104  FAX:  (770)  931-8106 
Hearing  Impaired:  (800)  449-4974,  Senior  District  Manager: 
Mike  Bachman,  Sales  Associate:  Mary  Cavaliere,  175  Strafford 
Ave.  #i,  Wayne,  PA  19087,  (610)  975-4581  FAX:  (6io)  975-4582 
Phillip  Braithwaite,  Account  Executive,  2457A  S.  Hiawassee  Rd. 
Ste.  321,  Orlando,  FL  32835  (407)  521-9181  FAX:  (407)  521-8716 


Senior  District  Manager:  Sharon  R.  O’Brien,  Account  Executive: 
Laurie  Gomes,  Sales  Associate:  Jasmine  Huffman,  875  N. 
Michigan  Avenue,  Suite  2846,  Chicago,  IL  60611  (312)  943- 
4266  FAX:  (312)  943-2214 


SOUTHWEST 


Senior  District  Manager:  Jennifer  Hedges,  Sales  Associate: 
Brenda  Shipman,  14651  Dallas  Parkway,  Suite  304,  Dallas,  TX 
75240  (972)  233-0882  FAX:  (972)  701-9008  Hearing  Impaired: 
(800)  822-4918 


Senior  District  Managers:  Ernie  Chamberlain,  Christine  Curry, 
Linda  Holbrook-Dusay,  District  Managers:  Denyce  Kehoe,  Lisa 
Kowalski,  Holly  Nissalke,  HR  Representative:  Leticia  Lehane, 
Account  Executives:  Shannon  Dempsey,  Claude  Garbarino, 
Gena  Haas,  Andrea  Zurek,  Sales  Associates:  Larisa  Gagainis, 
Alicia  Giovannini,  Emmie  Hung,  Heather  Hackman,  Nina 
Pukonen,  Bonnie  Robson,  Office  Services:  Jessica  Abude,  Sales 
Coordinator:  Yvonne  Zuniga,  500  Airport  Boulevard,  Suite  400, 
Burlingame,  CA  94010  (415)  347-0555  FAX:  (415)  347-8312 
Hearing  Impaired:  (800)  900-3179 


SOUTHERN  CALIFORNIA 


District  Manager:  Nancy  Coy-Bianchi,  Account  Executive:  Susan 
Davis,  Sales  Associate:  Pat  Duhl,  2171  Campus  Drive,  Suite 
too,  Irvine,  CA  92612  (714)  250-3942  FAX:  (714)  476-8724 


|  ADVERTISING  OPERATIONS 


Display  Advertising  Production  Manager:  Paula  Wright,  Display 
Advertising  Coordinators:  Lisa  Tanner,  Gregg  Pinsky,  (5o8)-879- 
0700  FAX:  (508)  879-0446 


*  Internet/Intranet  Select  Edition 
+  Regional  Insert 


To  have  your  Internet  address  listed  here,  please  contact  Paula  Wright  at  (508)  620-7716 

This  index  is  provided  as  an  additional  service.The  publisher  does  not  assume  any  liability  for  errors  or  omissions. 


HAVE  A  PROBLEM  WITH  YOUR  COMPUTERWORLD  SUBSCRIPTION 

7 

We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to: 

COMPUTERWORLD,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
and  us.  You  can  help  us  by  attaching  your  magazine  label  here,  or  copy  your 
name,  address,  and  coded  line  as  it  appears  on  your  label.  Send  this  along 
with  your  correspondence. 

Address  Changes  or  Other  Changes  to  Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be  accompanied  by  your 
address  label,  if  possible,  or  by  a  copy  of  the  information  which  appears  on 
the  label,  including  the  coded  line. 

Your  New  Address  Goes  Here  Address  shown:  D  Home  □  Business 

State  Zip 

Name 

c 

Company 

CL 

E 

Address 

u 

City  State  Zip 

Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
Also,  address  changes  are  handled  more  efficiently  by  mail.  However,  should  you 
need  to  reach  us  quickly  the  following  toll-free  number  is  available:  1-800-552- 
4431  Outside  U.S.  call  (614)  382-3322).  Internet  address:  circulation@cw.com 

COMPUTERWORLD  allows  advertisers  and  other  companies  to  use  its  mailing  list  for  selected 
offers  we  feel  would  be  of  interest  to  you.  We  screen  these  offers  carefully.  If  you  do  not  want  to 
remain  on  the  promotion  list  please  write  to  the  following  address  -  COMPUTERWORLD, 

Circulation  Department,  500  Old  Connecticut  Path,  Framingham,  MA  01701. 

Name 

P 

Address 

& 

U 

CUSTOM  PUBLICATIONS 


Boston:  Director  of  Publishing  Services/Carolyn  Medeiros, 
Project  Coordinator/Fleidi  Broadley,  Managing  Editor/Peter 
Bochner,  Graphic  Designer/Gail  Varney,  500  Old  Connecticut 
Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  879-0700 
FAX:  (508)  875-6310 

San  Francisco:  Vice  President  Custom  Publications/Elaine  R. 
Offenbach,  Sales  Associate/Nikki  Wilson,  500  Airport 
Boulevard,  Suite  400,  Burlingame,  CA  94010  (415)  347-0555 
FAX:  (415)  347-8312 


COMPUTERWORLD  JOURNALS 


500  Old  Connecticut  Path,  Box  9171,  Framingham,  MA  01701- 
9171  (508)  879-0700  FAX:  (508)  872-2364 
Production  Coordinator:  Peggy  Hennessy,  500  Old  Connecticut 
Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  879-0700 
FAX:  (508)  879-0446 


MARKETPLACE  ADVERTISING 


Sales  Manager/Pat  Fales,  50  Washington  St.,  South  Norwalk, 
CT  06854  (203)  857-5125  FAX:  (203)  838-1425 


COMPUTERWORLD  INFORMATION  MANAGEMENT  DIVISION 


Vice  President/General  Manager:  Richard  Mikita,  Vice 
President:  John  Carpenter. 

Computerworld  VAR  Database:  Carol  Mullen/  National  Sales 
Manager,  Account  Executive/Sean  Weglage,  (508)  879-0700 
FAX:  (508)  879-0184 

Computerworld  Buyers  Database  East:  Regional  Manager, 
Database  Services/Linda  Clinton,  (508)  879-0700  FAX:  (508) 
879-0184 

Computerworld  Buyers  Database  West:  Regional  Manager, 
Todd  Herrold,  (415)  347-0555  FAX  (415)  347-8312 


DIRECT  RESPONSE  CARDS 


500  Old  Connecticut  Path,  Framingham,  MA  01701-9171  (800) 
343-6474 

National  Accounts  Director/Norma  Tamburrino,  Mack  Center 
l,  365  West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587- 
0090 


RECRUITMENT  ADVERTISING  SALES  OFFICES 


Vice  President/Recruitment  Advertising/John  Corrigan, 
Marketing  Director/Derek  E.  Hulitzky,  500  Old  Connecticut 
Path,  Framingham,  MA  01701-9171  (800)  343-6474 
New  England  &  Upstate  New  York:  Regional  Manager/Nancy 
Percival,  470  Totten  Pond  Rd.,  5th  Floor,  Waltham,  MA  02154 
(800)  343-6474,  Account  Executive/Nancy  Mack,  (800)  343- 

6474 

Mid-Atlantic:  Regional  Manager/Jay  Saveli,  500  Old  Connect¬ 
icut  Path,  Framingham,  MA  01701-9171  (800)  343-6474,  Sr. 
Account  Executive/Caryn  Dlott,  (800)  343-6474  TDD:  (800) 
208-0288 

South-Atlantic:  Regional  Manager/Katie  Kress-Taplett,  8304 
Professional  Hill  Drive,  Fairfax,  VA  22031  (703)  573-4115,  Sales 
Manager/Pauline  Smith  (800)  343-6474 
Midwest:  Regional  Manager/Pat  Powers,  ion  EastTouhy 
Avenue,  Suite  550,  Des  Plaines,  IL  60018  (847)  827-4433, 
Account  Executive/Nick  Burke  (800)  343-6474  TDD:  (800)  227- 
9437 

Southwest:  Regional  Manager/Ellen  Cross,  2171  Campus  Drive, 
Ste.  100,  Irvine,  CA  92715  (714)  250-0164,  Account  Executive/ 
Jim  Parker,  (800)  343-6474 

Northwest:  Regional  Manager/Christopher  Glenn,  246  Casitas 

Ave.,  San  Francisco,  CA  94127  (415)  665-2443,  Account 

Executive/Fabiola  Franz,  (800)  343-6474 

West:  Regional  Manager/Ellen  Cross,  2171  Campus  Drive,  Ste. 

100,  Irvine,  CA  92715  (714)  250-0164,  Account  Executive/Jeff 

Yoke  (800)  343-6474  TDD:  (800)  203-5867 

Internet  Careers  Site:  Jennifer  Arispe,  Sales  Associate,  500  Old 

Connecticut  Path,  Framingham.  MA  01701-9171  (800)  343-6474 


ALLIANCE  MARKETING 


Director/Elizabeth  Cooper,  Sales  Associate/Nancy  Dillon,  500 
Airport  Boulevard,  Suite  400.  Burlingame,  CA  94010  (415)  347- 
0555  FAX:  (415)  347-8312 


INTERNATIONAL  DATA  GROUP 


Chairman  of  the  Board,  Patrick  J.  McGovern;  President,  Kelly  Conlin,  Chief  Operating  Officer,  Jim  Casella 
Computerworld  is  a  publication  of  International  Data  Group,  the  world's  largest  publisher  of  computer-related  information 
leading  global  provider  of  information  services  on  information  technology.  International  Data  Group  publishes  over  275  cc  m: 
publications  in  over  75  countries.  Sixty  million  people  read  one  or  more  International  Data  Group  publications  each  mont 


106 


Computerworld  May  19,  1997  (www.computerworld.com) 


The  Week  in  Stocks 


Gainers  Losers  Q 


e  r  c  E 


Computervision  Corp . 45.2 

Pinnacle  Micro  Inc . 29.4 

Data  Race  Inc . 27.3 

Red  Brick  Systems  Inc . 27.1 

System  Software  Assoc . 23.7 

Informix  Corp . 22.4 

Intelligent  Electronics . 20.0 

Intuit  Inc . 18.0 

Gateway  2000  Inc . 6.75 

Security  Dynamics  Tech . 4.75 

IBM(H) . 4.38 

Intuit  Inc . 4.25 

NEC  America(H) . 3.38 

McAfee  Associates . 3.38 

Data  Race  Inc . 3.38 

AMERITECH  Corp . 3.25 


Micron  International  Inc.(H) . -28.4 

Madge  Networks  NV . -17.5 

Retix . -15.9 

ParcPIace  Systems  Inc . -15.0 

NetFrame . -10.0 

Data  General  Corp . -9.0 

Truevision  Corp . -8.8 

Cayenne  Software  Inc . -8.5 

Micron  International  Inc.(H) . .  -6.69 

Western  Digital  Corp . -4.88 

Texas  Instruments(H) . -4.38 

ComputerTask  Group(H) . -3.00 

Intel  Corp . . . . . —  -2.81 

Seagate  Technology . -2.75 

Xilinx(H) . -2.63 

Yahoo!  Inc . -2.50 
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An  amazing  IPO 

A  lawsuit  couldn’t  have  hit  Internet-based  bookstore 
Amazon.com,  Inc.  (Nasdaq:  AMZN)  at  a  worse  time, 
but  the  news  didn’t  affect  the  company’s  initial  public 
offering  (IPO)  last  week. 

The  Seattle-based  company  had  consistently  racked  up  quar¬ 
terly  losses,  but  the  IPO  forAmazon.com  was  priced  at  $i8  per 
share  last  Wednesday. 

The  stock  price  rose  to  nearly  $30  on  Thursday  before  closing 
at  $23.50  —  a  3%  increase  over  its  opening  price. 

Barnes  &  Noble,  Inc.  (NYSE:  BKS),  an  online  competitor,  filed 
suit  against  Amazon.com  last  Monday,  alleging  false  advertis¬ 
ing.  The  retail  bookstore  chain  charged  that  Amazon.com 
wrongly  claimed  it  is  the  world’s  largest  bookstore.  Barnes  & 
Noble  is  seeking  unspecified  damages  and  “corrective  ads.” 

“The  lawsuit  will  most  likely  be  thrown  out,”  says  Bruce 
Guptill,  an  analyst  at  Gartner  Group,  Inc.  in  San  Jose,  Calif.  “It’s 
a  publicity  thing.” 

Michael  Murphy,  editor  ofthe  “California  Technology  Stock 
Letter"  in  Half  Moon  Bay,  Calif.,  says  the  number  of  Amazon, 
com  shares  to  be  sold  increased  from  2.5  million  to  3  million  in 

hopes  that  the  com¬ 
pany  would  raise 
$42  million. 

In  the  end,  Amazon, 
com  raised  $54  mil¬ 
lion.  “Clearly,  it’s  a  hot 
deal,”  Murphy  says. 

Analysts  say  there  is 
a  willingness  to  invest 
in  Amazon.com,  de¬ 
spite  the  company’s 
losses. 

Amazon.com 
showed  steady  growth 
last  year,  quarterly 
revenue  rose  from 
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Analysts  say  online  bookseller 
Amazon.com  is  one  hot  stock. 


$2  million  in  the  second  quarter  to  $8  million  for  the  fourth 
quarter.  The  company’s  sales  in  the  first  quarter  this  year 
reached  $16  million,  though  the  company  posted  a  $2.97  mil¬ 
lion  loss. 

“People  are  willing  to  take  a  chance  on  it,”  Murphy  says. 
“The  one  thing  people  think  is  that  if  they  have  more  money, 
they'll  have  a  war  chest”  and  a  shot  to  dominate  in  online  book 
sales. 

“There  are  enough  people  excited  about  Amazon.com  as  a 
retail  example,  despite  the  fact  that  (Amazon.comj  is  a  pretty 
bad  example  of  making  money  online,"  Guptill  says. 

He  says  the  prospects  are  dim  for  the  company  to  make  a 
profit  any  time  soon.  —  Kim  Girard 


Exch 

52-Week 

Range 

May  16 

Wk  Net 

Wk  Pct 

2  PM 

Chance 

Chance 

Communications  and  Network  Services 

UP  0.58% 

COMS 

81.38 

24.00 

3  COM  Corp. 

37.88 

■0.13 

-0.3 

AIT 

65.50 

49.63 

AMERITECH  Corp. 

65.50 

3.25 

5.2 

ASND 

80.25 

36.13 

Ascend  Communications 

48.38 

-0.81 

-1.7 

T 

43.88 

30.75 

AT&T 

33.75 

1.25 

3.8 

BNYN 

10.75 

1.19 

Banyan  Systems  Inc. 

2.00 

0.13 

6.7 

BAY 

35.63 

15.38 

Bay  Networks  Inc. 

21.00 

1.13 

5.7 

BEL 

71.38 

55.13 

Bell  Atlantic  Corp. 

69.13 

0.50 

0.7 

BLS 

47.63 

35.25 

BellSouth  Corp. 

44.63 

0.00 

0.0 

BRKT 

42.25 

9.75 

Brooktrout  Technology 

12.50 

-0.13 

-1.0 

CS 

43.63 

26.50 

Cabletron  Systems 

37.00 

0.63 

1.7 

CSCC 

91.25 

23.50 

Cascade  Comm  unications 

32.75 

-1.50 

-4.4 

CCRM 

18.25 

8.63 

Centigram  Communications  (L] 

10.25 

0.75 

7.9 

CSCO 

75.75 

44.75 

Cisco  Systems  Inc. 

61.81 

1.06 

1.7 

CLIX 

8.25 

1.69 

Com  pr  ess  ion  Labs  Inc. 

2.50 

0.06 

2.6 

CMNT 

10.50 

4.75 

Computer  NetworkTech. 

5.31 

0.31 

6.3 

XCOM 

11.63 

4.75 

CrossComm 

8.50 

0.50 

6.3 

DIGI 

35.88 

12.63 

DSC  Communications 

22.88 

0.75 

3.4 

FORE 

44.75 

10.00 

FORESystems  Inc. 

15.81 

-0.56 

-3.4 

GDC 

18.88 

6.13 

GeneralDatacomm  Inds. 

7.75 

0.00 

0.0 

GSX 

46.75 

36.13 

General  Signal  Networks 

41.38 

0.88 

2.2 

GTE 

49.38 

37.75 

GTE  Corp. 

42.88 

0.25 

0.6 

LU 

63.69 

30.63 

LucentTech.  (H) 

61.88 

-0.75 

-1.2 

MADGF 

34.00 

4.50 

Maoge  Networks  NV 

5.88 

-1.25 

-17.5 

MCIC 

39.63 

22.38 

MCI  Com  mm  unications  Corp. 

38.56 

0.56 

1.5 

MNPI 

24.88 

5.50 

Microcom  Inc. 

16.13 

0.00 

0.0 

NETM 

18.88 

2.50 

NetManage  Inc. 

3.25 

-0.19 

-5.5 

NTRX 

10.88 

1.50 

Netrix  Corp. 

1.75 

-0.13 

-6.7 

NCDI 

16.25 

3.00 

Network  Computing  Devices 

12.94 

0.69 

5.6 

NWK 

30.88 

11.13 

Network  EquipmentTech. 

16.00 

0.63 

4.1 

NETG 

30.25 

12.88 

N etwork  General 

18.63 

1.56 

9.2 

NN 

37.25 

20.25 

Newbridge  Networks  Corp. 

34.25 

0.00 

0.0 

NT 

79.13 

45.00 

Northern  Telecom  Ltd.  (H) 

79.13 

1.88 

2.4 

NOVL 

15.63 

7.00 

NovellInc. 

8.38 

-0.06 

-0.7 

NYN 

53.75 

42.00 

NynexCorp.  (H) 

52.88 

0.50 

1.0 

OCTL 

31.75 

13.50 

OctelComm unications  Corp. 

18.13 

0.50 

2.8 

ODSI 

25.88 

9.75 

Optical  Data  Systems  Inc. 

15.50 

1.06 

7.4 

PCTL 

41.25 

8.25 

PictureTel  Corp. 

12.50 

0.00 

0.0 

PTON 

6.13 

1.31 

Proteon  Inc. 

2.13 

-0.06 

-2.9 

RACO 

7.00 

2.25 

Racotek  Inc.  (L) 

2.44 

-0.13 

-4.9 

RETX 

10.88 

3.38 

Retix 

4.63 

-0.88 

-15.9 

SBC 

58.25 

46.00 

SBC  Com  muni  cations 

57.25 

0.75 

1.3 

SFA 

20.38 

12.00 

Scientific  Atlanta  Inc. 

17.50 

0.00 

0.0 

SHVA 

87.25 

8.25 

Shiva  Corp. 

12.13 

-0.25 

-2.0 

FON 

48.00 

34.50 

Sprint  Corp. 

47.50 

1,63 

3.5 

SMSC 

18.00 

8.25 

Standard  Microsystems  Corp. 

8.75 

-0.25 

-2.8 

USW 

37.25 

27.25 

US  West  Inc. 

35.00 

0.63 

1.8 

USRX 

105.50 

40.75 

US  Robotics 

64.50 

-1.13 

-1.7 

XIRC 

31.13 

7.50 

Xircom 

13.06 

0.69 

5.6 

XYLN 

76.00 

12.38 

Xylan  Corp. 

18.25 

0.00 

0.0 

PCs  and  Workstations 

\°  ; 

UP  0.70% 

AALR 

15.25 

6.13 

Advanced  Logic  Research 

11.25 

0.38 

3.4 

AAPL 

28.88 

15.13 

Apple  Computer  Inc. 

17.63 

0.44 

2.5 

ASTA 

8.50 

3.94 

ASTResearch  Inc. 

5.31 

0.06 

1.2 

CPQ 

96.75 

40.50 

Compaq  Computer  Corp.  (H) 

94.63 

0.25 

0.3 

DELL 

94.50 

20.25 

DellComputerCorp.  (H) 

94.25 

1.38 

1.5 

GATE 

69.63 

27.75 

Gateway  2000 Inc. 

69.63 

6.75 

10.7 

HWP 

60.00 

37.75 

Hewlett  Packard  Co. 

52.88 

-0.88 

-1.6 

MUEI 

25.38 

8.75 

Micron  International  Inc.  (H) 

16.88 

-6.69 

-28.4 

NIPNY 

69.00 

49.88 

NEC  America  (H) 

69.00 

3.38 

5.1 

SCI 

30.00 

12.63 

Silicon  Graph ics 

16.88 

1.38 

8.9 

SUNW 

35.13 

22.00 

Sun  Microsystems  Inc. 

32.00 

1.25 

4.1 

Large  Systems 

OFF  1.35% 

AMH 

14.00 

8.13 

AmdahlCorp. 

8.31 

-0.44 

-5.0 

DGN 

24.50 

9.00 

DataGeneralCorp. 

20.13 

-2.00 

-9.0 

DEC 

57.88 

25.00 

Digital  Equipment  Corp. 

32,75 

1.25 

4.0 

IBM 

177.13 

89.13 

IBM  (H) 

172.25 

4.38 

2.6 

MDCD 

20.25 

2.88 

Meridian  Data  Inc. 

3.88 

-0.13 

-3.1 

NETF 

6.13 

1.13 

NetFrame 

1.13 

-0.13 

-10.0 

SQNT 

20.13 

10.50 

SequentComputerSys. 

15.38 

-0.75 

-4.7 

TEXM 

4.00 

1.88 

Sequoia  Systems  Inc. 

2.69 

-0.06 

-2.3 

SRA 

43.88 

16.63 

Stratus  Computer  Inc. 

43.88 

2.50 

6.0 

TDM 

14.88 

8.63 

Tandem  Computers  Inc. 

14.00 

0.38 

2.8 

UIS 

9.13 

5.38 

Unisys  Corp. 

6.63 

0.25 

3.9 

Software 

UP  3.36% 

ADBE 

47.13 

28.50 

Adobe  Systems  Inc. 

44.38 

1.75 

4.1 

AM  SWA 

7.81 

3.75 

American  Software  Inc. 

6.94 

0.25 

3.7 

APLX 

40.00 

3.13 

Applix  Inc. 

4.25 

-0.38 

-8.1 

ARSW 

70.00 

17.00 

Arbor  Software 

26.63 

0.63 

2.4 

ADSK 

42.75 

18.50 

Autodesk  Inc. 

38.75 

-0.63 

-1.6 

BGSS 

32.50 

17.50 

BGS  Systems  Inc. 

29.75 

-0.38 

-12 

BMCS 

51.50 

25.38 

BMC  Software  Inc.  (H) 

48.50 

-1.50 

-3.0 

BOOL 

27.50 

14.00 

Boole  and  Babbage 

21.00 

-0.63 

-2.9 

BORL 

17.13 

4.75 

Borland  Int’l  Inc. 

6.88 

0.19 

2.8 

BOBJY 

55.50 

7.25 

Business  Objects 

10.44 

-0.19 

-1.8 

CAYN 

9.25 

3.00 

Cayenne  Software  Inc. 

3.38 

-0.31 

-8.5 

CNTR 

6.75 

1.13 

Centura  Software 

1.69 

0.25 

17.4 

COCNF 

39.50 

18.25 

Cognos  Inc. 

30.25 

-0.75 

-2.4 

CA 

67.88 

37.25 

Computer  Associates 

54.13 

1.50 

2.9 

CVN 

12.63 

3.13 

Computervision  Corp. 

5.63 

1.75 

45.2 

CPWR 

44.00 

13.88 

CompuwareCorp. 

41.25 

-0.75 

-1.8 

CSRE 

32.00 

10.75 

Comshare  Inc. 

11.50 

-0.13 

-1.1 

COSFF 

13.88 

5.00 

CorelCorp, 

5.50 

0.06 

1.1 

DWTI 

7.00 

2.63 

DatawareTechnologies  Inc. 

3.31 

0.00 

0.0 

FILE 

56.00 

9.50 

FilenetCorp. 

13.00 

0.13 

1.0 

FRTE 

81.75 

7.25 

Forte  Software 

14.63 

1.06 

7.8 

FTPS 

14.38 

4.31 

FTP  Software  Inc. 

4.75 

-0.31 

-6.2 

HUMCF 

43.25 

22.00 

Hummingbird  Comm.  Ltd. 

28.75 

2.38 

-7.6 

HYSW 

26.38 

10.25 

Hyperion  Software  Corp. 

18.06 

-0.94 

-4.9 

IRIC 

16.38 

11.00 

Information  Resources 

14.63 

0.00 

0.0 

IFMX 

31.13 

6.56 

InformixCorp 

10.25 

1.88 

22  4 

INGR 

14.50 

6.25 

Intergraph  Corp. 

7.00 

0.13 

1.8 

LEAF 

8.50 

0.81 

Interleaf  Inc. 

1.25 

0.19 

17.6 

ISLI 

12.38 

6.25 

Intersolv  Inc. 

9.50 

0.50 

5.6 

INTU 

55.50 

20.88 

IntuitInc. 

27  88 

4.25 

18.0 

TLC 

30.13 

5.50 

LearningCo.  (The) 

6.88 

0.00 

0.0 

LGWX 

17.75 

4.13 

Logic  Works 

6.00 

0.50 

9.1 

MAPS 

18.00 

7.50 

MapInfoCorp. 

10.38 

0.13 

1.2 

MATH 

8.50 

2.19 

MathSoft 

2.63 

0.00 

0.0 

MCAF 

65.50 

23.88 

McAfee  Associates 

61 .63 

3.38 

5.8 

MENT 

18.50 

6.50 

MentorGraphics 

7.56 

0.31 

4.3 

MIFGY 

24.38 

9.75 

Micro  Focus 

23.88 

0.88 

3.8 

MGXI 

18.63 

4.00 

Micrografx  Inc. 

5.50 

0.25 

4,8 

MSFT 

123.50 

53.75 

Microsoft  Corp. 

115.63 

-1.31 

-1.1 

ORCL 

51.00 

32.00 

Oracle  Corp. 

44.81 

1.63 

3  8 

PMTC 

64.25 

34.88 

Parametric  Technology 

46.94 

2.19 

4.9 

PARQ 

14.63 

1.06 

ParcPlace  Systems  Inc. 

1  06 

-0.19 

•15.0 

PSFT 

56.75 

28.25 

Peoplesoft 

48.75 

2.13 

4.6 

PTEC 

20.38 

11.00 

Phoenix  Technologies 

12.94 

0.19 

1.5 

PSQL 

13.75 

5.50 

Platinum  Software 

9  75 

0.50 

S.4 

PLAT 

18.75 

925 

Platinum  Technology 

13.50 

-0.06 

-0.5 

PRGS 

23.00 

12.13 

Progress  Software  Corp. 

18.25 

0.75 

4.3 

RNBO 

24.00 

13.75 

RainbowTechnologies  Inc. 

16.50 

2.13 

14.8 

REDB 

51.75 

5.00 

Red  Brick  Systems  Inc. 

9  38 

2.00 

27.1 

Exch 

52-Week 

Range 

May  16 

WkNet 

Wk  Pct 

2pm 

Chance 

Change 

SAPE 

58.25 

29.75 

Sapient  Corp. 

44.50 

2.75 

6.6 

SCOC 

9.13 

4.13 

SCO  Inc. 

4.38 

-0.25 

-5.4 

SDTI 

54.50 

21.00 

Security  DynamicsTech. 

35.88 

4.75 

15.3 

SOTA 

19.75 

8.88 

State  of  the  Art 

10.88 

0.63 

6.1 

SSW 

81.38 

27.25 

Sterling  Software  Inc. 

32.13 

1.00 

3.2 

SDRC 

32.50 

15.00 

Struct.  Dynamics  Research 

22.75 

-0.63 

-2.7 

SYBS 

27.50 

12.13 

Sybase  Inc. 

16.06 

-0.56 

-3.4 

symc 

18.38 

8.75 

Symantec  Corp. 

16.75 

0.13 

0.8 

SNPS 

50.50 

21.75 

SynOpsys 

33.63 

-0.69 

-2.0 

SSAX 

21.00 

3.88 

System  Software  Assoc. 

7.50 

1.44 

23.7 

SYSF 

36.50 

7.38 

SystemsoftCorp. 

10.13 

-0.88 

-8.0 

TRUV 

9.25 

1.50 

Truevision  Corp. 

1.94 

-0.19 

-8.8 

VIEW 

17.50 

8.38 

ViewLogicSystems 

16.25 

1.25 

8.3 

VMRK 

12.63 

5.50 

VMark  Software  Inc. 

7.13 

0.00 

0.0 

WALK 

15.63 

9.38 

Walker  Interactive  Systems 

14.13 

0.56 

4.1 

WALL 

27.50 

12.25 

Wall  Data  Inc. 

24.56 

0.69 

2.9 

WANG 

24.13 

15.38 

Wanc  Laboratories  Inc. 

19.00 

-0.13 

-0.7 

Internet 

UP  1.28% 

AOL 

53.25 

22.38 

America  On-Line 

49.00 

-1.50 

-3.0 

BBN 

30.38 

15.13 

BBN  Corp. 

29.00 

0.38 

1.3 

CSRV 

29.25 

8.63 

CompuServe  Corp. 

10.75 

0.38 

3.6 

EDFY 

55.75 

8.88 

Edify  Corp. 

13.13 

0.50 

4.0 

LCOS 

22.75 

5.75 

Lycos  Inc. 

15.50 

0.50 

3.3 

NETC 

44.50 

7.88 

Netcom  On-Line 

13.13 

0.13 

1.0 

NSCP 

75.25 

23.50 

Netscape  Comm.  Corp. 

29.88 

-1.88 

-5.9 

OMKT 

42.25 

6.50 

Open  Market  Inc. 

9.25 

0.13 

1.4 

PSIX 

19.38 

5.50 

PSINet 

8.00 

0.25 

3.2 

QDEK 

17.13 

2.00 

Quarterdeck  Corp. 

2.31 

-0.06 

-2.6 

RAPT 

32.75 

8.88 

Raptor  Systems 

14.13 

0.50 

3.7 

SCUR 

38.25 

4.75 

Secure  Com  puting  Corp. 

7.63 

0.88 

13.0 

SPYG 

31.63 

6.00 

Spyglass  Inc. 

8.13 

0.19 

2.4 

YHOO 

37.38 

15.50 

Yahoo!  Inc. 

31.63 

-2.50 

-7.3 

Semiconductors 

OFF  2.42% 

AMD 

48.50 

10.25 

Advanced  Micro  Devices 

43.13 

-1.75 

-3.9 

ADI 

29.25 

12.75 

Analog  Devices  Inc. 

26.88 

-1.38 

4.9 

CHPS 

26.50 

7.88 

Chips  and  Tech  no  logies 

9.44 

-0.44 

4.4 

CRUS 

25.25 

8.00 

Cirrus  Logic 

9.94 

-0.19 

-1.9 

CY 

16.63 

9.13 

Cypress  Sem  i conductor  Corp. 

14.50 

-0.75 

4.9 

CYRX 

36.50 

11.50 

Cyrix 

22.50 

0.38 

1.7 

NTC 

165.00 

64.13 

IntelCorp. 

155.94 

-2.81 

-1.8 

LSCC 

62.63 

19.75 

Lattice  Semiconductor 
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Staffing  shortage  stalks  nets 


By  Bob  Wallace 


an  acute  shortage  of  skilled 
personnel  has  IS  scrambling  for 
alternative  measures  to  meet  its 
goals. 

More  than  half  the  185  re¬ 
spondents  in  a  recent  Technol¬ 
ogy  Managers  Forum  survey 


are  demanding  higher  wages, 
which  effectively  wipe  out  much 
of  the  cost  savings  to  U.S.  firms. 

For  example,  India,  a  prime 
source  of  inexpensive  informa¬ 
tion  systems  talent,  is  experienc¬ 
ing  its  own  skills  crunch,  which 
is  driving  up  labor  prices. 

Competition  from  thousands 
of  European  companies  looking 
for  Indian  programmers  to 
work  on  Euro-currency  conver¬ 
sion  projects  also  is  contribut¬ 
ing  to  the  problem. 

Internet  and  intranet  projects 
also  are  taking  their  toll  on  avail¬ 
able  resources. 

“Without  question,  the  soft¬ 
ware  demands  upon  my  compa¬ 
ny  are  growing  dramatically,” 
said  Jim  Thomas,  a  Dallas-based 
vice  president  at  Tata  Consultan¬ 
cy  Services,  India’s  largest  pro¬ 
gramming  firm. 

NOWHERE  TO  TURN 

Other  potential  sources  of  pro¬ 
gramming  talent  include  Ire¬ 
land,  Israel  and  Russia,  but  their 
combined  IS  labor  pool  isn’t 
nearly  enough  to  meet  current 
demand,  let  alone  the  25%  an¬ 
nual  increase  in  demand  in  the 
U.S.,  said  Howard  Rubin,  a  con¬ 
sultant  and  chairman  of  the 
computer  science  department  at 
Hunter  College  in  New  York. 

Some  observers  predict  that 
year  2000  and  Euro-currency 
projects  could  fall  behind  in 
light  of  the  worldwide  crunch. 

Capers  Jones,  an  IS  labor  ex¬ 
pert,  said  many  European  cur¬ 
rency  projects  —  which  should 
be  completed  in  1999  —  could 
be  delayed  as  far  out  as  2005. 

“There’s  a  very  big  shortage 
all  over  the  world,  including 
India,”  said  Raj  Vattikuti,  presi¬ 
dent  of  CBS1,  Inc.,  a  Farming- 
ton  Hills,  Mich.-based  systems 
integrator  that  relies  heavily  on 


sponsored  by  Computerworld 
said  they  won’t  be  able  to  sup¬ 
port  enterprise  network  com¬ 
puting  with  their  current  staff. 

“We  had  a  hiring  schedule  for 
the  first  quarter  of  this  year  and 
didn’t  make  it,”  said  an  infor¬ 
mation  systems  manager  at  a 
large  financial  services  firm  who 


Indian  programmers. 

Experts  at  Stanford  Universi¬ 
ty’s  Computer  Industry  Project 
peg  the  current  worldwide  mar¬ 
ket  for  software  services  at  $185 
billion.  India  exports  about 
$700  million  in  services. 

“That’s  a  drop  in  the  bucket,” 
said  Shirley  Tessler,  co-director 
of  the  Stanford  research  project. 
“There’s  only  a  finite  number  of 
people  in  India  to  do  this  work, 
and  even  if  that  quadrupled  in 
size,  it  would  still  not  be  large 
enough  to  serve  the  worldwide 
market,”  she  said. 

The  upshot  is  higher  prices. 
“It’s  not  like  we’re  getting  a  dis¬ 
counted  rate  anymore,”  said  Jim 
Fox,  IS  director  at  Union  Pacific 
Corp.  in  Omaha 

"A  few  years  back,  they  were 
quite  a  bit  cheaper  —  about  30% 
cheaper  —  but  that’s  not  the 
case  anymore,”  Fox  said.  □ 


“It’s  almost  obscene  how 
much  money  people  are  being 
paid  out  there,”  said  Brian  Hoff¬ 
man,  an  IS  recruiter  at  Winter, 
Wyman  &  Co.  in  Waltham, 
Mass. 

It  is  “not  at  all  uncommon” 
for  new  graduates  to  earn 
$45,000  to  $50,000  with  a  pro¬ 
fessional  services  firm,  Hoff¬ 
man  said.  That  compares  with  a 
maximum  of  about  $36,000  as 
a  company  employee. 

The  $25  billion  IS  profession¬ 
al  services  market  is  projected  to 
increase  by  37%  this  year,  driven 
primarily  by  greater  demand 
and  higher  hourly  rates. 

Consultants’  salaries  will  in¬ 
crease  by  an  average  of  8.5%, 


requested  anonymity.  “We’ve 
had  a  couple  of  major  projects 
slip  a  quarter  because  of  staff 
shortages.” 

To  cope,  IS  and  network  man¬ 
agers  are  employing  tactics  such 
as  standardizing  on  products, 
continuous  cross-training  and 
smarter  use  of  networking  tech¬ 
nology.  That’s  in  addition  to  of¬ 
fering  overtime  pay  and  farming 
out  work  to  consultants  and 
other  temporary  workers. 

“Since  IS  management  can’t 
bank  on  finding  what  they  need 
in  this  tight  market,  they’ve  got 
to  find  creative  ways  to  make  the 
most  of  the  staff  they  have 
today,”  said  Priscilla  Tate,  execu¬ 
tive  director  of  the  Technology 
Managers  Forum  International 
in  New  York,  an  association  of 
more  than  280  large  users. 

CHANGE  HELPS 

Interviews  with  more  than  a 
dozen  user  firms  revealed  that 
some  large  organizations  have 
found  ways  to  lessen  the  need 
for  additional  staff  by  changing 
how  they  rim  their  operations. 

“We  decided  we  wouldn’t 
need  to  hire  as  many  workers  if 
we  standardized  on  products, 
platforms  and  protocols,”  said 
Edward  Bianco,  chief  informa¬ 
tion  officer  at  Lowell  General 
Hospital  in  Lowell,  Mass. 

Maralyn  Rosenblatt,  vice  pres¬ 
ident  of  client  services/desktop 
technologies  at  Countrywide 


and  hourly  billing  rates  will 
climb  from  $51  to  $53,  according 
to  a  survey  of  100  services  firms 
conducted  by  Updata  Capital, 
Inc.  in  Holmdel,  N.J. 

"We’re  definitely  hiring  more 
consultants  than  internal  peo¬ 
ple,  because  that’s  where  the  tal¬ 
ent  is  going,”  said  the  chief  in¬ 
formation  officer  at  a  $1  billion 
oil  distribution  company,  who 
asked  to  remain  unnamed. 

Experts  in  Oracle  Corp.  data¬ 
base  technology,  Unix  and 
Powersoft’s  PowerBuilder  were 
brought  in  from  outside,  he 
said. 

It  is  generally  agreed  that  IS 
staffing  firms  have  an  easier 
time  recruiting  top  technical  tal- 


Offshore  talent  dwindles 
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Contract  salaries  rising 
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Standardization  will  help  reduce  the  number  of  IS  hires 


Home  Loans  in  Simi  Valley, 
Calif.,  said  cross-training  is  a  big 
help. 

“Workers  need  to  be  flexible 
and  versatile,  [and]  cross-train¬ 
ing  enables  them  to  become 
proficient  in  different  areas,” 
Rosenblatt  said. 

According  to  the  study,  the 
key  to  selecting  good  staff  is  to 
look  for  attitude  and  aptitude. 
And  candidates  should  be  inter¬ 
viewed  by  a  team  of  people,  both 
technical  and  nontechnical. 

Big  Six  accounting  firm  Coo¬ 
pers  &  Lybrand  is  opting  for 
smarter  use  of  networking  tech¬ 
nology  to  limit  new  hires. 

“We  used  to  have  a  library  in 
each  of  our  90  to  100  offices  in 
the  U.S.,  but  we’ve  put  every¬ 
thing  online  and  now  only  have 
[traditional]  libraries  in  two  of¬ 


fices,”  said  Brian  Brumit,  a  na¬ 
tional  coordinator  at  Coopers  & 
Lybrand  in  Hartford,  Conn. 

BOTTOM-LINE  BENEFITS 

Management  at  C.R.  Bard,  Inc. 
limits  hiring  to  projects  that  will 
show  clear  bottom-line  benefits. 

“We  resist  hiring  bodies  for 
technology  projects  until  we  can 
show  a  positive  influence  on  the 
company’s  bottom  line,  because 
we’re  in  business  to  make  mon¬ 
ey,”  said  Paul  Maszcak,  corpo¬ 
rate  director  of  data  processing 
operations  at  C.  R.  Bard  in  Mur¬ 
ray  Hills,  N.J.  “There’s  a  push 
and  pull  between  technologists 
and  management.  Sometimes 
technologists  just  want  to  put  in 
systems  and  networks  and  let 
technology  cloud  the  issue  of 
project  profitability.”  □ 


ent,  which  is  a  key  advantage  in 
the  midst  of  the  acute  skills 
shortage. 

One  reason  is  salary.  Many  of 
these  firms  pay  workers  as 
much  as  a  30%  salary  premium 
over  what  they  could  earn  as  an 
IS  employee  in  a  manufacturing 
or  pharmaceutical  company. 

Professional  services  firms 
also  can  place  workers  on  a  vari¬ 
ety  of  projects,  thus  keeping 
them  on  the  cutting  edge  of 
technology  and  on  track  in  their 
technical  careers,  said  Paul 
Johnston,  director  of  consulting 
and  management  services  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

"There’s  definitely  a  lot  of 
competition  for  the  same  re¬ 
sources,  but  the  IT  services 
firms  have  a  much  better  story 
to  tell  to  the  potential  candidate. 
They  have  tremendous  career 


IS  skills  most  requested  of 
professional  services  firms 

•  Database  applications 
and  management 

•  C++  programming 

•  MVS,  Unix  and  Windows 
NT 

•  Visual  Basic  and  Power¬ 
Builder  application 
development  tools 

Source:  The  Updata  Capital.  Inc.,  Holmdel,  N.J. 

paths,  training  and  capital,”  said 
Susan  Scrupski,  editor  of  “IT 
Services  Letter”  in  Woodcliff 
Lakes,  N.J. 

On  the  other  hand,  if  an  IS 
professional  goes  to  work  as  an 
employee  in  an  IS  department, 
“there’s  always  the  chance 
they’ll  get  outsourced,”  Scrup¬ 
ski  said.D 
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Remember  when  the  idea  of  switching  media  was  music  to  your  ears?  We  do. 
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ATM  solutions  from  Cabletron.  A  simpler  way  to  work. 


Today’s  network  users  expect  on-demand  access  to 
voice,  video  and  data  applications— all  without  missing  a  beat. 
But  just  try  to  run  these  different  media  types  through  a  standard 
client/server  network  and  you’ll  quickly  change  your  tune 
about  the  speed  and  reliability  of  the  system. 

Unless  you  switch  to  Cabletron  and  our  vast  collection  of 
ATM  solutions.  From  the  2.5  Gbps  SmartCell  ZX-250 
Family  for  workgroup,  wiring  closet,  or  LAN  backbone 
connectivity  to  the  10  Gbps  SFCS-1000  data  center  switch  all 
the  way  up  to  75  Gbps  carrier-class  switches  for  enterprise 
backbones  and  public  networks,  Cabletron  handles  all 
requests.  You  say  your  network  is  not  100%  ATM?  Cabletron 
also  offers  high-speed  packet-to-cell  access  devices. 

ATM  is  the  perfect  vehicle,  able  to  support  medical  imaging, 
interactive  distance  learning,  computer  animation,  film  editing 
and  more.  You  get  high  bandwidth  and  guaranteed  quality  of  service 
end-to-end,  even  across  WANs.  And  Cabletron  ATM  efficiently 
converges  your  mission-critical  media  onto  a  platform  that’s  stable, 
reliable  and  able  to  satisfy  the  most  demanding  users. 

Our  expertise  comes  from  a  well-orchestrated  mix  of 
research  and  development,  partnerships  and  strategic  acquisitions. 
We’ve  been  producing  ATM  solutions  for  over  five  years,  and 
continue  to  drive  open  standards  and  innovations  to  make  the 
technology  even  more  harmonious  to  your  operation. 

So  whether  you’re  ready  for  a  robust  ATM  backbone  or 
just  beginning  to  outline  a  multi-media  strategy,  Cabletron 
will  lead  you  to  the  next  wave  of  high-performance  networking. 
Sounds  simple  enough.  For  a  free  ATM  Glossary,  call 
603-337-0930  or  visit  us  on  the  Web  at  www.cabletron.com. 
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COMMENT ARY 

Is  ‘We're  extensible’  the  all-purpose  excuse? 

David  Coursey 


hen  someone  touts  “extensibility”  as  a  key 
product  feature,  keep  your  hand  on  your  wal¬ 
let  and  look  for  what's  been  left  out. 


I’m  talking  about  software  companies 
that  promise  that  third  parties  will  rally 
around  their  product  and  build  all  man¬ 
ner  of  add-ons. 

This  is  usually  mere  wishful  thinking 
(and  hype),  but  sometimes  it’s  a  smoke 
screen  for  work  the  developers  should 
have  done  but  didn’t.  Features  that 
should  be  there  but  aren’t.  Things  cus¬ 
tomers  shouldn’t  have  to  worry  about  but 
must. 

For  example,  take  the  case  involving  a 
hot  Java  company  and  a  soon-to-be-hot 
Java  company.  Both  make  very  good 
products  —  you’d  probably  be  happy  with 
either  one  —  but  note  the  important  dif¬ 
ference. 

The  outfit  you  may  have  heard  of  is 
RandomNoise.  The  San  Francisco  com¬ 
pany’s  Java  tool,  Coda,  makes  it  easy  to 
add  cool  Java  elements  to  Web  pages.  The 
company  has  received  a  lot  of  attention, 
and  it’s  deserved.  Coda  is,  by  most  defini¬ 
tions,  a  cool  tool. 


One  of  Coda’s  selling  points  is  an  ex¬ 
tensible  architecture  that  allows  third 
parties  to  add  features  to  the  program. 
This  is  the  same  sort  of  deal  you’ll  find  all 
over  the  software  industry.  For  example, 
NetObjects  in  Redwood 
City,  Calif.,  has  an  open 
architecture  that  allows 
add-ons  for  its  Web  site 
building  tool. 

The  other  company 
—  which  you  probably 
haven’t  heard  of  —  is 
called  WebKnight.  It’s 
based  in  Santa  Clara, 

Calif.,  and  its  tool  is 
called  Instant  Coffee. 

Yes,  I’m  as  tired  of 
cute  Java  names  as  anyone,  but  this  also 
is  a  nice  tool  for  adding  Java  elements  to 
your  Web  site.  I’m  not  sure  whether  In¬ 
stant  Coffee  has  a  set  of  application  pro¬ 
gramming  interfaces  for  building  add¬ 
ons.  I  wouldn’t  be  surprised  if  it  did,  but 


it’s  not  a  major  selling  point  because  — 
and  here’s  the  point  —  WebKnight 
doesn’t  count  on  third  parties  to  do  work 
that  it  isn’t  willing  or  able  to  do  itself. 

So  while  both  Coda  and  Instant  Coffee 
are  great  tools,  one  set  of  customers  must 
wait  for  third  parties  (or  later  versions, 
perhaps)  to  add  features  that  should  have 
been  built  in. 

You  have  to  wonder  whether  anyone 
will  really  spend  the  time  and  effort  nec¬ 
essary  to  take  advan¬ 
tage  of  Coda’s  alleged 
extensibility.  Consider 
the  economics:  Let’s 
say  RandomNoise  sells 
80,000  copies  of  Coda 
in  12  months.  How 
many  customers  are 
likely  to  buy  an  add-on? 
Maybe  10%?  It’s  pretty 
hard  to  make  a  living 
on  8,000  copies  of  any¬ 
thing,  especially  at 

$49.95  a  pop. 

Even  if  the  add-on  market  somehow 
catches  on,  why  slrould  customers  have 
to  worry  about  buying  on  the  aftermar¬ 
ket?  Sure,  Adobe's  PageMaker,  Quark’s 
Quark  and  many  other  programs  support 


third-party  add-ons,  and  people  earn  a  liv¬ 
ing  selling  them.  But  those  add-ons  tend 
to  be  niche  pieces;  they  don’t  add  func¬ 
tionality  that  the  publisher  of  the  applica¬ 
tion  should  have  offered. 

The  potential  problem  in  Random- 
Noise’s  strategy  was  discovered  recently 
when  the  audience  at  my  Internet  Show¬ 
case  conference  handed  WebKnight  two 
popularity  prizes  in  a  face-to-face  demon¬ 
stration  against  RandomNoise.  Several 
members  of  the  audience  said  they  un¬ 
derstood  the  difference  between  “add  on 
later”  and  “built  in  now.”  My  guess  is 
that  Coda  will  gain  a  bunch  of  features  in 
a  future  release  as  RandomNoise  tries  to 
catch  up. 

I’m  not  griping  about  RandomNoise; 
it’s  just  the  latest  example  of  something 
that’s  been  bothering  me  for  many  years 
but  that  I  could  never  put  my  finger  on. 

Customers  shouldn’t  be  expected  to 
depend  on  third  parties  for  features  that 
should  have  been  built  in  at  the  begin¬ 
ning.  □ 

Coursey,  an  analyst  and  consultant,  is 
editor  of  “coursey.com,”  an  online  newsletter 
available  at  www.coursey.com.  His  E-mail 
address  is  david@coursey.com. 


Of  big  projects  and  back  burners 

Frank  Hayes 


A  few  weeks  ago,  I  got  a  frantic  message  from  an 
old  friend  —  a  message  whose  urgency  was 
telegraphed  by  its  cryptic  opening:  “What  do 
you  know  about  Sterling?  My  team  uses  IEF.  Is  this 
good  news?” 


Mostly,  I  knew  what  she  was  talking 
about.  Sterling  Software  had  just  an¬ 
nounced  it  was  buying  the  software  divi¬ 
sion  of  Texas  Instruments  —  including  a 
development  tool  called  Composer, 
which  is  still  known  to  many  users  by  its 
original  name:  the  Information  Engi¬ 
neering  Facility,  or  IEF. 

IEF  is  a  workhorse  mainframe  devel¬ 
opment  tool  for  my  friend’s  IS  shop.  And 
for  her,  I  guess  it’s  good  news  that  Ster¬ 
ling  will  keep  IEF  going  as  TI  bails  out  of 
the  computer  business. 

For  many  older  IS  people,  it  probably 
feels  like  a  flashback  to  another  time  —  a 
decade  or  two  ago,  when  computer-aided 
software  engineering  (CASE)  tools  were 
all  the  rage  and  “software  engineering” 
was  the  buzzword  of  the  day. 

Those  CASE  tools  never  really  caught 
on.  Some  of  them  overpromised  and  un¬ 


derdelivered.  But  even 
the  ones  that  really 
worked  —  that  became 
valued  additions  to 
some  IS  shops’  toolbox¬ 
es  —  required  a  huge 
shift  in  the  way  devel¬ 
opers  thought  about 
creating  software. 

The  idea  was  that 
software  engineering 
isn’t  programming,  any  more  than  struc¬ 
tural  engineering  is  riveting  girders  or 
pouring  concrete.  Engineering  is  analy¬ 
sis  and  design,  all  the  work  that  needs  to 
be  done  before  pouring  a  frame  of  con¬ 
crete  or  writing  a  line  of  code.  It  requires 
discipline  and  a  rigorous  approach.  And 
frankly,  it’s  not  much  fun. 

Coding  —  that’s  fun.  Just  ask  any  cod¬ 
er.  For  a  real  code-slinger,  analysis  and 


design  are  just  a  lot  of  hen-scratching. 

No  wonder  software  engineering  never 
made  it  in  most  IS  shops.  Instead,  those 
shops  coded  their  way  along  until  the 
next  big  fad  took  shape:  rapid  application 
development  (RAD)  tools  such  as  Visual 
Basic  and  PowerBuilder. 

RAD  tools  are  everything  CASE 
wasn’t.  They’re  flashy,  colorful  and  easy 
to  demonstrate  to  the 
boss.  They  have  a  limited 
range,  but  they  pay  for 
themselves  in  no  time. 

That’s  the  trouble  — 
that  limited  range.  It’s 
easy  to  build  quick,  tacti¬ 
cal  projects  with  RAD 
tools,  but  those  projects 
won’t  scale  up  to  support 
the  whole  organization, 
as  many  IS  shops  have 
discovered  to  their  dismay. 

And  we  need  those  projects  to  scale  up, 
because  we’re  long  overdue  for  overhaul¬ 
ing  some  of  our  enterprise  applications. 

Let’s  face  it:  We  were  hoping  some¬ 
body  would  come  up  with  a  magic  tool 
that  would  provide  RAD’s  quick-hit  de¬ 
velopment  without  demanding  software 
engineering’s  pain. 

So  for  a  decade,  we’ve  focused  on  tacti¬ 


cal  desktop  applications  and  tools  and 
put  big,  mission-critical  applications  on 
the  back  burner. 

The  magic  tool  never  arrived.  And 
soon  you’ll  again  have  to  start  building 
big,  mission-critical,  enterprise-scale  ap¬ 
plications. 

That  means  engineering  —  complete 
with  all  the  pain  and  effort. 

You  won’t  get  the  job  done  with  quick- 
hit  tools.  Those  big  projects  will  take  real 
engineering  work  —  real  analysis  of  your 
organization’s  functional  needs,  real 
high-level  design  and  real  infrastructure 
decisions.  That  will  be  expensive  and 
time-consuming.  It  won’t  be  flashy  or 
easy  to  demonstrate  to  your  nontechnical 
CEO. 

But  if  you  don’t  want  to  be  caught  un¬ 
prepared  when  the  CEO  says  your  com¬ 
petition  has  re-engineered  all  its  systems 
and  is  now  swallowing  market  share  like 
a  glutton  and  IS  has  to  match  those  capa¬ 
bilities  and  what  are  you  going  to  do 
about  it  —  if  you  don't  want  that  night¬ 
mare,  better  start  thinking  about  eng: 
neering  now.  □ 


Hayes  is  Computerwodd’s  staffcolun"  ■ 
His  Internet  address  is  frank  Jiayes 
@  cw.com. 
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Usenet  forums 

The  following  are  Usenet  news- 
group  discussion  threads  recently 
found  on  the  Internet.  You  may  be 
able  to  pick  up  the  thread  by  enter¬ 
ing  keywords  at  the  search  engine 
www.dejanews.com. 

■  “Object-oriented  ‘coding’  isn’t 
real  programming” 

(comp. lang. C++) 

■  “My  old  CTOS  system  is  dead! 
Need  help!”  (comp. sys. Unisys) 

■  “Password  crackers” 
(comp.security.misc) 

■  “Which  one  is  better  for  a  Web 
server:  NT  or  Linux?” 

(comp.os. ms-windows. nt. 
advocacy) 

■  “My  boss  says  the  year  2000 
isn’t  an  issue”  (comp. software. 
year-2000) 

■  “Features  missed  most  in 
Java”  (comp. object) 

■  “U.S.  programming  produc¬ 
tivity  goes  through  the  floor” 

(comp.software-eng) 


1  Send  your  alt.cw  contributions  to 
mbetts@cw.com.  If  your  item  is  used, 
you’ll  receive  a  cool  T-shirt. 


WORD  ASSOCIATIONS 

Having  trouble  dreaming  up  new  products?  Jeffrey 
Durgee,  a  marketing  expert  at  Rensselaer  Polytechnic 
Institute  in  Troy,  N.Y.,  uses  a  computer  to  match  a  noun 
like  "food”  with  hundreds  of  verbs.  Some  combina¬ 
tions,  such  as  "unwrinkle  food,”  are  too  bizarre.  But 
"alert  to  spoiling  food"  scored  high  with  focus-group 
consumers  who  want  a  bacteria- 
checker  for  leftovers  in  the  back 
of  the  refrigerator.  Similarly, 

"correct  poorly  cooked  food”  in¬ 
trigued  consumers  who  said 
they  need  a  way  to  uncook 
overcooked  food. 


Foiling  notebook-nabbers 

Given  the  report  that 
265,000  laptops  were  stolen 
last  year,  users  may  be  will¬ 
ing  to  spend  $50  to  keep 
that  $5,000  notebook 
around.  So  Innovative  Security  Products  in 
Shawnee  Mission,  Kan.,  offers  the  Alarm  Guard  portable 
alarm  device.  The  system  sounds  the  alarm  if  the  trans¬ 
mitter  on  the  notebook  gets  more  than  10  feet  away  from 
the  beeper-like  receiver  on  your  belt  or  in  your  pocket. 


The  Wall  on  the  Web 

If  you  can't  visit  the  emotionally  gripping  Vietnam  Veterans 
Memorial  in  Washington  for  Memorial  Day,  the  next  best  thing 
is  the  World  Wide  Web  site  at  thewall-usa.com.  It  features 
database  that  can  be  searched  for  the  more  than  58,000 
names  on  The  Wall.  Each  name  has  about  25  facts  displayed, 
such  as  hometown,  age,  length  of  service  and  -  most  chilling  - 
how  the  soldier  died.  The  database  also  gives  directions  on  how 
to  find  the  name  on  the  wall  in  Washington,  such  as  "panel  07E, 
line  31." 


Inside  Lines 

Lifestyles  of  the  rich  and  wired _ 

A  month  ago  Di’s  ex,  Prince  Charles  of  Wales,  warned  his  subjects 
that  technology  is  becoming  the  “eventual  murderer  of  the  soul  of 
mankind.”  Contrary  to  his  big  brother’s  royal  opinion,  Prince  An¬ 
drew,  the  Duke  of  York  (Fergie’s  ex),  was  the  featured  speaker  at  last 
week’s  UK/US  Partners  in  Technology  conference  in  Santa  Clara, 
Calif.  The  former  Royal  N  avy  pilot  seemed  upon  the  high-tech  indus¬ 
try  and  said  he  would  like  to  see  Britain  become  a  leader  in  develop¬ 
ing  new  technology.  The  Queen  has  remained  mum  on  the  subject, 
butcheckoutthe  royal  Web  site  (www.royal.gov.uk). 

Party  on,  Helmut _ 

Executives  from  German  software  giant  SAP  AG  let  down  their  hair 
last  week  and  partied  Hollywood  style.  SAP  executives  helped  celeb¬ 
rities  from  WesleySnipestoThe  Artist  Formerly  Known  As  Prince  cel¬ 
ebrate  singer  Stevie  Wonder’s  47th  birthday.  In  feet,  the  surprise 
party  was  jointly  organized  by  Wonder’s  family  and  SAP.  Wonder’s 
relationship  with  SAP  dates  back  to  last  year,  when  Wonder  per¬ 
formed  at  SAP’s  U.S.  user  group  conference.  Soon  after,  the  vendor 
and  the  artist  launched  the  SAP/Stevie  Wonder  Vision  Award  to  pro¬ 
mote  technology  to  assist  the  visually  impaired. 

NT  Service  Pack  needs  servicing _ 

Here  we  go  again.  Five  months  ago,  Microsoft  released  Service  Pack 
2  for  Windows  NT — and  two  weeks  later  was  forced  to  ship  a  bug-fix 
pack  after  complaints  that  it  caused  more  problems  than  it  solved. 
Microsoft  last  Thursday  shipped  Service  Pack3for  Windows  NT.  But 
by  Friday,  several  users  already  had  reported  problems  with  the  latest 
service  pack.  Subcribers  on  the  various  Windows  NT  forums  on  the 
Internet  and  CompuServe  reported  memory  errors,  problems  with 
the  Dr.  Watson  utility,  machine  lockups  and  an  Uninstall  utility  that 
didn’t  quite  uninstall.  Microsoft  didn’t  respond  at  press  time. 

Coincidence?  We  think  not _ 

At  last  week’s  International  DB2  User  Group  conference  in  Chicago, 
IBM  seemed  to  try  a  new  strategy  to  get  users  to  move  their  cli¬ 
ent/server  applications  to  the  mainframe — the  subconscious.  IBM 
outlined  its  plans  for  a  mainframe  version  of  SAP  AG’s  R/3  Database 
Server  in  the  Waldorf  Room  at  Chicago’s  Hilton  Towers.  Of  course, 
SAP  headquarters  are  in  Walldorf,  Germany. 

Onward  Christian  Web  surfers _ 

The  nation’s  Christians  soon  will  be  able  to  purchase  Internet  access 
tailored  to  their  needs.  Catholic  Telecom,  Inc.  on  June l  will  begin  to 
offer  unlimited  Internet  accessfor  $19.90  per  month,  includinga  free 
copy  of  Microsystems  Software’s  Cyber  Patrol  software  for  filtering 
content.  The  Hillsdale,  N.J.,  company  is  the  inspiration  of  James 
Mulholland,  better  known  as  publisher  of  computer  trade  publica¬ 
tions  such  as  Personal  Computing  magazine.  Profits  will  support  the 
evangelical  efforts  ofthe  Roman  Catholic  Church. 

Don't  look  up!  It’s  an  information  aviary _ 

Forget  about  the  term  “information  superhighway.”  Ex-ITT  chair¬ 
man  Harold  Geneen  in  his  book,  The  Synergy  Myth  (New  York,  St. 
Martin’s  Press),  suggests  we  adopt  “information  aviary.”  He  says, 
“What  we’re  really  talking  about  is  a  lot  ofhatching  birds.  Some  grow 
into  strutting  peacocks,  others  into  noisy  blue  jays  and  yet  others  in¬ 
to  soaring  eagles.  Some,  unfortunately,  will  turn  out  to  be  turkeys.” 


Vendor  hyperbole  of  the  week:  Lawson  Software's  invitation  to 
a  press  conference  this  Wednesday  screamed  in  capital  letters 
that  its  new  “self-evident  applications’’  based  on  the  Internet 
“WILL  TRANSCEND/REPLACE  ALL  CLIENT/SERVER 
TECHNOLOGY.’’  Just  like  client /server  technology  consigned 
mainframes  to  the  dustbin  of  history,  eh?  The  body  of  the  invite 
also  mentioned  the  term  “new  paradigm’’  not  once,  but  twice. 
That  calls  for  a  ticket  from  the  Paradigm  Police,  we're  afraid.  If  you 
have  some  news  items  that  could  transcend/replace  the  ones  we 
ran  in  this  week’s  paper,  contact  news  editor  Patricia  Keefe  at  (508) 
820-81830rpatricia_keefe@cw.c0m. 


THE  CLIENTPRO™  SERIES 

For  the  ideal  line  of  business  PCs  -  one  that  makes  your  lift 
a  lot  easier  -  you  need  stability.  You  expect  reliability.  You 
demand  enhanced  manageability  and  lower  cost  of  owner¬ 
ship.  On  top  of  that,  the  machines  must  be  simple  to  set 
up,  easy  to  upgrade  and  come  in  neat,  network-ready  packayea 
which  include  SMART  drives,  DMI  BIOS  support  and  LANDesk.®  Possible? 
Absolutely  -  with  Micron™  ClientPro.  Whether  you  choose  the  Mta,  Mte,  Xvi, 
or  Xlu,  ClientPro  combines  the  features  you’re  looking  for  with  award-winning 
performance  and  lower  total  cost  of  ownership. 


ClientPro  also  gives  you  good  reason  to  breathe  easier  because  it’s  made  by 
Micron  -  a  company  recognized  as  the  best  in  the  business  for  service  and 
reliability*  You  get  the  assurance  of  24-hour  technical  support.  And  an  industry¬ 
leading,  5-year/3-year  Micron  Power*  limited  warranty  protects  your  investment. 
Stability,  reliability  and  low  total  cost  of  ownership.  You  can  have  it  all  with 
ClientPro.  Headaches  not  included.  Call  us  or  visit  our  Web  site  today. 


CLIENTPRO  Mta  &  Mte  STANDARD  FEATURES 


pentium®]! 


512KB  pipeline  burst  cache,  flash  BIOS, 
DMI  support 

3Com®  3C905  network  adapter 
3.5"  floppy  drive 

Integrated  S3  ViRGE/DX  graphics 
accelerator,  2MB  EDO  RAM 


Integrated  wavetable  sound 
Tool-free  minitower  or  desktop 
Microsoft®  Intellimouse,  104-key  keyboard 
Microsoft  Windows®  95 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power  limited  warranty 


CLIENTPRO  Mta 


*1,599 

Bus.  lease  $54/mo. 


Intel  200MHz  Pentium  processor  with  MMX™  technology 

16MB  EDO  RAM 

1.6GB  SMART  EIDE  hard  drive 

15"  Micron  15FGx,  ,28dp  (13.7"  display) 

CLIENTPRO  Xvi  STANDARD  FEATURES 


*1,899 

s.  lease  $65/mo. 


Intel  133MHz  Pentium®  processor 

16MB  EDO  RAM 

1.6GB  SMART  EIDE  hard  drive 

15"  Micron  15FGx,  ,28dp  (13.7"  display) 

CLIENTPRO  Mte 


256KB  internal  L2  cache,  flash  BIOS, 

DMI  support 
12X  EIDE  CD-ROM  drive 
3Com  3C905  network  adapter 
3.5"  floppy  drive 

PCI  64-bit  graphics  accelerator,  2MB  EDO  RAM 


Tool-free  minitower  or  desktop 
Microsoft  Intellimouse,  104-key  keyboard 
Microsoft  Windows  NT®  Workstation 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power  limited  warranty 


Intel  200MHz  Pentium  Pro  processor 

32MB  EDO  RAM 

2.1GB  EIDE  hard  drive 

15"  Micron  15FGx,  ,28dp  (13.7"  display) 


CLIENTPRO  Xlu  STANDARD  FEATURES 


*2,269 

Bus.  lease  $77/mo. 


512KB  internal  L2  secondary  cache, 

DMI  support 

16X  EIDE  variable  speed  CD-ROM  drive 
3Com  PC1 10/100  ethernet  NIC 
3.5"  floppy  drive 

PCI  64-bit  3D  video,  MPEG,  4MB  EDO  RAM 


Tool-free  minitower  or  desktop 
Microsoft  Intellimouse,  104-key  keyboard 
Microsoft  Windows  NT  Workstation 
Intel  LANDesk  Client  Manager 
5-year/3-year  Micron  Power  limited  warranty 


Intel  233MHz  Pentium  II  processor  with  MMX 

32MB  EDO  RAM 

2.1GB  SMART  EIDE  hard  drive 

17"  Micron  17FGx,  .26dp  (15.8"  display) 


*2,749 

Bus.  lease  $94/mo. 


MICRON 

POWER - 

WARRANTY 

5-year  limited  warranty  on  microprocessor  and  main  memory 
3-year  limited  parts-only  system  warranty  (1-year  for  TransPort  Vix) 

1-,  2-  or  3-year  optional  on-site  service  agreement  for  Micron  desktop  and  server  systems 
30  days  of  free  Micron-supplied  software  support  for  Micron  desktop  systems;  3  optional 
network  operating  system  incident  resolutions  included  for  Micron  server  systems 
30-day  money  back  policy 
24-hour  technical  support 

The  foregoing  is  subject  to  and  qualified  by  Micron's  standard  limited  warranties  and  terms 
and  conditions  of  sale.  Terms  and  conditions  of  sale  may  vary  for  specific  configurations. 
Copies  of  the  limited  warranties  may  be  obtained  on  our  Web  site  or  by  calling  Micron. 


MICROSOFT 

HIM*  MS  VI 

RFAIJ.  TO  RUN  window?® 


Micron  Sales  Hours:  Mon-Fri  6am-1  Opm,  Sat  7am-5pm  (MT)  Technical  Support  Available  24  Hours  A  Day- 
7  Days  A  Week  Tollfree  from  Mexico:  95-800-708-1755  •  Tollfree  from  Canada:  800-708-1758  •  Tollfree  from 
Puerto  Rico:  800-708-1756  International  Sales:  208-893-8970  •  International  Fax:  208-893-7393 

•PC  Ytorw.  best  overall  PC  company  for  reliability  and  service,  December  1996 

©1997  Micron  Electronics.  Inc.  Al  rights  reserved.  Micron  Electronics  is  not  responsible  for  omissions  or  errors  in  typography  or  photography  pi,rr -.*}«  d'» 
subiect  to  availability  Prices  and  specifications  may  be  changed  without  notice  pnces  do  not  include  shipper  and  harming  and  any  aoobao*?  taxes  30<Say 
moneyHacX  policy  does  not  include  return  freight  and  original  srvppmg/handlng  charges.  applies  only  to  Moon  brand  products  and  begrs  Tun  date  -J  ,'.-d  ■ 
merit  All  sales  are  subject  to  Micron  Electronics  current  terms  and  conditions  of  tale  Lease  prices  based  an  36mcrth  lease  Trie  Intel  i.-*te  logo  and  Pe-or' 
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CALL  NOW  FOR  DETAILED  PRICING  AND  OPTIONS 


800*776*45 
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www.micronpc.com 


[®  It’s  two  in  the  morning,  you’re  on  your  third  espresso  shot, 
and  suddenly  that  big  idea  dawns  on  you.  Question  is,  can 

your  UNIX*  workstation  bring  it  to  life?  . . . 

With  enough  memory  it  can.  Fortunately,  there’s 
never  been  a  better  time  to  fuel  up.  That’s  because 
Kingston*  Technology,  the  world’s  leading  memory 
company,  has  dramatically  reduced  their  prices.  Kingston  UNIX 
workstation  memory  costs  nearly  half  as  much  as  the  leading  system 
manufacturer’s  and  our  memory  is  customized  to  the  requirements  of  the 


system  or  class  of  systems  in  which  it  will  be  used.  So  you  will  always  get 
the  right  memory  (guaranteed  100%  compatible)  the  first  time 
around.  We  even  have  licensing  agreements  with 
Sun  Microsystems®  and  Silicon  Graphics®,  plus 
service  agreements  with  Digital®  and  IBM?*  To  get 
the  memory  that’s  just  right  for  your  UNIX  workstation, 
call  (800)  435-0669,  or  look  for  us  on 
the  Web.  After  all,  isn’t  it  time  your 

workstation  lived  up  to  its  name?  E  C  H^N  O  L  O  G  Y 


For  more  information  call  us  at  (800)  435-0669 


Visit  our  Web  site:  http://www.kingston.com/av.ht 


m 


*IBM  will  no  longer  provide  maintenance  service  during  the  warranty  period  on  the  RISC  6000  family  of  products.  IBM  will,  however,  continue  to  provide  maintenance  service  on  these  products  during  the  post  warranty 
period  (after  the  initial  one-year  on-site  warranty).  Kingston  Technology  Company,  17600  Newhope  Street,  Fountain  Valley,  CA  92708  USA,  (714)  435-2600,  Fax  (714)  435-2699.  ©  1997  Kingston  Technology  Company.  All 
rights  reserved.  Kingston  is  a  registered  trademark  and  Computing  Without  Limits  is  a  trademark  of  Kingston  Technology  Company.  All  other  trademarks  and  registered  trademarks  are  the  property  of  their  respective  owners 


